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THE BIG THREE.. 
in their price fields 


SPOT SASH CORD 


Extra quality, fine cotton yarn braided with an 
even pull on each strand. Spot Cord is the most 
durable sash cord on the market. Easily identified 


by the colored spots our trademark. 











PHOENIX SASH CORD 4 (03 


Made of uniform white cotton yarn. Phoenix is 
a good, sturdy and reliable cord at a moderate 


ic PROFIT 


AETNA SASH CORD 

A smooth, tough sash cord with no loading. 
Aetna is the best value you can offer customers 
Stock the Complete 


in the low price field. 
Samson Line | 


In addition to these three profitable sash cord leaders, * 
Samson makes solid braided cotton WHALE Clothes Line; 
wire-centre plastic-coated TITE-ROPE Clothes Line; and 


many other lines and cords to suit all needs. 


WRITE TODAY for samples and complete information. 





CORDAGE WORKS 
BOSTON 10; Me eee. 






















THESE WOOSTERS ARE AVAILABLE 


co 
| 

| 

. 

| New Wooster Sian Brushes, with pure 
bristle content restricted by National Produc- 
| tion Authority order, are being produced in 
|} 70-30, 60-40 and 55-45 bristle-horsehair 
mixtures. Available in limited quantities are 
| short-length Wooster All Pure Bristle Brushes 
| (2%" clear of ferrule), and Wooster 100% 
Pure Nylon Brushes. Be sure to ask your dis- 
| tributor salesman about the new Wooster 
| 

| 
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Defense Line Brushes! 
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IF IT’S WORTH PAINTING 





The trademarks brush buyers 


WOOSTER BRUSHES ( 


THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO « SINCE 1851 


IT’S WORTH A WOOSTER 


~~, v 
VALOOSTEN 
BRISTLE 70-30 HORSEHAIR 


VV DEFENSE FS 





The Wooster reputation for quality and per- 
formance will mean more than ever to you this 
year. For, regardless of materials shortages and 
the almost certain appearance later of un- 
branded merchandise, brush buyers know that 
they can count on best possible quality and top 
value when they ask for Wooster. 

That’s why it pays to line up with the trade- 
marks brush buyers trust—the Wooster trade- 
marks, backed by confidence built up through 


a hundred years of satisfied users. Whether 
they appear on Wooster Defense, All Pure 
Bristle or 100% Pure Nylon Brushes .. . if they 


say Wooster or Foss-set, you know they’re the 
trademarks brush buyers will look for again 


and again! 
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These YALE items / 


go over | 
without a bang! 








\ says Mr. G. S. Troxler 
523-525 South Elm St., Greensboro, N. C. 


“YALE really gave me a winner for spring and summer 
selling with this Airliner Door Closer and Push-Pull 
Door Catch. Since I've been showing my customers 
how easily and inexpensively yALE can take the slam 
out of screen doors—my sales have been going over 
—without a bang!” 





YALE 506 AIRLINER Door Closer... YALE 1011 Push-Pull Catch 
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This slam-stopping team makes a big hit with customers everywhere. 
- A natural for tie-in sales with screening and other seasonal items! 
e An excellent package to feature in your spring promotions because 
h it offers a well-known quality brand at a price that makes customers 
look twice. For additional information, write us today—The Yale & 
ol Towne Manufacturing Co., Dept. S-104-2, Stamford, Conn, (In Can- 
re ada: St. Catharines, Ontario.) 
y 
e YALE AIRLINER YALE PUSH-PULL CATCH 
- For Quick, Quiet Closing Action For a Sure Holding Lock 
¢ Easy to install and adjust * Positive, heavy duty catch 
¢ Fits on right or left hand doors + Works on screen and combination 
—inside or out doors 
* Requires only 2” space between — « Quick to install 
doors aia 
e Adjustable spring completely con- ee ae 
cealed ¢ Works easily, no knob to turn 











YALE & TOWNE emanates aa 


YALB is « registered trade mark 
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“The trademarks 
everybody 
knows 


%, 





The files 
everybody 


Kes 


Tuat’s a short way of saying that, through outstanding quality, 
unsurpassed value—and relentless advertising — Nicholson and Black 
Diamond brands jointly constitute the most largely and widely used files 
in the world. 

Through their longer life and superior cutting efficiency, these 
famous files contribute not only in the conservation of steel, but in 
doing a better, time-saving job on the upkeep of farm machinery, motor 
vehicles and thousands of other implements which must be made to last 
longer in these days of national emergency. 


Distributed through hardware wholesalers 


25 ACORN STREET ¢ 


(In Canada, Port Hope, Ont.) 


NICHOLSON FILES 


...-A FILE FOR EVERY PURPOSE 


NICHOLSON FILE CO. « PROVIDENCE 1, R. I. 
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—the Time | 
when everyone | 


WEEDS " 


New Chains 
CEILING 


® Spring always pepsuphard- | | HOOKS 
ware chain business. When | 

people feel like getting out and 
doing something besides nec- 
essary chores, they find odd 
jobs around the place. And a - EYE BOLTS 
lot of ‘‘odd jobs”’ call for chain, 
assemblies, fittings and the like. 











|  ® Look over your stock now. 
«|  Beready to place the more pop- 
ular AMERICAN CHAIN items 
out where customers will see 
them and be reminded. Get 
in touch with your AMERICAN 
CHAIN distributor—now. 


FREE- but GOOD! 


Good for new and old clerks — 
Good for new and old store owners 
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“Fingertip Facts /—~ 
about / 


Hardware Chain’’ /.... — ) 
Write today / 
for Your Copy / 


“The best thing of its / 
kind ever published” 
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York, Pa., Chicago, Denver, Detroit, Los Ar ork, Philade! 
sas =P it purgh, Portland, Fre % F ‘ 


sah shores Dortinnd, Sam, fave dgeport, Conn. 

AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 

In Business for Your Safety 
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| Just Among Ourselves 


Informal Editorial Comments 





New Achievements 
And New Problems 


One of the best spots we have found to do a 
little quiet thinking is in an airliner in flight. 
Late last week as we were flying back to the office 
from the Southern Convention at Palm Beach, 
watching the Florida real estate slip by at 350 
miles an hour and enjoying the warmth of the 
sun at 21,000 feet (about the only sun we saw in 
Florida), we wondered if it was a matter of ad- 
vancing old age, or were the past two weeks un- 
usually busy ones? 

Our vanity protests the first suggestion, and the 
contents of this issue of your favorite magazine 
tends to support the contention that these have 
been weeks of many interesting and challenging 
developments. And these issues of Hardware 
Age, as they reach your desk every two weeks, 
seem to point up with unusual clarity the new 
problems and new accomplishments of the hard- 
ware trade. 

For example, beginning on page 10 of this issue, 
you will find the details of Amendment No. 2 of 
CPR 7. This amendment serves primarily to 
greatly enlarge the types of merchandise now 
under the margin type of control and by so doing 
will bring thousands of hardware dealers under 
its provisions. 

Then beginning on page 123, you find a detailed 
report of what happened at the 1951 convention 
of the Southern Wholesaler Hardware Assn. and 
the American Hardware Manufacturers Assn. 
Your editors take a certain amount of excusable 
pride in being able to bring to you such a detailed 
report in such a short period of time. That we 
were able to do this reflects in large measure the 
generous co-operation extended us by the two 
association secretaries, Tim McAllister and Art 
Faubel. 

While Rudy Wild and myself were dodging rain 
drops and preparing the report of the Southern 
Convention, Ken Heale and Rod Keagy were busy 
covering the Brand Names Foundation meeting in 
New York where they had the opportunity of see- 
ing awards made to five hardware dealers for out- 
standing achievement in brand name promotions. 
This national recognition (see report in HA, page 
104, April 5 issue) emphasizes that hardware deal- 
ers are not overlooking the selling value of na- 
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tional brand names which many big merchandisers 
have long capitalized on. 

At the same time the staff was busy putting the 
finishing touches to a special report on how to sell 
water systems and how to tie into National Water 
Systems Month. This special] article, which will 
appear in the next HA issue, is, we feel certain, 
going to be of real value to many dealers who 
handle water systems and also to those who may 
be thinking about adding this line. 





Dealers Face New 
Headaches on Prices 


The new Amendment No. 2 to CPR 7 means, in 
effect, that thousands of hardware dealers will 
have to begin worrying about the preparation of 
the complicated list price charts required of this 
order, unless their volume in the covered items is 
comparatively small (see page 230 for an explana- 
tion of how this works), and they have only 20 
days from the time the order was issued to the date 
such charts are due. 

When the original order was issued it hit pri- 
marily the large department stores, yet despite 
their large clerical forces, they were given some 
two months, with extensions, to work out the same 
type of chart for which the new amendment allows 
only 20 days. 

This is so obviously impossible and unfair no 
matter how you look at it, that as soon as Hard- 
ware Age realized what OPS was asking, the 
following telegram was sent to Mr. DiSalle, the 
price stabilization chief: “Large number of 
hardware stores will be required to price under 
CPR 7 due to new categories added by Amend- 
ment No. 2. These stores, which are largely small 
stores, have neither the facilities nor clerical help 
available to permit meeting April 30 deadline for 
filing the charts. We earnestly recommend ex- 
tension of deadline a minimum of 60 days for 
hardware dealers and that serious study be given 
possibility of simplifying reports required from 
hardware dealers under CPR 7.” 

The day after we sent this telegram, the power- 
ful NRDGA made a similar request to OPS for 
an extension. It seems to us that plain common 
sense demands that an extension be granted, but 
rather than hope that common sense will prevail, 


7 














it would be helpful if every dealer sent a telegram 
to Mr. DiSalle insisting that more time is needed 
and that simplification of the report form is also 
vitally necessary. 

There are so many unanswered questions about 
this new amendment that it is difficult to offer any 
real suggestions to dealers. However this much 
is true, that this regulation is now a law of the 
land, and until it is repealed, you have to live with 
it. And no matter which regulation you price 
under, you are going to need some form of proof 
of your prices. So why not start now to collect the 
information on net cost and selling price on the 
cut-off date of the merchandise you sell which is 
covered by the new order (see page 10). While 
this order is certainly more involved than the gen- 
eral price freeze, it also offers the only way avail- 
able at present for you to retain your usual 
mark-up when your source of supply raises its 
prices. 

In the meantime, get yourself a copy of CPR 7 
and Amendment No. 2 from your local OPS office 
and study it. It is not easy reading, but it is im- 
portant reading and will help answer many ques- 
tions that you will face. If you can’t get a copy 
there, send us a 3¢ stamp and we’ll send you 
& copy. 





Action Is Needed on 
Wholesalers’ Prices 


Dealers are not alone in facing difficult price 
control problems. Wholesalers, too, have more 
than their share of headaches. The No. 1 prob- 
lem for discussion among wholesalers at the 
Southern Convention was price control. Whole- 
salers are caught in a very dangerous and grossly 
unfair squeeze due to the slowness with which OPS 
is acting on price controls. This squeeze is not 
of concern to wholesalers alone, but it also con- 
cerns manufacturers and dealers who need a stable 
wholesale industry for their own business health. 
Anything that threatens the stability of the whole- 
saler also threatens the stability of the manufac- 
turer and dealer, and this squeeze, if it is not 
promply corrected, can seriously disturb the nor- 
mal flow of goods from maker to user. 


This price squeeze of the wholesaler is especially ; 


vicious in that there is no relief in sight other 
than the vague promise that something will be 
done. In the meantime, the problem grows worse 
and worse. One wholesaler has some 2000 items 
which he must sell at a loss, some at less than cost, 
in order to observe the terms of general price 
freeze. 

One of the very real dangers that the wholesaler 
industry must acknowledge is the dominance in 
OPS of people whose backgrounds are mainly in 
big stores and mass merchandising where the 
accent is on direct buying. They have difficulty in 
understanding fully the importance of the whole- 
saling function in the servicing of the thousands 
of small stores that make up the hardware indus- 
try. To some of these men, the problems of the 
wholesaler probably seem not too important. But 
those of us in the hardware trade who under- 
stand the value and importance of the wholesale 
function must insist that OPS give adequate con- 
sideration of their problems. 








Another facet of this wholesaler price problem 
is the crying need of adequate guidance of OPS 
on wholesale matters. Many other industries have 
already taken steps to see that OPS is made aware 
of their specialized problems. 

The industry has already indicated its willing- 
ness to co-operate, but OPS has failed to make use 
of this assistance. Early this year, at the specific 
request of the Director of Price Stabilization, a 
list of wholesale hardware executives qualified to 
serve in an advisory capacity was submitted to 
OPS. This list was selected to provide adequate 
representation of all segments of the trade. Thus 
far, OPS has failed to utilize this group. Why? 

One of the most disastrous steps OPS could take 
would be to lump all wholesalers together under 
one price regulation. The problems of a button 
jobber and a hardware wholesaler are vastly dif- 
ferent and it would be impossible to treat both 
fairly under the same regulation. They must be 
kept separate. 

Wholesale hardware executives would do well to 
tell OPS, now, of the need for not lumping all 
wholesalers together and ask why this advisory 
group has not been acted upon. 





Tell Them You, Too, 
Carry National Brands 


One of the most significant recent happenings 
in New York among the big retailers, the mass 
merchandisers, has been the switch by several of 
the very big stores from emphasizing private 
brands to pushing nationally advertised brands. 

A short time ago these stores were boasting 
about their own brands. Now they are taking full 
page ads to tell about all the national brand name 
merchandise they carry ... the same type of mer- 
chandise available to every hardware dealer. 

There are probably a number of reasons for this 
switch, not the least of which is that in times of 
scarcity of merchandise, the big retailers usually 
do switch to national brand names. There is also 
the fact that consumer surveys are showing more 
and more the influence national advertising has 
on the buying decisions of the nation’s shoppers. 

Quite aside from these considerations, a small 
dealer is more likely to receive better service and 
to be assured of higher quality if he sticks with 
the national brands. Most of the complaints we 
receive usually involve small companies that have 
little concern for a national reputation. 

Many hardware stores have been aware of the 
inherent advantages of national brands and the 
pre-selling which their national advertising does. 
The large number of hardware stores participat- 
ing in this year’s National Brand Foundation re- 
tail competition illustrates this awareness. 

Yet, too many stores carry these national brands 
but seem to hide the fact. They discard the effect 
of millions of dollars of national advertising done 
by the manufacturers. 

You’ll find that most of your customers are very 
much interested in brand names, so tell them what 
brand names you carry. Let them know they don’t 
have to fight traffic to go into the big store in 
town. They can pick it up right in your store... 
if you let them know you carry it. 
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PADLOCKS 


. . - Get ready for 
Spring and Summer Padlock Business 


There’s always a big demand for ILCO PADLOCKS during the 
vacation months, when outdoor activities such as boating, fishing, swim- 
ming, camping... as well as hotel and resort business . . . assures 
increased profits. Here are a few of the fast selling ILCO PADLOCKS 
within the high quality, medium and popular price range. Check your 
stock .. . place your order NOW .. . without delay. 


No, 308 Cast bronze case, satin finish. Hardened steel shackle, 
No. 309 locks both toe and heel. Five pin tumbler cylinder. Can 
No. 310 be master keyed or keyed alike. 

No. 373 Extruded brass case, satin finish. Hardened steel 


shackle. Five pin tumbler cylinder. Can be master keyed 
or keyed alike. 


No. 314 Heavy steel case, attractive red finish. Hardened steel 
No. 315 shackle, locks both toe and heel. Five disc tumbler cylin- 
der. Can be furnished keyed alike. 


No. 320G Cast alloy case, green with gold bronze nameplate. 
Steel shackle. Five disc tumbler cylinder. Can be fur- 
nished keyed alike. 


No. 324 Cast alloy case, green with gold bronze nameplate. 
Hardened steel shackle. Five disc tumbler cylinder. Can 
be furnished keyed alike. 


GET READY FOR RAPIDLY INCREASING GOVERNMENT BUSINESS 








f I1LCO PADLOCKS COMPLYING WITH FEDERAL SPECIFICATIONS FF - P - 101B. 
Type Size Ilco Number 
EPB 1%” 341 
EPB 11,” $335 
EPB 13/,” $339 
; EPB * 4 $336 
b } EPE 1%" 341B 
Type of 6335, EPE 117," S$335B 
$339 and $336 EPE 1% S$339B 
EPE - $336B 
i ILCO PADLOCKS COMPLYING WITH U.S. NAVY DEPT. SPECIFICATIONS 42-p-12G. 
| Type Size Ilco Number 
A 114," 341B-USN 
A 1,” $335B-USN 
; B 11g” 34114,B-USN 
If” i/,B- 
‘nat on B il, $33514B-USN 


All above Federal and Navy Padlocks have solid brass case, with 
pin tumbler cylinder. ILCO numbers with ‘!/,” suffixed are fur- 
nished with chain. Numbers with ‘B’” suffixed have brass shackles, 
All others have hardened steel shackles. 


ASK FOR YOUR COPY OF THE “ILCO GUIDE TO PADLOCK SELECTION” ... 
AND POST IT NEAR YOUR PADLOCK DISPLAY AS A USEFUL SELLING AID. 








INDEPENDENT LOCK COMPANY 


FITCHBURG, MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 





Margin Freeze Hits Hardware Store Items 


Electric Housewares, General 
Housewares, Sporting Goods Now 
Added to Margin Control Order 


OPS has amended its Ceiling Price Regulation 
No. 7, effective April 10, by adding new categories 
of merchandise, many of which are sold by hardware 
stores, thus bringing a majority of hardware dealers 
under margin control. 

Generally, the new categories include housewares, 
small electric housewares, garden implements, sport- 
ing goods, wheel goods, watches and clocks, radio 
and television, and numerous other hardware store 
items. See the complete list of categories following 





What the NewAmendment Does 


®¥Establishes a freeze date of March 31, 
1951, for the categories listed in the 
amendment. 


®Requires a filing of a list date pricing 
chart with your local OPS District 
Office by April 30, 1951. 











this article. The additional categories, OPS esti- 
mates, will blanket an additional 76,000 retail stores, 
adding approximately $7 billion dollars to the annual 
dollar volume of retail stores governed by CPR 7. 

The amendment retains the list date (freeze date) 
of Feb. 24, 1951, for the categories listed in Appendix 
B of CPR 7 as originally issued, but provides a new 
list date, March 31, 1951, for the new categories 
added to Appendix B by this new amendment. 


Possible Exemption 


Under CPR 7, dealers who sold less than $20,000 
annually of the items covered by the regulation, 
could elect not to price under its rules and to remain 
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under the General Ceiling Price Regulation. This 
provision has not been changed, but dealers now 
must consider both the original categories and the 
new ones listed in the amendment. 

Thus, if a hardware dealer now does a volume of 
$20,000 or more annually in items covered by the 
original order and its amendment, he must price that 
merchandise according to the rules established by 
CPR 7. 

Also, while the amendment does not change the 
list date, Feb. 24, 1951, for the original categories, 
if a hardware dealer first becomes subject to CPR 7 
on or after April 10, the effective date of the amend- 
ment, he uses March 31 as his list date for all listed 
categories he sells. 

On the other hand, if a hardware dealer was 
already subject to CPR 7, he continues to use the 
Feb. 24 list date for the categories listed in the 
original order and the new list date, March 31, for 
the new categories. 

In the event a dealer was not open for business on 
the list date, he takes as his list date the most recent 
date before the day on which he was open for busi- 
ness and offered for sale any article covered by 
CPR 7. , 

Hardware dealers should obtain copies of CPR 7 
and Amendment 2 in order to familiarize themselves 
with the rules governing their prices and the list 
price charts which must be prepared and filed with 
OPS by April 30. In the next issue, HARDWARE AGE 
will publish a simple guide for preparing the price 
list chart. 


List Date Pricing Chart 


Dealers may begin to use the applicable pricing 
rules after their chart has been filed, but they must 
use those rules not later than April 30. 

If a hardware dealer becomes subject to CPR 7 
by Amendment 2, he must prepare two copies of a list 
date pricing chart as called for by the regulation. 
One copy of the chart is retained by the dealer for 
his own use and inspection by OPS and the other must 
be filed with the nearest OPS district office by April 30, 

(Continued on page 230) 
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EXCLUSIVE QUALITY GIVES YOU THE 
FASTEST SELLING HOUSEWARE 
LINE IN AMERICA 


NATIONALLY ADVERTISED 


¢v ARISTGO-MAT sales are larger. 
dv ARISTO-MAT profits are bigger. 
Jv ARISTO-MAT buyers are satisfied customers. 


There is nothing like a satisfied customer to bring you more 
business — and more business means more and bigger profits for you. 


Made of U. S. STEEL, ARISTO-MATS ALL-Purpose 
Stove and Utility Mats give your customers the most 
beautiful protection that money can buy. 


The ARISTO-MAT line is pre-sold through national advertising and 
is a sales tested line that is in demand by your customers who want 
only the best. ARISTO-MATS not only protect stove tops and other 
fine surfaces, but add beauty and charm to every kitchen and add 
extra work space, too. 
Stock the complete ARISTO-MAT line. 
Display ARISTO-MATS in your windows... 
and use our Display Merchandisers. 
Check your stock and order ARISTO-MATS 
often. 


GET THE FACTS 
FROM YOUR JOBBER ) | 
OR — : : ; “ F eecremnet by © 


WRITE DIRECT Za es 


PHOENIX TABLE MAT COMPANY Chicago 7, Illinois 
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LATEST 


Shallow Well Pump 


A new shallow well jet pump 
package system, Figure 4003, has 
an 8 x 14 in. three-gallon tank, 
while the unit is 101% x 18% x 18 
in., with a capacity to 600 gph., de- 
pending on well water level. The 
system has horizontal shallow well 
jet pump direct connected to a 14 
hp. single phase capacitor motor 
with built-in overload protection, 
and pressure switch set at 20 to 40 





Ibs. Capacity of the pump is ad- 
justable to flow of the well. One- 
inch check or foot valve may be 
ordered. Everite Pump & Mfg. Co., 
Lancaster, Pa. 





Finishing Sander 


This orbital-motion Model 105 
finishing sander is motor-driven 
with two counter-balanced trans- 
missions, and will refinish, smooth. 
sand, and prepare surfaces for 
painting. The abrasive pad revolves 
in a 3/16 in. diameter orbit at 5,000 
rpm., and does not scratch or mar. 
Weighing 5 lb., this 9 x 3 x 3% in. 
sander is maneuverable and vibra- 
tionless. Equipped with standard 
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sanding pad, it retails at $59.50. 
Porter-Cable Machine Co., Syra- 
cuse 8, N. Y. 


Plastic Buffet Set 


Four buffet plates, four tumblers, 
and a pair of salt and pepper 
shakers make up this plastic buffet 
serving set, which is available in 
assorted colors of red, yellow, green, 
and blue, or solid coppertone. Tum- 
blers have a squared base which 
matches and may be used in com- 
bination with the divided plates. 
Retail: $2.98. Mutual Plastic Mold 
Co., 4719 Firestone Blvd., South 
Gate, Calif. 








INFORMATION ON NEW PRODUCTS AND SERVICES 





Saw Protractor 

This new 114-lb. saw protractor 
has a straight edge, a segment Ccali- 
brated in units of 1 deg, and an 
easily movable holding arm for use 
as a guide in power sawing. De- 
sired angle is easily set. Particu- 
larly useful for compound mitre 
cuts when used with the bevel ad- 
justment on power saws. It may 
also be used for laying out car- 
pentry work involving angles and is 





adaptable to most portable electric 
saws. Black & Decker Mfg. Co., 
Towson 4, Md. 


Colored Coffee Maker 


An automatic electric percolator, 
introduced a year ago in polished 
aluminum, is now available in blue, 
gold or plum. This Color-Glo Flavo- 
matic has permanent colors, applied 
by an electro-finishing process, 
which will not chip, rub off, stain, 
or scratch. Finish is easy to clean. 
Tax and electric cord are included 
in the retail price of $13.95. West 
Bend Aluminum Co., West Bend, 
Wis. 
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Miniature Alarm Clock 


The Sentinel Little Pal miniature 
alarm clock is wound by a single 
thumb-fit key for both time and 





alarm, and cannot be overwound. 
Finish is hard baked ivory enamel 
on a metal case, with felt padded 
base. The clock runs for 40 hours 
and comes with plain dial and 
hands; retail: $3.95, with radium, 
retail: $4.50. E. Ingraham Co., 
Bristol, Conn. 


Rubber Sanding Block 


This all-rubber hand sanding 
block is for use with 24 x 9 in. 
sheets of pre-cut home workshop 
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in hardware merchandise... 


sandpaper for both wet and dry 
sanding. 


firmly. Flat surfaces are sanded 
without gouging or glazing. Re- 
tail: $1.29. Minnesota Mining & 
Mfg. Co., 900 Fauquier St., St. 
Paul 6, Minn. 





Insulated Tumblers 

These light-weight dripless tum- 
blers have two walls with an air 
chamber between for insulation. 
Tervis insulated tumblers come in 
three designs, in sets of four tum- 
blers. Peter Hunt series with de- 





signs between the two tumbler 
walls is made entirely of lucite; re- 
tail price: $10.00. Deluxe gem 
tones, also of lucite, offer colored 
interiors of red, blue, amber, or 
green; retail price: $8.00. Standard 
jewel tones in assorted colors; re- 
tail price: $5.00. Detroit Macoid 
Corp., 12340 Cloverdale Ave., De- 
troit 4, Mich. 





Rotary Power Mowers 


Two new trimmer type rotary 
power mowers, RMV-18 and RMH- 
(Continued on page 208) 


Three spikes set under 
flexible rubber flaps hold sandpaper 
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=. SELL 


oe oe ee 
AND OTHER DEALER 





A new counter display carton for 
Crab-Not dealers holds 12 4-oz. 


cans. Crab-Not is a water-soluble 





potassium cyanate formula avail- 
able in both Standard and Special 
P. C. combined with 2,4-D for 
simultaneous control of crab-grass, 
chickweed and broadleaf weeds. 
Green 4-oz. Standard P. C. formula 
retails for $1, and yellow 4-0z Spe- 
cial P. C. with 2,4-D for $1.25. 
Each formula comes in its own dis- 
play carton. Nott Mfg. Co., Mt. 
Vernon, N. Y. 


New Rope Carton 


A third size rope carton has 
been added to the line of pre-mea- 
sured, cartonized rope for 3/16 to 
7/16 in. diameter rope. Measuring 
13 x 11 in., it will hold 600 to 

(Continued on page 223) 
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1950 w= fo STANDING 
Jan. — 
1951 - 
at month's end 
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Inflationary Trend Is 
Eased By Consumers’ 
Resistance to High Prices 


Consumers are becoming more 
coy and are playing “hard to get” 
as dealers in such divergent lines 
as meat and video will attest. 

In marked contrast to the fre- 
netic buying mood of the public, 
nearly a year ago when Korea 
flared up, business observers now 
detect a definite “show me” atti- 
tude. 

While retail sales generally have 
been holding up unusually well for 
the season, it is now evident to 
those dealing with the public that 
consumers are now more discrimi- 
nating when it comes to parting 
with the “long green.” 

Neither the honey-toned com- 
mercials nor the dire threats of 
forthcoming shortages and higher 
excise taxes have started stam- 
pedes of buyers to television 
stores. Similarly, a noticeable re- 
luctance to big ticket items—in- 
cluding T-bone steaks—has been 
noted in other lines of retail trade. 

Retail hardware sales have been 
remarkably high. Dollar volume 
for the first two months of this 
year is reported to have been 
23 pct ahead of the same months 
of last year. 

Wages and salaries have been 
consistently higher for the past 
12 months, because more people 
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Effects of controls becoming more 


evident ... Big ticket items harder 


to move... Retail sales still well 


ahead of same months last year 


are employed and for longer hours. 

Dealers in many consumer lines 
are still up to their necks in in- 
ventories and the buying public 
seems to be aware of the situation. 
This situation, together with a re- 
luctance to pay today’s higher 
prices, has brought about a hiatus 
in the inflationary movement of 
the last half-year. 





February Was Another 
High Sales Month 


February retail hardware sales, ad- 
justed for seasonal variations, were 
$241 million—only $3 million less 
than January, which was the highest 
adjusted total on record for any 
month. The January-February total 
of $485 million was $150 million 
greater than the same two months 
of last year, an increase of 44 pct. 


(add 000,000) 


1951 1950 1949 1948 
Jan. $244 $167 $185 $202 
Feb. 241 168 181 198 


485 335 366 400 


Mar. 164 171 196 
Apr. 166 177 200 
May ‘ 176 183 198 
June 189 177 198 
July 210 177 196 
Aug. 210 165 200 
Sept. 198 168 196 
Oct. 192 166 191 
Nov. 191 165 188 
Dec. 213 173 191 


$2244 $2088 $2354 











Big City Hardware Store 
Sales High in February 


The February business done by 
hardware stores in three major 
cities, Los Angeles, Minneapolis 
and Milwaukee, was 60 pct or 
higher than that done in February, 
1950, according to the Bureau of 
the Census. 

The increases in February busi- 
ness over Feb., 1950, for the major 
cities were: Los Angeles, 60 pct; 
Washington, 43; Chicago, 44; Min- 
neapolis, 62; St. Louis, 23; New 
York, 41; Toledo, 32; Philadelphia, 
19; Seattle, 34; and Milwaukee, 61. 

The percentages of increase for 
January and February, as com- 
pared with the same two months of 
last year, were: Los Angeles, 77; 
Washington, 44; Chicago, 52; Min- 
neapolis, 55; St. Louis, 43; New 
York, 42; Toledo, 33; Philadelphia, 
27; Seattle, 80, and Milwaukee, 63. 


Wages, Salaries Rise for 
12th Consecutive Month 

Personal income in February 
was at the high annual rate of 
$241 billion, unchanged from the 
previous month and 12 pct above 
a year ago, the Office of Business 
Economics reports. 

Wages and salaries continued to 
rise, while proprietors’ income and 
transfer payments declined. 

Total wage and salary disburse- 
ments, at an annual rate of $162 

(Continued on page 256) 
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There's turnover in RB& W's 
“upside-down” package! 





Profits aplenty are packed for you in each unique 
RB&W “upside-down” package. 

Displayed on your shelves, the attractive red and 
green colors catch customers’ eyes . . . and the easy- 
to-order-from label (big black type, white back- 
ground, with the product pictured) clinches the sale. 

When you open the package to fill the order, the 
clever “upside-down” feature comes in mighty 
handy. You can’t spill a single RB&W bolt, nut, screw 


RUSSELL, 
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or rivet .. . the label’s upside-down so the cover will 
be always underneath and the bottom won’t drop 
out. Its strong, light, Brightwood construction can 
take constant opening and Closing without bending 
or breaking. 

Stock and feature the complete quality line of 
RB&W bolts, nuts, screws and rivets... . a great 
hardware staple that’s always in demand, never out 
of style, sure to build traffic. 


BURDSALL &® WARD BOLT AND NUT COMPANY 


Plonts at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los An- 
geles, Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Dallas, Oakland Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


AOD 


Cet FfFAAD 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 




















THE NEWEST IDEA...THE | : 
TORY SA 
RETAILING TODAY! - 


DISSTON | 
| FIGHT WASTE PROGRAM 


| ENTHUSIASM for “FIGHT WASTE” 
IS RUNNING HIGH! 


Action-minded dealers and distributors are 
taking to the program... using it... 
profiting from it! Here are some typical 
comments: 


"Your Fight Waste material has stretch 
received very favorable attention 
from all who have seen it..." 







"Congratulations on the very fine 
job you have been doing in the 
‘war on waste'..." 


"Congratulations to the Disston 
Fight Waste Plan. We think it 
deserves every consideration." 


"Thanks for the opportunity of 
sharing your Fight Waste program. 
Excellent idea." 


HERE’S HOW WE TELL YOUR 
CUSTOMERS ABOUT YOUR STORE 
AND THE “FIGHT WASTE’’ PROGRAM 


fr : —aet [fd Special “Fight Waste’ advertising in lead- 
ing consumer publications—SATURDAY 





cat e.g "mor EVENING POST, COUNTRY GENTLE- 
Ry Stas rect royare mete MAN, HOME CRAFTSMAN, POPULAR 
om eee fF | HOMECRAFT —tells your customers 

ie: about the “Fight Waste” program; sends 


them to see you—their hardwareman—for 


information and advice! 
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wat THE DISSTON FIGHT WASTE: procram ts 


It’s a comprehensive educational program @ Buy quality tools—enjoy the long-term 
to help dealers maintain customer goodwill economy of quality! 

in the face of growing shortages of tools and 

hardware supplies. The program helps @ Use tools right for longer tool life! 

stretch the supply of tools by stressing these 

points to customers: @ Buy only what you need and can use now! 


gg Ate ragecmmpata ames: rama men oe Kiger — — ee , 
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Make your store “Fight Waste” Headquarters — 
get this FREE dealer kit! 


egy amen 


* 


New DISSTON SAW, TOOL & 
FILE MANUAL: 


Special “Fight Waste’ edition! 
A generous supply of these 
manuals is included in every 
Dealer Kit, along with-a handy 
post card reorder form to keep 
you supplied! 


> iii 


‘ene + SO ES 


wee 4 
% 


Disston supplies all ‘‘Fight Waste’”’ material 
for your store and your customers FREE— 
without cost or obligation! Special dealer’s 
kit contains: 





WINDOW STICKERS: 


Big, eye-catching emblems that . 
identify your store with the SEND COUPON TODAY FOR YOUR FREE “FIGHT WASTE” KIT—5 
national “Fight Waste” effort! } 
HENRY DISSTON & SONS, INC. 

454 Tacony, Philadelphia 35, Pa., U.S. A. 


(Canadian Factory, Toronto 3, Ont.) 




















COUNTER CARD: 


Features the colorful Please send me FREE Disston ‘‘Fight Waste’’ Kit. 
“Fight Waste’ banner— 
arouses customer interest 
» in the Disston Saw, Tool 
fone tooo *\ and File Manual! 








NAME_ 


ADDRESS __ 








CITY ZONE____ STATE 





Building Customers For You... 


—y" 
@ 


id ant -— ae 2 wo 


WORLD-FAMOUS 


Winchester Repeating 


18 


Ups A 


There are many things that 

distinguish genuine WINCHESTER 

firearms from all the rest. You can 

particularly notice the complete confidence 

people have in the Winchester trade- 

mark .. . built by consistent product superiority and 


backed by powerful, year-’round advertising. 


For 1951, too, Winchester promises you the same 
high quality, advertising support, and | 

customer satisfaction that not only 

on produce sales, but also make 


customers for your store. 


WINCHESTER 


RIFLES and SHOTGUNS | since 1866 


PRODUCTS OF INDUSTRIES, INC. 


Arms Co., Division of Olin Industries, Inec., New Haven 4, Conn. 
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\ Practical DIETZ Lantern at the Price of a Toy This shows the DIETZ COMET’S small 


size in proportion to well-known 
objects. It’s little,—but it's great! 


The lantern that everyone can use. Packed with sales appeal. 
It’s the right size for universal use. The gay color and styling 
gets the gift-seeking ladies, just as it does sportsmen, home 
gardeners, or picnickers. Kids and teenagers want one on sight. 
Every Home A Prospect—multiple sales are not unusual — 
every sale invites another when you display the Comet. 

Everyone is conscious of the desirability of having one or 
more lanterns around the home, shop and building for use 
in unforeseen emergencies—the Comet fills the bill perfectly. 

Let the Comet shoot up your sales curve-—make a stock order from your jobber. 





, Conn. 
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DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


"D-Lite Loc-Nob” 
Half Dozen 


DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 





DIETZ LANTERNS THE 
STANDARD OF THE WORLD! 


Since 1840—for well over a century, 
DIETZ LANTERNS have maintained 
an unmatched leadership in design and 
performance. Ever sensitive to chang- 
ing times, ever alert to improvement, 
DIETZ has always kept step with the 
times. 


Among the notable features of the 
Streamline series are the broad non-tip 
base, improved top, all parts are 
curved to spill off wind and rain. Now 
supplied cold-rolled coated steel, gray 
enamel finish. 


Control of flame permits a choice of 
abundant portable light or a low con- 
trolled glow without deminishment, 
or failure. 


Greatest economy of fuel consump- 
tion. DIETZ LANTERNS burn dry 
to the last drop, without interruption. 


|R.E. DIETZ COMPANY 
EST. SYRACUSE 1, N. Y. 


DIETZ “PIONEER” 
Electric 
ESTATE LANTERN 








DIETZ “BLIZZARD” (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


—— 


DIETZ “LITTLE WIZARD” (Cold Blog 


with rising cone burner 
SPECIFICATIONS 





OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE BRAN ; 
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Take Advantage of this Latest and Greatest 


“enane an T= 
BEANS gue 





The LQDGE & SHIPLEY Co. 
800 Evans Sirect ... Cincinnati 4, Ohie 





VEGETABLES REQUIRED BY FAMILY OF FOUR 





Vegerodies 
(Fow Servings Dowy) 


Weebly Amt. Needed # 








White or sweet po 

tatoes—daily 2i¢ 

Leafy green or yel 

low vegetables 

daily 344 

Tomatoes, raw cab 

bage, etc.,—-daily.. 24 

One other vegetable 
daily ‘ig 





4 acre Irish & 
507 Ibs. sweet potatoes 


4 acre 
650 Ibs garden 
(approximately 
377 Ibs. { 50—100 ft 
rows) 
728 ths. 


1 


100 or 
55 Ibs. 200 ft. rows 








Dried beans or : 
Ay) peas—3 times 
25 a week 6 02. 


& 


‘idethet by PERRYGRAF, Meywood, t1, 


DIAL-A-GARDEN GUIDE! 


This brand new CHOREMASTER Dial-A-Garden Guide is small, handy 
and complete. Tells your customers what, how and when to plant garden 


The latest step in a pro- 
gram which is making 
CHOREMASTER the big- 
gest, best known name in 
walking garden tractors is 
the Dial-A-Garden Guide. 
Advertised in leading farm and home publications: Better 
Homes & Gardens, Country Gentlemen, Farm Journal, 
Capper’s Farmer, American Home, Popular Science, Pro- 
gressive Farmer, Successful Farming . . . producing thou- 


sands of inquiries for CHOREMASTER dealers. 


Get the facts about the money-making advantages of 
CHOREMASTER. Once you do, we'll wager you'll join 


wagon. Write today for detailed dealer information and 


name of your distributor. 


a 
tI 
' 
+ 
hundreds of others on the CHOREMASTER dealer fan- & Name 
& 
td 
a 
e 


CHOREMASTER vwision & 


THE LODGE & SHIPLEY COMPANY 


828 Evans St. 
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Cincinnati 4, Ohio 





(WHEN TO PLANT 


DAYS TO MATURITY 

ROW SPACING 

PLANT SPACING 

DEPTH 

PER 100 SEEDS OR PLANTS 
ROW ) APPROX. YIELD 
§ KIND 

ONSECTS ) CONTROL 


DISEASES {CONTROL 














Dealer Helps = 9) | 
Galore eee ~! y | 


all sorts of signs and printed 
matter to help you sell CHORE- 
MASTER faster! 
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nimble fingers wear Riegel gloves 





LEATHER PALM GLOVES 


For extra protection, longer wear and working 


comfort . . . availabl 


in a complete style range 
with a wide choice of fabric and leather com- 


binations . . . knit wrist, safety and gauntlet cuff. 








CANTON FLANNEL GLOVES 


The best glove for general all-round work. 
Available in a full range of weights and styles 
for every need .. . including knit wrist, gaunt- 
let cuff, band top and reversible. 


Nimble fingers can be quicker than the eye, when they're wear- 
ing RIEGEL Work Gloves. You'll find them made for real working 


comfort... plus economy, long wear and all-around quality. 


Every pair is made to the highest of standards. We check on their 
quality every inch of the way... for Riegel Gloves (and no other 
brand) are manufactured from raw cotton to finished glove...in 


the same plant... by the same company. 


WRITE FOR OUR NEW CATALOG ~a complete line of styles to 


choose from—for any job—no matter how tough! 


RIEGEL TEXTILE CORP., 342 Madison Ave., New York 17, N. Y. 





WORK GLOVES 
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TO MERCHANDISE 
DRILL BITS: 








interior Height Dimension 
\ Permits Open Display of any 
\ Drill Set in Century Line. 











Glass Show 
Window 


Rigid Steel 
Frame 





PILFER - PROOF 
DISPLAY CASE <@—=Li777 BF ccs | 


‘f i Gauge 
“ i; ss Ret 


Stocked With Safety 


Plated 
Glass 


Door 






Simple Self- 
Locking Latch. 
Releases from 
Back. Holds 
Glass Door 
Open. Also 
Locks Glass 
Door When 
Closed. 


HIGH SPEED 


Mechanics Length 


21 Spaces for 21 Popular 
Drill Sizes 1/16" to 1/2". 
Each in Easily Accessible 
Individual Spaces. 


20" Wide 
13" Deep 
21-3/4" High ' 


Slot for Printed Card All Weided Stee! i 
Showing Drill Size and Construction Baked- 


Space for Selling Price. ° On Enamel Finish. 











HOW “PILFER-PROOF” HELPS YOU The right size drill always at your fingertips. Just release the con- 

’ cealed latch, lift the front opening glass cover, select the right size 

° ps ag ae ay Nanna drill you want from the clearly marked compartment—and ring up 

ment. the sale. That's all there is to it. You'll also sell more high profit 

© Front Opening of Glass Door Provides Century drill sets designed to meet every need. And with all your 

Easy Access to Drills. drill bits and drill sets in one place, it's a cinch for you to check your 

@ Increases Sales of Drills and Drill Sets. stock at a glance and reorder when necessary (or let your jobber's 
@ Eliminates Losses Through Theft. salesman do it for you). 

Sheng Spee Far Setve Blt te Get. DEALERS NET PRICE > PED”? CASE ONLY—DRILLS EXTRA 











NATIONALLY DISTRIBUTED AND 


Sold Through Leading Wholesalers Every where 
CENTURY DRILL & TOOL WORKS - CHICAGO - NEW YORK 


For names of Century Wholesalers in your area write to "Advertising Department," 311 South Green St., Chicago 7, Ill. 


HARDWARE AGE, APRIL 19, 1951 23 








WH 
REP! 
CEN 


AROUI 





os 


ai 





SFP 


FILLS CR 








S290 (Rs) a 


S3Hsnuad Gaoldd uvindod Mes OO VIIHD 
SLSZ-Z PUCUY ry auoydsjay 
G3asiQNVHOYAW ANV 


G3YNLOVANNVYW SVH LNIW ssSVvVw ri Mei1s os 


"JOVNYN UNO (LOVXE 39 HILYON ‘1334¥1S NOLONIHSVM ODI 
OL ‘SYV3A O€) AYNLNIO 


WluvNO Vv U3AO YO "INI ‘ANWdWOD ONIAYANLIVINNVW HSNAG IVINOTOS 























fupjd 40610] pub meu sno 


ee nye ane ‘souy SuAyy Suyinp 


$J2WO}SND INO Sulasas 


HARDWARE AGE, APRIL 19, 1951 


4}1 0} 2S0]> 2WO> 2M ng 
‘2/Qissoduil 24} Op },URD 2A 
js2Seyoys snoias paiayns 12A2u 2Aaey 


SIDWO}SND jeruojo*) 104 











«LW LNW OA 











MENT HAS MANUFACTURED 
AND MERCHANDISED 
POPULAR PRICED BRUSHES 











Richmond 2-2515 


Telephone 


19, 1951 
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WNu-Glaze ~ 


Nu-GLAZE 
ALWAYS 
STAYS 



















HAS DOZENS 
OF USES! 

















MAY BE PAINTED 
WHEN APPLIED 



















REPLACING OLD 
PUTTY 








REASONS WHY IT PAYS TO SELL 


Nu-GLAZE INSTEAD OF PUTTY! 











AROUND SINKS AND 


DRAINBOARDS 


Ue 1.) IT MAKES SATISFIED CUSTOMERS 


AA <} BECAUSE Nu-GLAZE STAYS PUT! 


ra CEMENT, WOOD” Although Nu-Glaze is applied like putty, it is entirely unlike putty in other 

Tt ways. Needs no working up, clean to handle—not oily, does not dry out, 
harden, crack or peel. Perfect for glazing wood or metal sash, replacing 
putty, setting plumbing, filling cracks, boatwork of all kinds. Nu-Glaze does 
the job better too, because it always sets to a rubber-like consistency. It’s 
no wonder Nu-Glaze sells fast! 


. 7 
2. ‘ 2 % A BIGGER PROFIT ON EVERY SALE! 


<> Most important of all is the bigger profit you 
R ae % make when you sell Nu-Glaze! Ordinarily when 
you sell a pound can of Nu-Glaze, you make 10c 
or more on the sale. But when you sell a pound can of ordinary putty, as a 
anaes Wonk OF rule you only make about 1c. That’s why we say it pays you to sell 
Nu-Glaze instead of putty. You make bigger profits! You satisfy customers 

because Nu-Glaze always “stays put!” 










































Nu-Glaze 


SETS TO A RUBBER-LIKE CONSISTENCY » DOES NOT DRY 
OUT + DOES NOT CRACK OR PEEL » NEEDS NO WORKING 
UP + NOT OILY - CLEAN TO HANDLE 
















Nu-GLAZE 1S 
WATERPROOF! 











ORDER NOW — Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 















oe Gl 


* Guaranteed by © 










First Aid 
5S | For A NX ‘ 

Hundred 
Home Uses! 











Oll LENGTH 


No oil need be added 
even for Priming 
or Undercoating! 









Yr 
OS, 












The last word in patching compounds... 
SHEFFIELD WOOD FIX begins where all 
others leave off! Will not shrink...dries 
quickly... handles easily because it’s as 
soft as butter. Perfect for filling cracks, 
repairing broken furniture, sealing open- 
ings and a hundred uses. Display it in its 
bright new package...and watch it selll 











Now, more than ever, Sheffield SUPER-KROME 
is the ONE aluminum paint that does the 
ENTIRE job! Covers wood, brick or metal in 
one coat with a brilliant finish that lasts and 
last! A real profit maker and volume builder! 












PF SUPER 
PAINT: VARNISH 


| REMOVER 


An Improved Formulation 
that Works Like Magic! 






‘aha 


UNPARALLELED 
ROOF PROTECTION! 





Covers Perfectly: 

© Industrial Roofs 

@ Commercial Roofs 
© Residential Roofs 

© Barn Roofs & Silos 


Sheffield ALUMI-ROOF gives complete protection from sun, 


An important item in all paint departments! This Sheffield 





Paint and Varnish remover does the job quicker and cleaner! snow, rain and sleet because it has superior reflection, has 

The colorful new package attracts customers ..and is a o GILSONITE asphalt base that assures a lasting finish, and is 

profitable volume item for you. Contains neither acid or lye. economical as well as easy to apply! A little goes a long way! 
Write today for catalog of the more than 40 Sheffield Fast Sellers... and Price Lists = 


Shettielol Zeorege PAINT CORPORATION 


ONE OF THE WORLD'S (A Hove 
MANUFACTURERS OF ALUMINUM PAINTS 


CLEVELAND 19, OHIO 
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MORE WINDOW GLASS SALES 


Here’s an attractive illuminated sign to flag down 
window glass customers in your store. Talk about 
waving the flag—this red, white and blue reminder 
says, “Wait a minute—you need window glass, 
don’t you? Well, we’re headquarters, handling 
nationally advertised L-O-F Glass, the finest that 
money can buy. Get those panes here—now.” 
It’s as easy as that—and you’ve made another 
profit-building sale. You'll sell more putty, putty 





knives and glazing points, too. 

And of course you'll want a good stock of the 
easier-cutting L-O-F Window Glass. For advice 
on what quantities of the fastest selling sizes to 
stock, call your nearest L-O:F Distributor. He'll 
tell you how you can get your sales-building il- 
luminated L-O-F sign, too. Libbey-Owens-Ford 
Glass Company, 5241 Nicholas Building, Toledo 
3, Ohio. 














way LIBBEY: OWENS - FORD 
aCiid Vumewm GLASS 














pot Now! 


Use this coupon to get full 
information on how you can 
obtain this illuminated sign. city 
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sTREET ADDRESS_ 


IMPORTANT: Mail this coupon to your L-O-F Glass Distributor 


Please give me details on how | can obtain my L-O-F illuminated indoor sign. 


COMPANY NAME —- —— 


(Please Print) 


EE 


REQUESTED BY. : _ — 


~ 
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fom YOU CAN TELL 


A GOOD 
PsN ELECTRIC DRILL 





If it’s a JACOBS 


It bears the name...look for it! 


Jacobs Rubber-Flex Hand-Tite 
Chuck.One- piece RUBBER-FLEX jaw 
assembly holds tools true and tight 
No loose jaws or springs 


Jacobs Plain Bear- | 


+> 


ing Key Chucks 
the most widely used 
drill chuck in the world 


t 
AY 


Jacobs Rubber-Flex 
Hex-Key Chucks on 
home workshop power 
tools prove that their 
makers put quality 
first 


IF IT’S A 


IT HOLDS 


t lelalvhael ai lalate y 
Si alelahiclae MLM @elilal taller il 


Lm. BY ITS CHUCK—ge 
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POPULAR POPULAR 
MECHANICS SCIENCE 





.. aid yovcan 
tell a good 
veg aril! 


ry by this... 


It stands to reason that the name of the best known, 
best selling CHUCK should be a real sales asset to 


any tool that carries it. You know it, and tool manu- 





facturers know it . . . which is why they’re proud to 
advertise their products as ‘‘ Equipped With Jacobs 
Chucks.”* 


WE KEEP TELLING YOUR CUSTOMERS 
to look for this hallmark of quality on the portable 
electric tools they buy. Regularly, ads like the one 
we’re reproducing here go out across the nation to 
the 8,100,000 readers of POPULAR MECHANICS 
and POPULAR SCIENCE. That’s a big audience 
. . » but remember: the sales possibilities of tools 
equipped with JACOBS CHUCKS are the biggest 
in the field! 

Make the most of these possibilities by calling 
quick attention to JACOBS CHUCKS on the tools 
you stock. It means less sales talk . . . and more 
selling. The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 


IFIT’S A 








te Se Veal 
if HOLDS... Business for You 
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Tube fittings are now so commonly used for connecting copper, 


IMPERIAL GLASS FRONT 
TT CLOG GR sce! and aluminum tubing char they have proved an expanding 


ae ° connecting oil burners, gas stoves, hot water heaters, gas 
vf Stocks Desplays- Sells refrigerators, in plumbing and heating installations, LP-Gas 


installations, automobiles, boats, engines, compressors, machine 

% tools, etc. 
IMPI RIAL ¢ This Glass Front Fitting Stock will help make your store 
S, HEADQUARTERS for tube fittings in your area. It puts fittings 


out where everyone can see them—makes selection easy. Is of 
sturdy steel construction; has 80 individual compartments. In- 
cludes all the most needed items in 
sizes from 14” to 4g” O.D. 


No. 453-FH Imperial Tube Fitting 
Stock Complete with 622 parts. 
Hardware Dealers Cost...... $81.50 


(Retail Value of Parts $122.48) 














Each compartment has 
glass front and raising 
lid .. . is fully labeled 
with picture of fitting, 
catalog number, size 
and retail selling price. 


, Oth lar Imperial 
TERM TCM Cele] — includes attractive | riper iting Stocks include 





a 





23’ Wide x 20” Deep x 20” High 





3-color Metal Dis- this 21-d steel enh. 
Gea © Gd = play Stand and net (No. 227-FH). 
the Tools Your Also a compact 5- 
Customers Need drawer cabinet (No. 431- 


This compact, colorful display occupies little space, 
yet it strikingly calls attention to the Imperial Tube ! 
Cutters, Flaring Tools and Tube Benders your cus- IMBPE RIAL 
tomers need for tubing connection work. A source :; 
of extra profits for you. tie 

In addition to the display, Merchandiser package 
includes: 7 Tube Cutters, 3 Flaring Tools, 6 Bend- 
ing Springs—all at the cost of the tools alone. 
No charge to dealer for merchandiser, 









FH) for use where space 
is extremely limited (not 
illustrated). 











rbah for Catalog 
No. So Today 


81/2" High x 8” Wide x 61/2" Deep 


No. 299-F Imperial Tubing Tool Merchan- 
diser Package complete with Metal Dis- 
play and 16 Tools. Hardware Dealer’s 
2 RSENS Sips oie Manes ener NEE x $26. 


(Retail Value of Tools $37.15) 


When you sell Imperial, 
you sell the FINEST in Tubing Tools 











The Imperial Brass Mfg. Co., 502 S. Racine Ave., Chicago 7, Ill. may 
In Canada: The Imperial Brass Mfg. Co., 33 Church St., Toronto, Ont. 


FITTING STOCKS © TUBE FITTINGS 
SHUT-OFF VALVES © BRASS PIPE 
FITTINGS © TUBING TOOLS 
BARREL FAUCETS 
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Planet Jr: 2." 


‘ee: 


= = 


wi 
Mat Advertisements 











HELPS YOU pibretheomreite 
Prone INCREASE SALES AND PROFITS _ ,..;..,. 


Pienet 3, * 





Selling‘Planet Jr. Farm and Garden Equipment is 
easier, much easier, when you make full use of 
Planet Jr.’s Sales Aids. Powerful national adver- 
tising, such as the ‘““Garden Drudgery”’ campaign, 
placed in the Farm Journal, Better Homes and 
Gardens, Pathfinder and in other leading farm 
and garden publications, sets up sales. Millions of 
‘people are reading about Planet Jr. Equipment 
and are live prospects. But making customers out 
of prospects requires sales and promotion effort in 
your own territory ...day in, day out, the year phe | 
round. Start today and tie in with Planet Jr.’s om 
new ‘Garden Drudgery”’ promotion. Write for the 
Sales Aids you need and see how easy it is to 
increase ‘your sales and profits. Write today for 
reprints, mat ads, catalogs, stuffers and folders. 


Tillage Steel 
Advertisements 






Folders 







Literature 


Radio Scripts 


The Field 


S. L. ALLEN & CO., Inc., 


5G | 83/6] 


2 Wheel Hand 
Cultivator 








> 
_ 


a 


ee ED i. = 


One Horse Fertilizer 


1 Wheel H 
Hand Seeder Cultivator Spreader a 


Multi-Row Drill Cultivator 
































Field Mower Lawn Mower Hand Fertilizer Tillage Steels 
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JACOBSEN 
inch cuttin 
rugged for 


: 
¥ 


JACOBSEN 
ting width, 


for 66-inch 








, here’s a pointer for 
. greater mower profits 





-inch 
inch : YN KING—26. ATE 24—24-inc 
rsved ti8. width. Big = JACOBSEN EST ee nt 

wide open areas ae lawns, formal gardens, 
. sca ' 


close trimming work, 


& 


ee 





7 Peper PARK 30— 30-inch Cute 
oo i multi-acre Grass cut. = 
Available with’ cemeteries, Parks, ot : 
for 66-inch ene oe tae 
Jr. ] 


Specialized equipment includes the power 





ool ‘ ers for every grass-cutting job — side lawn edger; power unit with leaf mill, reel 
wheel and rear drive reel-type mowers with mower and sickle attachments; heavy-duty 
cutting widths of from 21 to 30 inches... power scythe and a full range of power 

—_—_— rotary disc mowers ranging in size from mower attachments... Write immediately 

=n | 18-inch to the multi-acre, 62-inch machine. for your copy of “The Jacobsen Story.” 

oe JACOBSEN MANUFACTURING COMPANY 
age Stet Racine, Wisconsin 
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What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! 


VOLUME SALES! 


Disians users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 





AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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"Sure, Joe; it's a defense Speed-up! 
Washington found out 


EVERYTHING HINGES ON HAGER 


hn © —a 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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ROPES—MANILA or SISAL—in 3 
SIZES of SELF-DISPENSING CARTONS 
iT COSTS NO MORE 


_All over the country dealers are cheering New Bed- 
<<" ford Pre-Measured Sisal and Manila Ropes in 
unique self-dispensing cartons as the biggest shot in 
the arm rope sales have ever had! And no wonder— 














Zinais 


Ss Bray. 00s OF fet NEY stoCK 


Colorful octagonal carton—in 3 sizes—contains 
either a half or full coil of top quality New Bed- 
ford Pre-Measured Manila or Sisal Rope. And it’s ANI 
easy to distinguish the type of rope. Manila is 
packed in red cartons—sisal in green. Measuring 
time is cut in half—customers know they’re get- 












ting just the length of rope they want. There are ~ r 
‘ A no bands to cut, no covers to remove. Rope feeds ~ ; 
: : out smoothly—can’t kink or foul—and stays clean. 
What’s more, you can stack cartons ceiling high ' 
without danger of toppling over. 
New Bedford Dealers sell right from the floor—rope is sealed tight in transit— 
stays factory clean always. New Bedford cartons take rope out of the cellar— ( 
put it on the main floor where it’s a sure seller! ; 
There are no remnants. you sell the exact, pre-measured length the 
customer asks for, you sell every inch of rope in every carton. And remember— ] 
NEW BEDFORD PRE-MEASURED RO ROPES COST NO MORE! ] 
Ys iy 3 j 
yw wy CLIMB ON THE BANDWAGON TODAY. 
= Act now to get the benefits of New Bedford’s triple advantages— ( 


triple profits. And New Bedford doesn’t leave it all up to you. 
NO—New Bedford backs you to the limit with an aggressive 
merchandising program—hard-hitting consumer advertising 
that pre-sells prospects for you. Use the coupon. Get set for ‘ 
easier, faster sales—bigger, better profits. Remember—Pre- 
Measured New Bedford Rope is available in sisal or manila 
and is packed in three carton sizes in a complete range of rope 
sizes in half or full coils for your convenience. 


é 


Pa Scucceteces= 





NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS. 


() Rush me full details on New Bedford's triple profits. 
() Please send me introductory trial order: Manila () Sisal (] 























Rope Size | ) 
My Jobber is Remember—You Pay No Premium For Pre-Measurement— 
Nothing Extra For Self-Dispensing Cartons. —— 
My Name. 
Company. NEW BEDFORD CORDAGE CO. 
Abies New Bedford, Mass. 
Town Zone. State 
06866 BESO 8 EEE EEE EEEEEEEE EE EAAEEREAEAESEAEHAASAEOEERO ROOD @ 7288 
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A RULE AND A SCREW DRIVER 





Two measurements, six screws. 
That’s all anyone needs to replace 
an obsolete wood casement opera- 
tor or staybar with a new Getty 
operator. 


There is a tremendous replacement 
market—right in your neighbor- 
hood—for Getty operators. One 
independent survey shows an aver- 
age of two casement windows in 
every home. 


You sell Getty operators proudly 
and profitably. They are used on 
more casement windows in America 








AND ANYONE CAN INSTALL A GETTY OPERATOR 


than all other operators combined. 
And when you sell a dozen you 
make about $10 profit. 


A wide-open market! A leading 
product! A tidy profit! Customer 
satisfaction! What more could. you 
ask for? 


Write for our descriptive brochure G. 
It contains complete information on 
our three types of operators (internal 
gear, external gear, horizontal drive) 
and our specialty hardware for every 
type of wood and metal casement. 





T\ 


== 


| 
1 


== 





Permits 100% 


window opening! 








No need to remove 
screens and dia- 
turb blinds when 
opening or clos- 
ing windows! 








S[GETTYY wm 


3348 NORTH org STREET * PHILADELPHIA 40, PA. 
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GOING FISHING 7 








“TAKE ME ALONG” merchandising carton 
sells Hi-LO OUTDOOR STOVE and GRILL. Every- 


one is a prospect for this portable stove for fishing, 
camping, picnics, backyard use. Cooks a complete 
meal on hinged frying top or grill. Burns charcoal or 


inexpensive solid fuel. Heat is regulated by moving 





fire pan to any of four heat levels. Easy to set up— 
light and compact—rugged, welded construction. 


Order from your jobber. 






” 





ay a 
: - UNION STEEL PRODUCTS COMPANY 
” « Consumer Products Department ALBION, MICHIGAN 
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“Puts it ANY place he wants—he must © 
have a STEPGLASS® Rod!" 22 











A new rod...with a new action 
that will- amaze you! Exclusive 
step-taper tip has live power for 
distance with light lures — and 
backbone for accuracy and to set 
hooks solidly. Five lengths: 4 ft. 
to 6 ft. $19.95. Other solid glass 
casting rods $7.95 to $18.50. 








New! jointen ExPLoRER® 
Tantalizing action gets re- 
sults! Travels deep: Weight 
1/2 ounce. $1.50. “Fire- 
lacquers” $1.60. 


New! msaouzye 
Fish can’t resist it, 
Semi-weedless. Trav- 
els shallow or deep. 
We. 5/8 oz. $1.25. 


FREE! Write now for 
*51 issue of “Fishing — 
What Tackleand When.” 


SOUTH BEND BAIT Co. /% 
918 High St., South Bend 23, Ind. 
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were 


| ve ase 


MORE THAN 
6,500,000 


Copies of 


OUTDOOR 
PUBLICATIONS 


that 


Your Customers 


Be Sure 
to Have 
this Tackle“ 
when They 
Ask For It... 


See Your 
_Jobber Now 





“That SUPER SNOOPER® Sure Fooled Me, Mac!” 


le ars 


Only a fish could tell you how 
these new baits really fool the 
big boys. It’s their tantalizing ac- 
tions —their life-like finishes that 
make them so different. Get them 
.-. if you want fish you can really 
brag about. 





“FIREMOLD” 

SUPER SNOOPER® 

Darting, diving surface \ 
bait. Fluorescent ‘‘Fire- Nw 


powder” molded in plas- 
tic body. Wt. 1/2 oz. $1.35 


SS 
SRE Sow 
aS aN 
\ | ‘ 


Ne 


EXPLORER® 

Fish can’t resist it. 

Travels medium to deep. We. 1/2 
oz. Regular and jointed $1.25, $1.50. 
“Firelacquers’’ $1.35, $1.60. 


* ~~, 
nit 5) 


. AS NU 
GoPLUNK® ~~ . 


“Pops” and “plunks”’ to baffle 
bass. Great for night and surface 
fishing. 3/8 oz. 4 finishes. $1.50. 






- FREE! Write for’51 is- 
ghee foams sue of ‘Fishing —What 
= Tackle and When.” «4 
SOUTH BEND BAIT CO. 
910 High St., South Bend 23, ind. 
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Owes 
QUALITY 





PRESTIGE 


CUSTOMER 
SATISFACTION 





confidence, won by quality, service and perform- 
ance over a period of more than 40 years, has kept 
“CHICAGO” Roller Skates WAY OUT IN FRONT. 


Outstanding dealers, large and small recognize 
“CHICAGO” Roller Skates as successful vehicles 
for increasing their own prestige and profits. 


If you are not handling “CHICAGO” Shoe Skate 
Outfits or ‘‘CHICAGO” ‘Sidewalk Skates, write us 
at once for complete catalog with helpful RINK 
SKATE SALES POINTERS. 


FREE SELLING HELPS, DISPLAY CARDS, 
POSTERS, MATS, ELECTROS. ALSO COUN- 
TER Spin-Wheel DEMONSTRATOR, BOOK- 
LETS, SKATE PINS, ETC. 


CHICAGO A i 


e 
MFORS. OF RINK & SIDEWALK SKATES, LAWN SPRINKLERS 
SCREW MACHINE PRODUCTS 


4456 West Lake Street, Chicago 24, Illinois 








Leadership cannot be bought with a price. Public 


y 
FLYING Soe 





No. 101 — 1500 mile TRIPLE 
TREAD — STEEL WHEELS. 
Grade ‘'A'' Ball Bearings, 
Channel Arch, Shock Ab- 
sorbers, Oscillating Trucks. 


Warke ‘SJOVENILE 
Roller Skates 


No» 130 — Low Price, with 

yet lighter DOUBLE 
TREAD STEEL WHEELS. 
Leether strap, patent buckle. 


No. 287 
on 224 
HW SHOE 


















No. 173 — SOLID STEEL 
WHEELS. Two row high 
speed bearings, Channel 
Arch, Oscillating Trucks and 
rubber shock gbsorbers. 


cHlChGoSe1 AS 
SILENT Sent 





No. 181 — HIGH SPEED — 
NOISELESS RUBBER TIRES. 
The first and only success 
rubber tire skate. Super built 
— unmatched performance. 
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People aren’t likely to ‘“‘shop around” for 
dog chains. They’ll go to the first store where 
they see them displayed, or remember seeing 
them in the past. 

So why not get dog chains ‘‘out in front” 
—instead of in a back room.or under the 
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counter. Here’s an attractive display hanger 
that’s furnished complete with a 12-chain 
assortment of high quality Hodell Chains. 
Put one in your window or near the front of 
your store—where it can be seen by children 
as well as grown-ups. Then watch how fast 
these dog chains move. 
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vance. Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 






Ask your jobber about this assortment, 
as well as the complete line of Hodell animal 
chains. Or write us for information. 


















Hodell Dog Chain Assortments 
come complete with 12 chains 


and attractive two-color metal 





display hanger, as illustrated. 
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Coleman Sales Messages 
( | 


are Pre-Selling Coleman 
Camp Stoves and Lanterns 


Coleman’s great 1951 National Advertising 
will deliver 43,097,000 sales messages during 
the year to Coleman customers all over Amer- 
ica—including your customers wherever you are 
located. These powerful messages will pre-sell 
Coleman Camp Stoves, Lanterns and other 
Coleman Appliances. 





















Your customers will see these fine sales-mak- 
ing Coleman ads in the 21 leading publications 
shown here. They will be sold on Coleman 
products for more fun on every outing... for 
essential light on the farm, electrified or not. 
Watch for these ads in your favorite magazine. 





This Coleman National Advertising contin- 
uously directs the reader to “see your local 
dealer,” soidentify yourself as THE COLEMAN 
DEALER in your community. Tie up with 
Coleman advertising through your own local 
advertising, sales literature, displays, etc. Ask 
us for this advertising help. 





Be ready—order Coleman products from 
your jobber now. 


ney 


A Toney 


prime 


ferme i. By 











The Coleman Line is Your PROFIT LINE Because More » 
People Buy Coleman Than All Other Similar Lines Combined = 


Timely Products to Push for Profit Now — Order from Your Jobber 
Folding Camp Stove 





i Floodlight Speedmaster —Cooks like a city gas 
Lantern Stove range. Folds up, car- 
Fastest selling Deal cums ries like a suitcase. 
farm and fast Marine Stove 
sport light— at home Better meals, more convenience for boat ct | 
3 models. of away. owners, afloat or ashore. Two burners. 








Kerosene and alcohol models. =| 


TR COLEMAN: COMPANY, Inc., Wichital,Kansas 
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THAN EVER BEFORE 
IN HISTORY 


Imaginatively styled and scien- 
 tifically designed... Little 
Brown Jugs and Chests with 
lustrous baked-on-enamel finish 
and sparkling fittings present 
an eye-catching appearance 
that sei!s this line over all other 
makes. Important too, their un- 
matched beauty stops the shop- 
pers...and makes them buyers. 


The outstanding sell-appear- 
ance of Little Brown Jugs and 
Chests is matched only by their 
many exclusive, practical 
proved-in-use features. Over 30 
years’ experience and crafts- 
manship go into all Hemp prod- 
ucts to make them the most 
sought and bought outdoor jugs 
and chests on the market. 


as 


Now is the time for you to cash in on“this i 
ever-growing popularity. Stock up with | 
the complete Hemp line—the line that 
practically sells itself. ] 


SEE YOUR JOBBER 
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1951E. MURRAY STREET 
MACOMB, ILLINOIS 
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America’s Largest and Oldest | 
Manufacturer of 1 
Outdoor Jugs and Seen | 
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for the SENTINEL line of clocks 


The brilliant design talent of Henry 
Dreyfuss has brought distinguished 
beauty to many of America’s most 
popular products. 


The Sentinel Little Pal alarm clock, received so 
enthusiastically for its handsome styling, is a 
Henry Dreyfuss design. 


Dreyfuss is now continuing the Sentinel Line 
design program. First sketches and mock-ups of 
redesigned models are excitingly interesting. They 
will feature the latest advances in timepiece 
movements and production. “The Sentinel Line, 
designed by Dreyfuss,” will be your key to 
smart good looks, dependability, competitive 
pricing and... popular appeal. 


Dreyfuss-designed Sentinel Little Pal Alarm 


40 hour movement. Compact...but accurate 
and easy to read. Single key —can’t be over- 
wound. Felt-padded base. Ivory-enameled case. 
Electronically inspected and radar timed. Little 
Pal plain— price to retailer, $2.76; retails for 
$3.95*. Little Pal Radium — price to retailer, 
$3.15; retails for $4.50*. 


*Plus tax. Prices and specifications subject to change. 


The SENTINEL Gue 
of Clocks and Watches 


THE E. INGRAHAM COMPANY, BRISTOL, CONNECTICUT 
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In 1940, Geuder, Paeschke & Frey introduced 
the Original, All-Metal Ironing Table... 
MET-L-TOP. It marked the first major im- 
provement over the old-fashioned ironing 
board. It would not warp, crack or catch fire 
from an over-heated iron. The smooth-as-glass 
white enameled top was ventilated to carry 
away excess steam and moisture, bringing 
new speed and ease to ironing. 


The MET-L-TOP Ironing Table was an in- 
stant success, and today dealers report that 
metal ironing tables outsell wooden boards 10 
to 1. There have been imitators, of course, 
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KEEP STEP-WITH PROGRESS 
.., SELL: THE TEADER” 

THE ORIGINAL GPE E.MET-L-TOP 


GPE’ GEUDER, PAESCHKE & FREY CO. 


overs J Milwaukee 1, Wisconsin 
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= ‘MET. 
¢ Sanforized-pad-and cover sets” 


but the same ingenuity, foresight and engi- 

neering skill that developed the original all- 

metal ironing table has kept MET-L-TOP out 

front ... “Number 1”’ in the ironing table field 
. with more features that women want. 


MET-L-TOP developed the exclusive double 
. adjustable 
. Protecto- 


top that never sags or buckles. . 
height that reduces ironing fatigue . . 


Rest that serves as a hanger or rest for stand- 
ing table on end, and the FIRST all-metal 
sleeve board. MET-L-TOP was FIRST, and is 
still foremost in NATIONAL CONSUMER 
ADVERTISING of Metal Ironing Tables. 


<n Of RUNG op 


‘ $” Guaranteed by > 
Good Housekeeping 
















(Model C- pe a 
Contract p,; FAIR TRA ode! 4. 
Tice $9.95 | ? Contract Price $14. 95 “ TR TRADE 
Ontr, . 


me fax 


TOF ‘tailored: as = Vemitaned Sleeve Board 


G 














for extra ta profits 












ete eee 





































One of the Five Top dollar-volume 


housewares lines... Rubbermaid | 


Lack at 
the record! 


Dealers all over the country are building 
big volume profits with Rubbermaid. And 
the average hardware store has set new 
Rubbermaid sales records year after year 

. up 56% in 1948, up another 139% in 
1949, and up another profitable 110% in 
the first half of 1950. 

Little wonder that Rubbermaid is one of 
the five top dollar-volume housewares lines 
in the country. Rubbermaid is so easy to 
sell and promote. Women want Rubber- 
maid, and they want to buy it in matching 
sets. There’s nothing else like Rubbermaid. 


Put Kubbermatd 


Kidbleomuiz 
entities HOUSEWARE 


sckitteseo eet 

















Se 


to work in your store! 


Rubbermaid is a sales-tested line that is a basic must in your 
store. Rubbermaid replaces nothing you now sell .. . and it 
sells all year round. Rubbermaid is a matching line of kitchen 
and bathroom items that builds profitable multiple sales. And 
best of all, 8 out of every 10 of your customers are being pre- 
sold by consistent, large-space, colorful Rubbermaid ads. 


Get your share of these Rubbermaid profits 


Stock the complete Rubbermaid line 

Display Rubbermaid in your windows and on your front 
counters 

Advertise Rubbermaid in your local newspaper ads 
Reorder often to keep your Rubbermaid stocks complete 


To get the complete facts on Rubbermaid... call your jobber today 











Rabbermaid @rouseware 


The original... complete... nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY + WOOSTER, OHIO 
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No. 5 Lucky Strike 
GARDEN HOSE WASHERS 


12 Garden Hose Washers if lg 


per envelope; 25 labelled 


BIGGEST 
































cellophane envelopes to prooucy 
E i colorful display carton. 
Security BLACK 
SOLID BASIN, BATH 
PLUMBING LAUNDRY TUB STOPPERS 
° Solid base section for long, at: 
non-swelling usage! 12 to is 
R U we a ge R handy telescope box. 
No. 34 CRUTCH ig 


TIP ASSORTMENT 


34 crutch tips, 48 tack bumpers, 
21 suction cups — all in assorted 
sizes, and 58 additional sizes 

and types of popular bumpers. 


PRODUCTS 























« 


Post 


sig 


Made Right! Priced Right! Packaged Right! 


YOUR COMPLETE PLUMBING 
— RUBBER DEPARTMENT 


420 N. Wood Street, Chicago 22, Illinois 









Tank Balls « Faucet Washers « Force Cups * Hose Washers « Basin Stoppers « Repair Assortments 





46 HARDWARE AGE, APRIL 19, 1951 









GUARANTEED 








#123 HANDE PITCHER 




















SELL MORE 
STEEL TAPES 
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Front and rear views of the all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


NCREASE your sales of WYTEFACE®* Steel Tapes and Tape 
Rules by putting this merchandiser to work in your store. 
It takes less than 1 square foot of space, yet: 


either one of the two assortments which come to you packed 
in this handsome display. 


You, as a hardware dealer, already know the sales ad- 
vantages of WYTEFACE Tapes. The black markings on the 
white background are easy to read in any light. 
The patented white surface prevents rusting and 
Kr will not crack, chip or peel off—and it is easy 
Ke 
Drafting, 
Reproduction, 


to keep clean. 
With this merchandiser, you can sell WYTEFACE 
Surveying Equipment 
and Materials. 


Steel Tapes and Tape Rules faster than ever before. 
For complete details, ask your jobber or write 

Slide Rules, 
Measuring Tapes. 


¢ It displays a popular assortment of WYTEFACE Steel Tapes 
and Tape Rules where more customers will see 
and buy them. 





¢ Its glass front and sturdy metal construction dis- 
courage pilfering. 





¢ It has a roomy back compartment which holds 
a complete stock. 


¢ It has sales helps printed on the back to aid 
your clerks in making sales. 


Next time you order WYTEFACE Steel Tapes 


Keuffel & Esser Co., Hoboken, N. J. 


* Trade Mark, Wyteface Steel Tapes are protected by 











and Tape Rules and Refills ask your jobber for U. S. Patent 2,089,209. 
KEUFFEL & ESSER CO. 
EST. 1867 
NEW YORK °* HOBOKEN,N.J. * CHICAGO °¢ ST.LOUIS ° DETROIT © SANFRANCISCO ¢ LOS ANGELES °* MONTREAL 
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WORKSHOP VISES 


Sturdily designed with covered 
screw, heat-treated jaw faces, 
“Tri-Grip” permanent pipe 
jaws, swivel base. 2 sizes—31/2"’ 
and 4” jaw widths and 4” and 
5" jaw openings. For home 
workshop, garage and general 
use. 





COLUMBIAN 
WOODWORKER'S VISES 
Continuous Screw—Rapid Act- 
ing Columbian Woodworkers’ 
Vises are finding increased uses 
in many plants particularly for 


the more ordinary types of pat- = 


tern work. These durable low 
cost vises are sturdily built with 
jaw openings up to 12 inches. 


COLUMBIAN 
‘““PENNYPINCHER”’ VISES 


Columbian meets the demand 
for the low-priced vise with the 
Columbian ‘‘Pennypincher’’. 
Jaw width 314", jaw opening 
3"’, stationary base, weight 
approx. 9 lbs. 





WOODCRAFT VISES 
Quality woodworkers’ vises at 
low cost ideally suited for home- 
shop work bench. Available with 
fabricated steel front and back 
jaw parts or strong cast iron 
jaws with adjustable steel dog 
in front jaw. Jaw openings 7”. 





“RED ARROW’’ VISES 


Strong balanced castings, 
heavy steel beam and built-in 
pipe jaws, large anvil face and 
swivel base. 342" jaw width 
and 3¥2" jaw opening. Indi- 
vidually packaged like all 
Columbian Vises. 







HINGED PIPE VISES 


Columbian Malleable Iron 
HINGED PIPE Vises have self- 
locking unbreakable hooks, tool 
steel pipe jaws, cold rolled steel 
screws and handles. Sizes for 
holding pipe from 1%" up to 
12”. Available with long jaws 
or interlocking jaws. 





THE WORLD'S LARGEST MAKERS OF VISES 
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The LEONARD COMPANY R Vy i 


proudly presents of A 


PLAST. Te IK again starring 
FOR FILLING fae ity PLASTER-STIM 


the original fast-selling 
stick-type crack-filler 


Here’s the product that brought new con- 
venience to millions of home-owners — and 
added profit to thousands of dealers. Superior 
performance — and superior packaging — have 
kept PLASTER-STIK sales increasing year 

























after year — and every sale means a full 40% 
profit. PLASTER-STIK offers so many ad- 
vantages: 


COMPACT PACKAGE ... fully displays stick, 
yet takes minimum counter-space. 
VISIBLE-WRAPPED .. . see stick through 
plastic cap — feel stick without breaking seal. 
EASIER TO USE... makes perfect repairs the 
first time. Cardboard label-tube keeps stick 
usable to very end, protects stick in pocket. 
May be painted over immediately. Use with 
any type paint. 

NATIONALLY ADVERTISED . . . PLASTER- 
STIK is nationally known. Customers ask for 
it by name. So give prominent display to the 
dramatic package, sell PLASTER-STIK with 
every paint sale. It’s a BIG VALUE, at 25c, 


oy ntrest PIPE- SEAL 


for perfect joints 


"PAINTER'S PAL 


Plumbers and home handymen are keen 


e 
for tight places about PIPE-SEAL, one of Papa Fixit’s 
P AST. R- Fi fine products. Comes in handy pocket- 
size. Quickly applied — no muss, no 
for bigger fills 


brush. Simply draw stick across threads 
Here’s the quick, - 2Z5¢ 
easy way to fill gaps CE ; => } 


three or four times until they are partly 
dilled. Then PIPE-SEAL evens out as the 
pipe is turned, insuring a leak-proof joint 
that can be re-opened without galling. 









around tubs and ie ana 

sinks, or large cracks Pig Fil retail Display-packed one dozen to Z 
and holes in walls or STER box. Retails at 15c, with 40% Py 
woodwork, PLAS- dealer-profit, retail 


UOC 4), ] 
TER-FIL comes |fiiag comPols Here’s the efficient tool for 
ready to use. No «BATH rugs & SIM. painting hard - to - reach 
mixing, no waste. me ‘ipnedtboage y check-rails, around door 
Just fill, then smooth-off. and window frames, other 
PLASTER-FIL is waterproof and water- narrow surfaces. Brush- 
repellent. Use indoors or out. Takes paint face riveted to aluminum 
readily. And it’s economical, 14- handle. Packed by the 
lb. can retails at 35c. Dozen nS oe dozen in display carton 
display carton, $2.52 — a full — dealer cost $1.80 — full 
40% profit for you. retail 40% profit at 25c retail. 





> 


TO JOBBERS: PLASTER-STIK and 
all items in Papa Fixit’s profit-line 
of home necessities, are sold ONLY 
through recognized jobbers. See that 
your stocks are complete. Freight 
prepaid on 5 gross orders, any com- 
bination of items. 








——— 
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and introducing SAW 


PASTE-BAK [(- 


the life-saver for loose WA 
or torn wall paper y WW 


Here’s the newest member of Papa y 
Fix-It’s Family — a money-saver Uf vv 
for your customers — a money- YU 
maker for you. PASTE-BAK is the : 
1 stitch-in-time that saves loose wall paper — and keeps the 
: home looking ship-shape. Thin, flexible plastic tip on the 
PASTE-BAK tube slips under loosened edge without tearing 
' paper. Special-formula paste sets firm — does not spot the 
paper. Packed by the dozen in sales-making carton. 
2: Retails at 39c, with 40% dealer profit. Order from 39L 
I your jobber, or send coupon below for free sample. 


retail 


“Hh TRIM-COARD 


4 a proven seller, newly improved 


A proven seller. This feather-light steel ruled straight-edge 
makes painting quicker, simpler. Keeps paint where it belongs. 
Protects wall or glass when washing or painting woodwork or 
5 moldings. Large handle prevents hand cramping. 
. Packed two dozen in sales-making carton. $1.80 per 25¢ 
dozen. Retails 25c—full 40% profit. Order from ’ 
your jobber. Send for FREE sample. Use coupon. retail 
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“ASTE-GAK 


6. FOR DEALERS ONLY > A supply of TRIM-GUARD and 
PASTE-BAK samples has been 

© set aside for the trade. While 
4 y WV, the supply lasts, a sample of 
either or both is yours FREE. 

7. Judge for yourself how well they 
work—and sell. Send coupon now. | 


TRIM-GUARD 
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6. yy ' THE LEONARD COMPANY Dept. FREE 
‘ 506 Third Street, Des Moines, lowa 


Without obligation, send free-inspection sample of item 
checked. [] PASTE-BAK [] TRIM-GUARD. 
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Model L 16” and 18” Vogue 16” and 18” 








Zephyr 16” and 18” 


BEST BUY IN ’SI 


Arlington 16” 


AND YEARS TO COME! 
ae 


== 0g \ 
Parkhound 21” 
Tornado 800—36” 


7 ~~ 








Lark 18” 





Rocket 20” 








Rolloway 25” 


Speedway 32” 


Model names are trade marks of 
The Eclipse Lawn Mower Co. 


@ World's finest quality—backed by over 


50 years’ manufacturing experience. 


@ Complete line of hand and power 
models, with exclusive features that 
remain unequalled for years of 
trouble-free service. Value and 
performance are unequalled. 


@ Nationally advertised; hard-hitting 
sales promotion. 


Get fie FULL STORY ox 
Eclipse Lawn Mowers 


THE ECLIPSE LAWN MOWER CO. 


Division of Buffalo-Eclipse Corporation 


2104 Railroad Street Prophetstown, Illinois 


52 HARDWARE AGE, APRIL 19, 1951 


























HARDWAFE 





Gear Today’s Selling 
of Myers Water Systems 
to This Nationally Important Theme... 


| @ PRODUCE 
MORE FOOD 


e SAVE LABOR 








e GUARD HEALTH 


° Sav 





National Water Systems Month 


over offers every Myers Dealer an opportunity to identify 
nce. himself with the national defense effort. Industry- 

wide adoption of this year’s three-point slogan as- 
er sures fullest possible emphasis on the three major 
os that benefits of running water—benefits vitally impor- 


tant to an America mobilizing its resources for 
greater national strength and security. Myers has 


and made the most of this 1951 effort—with the biggest 
national advertising tie-in program in the field, 
nitting Now, it’s up to you to make the most of this prestige- 
building campaign ... by taking full advantage, 
throughout 1951, of the broadest Dealer Aid Pro- 
WF oe gram offered by any pump manufacturer. Order 


your needs today! 


THE F. E. MYERS 


& BRO. CO. 
Dept. W-71, Ashland, Ohio 


. CO. 
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SLING CHAINS - RAILROAD CHAINS + BUILDING CHAINS - HOIST CHAINS ARM C 


SOOO Oe 
ee Ser sapmnmerteimn i = =. 


CHAIN FOR EVERY NEED! 
HOME, FARM, AUTOMOTIVE, INDUSTRIAL... 


RAYMOND L. ROUND 


President and Chairman of the Board, 
all Round Associate Chain Com- 
panies. Grandson of the founder. 


— 7 
ne history — since 1869—the ROUND Chain organization has 


been continuously and actively operated by practical chain men. Today there are nine ROUND Com- 
panies located in strategic U. S. industrial centers. Seven offer chain of every type and size for all home, 
farm, automotive and industrial uses. Another manufactures the finest in hoists and other materials 
handling equipment. The ninth ROUND Associate is a quality plating and galvanizing company. 


Each firm is managed by experienced, capable executives. Many of these men have grown up in 
the chain industry ... possess many years of service in the ROUND organization. Others, younger 
executives, are graduates of the ROUND training program... were carefully schooled in the ROUND 
organization for their present positions. 


We invite you to become acquainted with the ROUND organization. You'll find us a friendly, 


A -3895 


“eager-to-help” group which will consider it a great privilege to serve you. 


Reotred ASSOCIATE CHAIN COMPANIES 










THE CLEVELAND CHAIN & MFG. CO. 
Cleveland, Ohio 


THE BRIDGEPORT CHAIN & MFG. CO. 


Bridgeport, Conn. 


SEATTLE CHAIN & MFG. CO. 


Seattle, Wash. and Portland, Oregon 











THE ROUND CHAIN & MFG. CO. 
Chicago, Ill. 


ROUND CALIFORNIA CHAIN CO. 


So. San Francisco and Los Angeles, Cal. 


WOODHOUSE CHAIN WORKS 


Trenton, N. J. 


OHIO HOIST & MANUFACTURING C0 
Cleveland, Ohio 


THE PLATING & GALVANIZING CO. 
Cleveland, Ohio 


THE SOUTHERN CHAIN & MFG. CO. 


Birmingham, Ala. 


In addition to chain and chain products, Round Associate Chain Companies offer a complete line 
of modern, soundly-engineered materials handling equipment: 






Ohio Hand Chain Hoists (all types) * "Bob-Cat’’ Electric Hoists °¢ Winches 


Crabs * Hoist Chain for all makes and types of hoists 


Security in Every Link 


Since Trolleys °¢ 


1869 

















JAMES 


Vice President 
Round Associat 
General Manag 
Chain & Mfg. C 


a 


A. H. 


General Manag 
nia Chain Co. ( 
24 years with R 
21 years in So. | 











’ 


a 


“ 


A. J. WILI 
General Manag 
Chain & Mfg. Co. 
taining progre 
Southern Chain. 





Oe ak a“ ’ 
JAMES W. DICKEY 


Vice President and Treasurer, all 
Round Associate Chain Companies. 
General Manager, The Cleveland 
Chain & Mfg. Co. 


| 
A. H. LUCHS 


General Manager, Round Califor- 
nia Chain Co. (So. San Francisco). 
24 years with Round organization. 
21 years in So. San Francisco. 


A. J. WILLINGHAM, JR. 


General Manager, The Southern 
Chain & Mfg. Co. Graduate of Round 
taining program. 2 years with 
Southern Chain. 


’ 


DAVID J. GEMMELL 


Executive Vice President and Direc- 
tor of Sales, The Cleveland Chain & 
Mfg. Co. 33 years in chain indus- 
try. 23 years with Cleveland Chain. 


J. D. CAVAN 


District Manager, Round California 
Chain Co. (Los Angeles). 14 years 
with Round organization (8 years 
with Seattle Chain & Mfg. Co.) 


BYRON M. GLAD 


District Manager, Seattle Chain & 
Mfg. Co. (Portland). Graduate of 
Round training program. 4 years 
with Round organization. 


B 


Vice President in charge of west 
coast operations. 35 years with 
Round. 30 years, vice president 
and general manager, Seattle Chain. 


JOHN F. ANSINK 


General Manager, The Round Chain 
& Mfg. Co. 15 years with Round 
organization. Formerly district man- 
ager, Cleveland Chain. 


J. E. RHOADS 


General Manager, Plating & Gal- 
vanizing Co. A graduate of Round 
training program. 2 years with 
Piating and Galvanizing. 


F. A. DIEL 


Vice President in charge of east 
coast operations. 23 years in chain 
industry. 20 years with Bridgeport 
Chain. (17 years as general mgr.) 


WILLIS J. KEENAN 


General Manager, Woodhouse 
Chain Works. 14 years with Round 
organization (12 years with The 
Bridgeport Chain & Mfg. Co.) 


Cc. J. GERKER 


General Manager, Ohio Hoist & 
Mfg. Co. 22 years experience in 
wholesale hardware and mill sup- 
ply industries. 


Roured —the oldest name tn chain 














and ¥ OU ane 
YOUR 


profits! 


You'll make more friends—steady cus- 
tomers—more sales and more profits 
by selling the complete Atkins line of 
“Silver Steel” saws—saws for every 
purpose, every person, every purse! 


SAWING gi 
MEAT “a PUTTING 





up 
VALANCE 


TIE IN - 


4 LELEE EE 
SAWING =a 
BOARD o MAKING TRELLIS j 





‘Silver Steel” sows for 


) There are ATKINS 
[1's spring again. ¥°V goes every person, every 
ae r’ od ‘ 
Clean-up, fix-UP time — inside a orse—bend saws, circular sows, “Siluer Steel” saws 


: ole 

outside. Time when those sera band saws, pruning sows keyh 

i — "saws ta 
fost-cutting Atkins Silver Steel” sa and meat saws sows to cut me 


| for AL re 
come in so handy for nsneungnel and saws to cut wood! And they're L yo U ustomers 
































ae? nd out, new ing at, for each is F : 
jobs—reparrs egg furniture well worth looking a naspeane Hitch your store to the fast-moving 
projects, pruning, me ew kinds of the finest quality for h, eal ATKINS advertising program. Let 
—all kinds of sowing net aad genvine “Silver Steel” saw’, the people of your trading area 
_ fri ins. A 
noma a edly show _ exclusively by Aikies know that YOU have the Atkins saws 
dware dealer will g My they want—the saws they see adver- 
wi is! nese days of critical PDA’ ti % in their f ° Y ° 
pen't apuse—YOUR roots! » eae of skilled FER; iseq in eir tavorite magazines. 
tions, —_ 









materials, restric 


ftsmen, good to 
whien. the finest sows that can 


not be abused. 


Only ATKINS makes 
KINS AND COMPAN 


e\ Even 
ols deserv® a should 


Typical ATKINS advertisement to 
” help you sell... Reprinted from 
‘ saws “The Saturday Evening Post", 
Com Gost Indiana March 17 issue. 






¥ * Indianapolis 9 








E. C. ATKINS AND COMPANY 


Home Office and Factory: 
402 S. illinois Street, indianapolis 9, Indiana 
Branch Factory: Portiand, Oregon 
Knife Factory: Lancaster, N. Y. 
Branch Offices: Atianta + Chicago + Portland + New York 
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COMBINATION WRENCHES : 
OPEN-END WRENCHES | 


that means _ 


























-BOX-END WRENCHES 





“IGNITION SETS" 
“SOCKETS & ATTACHMENTS a 


~8 





"ADJUSTABLE WRENCHES | 
LEVER JAW WRENCHES 





SCREW DRIVERS 





PLIERS 





TINNER SNIPS 
Single or Multiple Unit MERCHANDISERS 
Sell Tools on Sight! 


Stimulate quick, profitable tool sales with modern, 
eye-catching tool merchandisers. Metcoid’s popular 
No.. 168 TOOLMART ASSORTMENT makes a 
complete, compact department of high quality, fast 
moving numbers, 


Consisting of 4 individual units (listed here ) plus 
metal display stand, TOOLMART fills virtually every 
customer tool need for home, farm, shop or car. 


AMERICA’S FASTEST GROWING TOOL LINE 
Sold Only Through Authorized Jobbers 





METAL ENGINEERING COMPANY 


PLANO. ILLINOIS 
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DAY IN THE YEAR... 


D 0 OS automatic 
for VOUS 


w #5095 
challenger oT \ 3 

Tea wenger 
TOOLS FORTHE To 


Soff \CHANDISER 


ET IT UP—THEN WATCH 
E DOLLARS ROLL IN! 


Creates sensational daily volume on im- 
pulse and reminder sales because it’s so 
easy for your customers to SEE, COM- 
PARE AND BUY! Displays big assort- 
ment of Top-Quality, amazingly low- 
priced Challenger Tools which are in 
everyday demand for 1001 uses around 
home, shop, farm and garage. Over 100 
separate items—pliers, wrenches, sock- 
ets and attachments, ratchets, etc.—in 
addition has 15 complete wrench sets 
in clips and socket sets in colorful tool 
boxes. Each item price-marked on unit 
...a Perpetual Self-Seller with prompt 
“fill-in’’ stock available. Send coupon 
(below, left) today for complete. details, 
prices and name of your nearest jobber! 


* DURABLE, AMAZINGLY-COMPACT 
METAL DISPLAY measures only 2 ft. on 
each side. 


* COMPLETE ASSORTMENT — COM- 
PETITIVE PRICES...outstanding values 
assure rapid turnover. 


%& UNCONDITIONAL FACTORY GUAR- 
ANTEE . . . each tool covered for defects 
in material or workmanship. 


y 


eee Tere rTrTreerrrirtri.otfl vf A ‘s 


Penens Corporation, a 7 


Pan 
O) Please send immediately complete details and prices of Cha/lenger 41) VA 
No. 505 Tool Merchandiser. Por 
O Also send catalog showing complete Challenger Line of Tools and @ , y >> 
Tool Merchandisers. * DY Py o 


3900 Wesley Terrace, Schiller Park, lll. i 
a 


ee ee, 


‘a 
rh teeecdind 
of (Your Name) 1. PENENS CORPORATION 
 ——_ 8 
7 


Street & Number . 
City State 3900 Wesley Terrace, Schiller Park, Illinols 
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This Blotorch works with 








Windpr oof! good grade denatured alcohol 
nd but for best results we recommend 
Operates at any angle LENK BLOTORCH FUEL 
Generates over 2700° r 
Hottest, handiest, best-selling Blotorch in its price range ! 

500° More heat 


For silver soldering, light brazing and sweated fittings 
For home and shop use 


Cool, convenient GunGrip handle 


Handsome chrome finish Mfg. Company 

Burning time: approximately one hour 30 Cummington St 

Sensibly priced for volume sales BOSTON 15 MASS. 
; ; 


Colorful individual display cartons for self-selling 
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80,000,000 | 


































Right now—the biggest 
advertising campaign in Millers Falls 
history is building sales for you 


Month after month — millions of eye-catching, hard- 
hitting advertisements are selling Millers Falls quality 
and Millers Falls design leadership to your best tool 
prospects. It’s the most extensive campaign Millers 
Falls has ever launched — backing you with the sales 
impact of the Saturday Evening Post, “showcase of 
American business”. .. Country Gentleman, ‘America’s 
leading farm publication” . . . Popular Mechanics, 
Popular Science Monthly, School Shop, The Carpenter, 
Industrial Arts and Vocational Education. 

Every day, this powerful campaign is influencing 
consumers in your community, sparking their desire 
to buy new tools, creating preference for Millers Falls. 
Plan now to take full advantage of the sales oppor- 
tunities it offers you. Display Millers Falls tools on 
your counters and in your windows. Feature them in 
your own advertising. We're pre-selling the market. 
The rest is up to you. 


MILLERS FALLS COMPANY °¢ GREENFIELD, MASS. 


MILLERS FALLS 








Country 
entiema 
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CONGRATULATIONS! 





Home-Utility Distributors and Dealers 
have SMASHED ALL SALES RECORDS 





A Million Home-Utility 14” Drills in 5 Years! 


luis month, the millionth Home- 

Utility 14” Electric Drill (HU-1) 
comes off our assembly line at 
Towson. And just 5 short years 
ago the first production lot of this 
now-famous Drill started on that 
line in 1946. What’s back of this 
astounding production and sales 
record? 


1, A real value-packed tool—(not 
a toy)—built by a famous manu- 
facturer—offering good quality 
at a popular price. 


2. Fair and forthright distribution 
policy that offers a good profit 
margin and complete freedom 
to stock quantities and varieties 
that suit the market. 


3. The strongest, broadest adver- 
tising and sales promotion pro- 
gram ever used to cultivate the 
brand-new home, farm and 
hobby markets for Portable 
Electric Tools—and always say- 
ing ‘See your dealer.” 
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4. Sales-building merchandising 
programs and well-planned 
point-of-purchase displays. 


5. Enthusiastic recognition, ac- 
ceptance and support by alert 
distributors and dealers all over 
the world. 


6. A “place in the sun” for the 
familiar HOME- UTILITY trade- 
mark in 5 short years that tops 
all records in the portable tool 
business. 


Home - Utility Distributors and 

Dealers have indeed smashed all 

sales records in our industry —and 

have shared in a history-making 
development that is still growing. 

For this millionth 14” Drill is only 

part of the Home-Utility success 

story. Look at these other achieve- 
ments: 

1. The rapid development of the 
line to include 5 other popular 
tools and hundreds of accessories 
and attachments, 


2. A constantly growing demand 
for all Home-Utility products 
that is taxing our production 
capacity. 

3. A sky-rocketing ‘“‘razor blade’”’ 
business in Home-Utility acces- 
sories that means a continuing 
flow of “plus” profits to every 
Home-Utility dealer. 


No wonder thousands of hardware 
dealers agree .. . it pays to push 
Home- Utility! 


Hoe sTuTY 


Products of HOME-UTILITY Division, 
BLACK & DECKER Mfg. Co., 
Dept., H-653, Towson 4, Md. | 


DRILLS © SANDER-POLISHERS 





LECTRO-SAWS® BENCH GRINDERS — 


ol 
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BLACKS Mit y SLEDGES yy 


N .. amd get Quick Steck Twunever with 
WARREN-TEED sledges 
am WITH AND WITHOUT HANDLES = 


TAKE YOUR CHOICE @ Pride yourself on efficient management? If so, you've 
found that quick stock turnover is gained only by attention to 
small savings and details. And Warren Tool’s time-saving, 
space-saving, money-saving packaging minimizes your stock 
problem. Also, attractive exteriors of these packages help mer- 
chandise Warren-Teed Sledges . . . and these rugged sluggers 
- are built to work anywhere, with anything from lining fence 
posts to muddy oil fields. Their faces are precision ground, 
and their eye-catching factory finish is protected from unsightly 
nicks and scratches. 

Order today (a carton or a carload) Warren-Teed sledges 
conveniently packed in corrugated cartons clearly marked for 
quick identification. Whether you select handled or non- 
handled Warren-Teed Tools, you'll like the way your inventory 
and storage work is eased by our new unit packaging. Better 
yet, you'll like your increased profits! Order now. 





eum 








Write today for Catalog No. 12. 


Top illustration shows four sledges 
with handles inserted. Also shown is 


a carton of non-handled sledges. 
a ai shipped and quickly JOBBERS SS EVERYWHERE 


eae ae oe ee OO OR Fa On OM: ms Om. a. W me Ol) | 


General Offices... Warren, Ohio 
General Sales Offices...105 W. Adams St., Chicago 3, Ill. 
Export Division ...30 Church St., New York 7, N. Y. 
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@No.H-57—CLE-FORGEHigh 
Speed Drills in 8 popular sizes 
-\y,” to %”. Plastic container 
with clear top; easy to locate 





@ No. H-274Dwrable steel 
container holds 21 CLE-FORGE 
High Speed Drills—!%” to 34” 
by G64ths. Each size plainly 
marked. Drills are shorter and 
more rugged, for portable elec- 
tric drill use. 





@ No./H-371 — Clear 
plastic cylinder with 
screw cap. Easy to select 
one of the CLE-FORGE 
High Speed Drills— 
sizes 44"to 4" by 32nds. 
No. H-171—Same as 
above, but with carbon 
steel drills. 





@ No. H-374 — Steel con- 
tainer is attractive and 
compact. Holds 21 CLE- 
FORGE High Speed Drills 





any size drill instantly. 


No. H-26—Same as above, but 


with carbon steel drills. 


Best for your customers, because 


Cleveland Drill Sets are complete... 
compact... convenient. Whether home 






owners, hobbyists, farmers or mechan- 


ics, your best customers will find here 
the drill set they have been looking for. 





®No. H-13—Bit stock 
drills for metal or wood, 
in a clear plastic con- 
tainer. The 9 most-want- 
ed sizes—1¥," to 34”. Ideal 
for home workshops and 
farms. 





® No. H-56—Handsome red 
plastic base with clear plastic 
top gives perfect visibility of 
11 CLE-FORGE High Speed 
Drills—sizes 4” to 4”. 

No. H-22—Same as above, but 
with carbon steel drills. 


Ask your jobber for your copy of 
handy Catalog H1, or write to 
our nearest Stockroom. 








CLEVELAND 


JOBBERS 
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EVERYWHERE 


—sizes |,” to 34” by 64ths. 
Each size is plainly marked. 


No. H-174—Same as above, 
but with carbon steel drills. 


o sell Drills 


Best for you, because Cceland Drill 
Sets are in good demand all year round. 
They are more profitable than single 
drills. Excellent for display and pro- 
motion. A wide variety for every pur- 


pose... 7 to 60 drills per set. 





® 
The symbol above represents 
the Hardware series of drills and 
drill sets backed up by the < 
trademark. They are the identi- 





cal high quality tools that have 


No Hi since hee ae been first choice in America’s 
all with 4%” shank to fit 
drill presses, electric drills, 
breast drills or ratchet 
drills having a 4%” chuck. 
These drills cut fast with 
little effort, and may be re- 
sharpened repeatedly. 


leading metal working plants 


for 75 years. 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 *« Chicago 6 « Dallas 1 * San Francisco 5 
Los Angeles 58 « London W. 3, England 


ARE READY TO SERVE YOU 
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Crescent has been 
making screwdrivers 
for a long time. 

We make many kinds 
because it takes various 
types to do all kinds 

of screw driving. 

To make better, longer 
lasting screwdrivers, 
Crescent rigorously tests 
them during the 

various steps of manu- 
facture. This better 
manufacturing procedure 
shows up in terms 

of greater safety for the 
worker. That’s why 
experienced mechanics 
and industrial buyers prefer 
them. There is a Crescent 
screwdriver for every 

class of work .. . blade 
lengths from 1% to 12% 
inches with every inch 
hardened for better ae tt 
work and longer life. ee: 


CRESCENT TOOL COMPANY 


Jamestown, N. Y. 






“Crescent” is our trade-mark, 
registered in the United States and abroad, 
for wrenches and other tools. Sold by 
leading distributors and retailers 
everywhere and made only as 
Crescent Tool Company, Jamestown, 


ir \ 





TOOLS 





> 
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Display these 3 fast mo 


TO INCREASE 
SPRING SALE 


#57 FILE—the farmer's, 
gardener’s and handy- 
man’s favorite! Quick, 
clean cut for sharpening 
mower blades, edging 
spades, hoes, etc...a sure- 
fire profit winner! 





SCYTHE STONE — widely used for sharpening farm 
and garden tools. For extra sales of this popular stone, 
display with related implement items. 


HOME AND GARDEN STONE —a free-cutting 
stone that quickly produces the desired edge on tools 4 
and implements used inside the house or out. Prospects ¢ : 
become satisfied customers...with CARBORUNDUM’S 
Home and Garden Stone. 








CARBORUNDUM 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company, Niagara Falls,N. Y. 
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Pittsburgh 


Maintenance 











Brushes 





AST Ppicer up on the big demand for Pittsburgh’s Light- 

t ning Line of maintenance brushes. They’re sturdy 

R ... attractively packed and easy to sell. Pittsburgh 

nove gives you a complete line of brushes for every need, and 

TUR Pittsburgh’s reputation for quality assures big profits 
| and fast turnover. 

YRED * FOR THE ADDRESS of your nearest Pittsburgh 

ASS Branch write: PiIrrsBuRGH Pate Gtass Co., Brush Divi- 


sion, Dept. D-2, 3221 Frederick Ave., Baltimore 29, Md. 









: PittspurGcH /, . f 
MIE sRusHES 
G 


PITTSBURGH PLATE GLASS COMPANY 
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America’s 
ORF FASTEST-SELLING 


Dehumidifier 


pire: DAMAGE {o“ DAMPNESS 





we hee ping 


A 4s 
ae! Zz 
= 


hed 


100% ACTIVE INGREDIENTS 
aaa 











OPEN STOCK 


__No. | _ Size | __ Pack | Weight | 
_D-12 | Wor, | dor, | Wibs, | $15.48 $1.29 


HERE’S WHY EVERYBODY __D-50° | 50ox. | Yadoz, | 21 Ibs. 29.70 4.95 
4 ORDER DE-MOIST FROM YOUR WHOLESALER TODAY 
wants De-Moist 


@ CHECKS DAMAGE FROM DAMPNESS 
@ GUARDS AGAINST MILDEW AND RUST 
® HANGS UP WHEREVER NEEDED 

© CAN BE USED OVER AND OVER! 


(Fair Trade-Price Protected) 


List per Case | List Each 













G. N. COUGHLAN CO. 


~olf Manufacturers of nationally-known Chimney Sweep Soot Destroyer Fk WEST ORANGE, N, J. 
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*® lowe Brothers Dealers 





\ 


on Special Spring 








Looking for more store traffic—sales increase—RESULTS? You find them 
in Lowe Brothers advertising. Year after year Dealers have built out- 
standing store traffic and sales increases through special Lowe Brothers 
promotional programs PRE-TESTED for effectiveness. Here, for example, 
are typical results secured by dealers all over the country with Lowe 
Brothers Color Carnival — the most recent in a long line of successful 
promotional programs available to Lowe Brothers Dealers. 





* Store traffic increased from 200 to 600 sales during second year of business 
during each of Color Carnival days! with Lowe Brothers products! 
Not only increased paint sales butypped & Plax sales increased over 100% — total 
sales of general hardware items as well! store paint volume increased 25% (a 
* On main day of Carnival, store traffic 31 year dealer)! 
increased six fold! * Carnival credited for 20% increase in 
* Besides increasing Plax sales, Carnival business for the year! 
was responsible for great boost in sales * Plax sales doubled because of new de- 
of other Lowe Brothers products! mand created yearly by Color Carnival! 


Q 


* Carnival credited as one of main rea- * Store traffic increased more than 200% 
sons dealer was able to double paint during Carnival days! 


The Color Carnival is a perfect example of Lowe Brothers consistent ad- 
vertising and merchandising support—just one factor in the winning com- 
bination that has built success for Lqwe Brothers Dealers everywhere. 
The other important factors are product quality, packaging and consumer 
appeal. Line up now with Lowe Brothers for far more profit from paint. 
Write today for complete agency details. 

a 


NON-INFLAM 


The Lowe Brothers Company ¢ Dayton 2, Ohio 


Lowe Brothers | ZL 


PAINTS * VARNISHES or 
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NON-INFLAMMABLE | 
ELUSH-TYPE | 


H | 
REQUIRES NO NEUTRALIZING | 


W.M.BARR & CO., MEMPHIS,TEN 


= 





— 


NON -INFLAMMABLE 








ONE QUART 


N 
. 


Removes several coats 
with one application 





For painting contractors, industrial users, 
and handymen 


Here is a new paint remover with all the features of KLEAN- 
STRIP, the most popular non-inflammable remover on the 
market today, plus some new advantages that make it a 
good, profitable item for any paint or hardware store. 

it’s Heavy in Body . . . so will stick to any vertical or over- 
head surface. Doesn’t drip on the floor, down the workman’s 
arm or in his eyes. Paint contractors like this feature! 

it Stays Moist and Active Longer than a liquid remover. 


_ Painters can use it on larger surfaces and on exteriors. Re- 


quires no after-wash or neutralizing before applying new paint. 
it's Flush-Type . . . so can be used more economically on 
large industrial jobs or metal surfaces. Of course, it can also 
be removed with a scraper or steel wool. 

Pints, quarts and gallons are packaged in colorful 
lithographed cans. Also available in five gallon kits and 
55 gallon drums. 

When you sell HEAVY BODIED PAINT REMOVER, 
you'll usually sell the customer some paint, too. Don’t pass 
up this opportunity for extra profits. 


DEALERS: For free sample’, write 


W. M. BARR & CO. 
2348 S. Lauderdale St. 


Memphis 2, Tenn. 


SOLD THROUGH RECOGNIZED WHOLESALE JOBBERS 


KLEAN-STRIP REMOVERS FOR EVERY PURPOSE 


KLEAN-STRIP 

This is the original non- 
inflammable paint remover 
that “peels off paint.” Safe 
to use anywhere, inside or 
outside. Works fast on any 
finish and any surface .. . 
no neutralizer or after-wash 
needed. Saves time and labor. 
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METAL TREAT 

Makes paint stick to any 
metal! Insures good ad- 
hesion of primer to new 
metal, including galva- 
nized and aluminum. Pro- 
tects unpainted metal sur- 
faces. Removes rust! 12 
ounces make | gallon. 





STRIP-X 

Economical, inflammable- 
type remover. Contains no 
benzol. Removes several coats 
with one application. Re- 
quires no neutralizing or 
after-wash. Strip-X works 
equally well on any finish 
and any surface. 
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HERE’S YOUR 





This sturdy steel, com 
pact Custom Colors Display 
Unit sells without saying 
a word. Satisfies customers 

re they buy because it 

nem to see all colors 
ated Daylight, in 
Dim Artificia 


matched with upholstery 


floor coverings and other 





Cook & Dunn’s Custom 
Colors equip you to compete 
successfully in the big, new 
market for gayer, lovelier 
decorator colors. Now—at the 
LOWEST INITIAL INVENTORY 
COST—you can stock a choice 
of tested and popularity- 
rated paint shades which in- 
clude many of the heavily 
promoted ‘House & Garden” 
Colors. 








5 


Baintin Han wig egg 0 








SALES DEPARTMENT 


' ; 
with oelotmea IL 





Ni OW | EVERY HARDWARE and PAINT DEALER 
@ CAN MEET TODAY’S NEW COLOR DEMANDS 


GUESSLESS — MESSLESS— FOOLPROOF 
One-Tube Mixing 


we 


\ 


Your keynote to lower paint inventory 
costs and satisfied customers is Custom Colors 
simplicity. You can’t miss! You can’t fluff! 
You don’t have to be a color expert! 
The simple Cook & Dunn SINGLE TUBE SYSTEM 


makes mixing a one-minute cinch—and 





you're sure of positive results every time. 


108 GAY, NEW COLORS in 
FLAT FINISH  SEMI-GLOSS 
ENAMEL-GLOSS RAPID DRY ENAMEL HOUSE PAINT 





Address All Inquiries to: COOK & DUNN PAINT CORP., P.O. BOX 117, NEWARK 1, N. J. 
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The Finest 
Padlocks 
in the 


World 


securely ame 
d position. 
locked P' eel 
ates the bolt 
nackle only 


r c 
and releases the S00) Ly a key- 


when the plug is t . “tare 
Wo TRUE SECURITY is your customer's first 


requirement, show him these exclusive, 
_ patented features! Together with the finest of 
spool 


increase the materials and the highest skill in workmanship, 
security of Corps 
semeae WT they make Corbin 2880" Series Padlocks the 


isting attempts : ; 
io open the lock finest padlocks in the world! 
with picking too's- 


WHEN ECONOMY, TOO, IS 
IMPORTANT, show Corbin ‘900’ Series 
MASTER RING encircles the Fi" Padlocks. These are superior quality 
and the el W the maserve’ padlocks in the moderate price class. 
tate etd 2 new series © ae And ask your jobber to show you 
in the pins ey master Ting. the many other models of Corbin 


surfac! itting the . 
om it and permitting Padlocks, designed for every use! 


in master- 


master-keyed padlocks. 


BE SURE... with 
CORBIN CABINET LOCK DIVISION 


C THE AMERICAN HARDWARE CORPORATION 
New Britain, Conn. 
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Once again De Laval advanced engineering 
brings exclusive and outstanding advantages to 
De Laval Milker users. The new “Series 60” De Laval 
Magnetic Speedway and Sterling Speedway Milker 
Pumps, now available after long and exhaustive field 
testing, completely eliminate the lubricating problem. 
They require no oil at any time. The new type rotor 
blades are self-lubricating and self-sealing against 
the cylinder wall of the pump. The bearings are of 
sealed design and factory-lubricated for life. Sub- 
stantial savings result to the De Laval Milker user. 

In addition, the design of the new De Laval “Series 
60” Milker Pumps require less power to operate, 
summer or winter. 

De Laval advanced engineering makes “easier-to- 


sell” products for better De Laval Dealer profits. 





Larger size De Laval “Series 60°’ Milker Pumps 
are of V-belt design. (Magnetic Pump illustrated) 





Smaller sizes of ‘Series 60’ Pumps are of the 
simple, efficient direct-drive type. (Sterling Pump illustrated) 








YOU 


CAN LOOK TO 
DE LAVAL... 





a a 9 


for a profitable dealership that will serve the needs of 
the farm families in your area who have the desire to buy, 
the cash to buy with... and who look to De Laval’s Better 
Products for Better Farm Incomes and Better Farm Living. 





Write Your Nearest De Laval Office 
For Full. Dealership Information 


De lava, 
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Women know and remember the 
quality of Wheeling Ware! They 
know it because they've used Wheel- 





COAL 


HOD ing Ware themselves or seen it used 
by friends, neighbors. They remember 
it because they see Wheeling Ware 
advertised, week after week, in publi- 
cations like THis WEEK, PARADE, 
totalling over 


PATHFINDER ... 





GARBAGE ROUND 
CAN 


° NATIONALLY FAMOUS! 
= ® NATIONALLY ADVERTISED! 




















20,000,000 advertising messages... 
selling impressions — frequently! 
Finally—where you come in—women 
buy Wheeling Ware, because the com- 
bination of knowing quality, remem- 
bering quality is a precondition to 
buying quality—a precondition to easy 
selling! Stock Wheeling Ware your- 
self—and see! 





DRAINATUB TUB TWIN PAIL PAIL 
Atlanta Boston Buffalo Chicago Columbus 
Louisville Minneapolis New Orleans New York Philadelphia 
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Detroit Kansas City 
Richmond St. Louis 


WHEELING CORRUGATING COMPANY: WHEELING, W. VA, 














Finest Buy in the Land...on Every Count! 


NEW 1951 
CHEVROLET 


Advan ce-Design 


TRUCKS 











These new 1951 Chevrolet trucks are tops in 
value. They’re tough and rugged. They’re 
loaded to the brim with power. They’ re thrifty 
. » - move massive loads .. . handle like no 
other truck. Chevrolet’s latest haulers have 
51’s finest new features, too. Features like new, 
super-effective brakes that are extra-safe and 
easy to operate. Features like Chevrolet’s Dual- 
Shoe parking brake, Chevrolet’s new Venti- 
panes and new cab seats that bring you com- 
fort with a capital “C.” Visit your Chevrolet 
dealer and look over these great new trucks. 
You'll find the right truck for your job! 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 





ADVANCE-DESIGN TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load « POWER-JET CARBU- 
RETOR — for smooth, quick acceleration 
response « DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement « SYNCHRO- 
MESH TRANSMISSIONS—for fast, smooth 


ability and long life e NEW TORQUE-ACTION 


DEPENDABLE DOUBLE-ARTICULATED BRAKES 
medium-duty models « NEW TWIN- 


shifting « HYPOID REAR AXLES—for depend dels e NEW CAB SEATS—for complete 
riding comfort e NEW VENTIPANES—for 
BRAKES—for light-duty models e« PROVED improved cab ventilation ¢ WIDE-BASE 
WHEELS—for increased tire mileage « BALL- 
TYPE STEERING—for easier handling « UNIT- 
ACTION REAR BRAKES—for heavy-duty DESIGN BODIES—for greater load protection 
models « NEW DUAL-SHOE PARKING BRAKE 
—for greater holding ability on heavy-duty comfort and modern appearance. 





e ADVANCE-DESIGN STYLING—for increased 
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MORE WATER ON 
SHALLOW WELLS with 


&W VARVET BULLET : 


AND IT USES LESS 
ELECTRICITY 


3-STAGE 
PERFORMANCE PLUS 
WITH NEW 


/F FeW 2-Stage DEEP. WELL 2am 
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LIFETIME seat you 


show this 
to clinch the sale! 
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POSITIVELY 
NO SPLITTING, 

CRACKING OR 

BREAKING—FOR LIFE! 


# Rugged construction—multiple laminations of hardwood 
® Strong waterproof phenolic glue—stands up in all climates 
# Two-point suspension brass hinges 
® Oversize rubber bumpers with solid brass pins 
# Extra-heavy chrome plate on hardware 
® Long-lasting bonded finish— 
black or white 
= Engineered for comfort and to 
fit any standard bowl 
® Over three times stronger than 
ordinary wooden seats—by 
Pittsburgh Testing Laboratory 
tests! 


Open or closed front models 
Individually packed, five cartons 
to a master shipping container 


* Hardware and Department Stores: 
Write for complete details. 


% Manufacturers’ Representatives: 


There are still a few territories Another P r oduct of 
open for representation. Write for 


further information. 


fF. 
INCORPORATED NEW ORLEANS 
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WORLD-FAMOUS BOAT BUILD i oom 
3 AAR Fittings « 
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You can’t get blood 
out of a turnip— 


BUT 
YOU CAN GET 
MORE PIPE 
FITTING BUSINESS 


RABLER Package-Protected Pipe Fittings, clean and ready to use, are 

G easier to sell because packaging protects fittings and nipples from 

rust, dirt and damage. Each fitting is clean, usable, salable and profitable. 

Packaged Pipe Fittings and Nipples are easier to handle, easier to store, 

50H Year easier to ship. One size and type of fitting and nipple packaged in a 
of Service to the small carton; label plainly indicates type, size and number of pieces. 
es nee Grabler’s 34 years of packaging experience has determined the correct 
quantity of fittings and nipples for each size of carton. Cartons are shipped 

in sturdy master containers convenient for storing and handling. Order 

Grabler Package-Protected Pipe Fittings and Nipples from your wholesaler. 


THE GRABLER MANUFACTURING COMPANY « 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE *GEE” LINE INCLUDES: Malleable Fittings 
AAR Fittings * Unions © Rail Fittings * Cast Iron Steam and 
Drainage Fittings * Patented Drainage Fittings * Stee! 
Pipe Nipples * Hangers + Copper Tube Solder-Joint Fittings 














Y 15th 
National 


Housewares 
and Home Cpplianee 


Manufacturers 


Exhibit 








July 9513 


ATLANTIC CITY AUDITORIUM “ANIC.” 





NATIONAL HOUSEWARES 





ATLANTIC CITY- 1951 


MANUFACTURERS ASSOCIATION 
; {Incorporated not for profit) 

EXECUTIVE OFFICES: 1140 MERCHANDISE MART, CHICAGO 54, ILLINOIS 

PHONE SUPERIOR 7-3333 
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MORE THAN 
25,000,000 APPLIANCES 
THROUGH 30 YEARS 







It is a record in which hundreds of distribu- 
tors and many thousands of dealers have had 
a part. We gratefully acknowledge their help- 
ful cooperation and loyalty. The steady growth 
in sales and respect for Dominion Appliances 
tells its own story of quality. We pledge our 
active support to all —- which will help keep 
c Nv {\y ANSON NWS, these appliances a line of “Family Favorites”. 
WN) Q MUNN Available through reputable distributors 
across the nation. 
DOMINION ELECTRIC CORPORATION 
MANSFIELD, OHIO 


HARDWARE AGE, APRIL 19, 1951 


79 














Best for Profits... Tops in Quality! 


Se MARQUETTE 
Choo hest bet 
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All "Most Desired”’ 
Features in 
1951 Deluxe Line 


MARQUETTE 


@ Giant Frozen Food Ca- 
pacity 58 lbs. 

@ Full Width Self-Closing 
Freezer Door 

@ Roomy “Quicker -Chill” 
Tray 

@ Flexible Aluminum Ice 
Cube Trays 

@ Convenient New “Flip- 
Flex” Shelf 

@ Sparkling Triple-Plated 
Chrome Shelves 

@ Spacious Bottle Storage 
Space 

@18 Quart, Full Width 
Super Crisper 

@ Quiet “Thrifty-Power” 
Unit 

Left—MARQUETTE Super DeLuxe 
Refrigerator MODEL H9SD 








MARQUETTE 
Deluxe 


Refrigerate 





MODEL U9D 


Marguette Syypliances, Ine. 307 E. HENNEPIN AVENUE, MINNEAPOLIS 14, MINN. 
80 





MODEL H9D 


HARDWARE AGE, APRIL 19, 1951 








Let 
af 


te, 
g 


| LAMP. 


— 


Now—a 
tomers c 
bulb and 
G-E lam 
Electric’s 
the new 

The W 
bright. A 
light, rec 

The W 
retails at 
and pron 


HARDW 








ad 9 


m o 
sing 


ill” 


lip- 
ted 
age 


ith 





MINN. 


1951 





Let this new kind of lamp that's hotter than 
a firecracker make your lamp sales BOOM! 


Gy 
~~ SL) 
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LAMPS 











New General Electric White Lamp 
is packed with sales power! 


Now—a great new difference in lamp bulbs that your cus- 
tomers can see for themselves! A difference in the looks of the 
bulb and a difference in the light it gives. And it’s sending 
G-E lamp sales zooming in store after store! It’s General 
Electric’s new kind of lamp bulb—the White lamp—with 
the new “Q” coating. 

The White lamp has near-perfect diffusion, is all-over 
bright. As a result it beautifies bare fixtures, gives softer 
light, reduces reflected glare, makes seeing easier. 





The White lamp, which comes in the 100-watt size and 
retails at 21¢ plus tax, is backed by a consistent advertising 
and promotional campaign. Cash in on it now! 


GENERAL @@ ELECTRIC 
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Standard 100-watt lamp 100-watt White lamp 
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Se Jobbers have wisely stocked Hearth Glo 


Room Heaters early this year — and in ample 


i | 
| 


quantity to take care of most normal needs. 


Smart retailers will be wise to do the same. 


High quality, moderately priced Hearth Glo the 


oe ORCC Se DRE Ee | 


Heaters sell readily — make a good profit and he 
build customer goodwill for you. Stock them — 7 


feature them —sell them. It will be worth money . 


to your business. 


ROOM HEATERS ae 


A Complete Quality Line of Gas Heating Equipment nat 


Saint Louis 15, Missouri = 
a aa TA | 
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For 51 


and the years 
to come... 


Now is the time to sell Hoover 


B 


VW 





* . 
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In times like these, people are turning more and more to 
the dependable, quality products they know will see 
them through the long, long term. 

They are less inclined to “put off” getting the things 
they want. They are buying now—and thinking of pres- 
ent purchases in the future tense. 

Thus, times being what they are, Hoover Cleaners are 
claiming an ever-widening area of consumer interest. 

With broad-scale national advertising feeding that 
interest—created to talk to readers in their own lan- 
guage, using their own words—now is the time to sell 
Hoover. 

You have probably already seen some of the adver- 
tisements in this campaign in Life, Saturday Evening 
Post or one of the leading home service magazines, which 
ready a combined audience of 180,800,000 magazine 
readers this spring. 

A large part of this is your local audience, and each 
national ad urges readers to find the leading store in 
their own communities that sells Hoover Cleaners. Iden- 
tify yourself as their local Authorized Hoover Dealer. 


THE HOOVER COMPANY 
North Canton, Ohio Hamilton, Ontario, Canada 
Perivale, England 
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(Above) It beats, as it sweeps, as it cleans—the fa- 
mous Triple-Action Hoover. Illustrated, Model 29, 
$87.95. Cleaning tools in handy kit, $19.95. Other 
Hoover Triple-Action models starting at $59.95. 


(Left) Cleans by powerful suction—the new Hoover 
AERO-DYNE with “controlled suction”’ cleaning 
principle. Illustrated, Model 51, featuring exclusive 
“Litter Gitter’’ nozzle and Dirt Ejector. $84.95 
complete with cleaning tools in handy kit. Hoover 
AERO-DYNE Model 41 with Disposable Dirt Bag 


and cleaning tools, $69.95. 


Prices slightly higher in Canada 
Prices subject to change without notice 


Here are the Facts that Help Sell Hoovers 


e 43 years of manufacture—oldest and largest. 
More than 9,000,000 Hoovers already sold. 


More Hoovers in use today than any other make. 


48% of Hoover sales made on direct recommendation of 
Hoover users. 


Most complete line of cleaners in the-industry. 


Most complete service facilities in the industry. 


Sold exclusively through leading local stores. 


Top cleaning efficiency . . . proved by independent 
laboratory tests. 

Purchase terms as liberal as government regulations 
permit. 


Youll be happier with a 


Hoover 


and now is the time to sell it 





83 











* WOVEN GLASS 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. The 
only glass wicking woven with a 
wire core in every strand to pro- 
tect the burning edge. Packaged 
51% ft., 6 ft., and 100 ft. to the box 
in widths of 7%”, 1”, 11%4” and 144”. 














* KINDLERITE 


R/M’s standard quality 
woven asbestos kindler. 
A sturdy long-lived 
wicking with wire core 
in both warp and filling 
yarn. Packaged 51 ft., 
6 ft., and 100 ft. to the 
box, in widths of 7%”, 
1”, 1%” and 14%”. 











R/M WICKS... 
an all-star line 


Shown here are the five good 
reasons folks buy and rebuy R/M 
wicks. For stellar performance, 
for a good profit margin, ask 
your jobber for R/M ... the pick 
of the wicks. 










* TRI-WYR 


This is an extra-sturdy 
woven asbestos wick, 
containing a brass wire 
core in every strand. 
There are also three 
heavy _— reinforcing 
wires in the lower half 
of this wick. Fits all 
range burners. Pack- 
aged 5% ft. to the 
box, 7%” wide. Also 
100-ft. rolls, boxed 
or unboxed. 


* QUIK FLAME SETS 


The same Quik flame wicking 
that has proved popular in 
continuous lengths is now 
available in crimped sets to 
fit all standard 8” range = 


burners. Packaged in sets , 
of 4 oversize (1” wide) z ° 
wicks. 





* QUIK FLAME 


The most efficient kindler ever developed for 
range burners. Patented open mesh construction 
provides best possible results with distillate 
oils. The extra-heavy wire core yarn keeps the 
kindler upright in the burner channel. Glass 
yarn at burning edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to the box, 7/4” 
and 134%” wide. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION @ MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, $.C. 


RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 

Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered 

Equipment « Brake Linings « Brake Blocks ¢ Clutch Facings « Fan Belts 
Radiator Hose « Powdered Metal Products * Bowling Balls 
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The best line behind the counter makes the longest line before the counter. Wholesale and retail 
it pays to have the best line. In the fan field the most complete line is MURRAY. Handle MURRAY. 
It’s the line that counts. 


HORIZONTAL ATTIC FAN MURRAY ATTIC FANS = 29” WINDOW FAN 
rl ort For low roofs there {s the flat-as-a-flounder 

_ — horizontal mounted, vertical discharge 
attic fan or the vertical-mounted, hori- ; 
zontal discharge attic fan for heavy duty 
and industrial use. Both carry uncondi- 
tional 5-year guarantee (except for belt 
and motor.) Sizes 24” with Ys hp. motor 
to 48” with % hp. Housing, heavy-guage 
steel. Frame, “seamless,” die-formed tub- 
ing. Torrington, patented, perfectly bal- 
anced blades. Sealed ball bearings with 
lifetime lubrication. All MURRAY fans 
are fully certified. 


MURRAY WINDOW FANS 


@ The MURRAY window fan series includes the 20” 
model, the most versatile fan made. Especially 
designed for apartments and offices. Light weight 
—easily portable—attractive appearance blends 
with any home interior. Removable guard-screen 
made to protect tiny fingers. Patented, die-formed 
dynamically balanced blades. Economical, quiet 
2-speed operation. Beautiful ivory and stainless 
steel. For larger apartments and homes there is 
the 24” window fan which offers the same con- 
struction and specifications ‘as the 20” fan, except 
for larger diameter fan and belt-drive rather 
than direct. 

A tew territories open 
For full details, prices and literature 
Write to H. C. Biglin Company Sales Agents 
DEPT. B-3 





SALES AGENT 


H.C. BIGLIN CO., Dec. 


177 HARRIS ST.N.W. ATLANTA. GA 
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These Leigh Products 
are PROFIT MAKERS 


, Combination MAIL BOXES 


A truly outstanding design 
in a combination Mail Box 
and Magazine Receiver—All 
the beauty of hand wrought 
craftsmanship, yet, priced 
right to sell to the home 
owner. Water tight to pro- 





tect the mail. 

The Mail Box is finished in 
a beautiful antique bronze 
and packed in an individual 





shipping carton. 


Leigh Products are designed and built to high quality 
standards — production line produced at astonishingly 
low prices. 


SCREEN DOOR PUSH BARS 





Here is something new in an attractive, low cost, Push 
Bar that will enhance the entrance of the home and 
protect the streen in screen doors. 

Made of heavy gauge metal and painted a gleaming 
white enamel. 


Made in two sizes for 32"' or 36" wide doors. 


GRILLE GUARDS 


For screen doors or windows. Ad- 
justable from 16" to 33" wide to fit 
all standard doors. Built of heavy 
gauge round edge bar stock and 
painted with infra-red baked aluminum. 


ns | Complete with screws. 
ee ee 


WRITE TODAY FOR THE LEIGH POCKET CATALOG 
SHOWING THE COMPLETE LEIGH LINE 


[etgh 
BUILDING 
PRODUCTS 























Ornamental Shutters, Door Canopies, Window 
Awnings, Flower Boxes, Milk and Package 
Receivers, Ventilators, Dust Chutes, Clothes 
Chute Doors, House Signs, etc. 


LEIGH BUILDING PRODUCTS DIVISION 


OF AIR CONTROL PRODUCTS, INC. 


eofele) 133) 4188 - MICHIGAN 
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‘Stock these proven | 


SALES LEADERS 


ae 






=for bigger tape 
profits now and 
for the future! 





FRICTION 
TAPE 


oe e, . 0M 
RATE weg, & 
1S. cow ee: 


Hens the, Proof 


SALES HAVE BEEN Goinc UP—UP—UP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year—for more than 30 years—sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay —get all 
the details, now! 

WAREHOUSE STOCKS AND AGENTS strategically 

located throughout the country. Write for name of 

wholesaler nearest you and new illustrated catalog. 


Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


IF IT’S TAPE...1T WILL PAY YOU TO MAKE SURE 
ACCURATE TAPE ‘Go 





a 


a ala MS. a. 
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Improved Again! 





Lifetime’ 







Look for this NEW 
right Red TENITE Beari 






Unconditional Lifetime Guarantee! 


SETTE ‘‘Lifetime’’ Clothesline Pulleys will not 
...squeak, rattle, bind 


...rust or corrode 


No oil or grease to stain clothes! 


SETTE brings you still another improvement in clothesline pulleys. Combining this 
famous weather proof solid aluminum wheel with a new TENITE bearing (a develop- 
ment of the Eastman Kodak Co.) has produced a pulley that is now unconditionally 
guaranteed for life. This amazing new bearing never requires lubrication, there is no 
oil or grease to stain clothes, it operates quietly and easily. 


No. $50—List Price-4 9 Cc 





Make more Sales—More Profits with SETTE DIAMETER—5% inches 
, : SHAFT SIZE—5/16 inch 
the only clothesline pulley with these features BEARINGS—Tenite 


GROOVE SIZE—9/16” x 9/16” 
BRACKET—Steel 


Packed 12 to a carton, Shipping weight 5 Ibs. 
48 to a Master carton, Shipping weight 20 Ibs. 


* TENITE bearings—no lubrication to stain clothing 
—roll easily and noiselessly. 


* Solid aluminum — strong, lightweight, weather- 


Dealer's Discount—40%. Shipped postpaid in dozen lots. 


proof, rustproof. 
Terms: Net 30 days 


* Wide, smooth groove — line cannot jump off — 


CLOTHESLINE PULLEY 





If your Jobber cannot supply you-——Order direct! 


Handl oe 
eh Oe ee ee USE THIS COUPON—ORDER TODAY! 


MARQUART MANUFACTURING COMPANY 
1241 High Street, Oakland 1, California 


Please send the following: 
dozen SETTE ''Lifetime’’ Clothesline Pulleys. 


GUARANTEE: We will replace free of charge 
at any time, any SETTE pulley which fails to give 
satisfactory service for any reasons. 


Name . 

Firm Name... ..... 

Address 

City Zone State 
Jobber's Name 

City pie Bneseas State 

Bill me thru my jobber [) Bill me direct () 
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For any timber... anywheres " 


SIMONDS, ig 


makes the easiest-cutting saw “ 
for the job! 


From farm to forest, Simonds Saws are the standard of the woods 
... ‘the choice of the choosy,” from summer camper to year-round 
lumberjack. 

Wherever there’s production logging in big timber, Simonds 
famed “Crescent-Ground” Crosscut Saws are tops...cut fast and free 
because they’re ‘‘crescent-ground” for clearance...stay sharp longer 
because they’re made of Simonds special edge-holding saw steel. 

And for cutting pulpwood and small timber, Simonds No. 460 
Pulpwood Saw is a top favorite. Designed for fast, easy cutting, 
these blades are lightly set because they’re tapered for clearance. 
are made of the same tough, tempered steel as Simonds Cross- Cut 
Saws...come in 30”, 36", 42” and 48” lengths. Sturdy, tubular steel 
frames are also furnished. 

Simonds Field Demonstrators have made Simonds Saws known 
wherever timber is cut... so if you want the saws that really sell 


themselves. . . stock Simonds! 
” 
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NOW — with Plymouth’s three ways to handle rope 
business with three distinctly different merchandising 
units, dealers of any size, type, and location can 
increase their store’s profits with practically no sales 






effort and with the minimum investment. Retailers 
everywhere testify to the greater demands for rope 
since installing one or more of these units. 

Plymouth’s three merchandising units — HandyPak, 
SalesRak, SalesMaker—enable you to feature rope by 


the package or off the spool or from the coil. You stock 


the way you want to stock . . . with no unnecessary 
or excessive outlay! You display the way that impels 
prospects to become customers . . . with the smallest 
amount of floor space! And you sell the way your trade 
wants to buy . . . with no unwanted sizes or lengths! 

Whichever unit or units you choose, the Plymouth 
plan can make rope a really profitable line for you, 
or a much more profitable one if you are already in 
the rope business. Plymouth rope sold the Plymouth 


way sells itself! See next page for details . . . 


Maris 








Which wi 


on 
PHAMILA ROPE 


The salesRak 


Complete with display and dis- 
pensing rack as shown. Complete 
unit contains 24 spools (9 x 1/4", 
9 x 3/8", 6x 1/2"). The 1/4" and 3/8" 
sizes are connected in units of 
3 x 100' spools. The 1/2" size is 
connected in units of 2 x 100' 
spools. Rack holds 3 x 1/4", 3 x 3/8", 
and 2 x 1/2" spools at one time. 
See your jobber for prices. 


IF YOU 


SALES UNIT 1 


TOOL WiTe 4 


1000 vses 


Contains 15 attractively packaged 
individual coils, in 50' and 100' 
lengths. Provides initial stock for 
the retailer who has a steady but 
small demand, and wants to build 
volume in “impulse-buying”’ mer- 
chandise. Designed to fill the uni- 
versal demand for rope for house- 
hold needs. Replacement coils 
available. Prices from your jobber. 


ll sell most for you’ 


The SalesMaker 


Displays, measures, and cuts rope 
in any six sizes up to 1" diameter. 
Designed for retailers whose vol- 
ume justifies inventory in full or 
half coils. Rope may be fed from 
basement, overhead, shelves, or 
floor. Nearly 4,000 retailers testify 
to increased rope sales of 25 to 
100% with this unit. Cost: $17.50 
net. (Counter model: $12.50 net.) 


SELL BINDER OR BALER TWINE 


Plymouth ‘‘Red Top” and “Green Top” Binder Twines are de- 
signed for fast, economical, trouble-free operation in the field— 
pioneered 65 years ago, when the grain binder was introduced, and 
constantly improved to keep pace with modern farming require- 
ments. Plymouth Baler Twine is also engineered to do its specific 
job. The first baler twine made, it was designed in cooperation with 
the originator of the automatic twine-using, pick-up hay baler. 





Why your best customers 


prefer American Fence 


MIL OsmMUNDSON is a successful farmer operating a 
EK cattle and hog farm of 300 acres near Delavan, 
Minnesota. Here’s what he says about American Fence: 
“T’ve used American Fence ever since I was old enough 
to put it up. Some of it is 30 years old and still holding 
tight. The way I look at it, fence is just as important as 
farm machinery. Couldn’t get along without good fence. 
Of course, strong corner posts help make a good fence. 
That’s why I use American Fence and American dirt- 
set corner posts. They really give you a corner.” 

What’s the outlook for fence supplies? Like most 
metal products, the demand is far greater than the 
supply. But a fair method of allocation is being estab- 
lished so that each American Fence dealer will receive 
a share proportional to his business in the past. Every 
effort will be made to distribute the available supply 
as equitably as possible. 


AMERICAK STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


’ 


an age ee ee ee 














Theres mitt AMERICAN FENCE tn ute Wan aNd oer brand, 


AMERICAN FENCE 


U Wt 2.8 § ¥:a4.7 8.4 os 2. he 
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Bull Dog 


Friction Tape 


.-e the Brand with 
the Built-in Profits 





Tape users like the extra features... 

the extra dependability they get with BULL DOG Friction 
Tape. Because of BULL DOG'S high tensile strength .. . 
because it doesn’t ravel, fray or split ... and because of its 
lasting freshness on the roll and on the job, its customer- 
acceptance puts this famous product in a class all by itself. 


Stands to reason, doesn’t it, that a tape whose name has been 
built on these extra benefits is the brand you'll want to stock 


because it’s the brand your customers want to buy? 


Get in touch with your local distributor today. Experience 
for yourself what BULL DOG’S fast turnover can mean to 


you in terms of extra profits in your pockets! 
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Boston Woven Host wi } 


IMPORTANT 


Interested in Extra-Volume-Builders? 
Then be sure to ask your distributor 
to show you the compact, sales- 
boosting BULL DOG Friction Tape 
displays. And ask him to tell you 






how to cash in on your ready-made 
market with BULL DOG Splicing 
Compound. 








—_— 


& RUBBER CO. 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. * P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 





Dealers: FOR APPLICATION 
OF ALL TYPES OF PAINT... 





HOMAS 


ROLLER PAINTERS 


with the 


ONE 






ALL! 
ONE COVER for All Paint 


CALL this specially designed Thomas 
Roller-Painter to the attention of cus- 
tomers who are applying rubber-base 
paints and enamels. The Thomas Roller- 
Painter with the cover... 


e@ MINIMIZES “ORANGE PEEL”’ 
e@ HELPS KEEP A WET EDGE 


Professional and amateur painters alike can now 
apply rubber-base paints, enamels, flats and 
water-mix paints, confident that the finished results 
will be A-1 in every way. Be sure to stock this 
specially designed Thomas Roller-Painter, proven 
by extensive tests on large areas. 


Simplify : 
— ONE COVER 
Ordering! FOR ALL PAINT! 





KEEP ROLLING... 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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cougnTaeA? Tremflad — 


RUST PAINT 


lt WITH TREMCLAD ALUMINUM 
ALUN S | YOU PAINT RIGHT OVER 

4 RUST. TREMCLAD SPREADS 
EASILY, SAVES HOURS 
OF RUST SCRAPING. 





base apENT 
FLOORS MADE WITH RUBBER 


‘ORCRETE PAIN! TO WITHSTAND MOISTURE, 
eee DAMPNESS AND ALKALINES! 





























[ALUMINUM | 





EASY TO USE —thins with turpentine. Solves TremClad penetrates through rust— binds rust 
to metal— prevents further rusting. PRIME and 


the problem of painting concrete below 
FINISH in one coat. 





grade. 
TREMCO 20.220 
PAINT JOBBERS. WRITE US 
FOR FULL INFORMATION 
THE TREINICO INANUFACTURING CO. 
UT-1153 8701 Kinsman Rd., Cleveland 4, Ohio 
MAKERS OF STRIP-SEAL, MASTIC-GLAZE, TREM-CLAD, COLORTREAD, TREMCAULK 
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SILVER SCALE 


ales eae ina “i size. 
Kautzky's M4 > 


STINV IKE | 


... for fly-rod fishing... / 
FZ 


Here’s another money-making Ike lure . . . it’s 
the Tiny Ike for fly-rod fishing. Already famous 
for tantalizing, fish-getting action and bigger 
Tested and proved all over 
“new item” business. Sell 


SPECIFICATIONS catches everywhere. 
1% inch ,.. 1/15 oz. America. Get that 


RED AND WHITE Lazy Ikes, Husky Ikes . . . and now, the new 
a ntaied SCALE Tiny Ikes for more profits than ever before. 







































a lapel NATIONALLY ADVERTISED! 

a a a Ike lures are featured in a powerful national adver- ’ 
eer ara : =~ eae Shemaieen in Field _ Stream, Outdoor Life, [T_ ER 
3RO SCALE —~. Sports Alicld and regional magazines. Your turn- 

BLACK RIB ~~ eel over is mata with Ike lures. Mm ( 











Fair Traded at. 











Every Gun User Needs 
HOPPE PRODUCTS 


So does EVERY gun—rifle—shot gun—pistol—or car- 
bine—regardless of the type of ammunition used. So 
recommend Hoppe’s No. 9 and Hoppe’s Patches for 
removing primer, powder, lead and metal fouling. Ad- 
vocate Hoppe’s Lubricating Oil for smoothing out gun 
actions and triggers. And—when your customer wants 
REAL protection from gun rust sell him Hoppe’s Gun 
Grease—the long time protection. These products are 
KNOWN. They're ADVERTISED—and easy for you to 
obtain. Just order from your jobber. 


FRANK A. HOPPE, Inc. 





2314A NORTH 8th ST. * PHILADELPHIA 33, PA. 
RAMEN SIE REDE E S ECERAILE EE NORRIE OE 
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. Our goal d 
Big Reasons why distribute 
FOR CHARCOAL beyond our 

BRIQUETS for quality ¢ 


| oe Mean PROFIT for you THE MUR 


1 Everyone likes charcoal broiled meats and fish. And 
they're best the way famed chefs make them—broiled 
with Ford Charcoal Briquets. 





2 They're cleaner, smokeless, spark-free, longer burning, 
dry, even heat, easy lighting—and that means, fast 
easy sales. 


Big mark-up for distributor and dealer alike, means 
money in your pocket. 


4 Big profits in summer vacation season, and steady 
sales all year ‘round. 


— 
5 Big market: Picnics « Barb ec H Hotels 
¢ Restaurants « Clubs « Refrigerated Rail ad Truck f 
ion © Foundries * Metal Refineries « Tinsmiths 
Packing Houses * Tobacco Growers. 


Order today, and write for interesting information on use and equipment 


FORD MOTOR CORPARY 
Special Products Department @ Iron M tain, 9 

















Charcoal Briquets 


The heat- packed charcoal 


HARDWARE AGE, APRIL 19, 1951 













ti 


er 


wy 
if 


MERCURY Wheel Goods 
MURRAY-GO-ROUND Baby Walker 
MERCURY Bicycles 

MUSSELMAN Coaster Brakes 


Our goal during 1951 is to produce as much as possible and to 


A \h th ae 


distribute it fairly within the limitations of material shortages 
beyond our control... At the same time, the famous reputation 
: for quality of Murray Ohio products will be zealously maintained. 


THE MURRAY OHIO MFG. CO., CLEVELAND 10, OHIO 


Mercury wheel goods include autos, trucks, wagons, 
velocipedes, chain-driven tricycles, and park cycles. 














9, 1951 





Mercury bicycles include a model and size 
tor every need. Equipped with Musselman 
coaster brakes, another M-O. product. 


Murray-Go-Round is the sensation of the baby 
Iker field b of many unique features. 























NOW FEATURED IN 
LEADING MAGAZINES 


Gladding’s Amazing Cilesto 
...the 5-ways-better fly line 


Cilesto tapers 
in plastic 
utility case 


pduertised in 
TRUE, FIELD AND STREAM, 
SPORTS AFIELD, 
OUTDOOR LIFE and all 
other leading outdoor magazines 
PROCESSED! Am 


ae 
‘= Be 





1. SHOOTS EASIER 
2. CASTS FARTHER 
3. KINKS LESS 

4, LASTS LONGER 

5. FLOATS EASIER 


CILESTONE 


le Pe 
HONED! rs A 


» eke 


Micro-photo shows how thick coating 
of Cilestone seals and impregnates 
nylon threads. 


An entire coil of Cilesto line 
still retained its original buoy- 
ancy—after 16 hours. 


@ It’s revolutionary! Judged “‘Best line I ever used”’ by 
97.6% of the fishermen reporting—after 1500 Cilesto 
lines had been tested under all fishing conditions in 
both fresh and salt water. Size for size, it’s same weight 
as silk. Order Cilesto from your jobber today. 


Finest bait casting line made— 
The World-Famous INVINCIBLE 
Choice of experts for toughness, 
dependability, ease-of-casting. 
Completely waterproofed. 

In choicest silk or ¢ o 
**Heat-Set”’ nylon. In 

handy plastic utility case. 

Get your supply in... now. 


B. F. GLADDING & CO., Inc. 
South Otselic, New York 








Est, 1016 
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THE lADIES 
LOVE ‘EM! 





the New UNIVERSAL 


Cody Baty \unch-N-Bag 


Unsightly paper bags are a thing of the past! 
Today’s smart working girl carries her lunch ina 
fashionable Universal Lunch-N-Bag. 

Its case is beautiful hard plastic with a rich- 
looking alligator finish ... has an adjustable 
shoulder strap...a handy top section for change, 
compact and cigarettes. The 4% pint Universal 
vacuum bottle has matching finish . , . keeps 
drinks refreshingly hot or cold for hours. 

Feature Lady Betty in your store! Show it to 
customers , .. give it window space. Then watch 
it sell... mean bigger profits for you. 


Write today for complete information. 
Dept. HA, Landers, Frary & Clark, New Britain, Conn. 


Copyright 1951, LF&C 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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for civil defense! 


Safe, dependable, portable light is 
a “‘must’”’ for the emergencies 
of civil defense. 





Ray-O-Vac flashlights are precision 
built to assure top performance and long 
life under the most difficult conditions. 


Examine the outstanding construction 
features shown in this cutaway 
illustration. 


Famous Ray-O-Vac LEAK PROOF 


Flashlight Batteries 


Give you power that is Sealed in Steel for 
“Light When You Need It!” 


Only Ray-0-Vac has the 
““Added4—WorthMore” 
- Steel top 

2. Steel bottom 


3. Multi-ply insulation. 
Many layers of protec- 
tion against corrosion. 


4. Steel jacket. This com- 
pletes an air-tight seal, 
to stop corrosion and 
keep the battery fresh 
and powerful. 


They Stay Fresh— 
They Are Not Dated 


*GUARANTEE on every Ray-O-Vac 


Leak Proof: “If your flashlight is dam- 
aged by corrosion, leakage or swelling 
of this battery, send it to us with the 
batteries and we will give you FREE 
a new, comparable flashlight with bat- 
teries.”’ 





OVER ONE BILLION SOLD 


RAY-()-VAC Deven le instrument 






























] Polished ground glass 
lens. 


2 Reflector channel insu- 
lation to prevent shorting, 


3 Scientifically designed 
parabolic reflector coated 
with pure silver on nickel- 
plated brass. 


4 Reflectorretainer ring. 


5 Westinghouse pre- 
focused bulb. 


6 Shock absorbing 
spring bumper-block. 


7 Battery contact finder 
for easy loading. 


8 Solid brass contact 
strip. 









FLASHLIGHT gi 
BATTERY 4 9 Phosphor-bronze con- 
tact member assures posi- 


tive contact, 






















10 Three position switch 
with flasher button. 


1] Insulating tube for 
added protection against 
corrosion damage from 
ordinary batteries. 


12 Heavily chrome plat- 
ed corrugated barrel for 
added strength, beauty 
and durability. 


13 Equipped with Ray- 
O-Vac LEAK PROOF flash- 
light batteries for guaran- 
teed flashlight protection. 











14 Special steel contact 
spring. 


15 Streamlined for added 
beauty. 


RAY-O-VAC COMPANY e MADISON 10, WISCONSIN 
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WASHINGTON APPLIANCES 


Phi More 
, ¥ 


HIGHEST QUALITY... 
SENSIBLE STYLING... 
COMPETITIVE PRICES... 











ale WASHINGTON 











MARTHA WASHINGION De Jute MARTHA WASHINGTON SGechréc 
GAS RANGE—oll the wanted features } RANGE—Eye-appeal and buy-appeal 
and the price is right! , with traditional Washington quality. 





WASHINGTON Of Burning WASHINGTON Ueated and 

HEATER—Down-Draft, Hot-Blast combus- | 3 Uuented GAS HEATERS — wide 

tion gets more heat from less fuel. range of radiant and closed circulator 
models. 
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polos 


There’s no real secret to success- 
ful selling. As a Washington dealer 
told us, “just show the customer 
what he wants, present its features 
intelligently ...and the sale is 
made! My customers respect the 
WASHINGTON name, like 
WASHINGTON features and I 
like the profit margin.” 

You, too, can make money selling 
the new WASHINGTON models 

. sized and priced for every 

family ... modernly designed and 

: superbly built. Ask your WASH- 

@ j§INGTON Distributor for details 
P or write direct. 


GRAY & DUDLEY COMPANY 
Established 1862 
Nashville 3, Tennessee 





3 WASHINGTON “Zable “Jag WarER 
HEATER—20, 30 and 42 gallon sizes; 
compact and truly efficient. 
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FOR MORE PLEASURE ON 
PICNICS FOLKS LIKE 


a © 


TM REG 


PLASTIC HOUSEWARES 











aE... A Pie. 
M1-Mixer. Graduated. L45-Pitcher for refrig- L112B-Ice Bucket. Air 


Crystal bots., colorful erator or table use. insulated, double wall. 
tops. M2-2-Cup Mixer. 2 qt. capacity plus ice. Will not sweat. 















* 6 
NEW Picnic Set 
PS-1 Four large 10-%4” divided 29 
dinner plates with four 11 oz. 
mugs—assorted 1 each of red, PO... 


yellow, green and blue. Each separately bulk 
8 piece set individually cartoned. packaged. 


L Sang Most everyone loves a picnic, so it’s only natural 
hoe | a | that the sparkling colors, utility and ability to 


Ti-Sesving Trays in [70-Round Bread Bes. §Sallad Bowls. withstand rough use gives Lustro-Ware that plus 





crystal, ens — & ket. 9” dia. 24.” deep. uerge 11” mixing. 
pov i So = peste 50.8 appeal for stepped up sales during the outdoor 





season ahead. On jaunts in the country or just 
in the back yard, Lustro-Ware is fast becoming 
standard accessories. The out of way, cup recess, 
napkin holder slot and large food compartments 
of the divided plate, plus the large 11 oz. mug 





L80-Cake Cover Set SMS1—Candy Stripe L14-8 oz Tumbler, re- 


ag covers, colored Straws. Sctrawstobag sists hot water, alco- make this the plastic picnic set you'll want to 


4 color combinations. hol, alkalies. 6 colors. 






feature. There are nearly 100 budget priced 
Lustro-Ware items your customers are shopping 
for regularly. Better check your stock today. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 


Refrigerator Dishes. L34—1 Ib butter dish, L35—%4 Ib butter dish, 
L36—4”"x4” dish, L37—4”’x8” dish. Lightweight, durable crystal covers, 
crystal or opaque 3 colorful bottoms. 


, OOOOH OOOOOOOHOOOEEEOOE eee 
LP 

Lattne Cis Lute: Wane 
CANISTER SETS 


break sales records PLASTIC HOUSEWARES 


CSJ-4F New Jr. floral decorated set oat Seni , " 

: of 4 canisters for varied content use. $2.98 Sort tulas Soremoad line 

Sizes 5-%4''x7-%" to 3-%"'x5-%e". ° SS “oN 
* Guaranteed by @ 
Good Housekeeping 
> wd 















ww 










CS-4L Extra capacity set $3.49 — 4 pieces 6-%4"'x8-10" 
to 4-%”x6", — lettered. Separate Cookie Jar to 
match either set $1.49 — size 6-%4’’x8-%e". 


mw A) 
2" 45 apvearisto WH 
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THE IDEAL LINE 
MEETS EVERY 





é NEED 
“A 
: Whether you are looking for a cabinet of the 
a highest type or one that you wish to choose on 
i... the basis of price alone, you will find just the 
ay; cabinet to suit you in the Ideal line. 
a 


a Offering a choice of 18 models, the Ideal line 
includes everything from the ornate models de- 
signed for the finest class of residences to the 
plainer styles to meet situations in which low 
price is the important factor. 

Send for literature illustrating and describing 


all of the models in detail—including both recess 
types and wall surface hanging cabinets. 





18 Models 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 














7722 JOY ROAD DETROIT 4, MICH. 
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DURO 


MODEL 





au 


WATER SYSTEMS 


Performance at low cost ... there’s a selling point that 
boosts your sales and profits! Quote the price of Duro’s 49 
Vertical Water System, and watch your customers’ eyes 
light up. You do your customers a favor when you sell 
the Duro 49 Water System, for they can depend on quality, 
dependability, and ruggedness at a price they’re glad to 
pay. Sell DURO and know why every DURO owner be- 
comes a DURO salesman for you! 





Duro builds a complete line of water softeners and water 
systems. 
FOR MORE INFORMATION ON DURO PROFIT MAKERS, 
SEND TODAY FOR THE NEW DURO CATALOG! 
























YOUR CUSTOMERS ARE 


WATER CONSCIOUS 


FOR A FAST PROFIT, DISPLAY 


FAUCET REPAIR SETS 


STOP FAUCET DRIP QUICK—EASY! 










con OR A REFUND OF @NATIONALLY 






$ "Guaranteed by > att thy 1 Bh 

Good Housekeeping EVENING POST, 

SS GOOD HOUSE- 

$0745 anyeanisto KEEPING & other 
publications. 


Every o’MALLEY Faucet Repair Set car- 
ries the GOOD HOUSEKEEPING guarantee 
seal—including the O’Malley Repair 
PARTS CARD (39c), the O’Malley No. 3 
DRIP STOPPER SET (85c), the O’Malley 
ALL-PURPOSE FAMILY SET—both drip- 
stopper and nu-séater tools and parts— 
($2.95 retail) ... A set for every purse! 
ASK FOR CATALOG FOLDER 


EDW. O'MALLEY VALVE CO. 


CHICAGO 





11948-50 S. HALSTED ST 
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You never sold wiring devices 


(7 ™ 








but they’re buying 
QUICK CLAMP PLUGS and TAPS 


This “clamp them on the wire” principle is so 
simple that now anyone can fix electric cords. 
Feature these six fast selling items . . . demon- 
strate them to your customers . . . and you'll see 


a host of new faces at your electrical counter. 











6 QUICK CLAMP ITEMS 
IN IVORY OR BROWN 





1110 Plug 1111 Plug 


(3 on a card) 


1710 Single Tap 1711 Triple Tap 


1712 Flat Tap 1713 Cord Splicer 





> taal 


MONOWATT INCORPORATED «© A GENERAL ELECTRIC AFFILIATE * PROVIDENCE 7, R. I. 
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The best 'fiend’a buyer ever had ! 


This grim goblin is the Rug-a-Boo —known to women as 


surface dirt. 


He is the daily grit and grind that gets on rugs between 
vacuumings. Given half a chance, he cuts down into the 


fibers and damages them. 


His greatest enemy is a Bissell Carpet Sweeper—the 
sweeper with the famous “*Bisco-matic’’* Brush Action that 
flicks up dirt faster than you can say “‘Rug-a-Boo”’. 


That is why this “fiend” 


Bissell Sweepers. 


That’s important even in these buy-happy days. Because 
women who buy Bissells stay sold on your store. 


Bissell Carpet Sweeper Company 
Grand Rapids 2, Michigan 


*Reg. U. S. Pat. OF, 


Keeps out hot 
sun rayS..«: 


o¥ be Brings in 
© gente more PROFITS! 


NO OTHER SCREEN 
HAS ALL THESE 
FEATURES! 


@ Aluminum construction 
throughout — using Kaiser 
Shade Screen 


le Angled Louvres deflect heat, 
eliminate glare 







@ Easy to install 
@ Fingertip control 
* 


Each screen individually packed 
in tube for easy storage. 
Hand 


on 
Adequa DER NOW for 


mediate Delivery 


KHP TENSION 
BAR SHADE SCREENS! 


e JOBBERS e AGENTS 


e DEALERS 
WRITE, WIRE, PHONE FOR DETAILS 


KHP MILWAUKEE STEEL CO. 


4600 W. MITCHELL ST. MILWAUKEE 14, WIS. 
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is a buyer’s best friend. You'll 
see the Rug-a-Boo in every Bissell® ad for 1951. He 
dramatizes the Bissell story for the readers of 20 leading 
women’s magazines, and chases them into your store for 




















HOWARD B. RICH, Inc. 


Manufacturers of Ladders (To “ASA” Specifications) 


DOUBLE LOCK 
PLATFORM LADDER 


Front and Back 
Legs 15/16” x 
234”. 14%” Glued 
Dowels in back. 
Double Nailed. 
Angle Iron Ears. 
Strap Hinges. 
Truss Blocks. Step 
Supports. Side 
Locks. Step 35%” 
finished. Width of 
Cap. 7144” x 1834”. 
Width of Platform 
171/,” front. 15144” 
in back and 155%” 
deep. Approx. wt. 
7 Ib. per ft. 





CARROLLTON, KENTUCKY 


PHONE 116 BOX 187 
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Here is a brand-new counter display 
container that’s bound to increase your 
sales volume on Wallace stainless table- 
ware! It has eye-appeal that results in 
many plus sales! 


e Sturdy, all-wood construction! 
e Beautiful maple grain finish! 


e Merchandise is securely held and 
neatly displayed! 

e Slot at bottom for strip showing 
price of each item! 


e Ample room under display for 
additional stock! 







DISTRIBUTED 
BY LEADING HOUSEWARES 
AND HARDWARE JOBBERS 
YOUR INQUIRY 
INVITED 







iy) YOUR CHOICE OF 2 DEALS! 


#560 Bonnie Allegheny Stainless, 
all-over listrous mirror finish. 







#562 Admiral Allegheny Stainless, 
lovely lustrous finish on solid nickel 





chrome. 


EACH DEAL PACKED WITH DISPLAY * 


| ) *(No Repacking N ecessary) — 
: 3 doz. teaspoons 1 doz. knives 
a A 


2 doz. dessert spoons 1 doz. ice tea spoons 


\ 2 doz. forks | doz. salad forks 
(10 doz. total) 
) A Your customers know Wallace Quality. Take 


advantage of this prestige ... spot one or two 
of these deals on your counters for fast turn- 





over and plus sales! 
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HERE’S WHY— 

You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. 

Made by one of the world’s foremost 
makers of precision glassware. 18" and 


24" Kimble Glass Bars are a full 44" 
A GLASS BAR FOR 


— 





Kimble Bent-End Glass Bars—!/)" crystal 
or opal glass with strong, modernistic metal 
fittings. 18" and 24" lengths. 


thick . . . are velvet smooth right out to 
their chrome spun-on fittings. Indi- 
vidually packaged with matching chrome 
screws. 


Priced for fast sales . . . priced for 


extra profits. Order from your whole- 


saler or write direct. 


EVERY PURPOSE= AVAILABLE NOW! 


S 
————<—— = —— ao =< 
Kimble Double-Purpose Glass Bars —crys- 
tal glass with adjustable fittings for partial 

or full-length use. 24" long. 
Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 


u re A, 18" long, 
KIMBLE GLASS oreo :, ome 


Division of Owens-Illinois Glass Company 










“THERE’S AN R. MURPHY f 
STAY-SHARP KNIFE TOR 
PLEASE EVERY 
CUSTOMER’”’ 








Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


HANGER’S 


Lo MANUAL 
d TRAINING 








TESTED 
QUALITY 
FOR OVER 
100 YEARS 
ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 
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ARCHITECTS ond BUILDERS 


aed ON ... (CHICAGO) 
SPRING HINGES 


Streamlined "TRIPLEX" 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
"Triplex" Spring Butt Hinges and 
here are a few of the reasons why: 





1. They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


3. Here is a product that main- 
tains our tradition for quality 

. @ tradition that has guided 

us through more than 60 years. 





Type BUT2001 


Modern Button 
Tip Ornamentation 











Spring Hinges of Quality | 


Chica jo Spring Hinge Co. 


CHICA U.S.A. NEW YORK 
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the two ie Ds of Profitable Promotion 


Ay have {nem BOTH in the Completely uta 


MIRRO-MATIC 
the roduct Waat-xonmbe Perco 


Beautiful MIRRO-MATIC is more than a 
match for any fine coffee-maker on the market. 
Its powerful 600-watt percolating element 
starts in seconds, perks to flavory, full-bodied 
perfection, whether as few as four cups or as 
many as eight are made. Then a separate 
low-heat 30-watt element automatically 
takes over, keeps coffee drinking-hot for 
hours. No automatic coffee-maker can do 


more ...nor do it more efficiently. a 
the rice 


Here MIRRO-MATIC’s best argument is 
comparison of dollar-for-dollar value. The 
completely automatic, two-element MIRRO- 
MATIC Electric Percolator, complete with 
cord and including Federal Tax, retails at 


wf 


WEST ] 
$13.95 











Promote the product and the price, to get your 
full share of sales from this nationally adver- 
tised MIRRO utensil. 


wana your \ R 






O-” 


ALUM! 






THE FINEST 
PATENT NUMBER 1944438 
OTHERS PENDING 
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Opener with 


@ Here’s the new Vaughan 
chrome plated can opener that 
sells on sight. Bright red plas- 
tic handle, plus “safety roll’’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 
smooth as it holds and opens 
square, round or oval cans. 


plastic handle 





Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. 

Made of heavy gauge steel, 
brightly chrome plated, with 
molded plastic handle. 
Individually boxed. Retail 
price—59c. 


Majestic 
TODO 
GARBAGE RECEIVER 


ee 
7 | 


lakes the eye of every 
home owner—because it 
ends forever the unhandy, 
germ-breeding, above- 
ground garbage can! This 
unit installs near the 
kitchen door where it's 
handy! Foot-operated lid 
prevents foul odors, keeps 
out pesky insects and 
pets. Top and outer shell 
guaranteed 10 years 
User recommended for 
A real money- 
saver—inside garbage 

can lasts 3 to 4 times 


334 years. 


longer than ordinary 
garbage can. Ideal 
tor storage of cans, 
bottles, etc. Many 
sizes. Write today 


+-D ie St., Huntington, Ind 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


Vt 


4; 


ty 
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World’s Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


r 


OMMENDED 


VAUGHAN MFG., CO. 
3211 Carroll Avenue ¢ Chicago 24, Ill. 
Half-Century of Quality and Service 


Nationally Known and Advertised f 


PARENTS 


iad 

















RETAILS FOR ONLY $3.49 


(with 8/2" handle) 


YOUR PROFIT $1.39 


with 36" handle 
Retail Price $3.98 
PROFIT $1.48 


AUTOWASH 


THE FOUNTAIN BRUSH WITH 
MORE SALES FEATURES 
AND BETTER CONSTRUCTION 











e Rubber Bumper protects automobile finish. 


e Aluminum head and handle. 


DEALER PRICES 
Model 840 with 81” handle $2.10 
Model 840L with 36” handle $2.50 


e Soft horsehair bristles flare to 4”. 


¢ Replaceable bristles. 
































e OR RUSH THI 
Attaches to any garden hose. OR RUSH THIS 
/ ; ‘ YOUR ORDER 
e Rinses, as it washes, as it scrubs. joeeemscnncencece See e ee eeeeeeeeees, 
: FLOUR CITY BRUSH CO. PACIFIC COAST BRUSH CO. + 
1 Minneapolis 4, Minn. Dept. 51! Los Angeles 21, Calif. : 
SALES AIDS EXTRAS f Please ship... . doz. Model 840, 8%” handle, AUTOWASH 4 
rushes, J 
Attractive counter display Stiff bristles avail- ' Please ship. .....doz. Model 840L, 36” handle, AUTOWASH a 
hs " ' brushes. 4 
and newspaper advertis- able for washing i i eS Sgt eds dl Rost atin dost ‘ 
ing mats available on re- houses. ¥ ADDRESS RE SEL MEIEL OR RRO: SEE RES el Pe . 
quest. : ae Ps pitas latiews Sia TONS ..... STATE....... s 
3 oo must aceompany order or we ship C.O.D. if not rated : 
n 
TR ~ 9 OT 
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Washday Sweethearts ww new» pysgre- Bute. 


NATIONALLY ADVERTISED TO OVER 10,000,000 
. READERS OF POPULAR HOUSEHOLD MAGAZINES 


PACKED 4— 300 FT. COILS PER CARTON 


Also in 50 and 100 ft. coils (see tables below) 


ol * “a a a 


One continuous coil of 300 ft. marked with bright red plastic tape every 50 ft.Saves measuring and sales time. 


Never-Stain Aluminum Clothesline Wire carries both the 
Good Housekeeping and Parents Seals of Approval. Con- 
veniently packed for easy quick sale. Don't miss this oppor- 
tunity to build up your store traffic at an attractive profit. 


ORDERING INFORMATION 
FREE 


No. Coils No. Coils No. Coils 

is: | cit | Oi eg RS CwiSeain | Ola [Me ptg:| NS | catttength | | Yerrtg.| COUNTER DISPLAY 

| 4-300ft.*] 148") 26 OF BT 4-300 4% | 113") 16 Only 14” high and 9” wide. 
olerful and attractive. Sells 
othesline on sight. Ideal for 
unters and windows. Free 
terature with your imprint also 
vailable, 





NICHOLS WIRE & ar ae co. 


GENERAL OFFICES —DAVENPORT, IOWA 
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THE DEALER WE’RE 


LOOKING FOR? 


We are looking for a dealer to sell fine selected, pre- 
cision-made hickory tool handles. 


—and you are looking for customers you can satisfy 
and keep satisfied with tool handles of superior quality. 


FLEISCHMANN “Seasoned Hickory” Hano es fea- 
ture these outstanding advantages: 


Our handles are tough, strong, and unbreakable 
Dd in conditions of regular use. No bending or 


warping. 


2) Manufactured exclusively from Appalachian 
Hickory, the finest in North America. 


3) Our seasoning treatment adds years of service 
and durability. 


SUPERIOR QUALITY .IN A PRECISION-MADE 
PRODUCT ASSURES YOU MORE CUSTOMERS. 





Convince yourself! Write for our price list and for samples. 


Heischmann Handle 
Company 


A Division of the Fleischmann Corporation 
TOWER BUILDING BALTIMORE 2, MD. 
Plant: Rocky Mount, Va. 
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COMBINE 


CUSTOMER SATISFACTIONAN 
AND 





< 
Your customers will appreciate the trigger-like speed and 
ease of the Arrow Gun Tacker in performing numerous 
fastening tasks. It staples insulation materials, building 
paper, wall canvas, roofing felt, screen wire and many 
other materials with equal efficiency. ee 
SURE-FIRE SALES wg eninge “enaaed \ ‘y 
Feature the Arrow Gun Tacker along with . *e 
Insulation materials — Building paper — 
Wall canvas, etc. = 
You'll Find Them A Profitable Combination 
ENS For further information write to: \\ 


-& frrow FASTENER [0../nc. 


NEW YORK 

















Tu BROOKLYN 6 


"Stanho” Taper Pins are milled from selected screw stock. 
Recently added to the “Stanho” line are Centerless 
Ground Taper Pins—precision made with a total diam- 
eter tolerance of .0005—these are the finest obtainable. 





TORSE NAIL CORP 


NEW BRIGHTON, PA 
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Wade only by ae 7 
CHAMPION DEARMENT Oran" 
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: Aas Your customers rely on YOUR 

oN judgment in making their purchase! 

Here is a sure way to make friends— 

When they say ‘I need a pair of pliers’ 

sell them Channellock. You know Channellock 

will perform perfectly—for its made by skilled crafts- 

men, by a company known for nearly 3/4 of a century 
as the makers of highest quality products. 


You can be proud to recommend Channellock pliers. The exclusive features, such as 
No Wear on Joint Bolt, Longer Wearing, Closely Spaced Adjustments, Self Cleaning and Greater 
Strength make Channellock pliers the best. The next time a customer asks for pliers, Make 
Friends—Sell Him Channellock. 


And remember, ONLY Champion DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. «+ Meadville, Pa. 


Send for Catalog Dl Today. Channellock pliers are listed in the 


AA dM sid = 
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Cit CHAIN 





INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised ... known 
and preferred by chain users in every type of business. 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 





LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 
Cococooocrr 


LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a ‘‘one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


oore Mont Corp< 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES NEW YOR8R «© CHICAGO «© CLEVELAND © SAN FRANCISCO 


hencesberg SA 


#1 a! Angola, New York, $1 Catherines Onto 











| Blocks never require oiling, yet there is no oil drip. 














_ MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 





| MAKE STEADY PROFITS FOR YOU 





f 


PLUMBER'S ITEMS 


FORGED FOR LONGER 
LIFE AND BETTER SERVICE 


FORGED STEEL MELTING LADLES #373 
All sizes furnished either single or double lip as ordered. 
Thickness of bowls from II-GA to 3/16". Lead Capacity !'4 to 
50 Ibs. Bowl sizes from 2!/2"' to 10". 














CAULKING CHISEL #307 


Made of octagon steel. All hand forged. Thickness of 5%'' and 
¥%,"'. Full lengths in 7'/2'' and 734"'. Also full line of other shapes 
and sizes. 


Also Solder Pots, sizes 4" to 13'/2" 
WRITE FOR CATALOG 











GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON 





BRENNER AND KENT STREETS — NEWARK 3, N. 


New CONGRESS LUBRALIFE 


PILLOW BLOCKS 





Permanently Lubricated 
Self-Aligning 


Throw away that dirty, messy oil can! Congress Pillow 


They are rust free, quiet, trouble free, easily installed. 


© Perfect Alignment 

© Rugged Construction 
* Heavy Load Capacity 
¢ NO OILING! 


Oil resisting rubber grommets 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the ro- 
tating parts, are also avall- 
able. 





The test tube at the right shows the actual 
omount of oil contained In a %" bore 
Lubralife bearing. 

Write for Literature on Pillow Blocks and 


SPECIAL PULLEY ASSORTMENTS 


5 CONGRESS °°’ DRIVES 
3750 E. OUTER DRIVE, DETROIT 34, MICH 
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Alloy Steels 

Armor Plate 

Clutch Plate Steels 
Tillage Steels 

Soft Center Steel 
Shovel Steels 

Knife Steels 

Saw Steels, including 
High Speed Hack 


ieesttaielints blade edges GUARANTEED split-proof, curl-proof 


TEM-CROSS Steel 
Stainless Steels \ 
INGACLAD 


Stainless-Clad Steel 





Ingersoll 


ry 4 ts = a 


Ei 


ENGINEERING 


i 


PRODUCTION 


Ingersoll STEEL DIVISION 


BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 








EXPANSIVE BITS 


Cut any size hole % to 3” in Soft or Hard Wood! 
Cut Easier —simplified design, tilted blade, no 
\ — center lip.* Tool Steel Blades — 
 * hold sharp cutting edge longer. 
Rust Resistant—look better, last 

longer. * Quick, Accurate Ad- 
justment—positive lock, no 

blade slippage. * Self-Clearing 

_ Lead Screw —constant feed, no 

# loading. 
the 


Short Blade yy,” to hy” 

long Blade hh" to 1" 
844" sq. shank] %” to 3” 

Short Blade | %” to 114” 
: Long Blade 






@u.4 


ADJUSTABLE 
CIRCLE CUTTER 


Cuts 1% to 8” holes in sheet 
metal, wood, plastics, etc. 

For use in any standard drill press, 
wood-working machine or suitable 
mounted spindle machine. 

Combination drill pilot and high-speed 
steel cutting blade takes a clean, fast 
cut, throws out chips, and does not clog. 

Easy to sharpen or adjust. 


SPECIFICATIONS 


Thickness Cap. 


Fibre, Wood 
Plastics 
1,” 












\ 


Nationally Adverrised and Guaranteed 


~ D 3022 
15” BAND SAW 





THE DURO 1951 LINE IS COMPLETE! 
All Duro dealers can feature top 
tool values in every price bracket. 


hoy Te 


LATHES in 3 sizes JOINTERS in 3 sizes 


<< 


SANDERS in 3 sizes TABLE SAWS and TILT- 
ING ARBOR SAWS in 3 
sizes in either floor or 


bench models 


JIG SAWS in 2 sizes DRILL PRESSES in 


2 sizes 


in addition, the new Duro line includes SHAPERS, ROUTER- 
SHAPER CARVERS and a complete group of ACCESSORIES. 


Makers of Nationally Advertised Duro-Chrome Hand Tools 





cay 


«= a 
is Pog 
ey Men 


DURO NATIONAL ADVERTISING IS WORKING FOR YOU! 
ore Hard-selling Duro national ads are reaching an active, 
Interested audience of 19,303,215 . . . a tremendous group 
of top-notch prospects for the complete new Duro Power 


CALIFORNIA Tool line, 
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A 3027 
0” BAND SA’ : 
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»«-@ size for every power tool prospect 


Three more great new Duro sales hits for you . . . top band 
saw values for home, farm, school or industrial use. There is a 
compact 10” model, a rugged 12” size and a heavy-duty 15” 
model . . . each one designed and priced to fit an important 
part of your power tool market. Like all Duro Power tools, 
these new improved band saws are precision-built for years of 
trouble-free service. Get started today to promote 1951’s hottest 
line of power tools! Sales are faster, business is better, profits 
surer when you feature the complete new line of Duro Power 
Tools. 


30 YEARS of building precision tools have given Duro the priceless 
design and production experience that brings you “today’s great- 
est power tool values!” 


WRITE FOR DETAILS about Duro’s new, low 
cost “Power Tool Package.” See how you 
can be in the profitable power tool business. 
Mail the coupon now. 


DURO 


POSE UET IIIs POWER TOOLS 


DURO METAL PRODUCTS CO. 5 ll nee 
2696 N. KILDARE AVE., CHICAGO 39, ILLINOIS uP 
Gentlemen: Please rush me the information | have checked below: 

0 Details about the Duro ‘‘Power Tool Package’’ which starts me in business 


(CD Details on the complete new DURO line of Power Tools. 
(J New Duro Merchandising Helps. (For present Duro dealers only, pleose.) 


Name. — 





RDB cee . en 


City. 























PAINT BRUSHES 


Robinson paint brushes are high in qual- 
ity. Each brush contains all the distinguish- 
ing characteristics of careful production — 
flexibility, resilience, taper, and good 
length out — to give a faster, smoother 
paint job. 

Yes, it's craftsmanship, the result of 50 
years experience, as well as superior per- 
formance of each TIPPED nylon, horsehair 
and bristle, or pure bristle paint brush 


bearing our name that counts at Robinson. 


Today, in view of the unpredictable sup- 
ply of material for quality paint brushes, 
we will continue to produce and supply the 
best paint brushes permitted under exist- 
ing conditions and restrictions. 


(Rowson 

















THEY REMEMBER AT HOME 
FORGET IN YOUR =, ! 


LINOLEUM 

SEAM AND EDGE BINDING 

GET EXTRA SALES WITH S & W'S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL because the home owner forgets 

12-FT. CARTONS to make a purchase while in your 

: store ... and you lose an extra 

12 feet of pliant, sil- sale! Put the $ & W linoleum seam 
very zinc in each small and edge binding displays near 
box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting...no meas- 
holes . . . plus all nec- uring. The customer pockets the 
essary nails. Available handy box. You ring up the salel 


also in brass, steel and 
plastic in 75 ft. rolls. WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


.$ & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 


























© BRING BIGGER PROFITS TO YOU 
© DESIGNED TO DO A BETTER JOB 
@ GIVE REAL CUSTOMER SATISFACTION 
= 


KantLeak Products . . . a proven 
line of brass valves and fittings 
designed in various sizes, 
shapes and types to meet all 
requirements. To keep up with 
demand, Anderson KantLeak 
Products are being produced in 
ever increasing volume ... | 




















lowering your costs... increas- 
ing your profits. 


@ KantLleak Valves...designed | 

with solid bottom and packed _ 
top ... the ideal shut-off for 
hard to hold fuels. 
KantLeak Tube Fittings . . . 
manufactured true as to 
thread dimensions and size 
to meet the most exacting 
conditions. 


See your local jobber or write to us for 
further information i 


ANDERSON BRASS COMPANY 


5306 TWELFTH STREET, DETROIT 6, MICHIGAN 
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IDENTICALLY 
MATCHED COLORS 























There's no greater sales and profit builder in the paint business 
today than BPS Identically Matched Colors... your ready-mixed, 
nationally-advertised keys to the rich new single-color style mar- 
ket. Featuring Flatlux, Satin-Lux and Glos-lLux... three different 
finishes in exactly the same colors... this great and growing 
BPS Line can triple your sales...triple your profit opportunities. 
Make this vast new market exclusively yours today with a BPS 
Protected Territory Franchise. Remember...one sale gets you 


two...two gets you three with BPS Identically Matched Colors. 


eee 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts on BPS Flatlux and your 
Protected Territory Franchise! 


Name an ae 
0 ae 
<<  — 











The amazing Selective Potassium Cyanate 


CRAB-GRASS AND CHICKWEED KILLER! 


HERE’S WHY CRAB-NOT WILL 
TOP ALL SALES RECORDS THIS YEAR! 


@ Selective formula, relatively non-poisonous 

e@ Convenient powder form — completely soluble in water 

@ Kills mature crab grass and seedlings with equal success 

@ Combines with 2,4-D for simultaneous broadleaf control! 

@ The only “P.C.” formula available in packaged form with 2,40 





Large ads scheduled for April, May, June, July, and August ™ 
in leading HOME & GARDEN MAGAZINES, PLUS NEWSPAPER 
GARDEN PAGES, INSURE A HEAVY DEMAND FOR CRAB-NOT! 





RAT-NOTS 
25c, $1 sizes 


MOUSE-NOTS 
25c, $1 sizes 


ANT-X Jelly Bait 
35c, $1 sizes 
ANT-X Traps 25c 


WARFARIN 
RAT AND MOUSE KILLER! 


SLA-RAT 


1 LB. $1.00 ¢ 5 LBS. $4.00 
Metal cans prevent decomposition 
souring, mold. Backed by Nott’s 
‘know-how’ and 20 years’ experience 
in dependable rodenticides. 


LD 


CRAB-NOT ‘ 


Gra 
Ss and thickwee 


Fa CTuRinG co. A 
Mier ted a ad, 
Si al 


CRAB-NOT broke all sales records for crab grass 
killers last year. This season — with its record 

of success and the big ad push we're giving it — 
CRAB-NOT is sure to be your greatest Profit-Producer! 
Contact your jobber and order NOW! 





MOLE-NOTS 
35c, $1. sizes 


DOG-CHECK 
60c, $1 sizes 


DOG-CHECK POWDER 
35c, $1 sizes 


Feature the “Time Tested Products of 


Wiey 


MANUFACTURING CO., MOUNT VERNON, N.Y. 
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SURE AS SHOOTIN’, SON, 


SAVAGE POWER MOWERS 


HAVE THE FEATURES FOLKS WANT! 


These Popular 


Features 





DURABILITY! Savage uses Tim- 
ken Bearings for precision and 
long wear, ‘’Sta-Temp”’ Blades 
stay sharp longer. 


PROTECTION! Savage Chain 
Drive is totally enclosed, yet 
im easily adjusted, 


EASE! Savage Fingertip Con- 
trols, conveniently mounted on 
handle, eliminate tiresome 
stooping and bending. 


‘SPECIAL! Savage Protective 
Grass Guards prevent grass 
from winding at ends of reel. 


SMOOTHNESS! 
Savage Free Float- 
ing* Handle minim- 
izes ground shock, 
vibration. Parks in 
one-third the space. 


TRACTOR TREADS! Savage 
Large Heavy-Duty tires are 
over-size for longer wear and 
positive traction on grades. 





Giles Ll 





& 











(eee locks boast Uf, 

f 
a beauty and symmetry in | hy h.. 
design all their own 4 iT bi, 


Durable, precision-made 
in every detail, 
smooth-working in act 
easy to install 
they assure lasting 
satisfaction and perform Cyl-O- Lateh 
ance in addition to their ; - | ENTRANCE SETS 
} TUBULAR LOCK SETS for passage, Solid Brass 


recognized economy i closet, bedroom or bathroom. Trim 
\ i Exterior front or rear doors. 
{ 


J. CHESLER & SONS, INC., BROOKLYN 6, N. Y. 





MANUFACTURERS OF MORTISE, TUBULAR AND CYLINDER LOCK SETS 





BAe calbar #26 


CARTRIDGE CAULKING GUN! 


. + for Dependability, Uniformity 
and Wide Size Range. 


bs ws: 


Here at last is a compact, lightweight Cartridge Caulking Gun 
designed and priced to appeal to thousands of home owners all 


over the country. It’s easy to load and operate—no fuss or wooD SHEET METAL 
cleaning —for the compound never touches the inside 
SCREWS SCREWS 


of the gun when it is used with CALBAR ‘‘Hole-in- 
Top” Caulking Cartridges. It’s so convenient Range from 0 Available in all 
that contractors are buying it, too! Diameter through standard head 


ted Retail Pri 19 30 Diameter and styles, materials 
RAGE Se See SAS up to 6” inlength. and plated finishes. 
CALBAR PAINT 
& VARNISH CO. 
Manufacturers of Technical Products 
eae oe THE SOUTHINGTON HDWE. MFG. COMPANY 


Philadelphia 25, Pa. 
Since 1867 Southington, Conn. 


Contact your nearest jobber or write direct 


Your Jobber Can Supply You 
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THREE METCO” WAVE SPRINKLERS PRICED 


TO FIT EVERY POCKETBOOK...DESIGNED TO 
SPRINKLE PROFITS INTO YOUR CASH REGISTER! 


eeeeeveceae eee eee eeeeeeeeeeeeeeeeaee eee eeeeeeee 


e®eeee eve eeeeveeeeeeeeeeeee 


LOOKING FOR PROFITS? FOR VOLUME? FOR SALES? 


HIT THE JACKPOT mye "METCO"! 














* prorits! YES! 


Your customers will like the 
better construction, the sensible 
prices and the terrific eye-appeal. 
They buy! You make a profit! 









Above... 
MODEL J 


List Price $9.95 


YOUR PROFIT 
$3.32 or $3.98 



























Above... 
MODEL S$ 


List Price $16.95 


YOUR PROFIT 
$5.65 or $6.78 







a 
MODEL M 


List Price*12.95 


YOUR PROFIT 
$4.32 or $5.18 








: © PRE-soLp! YES! 


They’re pre-sold by national adver- 
tising, allowances for local advertis- 
e ing, sales aids, displays and brochures. 
r Watch ’em move off your shelves! 


ORDER FROM YOUR JOBBER TODAY OR MAIL COUPON 


Guaranteed for One Year! 


METALLIZING ENGINEERING CO., Inc. 
38-13 30th STREET 
LONG ISLAND CITY 1, N. Y. 
LOS ANGELES, CALIF. 
CHICAGO, ILL. 


eeeeeeee 


“METCO” SPECIAL PRODUCTS DIVISION 
38-13 30th Street, L. 1. City 1, N. Y. 
Ship Now at Guaranteed Prices. 
1 Model J Model M___ Model S____ 
| Firm 
Street. 
= City. State 
Jobber i 


> © BIG Discounts! YES! 


eeeeeeaeeeee eee eeeeeeene 


40% on total order if 6-or more 
of any one Model is ordered. 
3314% on orders that do not 
contain 6 or more of one Model. 
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THE PLIERS V-BELT SALES 
Good Workmen ARE PROFITABLE! 


PREFER —make them more easily with the 
Gilmer No. 350 “TOWER” 


A complete V-Belt department in only 18’ 
of counter space! Lets you furnish belts for 








Good workmen know that the quality of the washing machines, oil burners, power tools, 
work they do depends in no small measure upon lawn mowers, fans, and other appliances 
= pen de poate they eh Kleias ker 4 quickly and easily. Actual hardware sales 

ee ee Se ee records show the 35 top-quality Gilmer 
finest in pliers. The highest quality drop forg- Vititee on Gis Clie “Hamed” tnt On 


ings—the most careful tempering throughout— 
the individual testing and inspection of every 
pair—the carefully honed knives—all add up to 
pliers that last longer, do the job better. 


needs of 85% of V-Belt customers! What’s 
more, you get four practical sales aids: The 
patented Gilmer HANDIMETER, for 
quick measurement of belt sizes; an eye- 
catching window and counter display card; 
the handy Gilmer Inventory Card; and the 
Gilmer “Belt Bible,” the best edition yet! 


Klein Pliers are made in a wide variety of 
styles and sizes to suit every job. Be sure you 
have a representative selection of these famous 
tools in stock to care for your customers who 
appreciate and want the best in pliers. 

ORDER FROM YOUR GILMER HARDWARE WHOLESALER! 

And ask your wholesaler about these Gilmer 

profit items also: 


The Klein Pocket Tool Since 1857 

Guide shows the many ~ ry } Both friction and rubber. Count on these 
pa and types of Klote ' for steady turnover—steady profits! 
Pliers and contains valu- 

able information on other 
Kleinproducts. A copywill 
be sent without obligation. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., New York 





Y 
Sure bet for springtime sales! Four hi 
different types cover all price ranges! 


wane LED a L. H. GILMER COMPANY 


408 Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 


. ma OEE TELL 


BELMONT CHICA < 8 ILLINOIS 
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ANEW WHITE STEEL TAPE 











10-ft. (1 TOW) 





Evans WHITE-TAPE meets and beats any push-pull 





steel tape on every count—and sells for at least 


40% less. Outselling comparable tapes 2 to 1. 






Og 
YE 


LACK MARKINGS ON SNOW WHITE 
ith big bold numerals for quick, easy reading. 
High carbon steel blade is tempered, Bonderized, 
enamelled and baked on new electrothermically con- 
trolled equipment. Tape stays “live”, stays white far 
ite both sides. 


















Y DIE-CAST CASE with exclusive “sure- 
’, Heavily chrome plated. 


INSIDE AND OUTSIDE. 


EXCLUSIVE AUTOMATIC BRAKE prevents 
loes not touch either surface of tape. Can’t 
umerals or graduations. 


CEMENT BLADES at real economy. 


er aa 
N > 

> 

S> 










* All prices a few cents bigher Denver West 


Y-PACKED TOO! 
ach’ White-Tape individually 
boxed. Each dozen packaged in 
multi-color display unit with 
additional counter or window 2 2 
oe 





Log 


display card. ey 
NVENTORY” ASSORTMENT = 


Now you can also buy a special 
one-dozen display unit carrying 
all sizes for low inventory invest- 
ment. Includes six 6-ft., four 8-ft., 
two 10-ft. tapes. 


& CO. 
57 BRANFORD ST., NEWARK 5, N. J. 








a2 GUARANTEED for accuracy and work- 


Makers of Evans 6-ft. folding rules, 
and “The Folding Yardstick” 





















Coill 





5/16 INCH 


NEW SALES... 
NEW PROFITS 








3/8 INCH 








4 POPULAR SIZES “AMERICAN BRAND” PURE MANILA ROPE 
15 LBS. OF ROPE IN EACH BOX —100 FT. 


Increased Sales— More impulse sales from counter displays of 
product. 

More Profit—Sold with less effort. No uncoiling, no measuring, 
no weighing, no re-coiling. 

Customer Appeal — Attractive package! Convenient put-up! 
Counter display suggests need! 

Save Space— Boxes stock compactly. Easy to handle. 


AMERICAN MANUFACTURING COMPANY 
Brooklyn 22, N. Y. 
Branch Factory: St. Louts CORDAGE MILLs, St. Louis 4, Mo. 
Sales Offices: Boston, Chicago, Houston, New Orleans, Philadelphia, San Francisco 


ROPE « TWINE + OAKUM PACKING e« ELECTRICAL AND CARPET YARNS 
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Name 


CONNECTED COILS 


feet Now! wena 
~- s¢Cl ¢ INFORMATION! ~~ 1 
| 
AMERICAN MANUFACTURING COMPANY H.A. 


Noble & West Sts., Brooklyn 22, N. Y. 
Please send complete information about HANDY COILS. 








‘Company 
Address 





City 


Zone State 





Lee em ewe www ew ew ee _ 
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Southern Convention Report | 


SWHA PRESIDENT 





Fred C. Barksdale, vice-president, Brown-Roberts 
Hardware & Supply Co., Alexandria, La. 


Despite a complete lack of co-operation from the 
weatherman, the 1951 Southern Convention, held 
at Palm Beach, Florida, April 8 to 12, set new rec- 
ords in attendance and in sustained interest in the 
business sessions. 

This year’s meeting marked the 100th semi-annual 
convention of the American Hardware Manufac- 
turers Assn. and the 60th annual meeting of the 
Southern Wholesale Assn. 

Attendance at the meeting totaled 1500, with a 
much larger than usual representation of wives. 
While golfing and other outside social activities were 
severely handicapped by a continuous “dampness”’— 
as the natives called the 3 inches of rain that poured 
down during the meeting—the business sessions 
were very timely and instructive and unusually 
well attended. 

This year’s business sessions of the wholesalers 
again placed heavy emphasis on sporting goods. 
The continual rise in attendance and interest in 
these sporting goods sessions, since they were insti- 
tuted four years ago, demonstrates what can be 
accomplished by wholehearted group action. 
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Southern wholesalers and 
manufacturers meet at Palm 
Beach. Sporting goods and 
price control problems 
dominate program 





AHMA PRESIDENT 





George H. Halpin, executive vice-president, Min- 


» nesota Mining & Mfg. Co., St. Paul, Minn. 
The rise in sporting goods sales by southern 
wholesalers and dealers in recent years is un- 


doubtedly due in a large measure to these efforts by 
the Southern Wholesale Hardware Assn. On the 
following pages are reports of additional discussions 
of various aspects of sporting goods promotion 
which show that the association is not slacking up 
in this effort. 

The same picture prevails in the wholesalers’ 
efforts to encourage the use by manufacturers of 
standardized catalog pages. Each year more and 
more manufacturers are using the suggested page 
sizes to the benefit of the entire trade. 

Chief subject of conversation at the convention 
was the price freeze and how the hardware trade 
could operate under the controls. Wholesalers are 
especially concerned with the squeeze they are find- 
ing themselves in as a result of inequities in the 
general price ceiling. While there were several 
forma] talks on price controls, little was said that 
would suggest any immediate relief in prospect for 
wholesalers, outside of the promise that the problem 
was being worked on. 











Southern Convention Report 





President's Address 


The Key to a Secure Economy 


By F. C. BARKSDALE, 
Vice-president, 
Brown-Roberts Hdwe. & Supply Co., 
Alexandria, Lo. 


President, 
Southern Wholesale Hardware Assn. 


Mr. Barksdale reviews the history of the Southern 

Wholesale Hardware Association and points up 

the need for trying to maintain a free economy 

while at the same time serving the defense 
interests of the country. 


An informal meeting of a local 
group of hardware wholesalers 63 
years ago in Knoxville, Tenn., 
marks the birth of the Southern 
Wholesale Hardware Association. 
First, there emerged, what for a 
while was known as the Tennessee 
Hardware Association. Within a 
couple of years at a convention in 
Nashville its name was changed to 
Southern Hardware Jobbers Asso- 
ciation and eligible firms over the 
entire South were invited to join. 

Obstacles appeared now and then, 
of course. The leaders who guided 
your Association in the early days 
must have been disheartened at 
times. But being men of vision and 
determination, they were not dis- 
couraged. A_ steadily expanding 
area of influence is reflected in the 
list of convention cities from Knox- 
ville, in 1888, to Nashville to Mem- 
phis to Atlanta to Richmond, Look- 
out Mountain, Old Point Comfort, 
Savannah, Ashville and then in 
1902, the first joint convention with 
The American Hardware Manufac- 
turers Association, went to Atlan- 
tic City, and the Southern Associa- 
tion reached out to far away Hous- 
ton for its president. 

Today’s membership includes, not 
quite all but, nearly all the eligible 
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firms from Washington, D. C., to 
El Paso, from the Gulf to the Ohio 
river, and from the Mexican bor- 
der to the Missouri river. Only 
during the past year have applica- 
tions for membership from the 
southern half of Missouri prompted 
the addition of that area. 

For more than a half century 
this organization has been a potent 
force in the steady climb of the 
hardware industry to a high stand- 
ard of business practices and in- 
tegrity. It has'steadily worked to 
improve quality, methods and trade 
customs. Results are reflected in 
better values and service to the 
public, as well as greater rewards 
to all levels of production and dis- 
tribution. 

With this cursory outline of its 
background, this is my report on 
events affecting your association 
and its problems during the past 
year. 

At the formal winter meeting of 
your executive committee in De- 
cember, 1949, each member had 
estimated his business volume for 
1950 as compared with that of the 
year just closing. Estimates varied, 
of course. Continued good business 
was anticipated, but on a somewhat 
reduced volume. 


The average estimate of the 18 
men present was minus 8 pct. By 
convention time last April it seemed 
that the lower estimates were well 
justified. Competition, an old but 
almost forgotten factor in the sys- 
tem of free enterprise, was appear- 
ing again. It heralded the fact that 
supply was at last catching up with 
demand. 

Staple goods, such as nails and 
other wire products, were accumu- 
lating in some areas and allotments 
were being declined. Competition 
was bringing cut prices on certain 
goods, noticeably onscreen wire 
cloth, and orders were actually 
being cancelled by wholesalers. A 
buyers’ market was about to re- 
place a sellers’ market. 

Such a change was welcome by 
the experienced as signaling the re- 
turn of a safe, sound economy. It 
was feared by the inexperienced 
who had entered business on the 
rest of a wave of inflated prosperity 
when the question of getting goods, 
almost any kind of goods, was the 
only problem. 

Following Korea, demand once 
more leaped ahead of supply. Re- 
newed feverish buying developed, 
not because of increased public 
need, but for fear of shortages. But 
heavy demand, largely fictitious, 
continued in some degree through 
the balance of 1950. 

As a result, the same men who, 
a year earlier, had predicted an 
average decline of 8 pct in sales 
volume, wound up with an average 
increase of a little more than 22 pet, 
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due both to more unit sales and to 
higher prices. 

And, now the defense program 
has administered another stimu- 
lating hypodermic that puts in- 
creased upward pressure on both 
prices and demand. And the nat- 
ural law of supply and demand will, 
in the end, prevail in spite of arti- 
ficial and impossible methods to 
amend it. 

The very word “controls” is ob- 
noxious. It is the antonym of free- 
dom. But, whether we like it or not, 
while the emergency exists, some 
controls are perhaps necessary for 
the over-all good of the nation. So, 
as good citizens, a name applied to 
most hardware men, whether re- 
tailers, wholesalers or manufactur- 
ers, it is for us to abide by and 
help enforce such regulations as are 
actually necessary. 

Defense Mobilization Chief Wil- 
son has abundantly demonstrated 
his ability as a leader. He has a 
tough and thankless job. And he 
needs and must have public cooper- 
ation. So, let’s dedicate the hard- 
ware industry to the winning of 
this war and the prevention of other 
outbreaks of perhaps greater pro- 
portions. 

That doesn’t mean that to get us 
out of this nauseating mess we must 
give a free hand to those who got 


us into it. We can best help Mr. 
Wilson by vigorously protesting 
any effort to hamstring him with 
political appointments and by in- 
sisting that he be given only neces- 
sary, fair, sane and non-political 
regulations to administer. Bitter 
experience under ridiculous and 
grossly unfair regulations adminis- 
tered by political parasites during 
World War II is vivid in our 
memory. 

No regulations that penalize the 
honest and subsidize the dishonest, 
and are administered by political 
favoritism, can succeed. Such an 
irresponsible and brazenly political- 
ized set-up is more ignominious in 
the eyes of a freedom-loving people, 
than is a righteous protest against 
it. 

Two years ago at this convention 
a distinguished educator and econ- 
omist expressed fear that our coun- 
try could not weather another crisis 
and still preserve the freedom and 
traditions that have made America 
the envy of the rest of the world. 
Well, the crisis is here. And Com- 
munism from without, as threaten- 
ing as it is, does not constitute our 
greatest danger. Of course, we’ve 
got to win this war. But military 
victory will be hollow and meaning- 
less, and GI legions will have suf- 
fered and died in vain, if we meekly 





surrender to socialism here at 
home. 

Freedom to plan and freedom to 
put plans into working practice, 
freedom to think and say and do 
what one pleases, except to en- 
croach upon the freedom of others, 
are the very economic vitamins 
that stimulated the growth and 
development of America into the 
mightiest nation on earth. 

The question is no longer what 
can we do, but what must we do. 
Hardware men throughout this 
land of ours can spearhead a pub- 
lic clamor that will force a return 
of constitutional government. Prod- 
igal spending on non-defense, par- 
ticularly socialistic, schemes, must 
stop. Let’s demand a return of the 
kind of political and official morals 
and integrity and conduct that will 
once more merit public confidence. 
This can and must be done if our 
right to live and prosper and be 
happy under the banner of freedom 
is to be preserved. 

And let’s remember always that 
the key to freedom is the ballot box. 
Vote in every election, local, state 
and national. Support only those 
candidates who are worthy of the 
trust and capable of the task. Then 
will our economy once more be se- 
cure. Then will America find her 
way out of the wilderness. 





Southern Wholesalers Reelect Officers 





At its annual executive session, concluding the Palm Beach convention, the Southern Wholesale Hardware Association reelected its 
officers for another term. They are: front row, left to right: treasurer, H. B. Horsey, Sharp-Horsey Hdwe. Co., Atlanta, Ga.; first 
vice-president, Charles E. Nash, Nash Hdwe. Co., Fort Worth, Tex.; president, Fred C. Barksdale, Brown-Roberts Hdwe. & Supply Co., 
Ltd., Alexandria, La.; second vice-president, R. M. Miller, Railey-Milam, Inc., Miami, Fla.; and managing director, T. W. McAllister, 
Orlando, Fla. Second row, left to right: advisory board members, A. C. Rankin, Teague Hdwe. Co., Montgomery, Ala.; W. A. 
Parker, Beck & Gregg Hdwe. Co., Atlanta, Ga., and Edmund Orgill, Orgill Brothers & Co., Memphis, Tenn.; newly elected executive 
committee member, C. E. Roberts, C. D. Franke & Co., Inc., Charleston, S. C.; advisory board members, W. H. Terstegge, Stratton 
& Terstegge Co., Louisville, Ky., and R. H. Baker, Fones Brothers Hdwe. Co., Little Rock, Ark.; executive committee members, J. W. 
Hasson, House-Hasson Hdwe. Co.; C. E. Hamilton, Odell Hdwe. Co., Greensboro, N. C., Edwin F. Flato, Corpus Christi Hdwe. Co., 


Corpus Christi, Tex., and H. L. DeLoach, Henderson & Baird Hdwe. Co., Greenville, Miss. 
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Outlook on Price Controls 


OPS official predicts new action on manufactur- 

ers’ prices in two weeks and foresees special 

regulations for wholesalers. Wholesalers stress 

need for speedy relief from present price 
squeeze. 


In checking the literature and 
magazines of the hardware indus- 
try such as HARDWARE AGE, I find 
that the average hardware store 
seems to carry everything except 
food. I am told that the hardware 
stores do a 2% billion dollar vol- 
ume in business and that the more 
than 34,000 hardware stores have 
a very large proportion of small 
stores and a great many of them 
are the “mama and papa” variety. 

You, gentlemen, serve a very use- 
ful and vital function in our free 
economy. You cater to a large seg- 
ment of small business and small 
business is one of our assurances 
for the preservation of our free so- 
ciety. I believe if small business 
should disappear, our free enter- 
prise system would be in grave 
danger. 

I have been a part of business, 
large and small, throughout my life, 
and I share the attitudes of most 
American businessmen. One of 
these attitudes is an uneasy feeling 
that regimentation, Government 
controls of any kind somehow of- 
fend not merely my pocketbook but 
my dignity as a free man in a free 
society. Working within the Gov- 
ernment has not caused me to 
change that fundamental feeling. 


Voluntary Controls Failed 


The $64 question is: Have we got 
a choice? Voluntary controls were 
tried. In the meantime, we cannot 
escape the knowledge that inflation 
is our real economic danger right 
now. The buying power of the dol- 
lar has slumped 40 pct in the last 
10 years. In terms of what the dol- 
lar could buy a year ago, today’s 
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dollar has lost six cents. Obviously 
we face disaster unless this decline 
is stopped. 

The problem is to check inflation 
while production is being expanded. 
That will require political courage, 
a high degree of public discipline 
and the highest quality of man- 
agerial ability. Until output of 
goods and services for civilian use 
can catch up with the extraordinary 
money supply of $176 billion, it is 
imperative that we do everything 
in our power to hold the price line. 
Price control, of course, is only one 
of many devices that must be used 
to stabilize prices. 


Heavy Inventory Buying 

By mid-1952 it is expected that 
20 pet of our gross national product 
will be channeled into our defense 
effort. This, of course, makes our 
free enterprise system for the time 
being less free. / 

In June, after Korea, retailers, 
wholesalers, manufacturers started 
loading up inventories as a protec- 
tion against the inevitable fear of 
shortages. Prices began skyrocket- 
ing and the Bureau of Labor Sta- 
tistics wholesale price index kept 
going up a little over 14 pct a week, 
and prices on basic commodities be- 
gan to jump nearly 11% pct a week. 

The speed with which inflation 
was moving in our national econo- 
my made drastic action imperative. 
So, Jan. 26 the wage and price 
freeze was imposed. This had the 
same effect as a race that is stopped 
in its tracks right in the middle. 
Some of the participants in the race, 
just getting organized for action, 
were caught way behind those who 
“jumped the gun.” 











By HAROLD B. WESS 


Director, 
Consumer Durable Goods Division, 
Office of Price Stabilization 
Washington, D. C. 


‘It was to be expected that the 
sudden calling of a halt to this race 
would find many people in unequal 
positions. It was to be expected 
that much confusion and criticism 
would have resulted from any other 
method adopted to call a halt to the 
ruinous spiral. 

Everyone in OPS knew and ac- 
knowledged that the General Ceil- 
ing Price Regulation was a stop- 
gap, a temporary measure. All our 
price executives, business analysts, 
attorneys and economists soon 
found that it provided no machin- 
ery for adjusting individual hard- 
ship cases and was not intended to. 


Unjustified Price Rises 


The job ahead, now that the spi- 
raling prices have been slowed down 
to a walk instead of a fast race, is 
that we must step by step iron out 
inequities created by an over all 
general freeze. We are now trying 
to attack the problem of inflation 
in a more selective way. We are 
making a try at getting at the 
causes of inflation rather than 
merely hitting at the effect. 

One of the causes for the rapid 
rise in prices between June, 1950, 
and January, 1951, was that some 
increased their prices more than 
was justified by increased costs. 
This was natural enough. Many 
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people had the idea: “Everything 
is going up. I have to increase my 
prices. My replacement costs might 
be higher a month from now. I had 
better make it a good substantial 
increase to cover what may come in 
the future.” 

Since consumer resistance was 
slow, this could be done. Many 
prices, therefore, tended to soar 
ahead of costs. When the race 
ended on Jan. 26, some manufac- 
turers’ were ahead of costs, others 
were behind. 

Some retailers and wholesalers 
had expanded margins; others had 
absorbed cost increases without 
price change. The worst of it was 
that those who had cooperated with 
a voluntary program of price con- 
trol were further behind. This situ- 
ation obviously could not be toler- 
ated indefinitely. 

The OPS is meeting this prob- 
lem in several ways. First, broad 
regulations more closely tailored to 
the needs of the major segments of 
business are being issued. You are 
already familiar with the first of 
these, CPR 7, which applies to all 
retailers of clothing, home furnish- 
ings, housewares, sporting goods, 
etc. 

The second wide-scale regulation 
is a general manufacturers’ regu- 
lation. This regulation is compli- 
cated in form because it must cover 
so many different fields. 


It is simple in its idea, which is 
this: It will be assumed that pre- 
Korean prices were fair prices by 
and large. Each manufacturer 
takes his pre-Korean price. He 
adds to it the actual increases in 
factory labor to the present date 
and material costs to Dec. 31, 1950, 
in some materials right up to the 
present. The result is his new ceil- 
ing price. The effect is that the 
man who increased prices ahead of 
costs will be rolled back. The man 
who lagged behind costs will be al- 
lowed to go up. Both will be re- 
stored to the price-cost relationship 
which existed before Korea. 





"The effect (of the proposed manufac- 
turers’ price regulation) is that prices 
which increased ahead of costs will be 
rolled back. Prices which lagged behind 
costs will be allowed to go up. Both 
will be restored to the price-cost rela- 
tionship which existed before Korea." 


—H. B. Wess. 





Wholesalers, the third broad in- 
dustry group, will soon be removed 
from the General Ceiling Price 
Regulation by several general 
wholesale regulations which are 
now being drafted. Once these reg- 
ulations are completed, the General 
Ceiling Price Regulation will no 
longer be applicable to most seg- 
ments of the manufacturing and 
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distributive trades. These more 
specific, but at the same time gen- 
eral regulations, will better fit the 
classes of business covered than the 
General Ceiling Price Regulation 
and also better serve the interest 
of equitable price control. 

As these inequities become ap- 
parent, if on an industry-wide scale, 
it may well be that they can best 
be handled by more specific regula- 
tions fashioned to the particular 
type of wholesaler, or particular 
type of retailer. As these more de- 
tailed regulations are written the 
industries covered will be removed 
from the general manufacturers, 
wholesalers, or retailers regulation 
as the case may be. Already OPS 
has issued 16 of these specific reg- 
ulations ranging from CPR 1 on 
passenger automobiles to CPR 16 
on retail food stores. 

If price control is to be effective 
it cannot be painless. That becomes 
no control at all. The big problem 
is to distribute the burdens equit- 
ably along the line. The general 
retail regulation CPR 7 provides 
for some squeeze on retailers’ mar- 
gins. In the same way the about- 
to-be-issued manufacturers regula- 
tion does not provide for 100 pet 
pass through of cost increases since 
Korea. The wholesale regulations, 
too, will involve some cost absorp- 
tion. The big problem is to dis- 
tribute the burdens equitably along 





The Palm Beach Biltmore Hotel, scene of the 195! Southern Convention. 
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the line and in such a way that the 
manufacture and distribution of 
goods is not impeded. 


We must bear in mind that each 
regulation irons out a vast area of 
inequities, but creates some others 
which must again be resolved. We 
must look upon each price order as 
a natural evolutionary step in try- 
ing to achieve fair price actions 
which protect the consumer against 


rising costs and interfere to a 
minimum with normal business 
practices. 





“We cannot work any faster than man- 
power will allow, and if a lot of you 
people would come down to help us we 
would love to have you. Our biggest 
problem today is to tear business people 
away from their jobs."—H. B. Wess. 





It could be much worse without 
price controls. We sincerely hope 
that when prices have been stabil- 
ized, we shall need less and less 
controls. When our productive ca- 
pacity has been expanded and 
great strides are being made right 
now in that direction — the United 
States will enter into an era more 
prosperous for all of us than we 
have yet experienced. 





Questions & Answers 


Editor’s Note: Following are an- 
swers to several questions directed to 
Mr. Wess by members of the audience 
following his formal address. 


Question: “Is it wise to attempt 
to price control the whole economy? 
Why not stop the basic cost-of-liv- 
ing items and do something about 
the price of agricultural goods?” 


Answer: There are two basic rea- 
sons for not attempting to control 
only the cost-of-living items. The 
first is the question of fairness to 
the producers and distributors of 
the controlled items as against the 
producers and distributors of the 
noncontrolled items. Is it equitable 
to put some manufacturers in the 
straight jacket of price control and 
allow others to go their merry way 
without restrictions? 

The second reason is that the 
diversion of materials and produc- 
tive effort that would take place in 
essential materials needed for cost- 
of-living items would be diverted 
to manufacturers who would not be 
limited in what they could pay for 
these materials. 


The manufacturers of the cost- 
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of-living items would tend to divert 
their facilities to the noncontrolled 
items, and we could very well run 
into a serious shortage under essen- 
tial commodities needed for every- 
day living. 

The OPA has to do little about 
agricultural prices until these 
prices reach a parity level. This 
provision was written into the De- 
fense Production Act by Congress. 

Question: I believe this group is 
more interested in knowing whether 
we are going to be able to continue 
business than we are in the theory 
of price control needs. This group, 
manufacturers and_ wholesalers, 
have been frozen on a basis of high 
costs and a low selling price, costs 
that are in some cases higher than 
the actual selling prices at which 
those of your audience are frozen. 
We are interested in learning 
whether or not we are going to have 
relief from Washington or whether 
the whole system is going to break 
down. 

Answer: The price freeze that 
came in January was an inevitable 
price freeze, and it caught every- 
body out of line on cost price rela- 
tionships. The forthcoming manu- 
facturers’ order is definitely being 
prepared to accomplish just what 
your chairman has indicated. 

We know that you were frozen 
on a cost price relationship and 
that you can’t live with it. This 
manufacturers’ order will attempt 
to establish a profit cost relation- 
ship with prices, using pre-Korea 
as a base. 

I am sure that your complaints 
are justified and certainly reason- 
able, but the only thing that you 
must bear in mind is that some- 
thing had to be done to stop the 


‘ 


spiral from June to January 26th. 
A lot of people were caught, and 
caught badly. 

We have been trying to unravel 
it. We cannot work any faster than 
manpower will allow, and if a lot 
of you people would come down to 
help us we would love to have you. 
As a matter of fact, our biggest 
problem today is that because there 
is no war emergency, it is difficult 
to tear business people away from 
their jobs. 

Question: Could you give us an 
off-the-record guess as to when that 
order might come out and, at the 
same time, could you give us an 
indication as to whether or not the 
manufacturers’ order will have to 
be out before these wholesalers’ 
regulations are out? 





“Wholesalers will soon be removed from 
the General Ceiling Price Regulation by 
several general wholesale regulations 
which are now being drafted."—H. B. 
Wess. : 





Answer: I am sorry to tell you 
that on account of the timing, the 
manufacturers’ order will probably 
be out ahead of the wholesalers’ 
order. We are trying to rush very 
fast some wholesale orders so that 
they will take effect during the 30 
days within which wholesalers and 
the manufacturers will have to get 
adjusted to the new order, but the 
wholesale situation is so compli- 
cated because there are so many 
types of wholesalers. In your busi- 
ness you have wholesalers who 
carry 50,000 items. Then there are 
wholesalers just for automobiles, 
refrigerators, or radios. 

The manufacturers’ order should 
be out in less than two weeks. 





Return to Spiritual and 


Dr. William H. Alexander, pas- 
tor of the First Christian Church, 
Oklahoma City, Okla., in address- 
ing the opening joint session of 
the wholesalers and manufactur- 
ers, said that all who wish to 
help in solving the problems of 
the world today must lead a re- 
turn towards intelligent thinking, 
towards spiritual values and moral 
decisions. 

The trouble with politics today 
is the fact that we are making too 
many decisions on the basis of 
political expediency, not on the 
basis of right and wrong, he ob- 





Moral Forces Urged 


served. We are faced with making 
a choice between the lesser things 
and the greater things. 

“There is no problem facing us, 
internationally, economically, re- 
ligiously, or individually,” he re- 
marked, “that we cannot solve if 
only we, as individuals, will de- 
cide to be a part of the answer 
instead part of the problem in 
our own individual and group 
relationship. We have at last 
learned how we can all die to- 
gether, but we have not yet 
learned how we can all live 
together.” 
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Problems of Price Control 





W. A. PARKER 


The more I have read and the 
more discussion I have heard, not 
only of the General Ceiling Price 
Regulations, but the whole question 
of controls in general, their back- 
ground, the administration’s atti- 
tude and handling of them, and the 
difficulties of complying with them 
at all levels of industry, the more 
convinced I have become that any 
discussion of price control neces- 
sarily takes in a lot more ground 


than just the regulations and com- 


pliance with their requirements. 

It seems to me any such discus- 
sion must include some comments 
on the present confused state of 
mind and the attitudes of our people 
toward the control matter in gen- 
eral. 

It is a sad commentary to have 
to make, but from all we hear and 
read from day to day there seems 
to be no great confidence in the 
minds of many that our leadership 
in Washington is really certain of 
its direction. Some seem to be 
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By W. A. PARKER, 
President, 
Beck & Gregg Hardware Co., 
Atlanta, Ga. 





The many and confusing problems of price con- 
trols faced by wholesalers are reviewed by Mr. 
Parker, with particular emphasis on how whole- 


salers determine their 
records must 


wondering just how seriously and 
rigidly the administration is view- 
ing this matter of controls. Many 
seem to feel that in place of able, 
objective leadership our adminis- 
tration is much too politically 
minded and more or less tunes its 
programs by ear from day to day. 

If what I read and hear is indica- 
tive of the public mind, there seems 
to be a general feeling that if the 
administration had done what it 
could and should to combat inflation 
at its sources, there would be no 
need or demand for price controls 
and we would not now be facing 
the inherent dangers to free enter- 
prise which controls carry. 


Too Much Talking 


Many feel controls just won’t ac- 
complish their purpose. I believe 
most of us would agree that even 
to this day our administration has 
done much more talking than act- 
ing about retarding inflation. 

Others feel that when Korea sud- 
denly broke upon us during a period 
of comparative economic quiet, our 
government leaders, with the 
sources of information available to 
them and-being able to foresee what 
was ahead in the field of rearma- 
ment, should have applied controls 
sooner instead of defeating the pur- 
pose of controis by aiding and 





ceiling prices and what 
be maintained. 


abetting an upward spiral through 
the medium of official warnings and 
statements and delayed action. 

Most seem to believe that price 
and wage control, if either is to be 
accomplished, must be accomplished 
together and many feel that our ad- 
ministration has evidenced no 
strong intent of controlling wages. 
Our labor leaders unfortunately 
seem to want prices controlled, but 
not wages. One of the serious con- 
cerns of many seems to be... how 
to obtain cooperation from labor in 
checking ,inflation and increasing 
production. 

Then, too, the voluntary freeze 
of Dec. 19th followed by the heavi- 
est wave of price advances on rec- 
ord, and then the compulsory freeze 
of Jan. 26th, has left those who 
honorably and patriotically com- 
plied with the voluntary freeze re- 
quest, operating today at an actual 
loss or at best no profit. Such busi- 
nesses at best certainly do not feel 
very kindly about the situation. 

There also seem to be many who 
feel that with all the OPA experi- 
ences to go by and with all the time 
available to ESA to prepare this 
new price order (they had six 
months), they should have been 
able to avoid coming out with some- 
thing that was hardly published be- 
fore the need of changes and 
amendments became apparent. 
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There has always been a lag be- 
tween a change in prices at suc- 
cessive levels of distribution, and 
with the rising wave of price in- 
creases at manufacturing levels 
around and just prior to Jan. 26th, 
there has been created a serious 
situation for wholesalers and an 
even more serious situation for re- 
tailers. 

It was impossible for wholesalers 
to foliow all the changes or to even 
know that many existed until too 
late, and the retailer’s situation was 
even worse. In spite of stabiliza- 
tion officials’ statements that some- 
thing would be done about this situ- 
ation, confusion and unhealthy at- 
titudes resulted. 

I think it is only fair to say for 
ESA officials, however, that they 
recognize some of these difficulties. 
They admittedly are giving atten- 
tion to the problems of the whole- 
saler and retailer and they make 
frank recognition that these con- 
trol orders are an attack on the 
symptoms of inflation rather than 
on the disease itself. 

On Jan. 26th, after weeks of 
almost daily newspaper warnings, 
and after most every manufacturer 
who could move fast enough had 
advanced prices, the General Ceil- 





























ing Price Regulation was an- 
nounced. As far as profitable com- 
pliance by the wholesaler and re- 
tailer is concerned, a worse date 
could hardly have been selected. 

It was a physical impossibility 
for the wholesaler to keep up in his 
catalog pricing department with 
the announced price changes that 
swarmed him, not to even mention 
the unknown advances that came 
to attention later. Of course, this 
situation magnified itself even fur- 
ther at the retail level. 


Wholesaler Takes Losses 


From talking with many other 
wholesalers I believe many heeded 
the newspaper warnings and 
worked night and day to put into 
their catalogs many of the price 
advances that came to them. But a 
staggering number of such changes 
could not be effected. This leaves 
the wholesaler in a most uncom- 
fortable and untenable position be- 
cause on the advances which the 
wholesaler was not able to work into 
his price structure, such items 
today have to be sold at reduced 
profit or no profit and in some cases 
at an actual out of pocket cash loss. 

Many wholesalers will be reluc- 
tant to continue handling such lines. 
Some have already frozen merchan- 
dise in inventory waiting for relief. 
Such a situation is not healthy for 


X-Club Meets for Lunch 
































the general economy and relief is 
needed. Fortunately the wholesale 
hardware industry is blessed with 
strong, active associations who are 
working diligently toward securing 
this needed relief. 

The several methods by which a 
wholesaler must determine his ceili- 
ing prices are clearly set forth in 
the original regulation, here they 
are: 

(1)—No higher price than that 
charged between Dec. 19th, 1950, 
and Jan. 26th, 1951, to a purchaser 
of the same class. 

(2)—If no actual sales were 
made during the base period then 
no higher price than that at which 
the item was offered for sale during 
the base period to a purchaser of 
the same class. 

(3)—On new items of a category 
previously sold no greater markup 
than used on nearest comparable 
item of the same category during 
the base period. I understand sea- 
sonal items may be priced under 
this provision. 

(4)—On new items in new cate- 
gories, no higher price than the 
ceiling price of the most closely 
competitive seller of the same class 
selling the same commodity. A 
wholesaler selling a new item in a 
new category may not sell the com- 

(Continued on page 166) 





Partial view of the 60 members and guests at the annual luncheon held by the X-Club in the Coral Room, Biltmore Hotel, during 
the Southern Convention. The X-Club is composed of past presidents of the American Hardware Manufacturers Association, the 
National Wholesale Hardware Association, the Southern Wholesale Hardware Association, the Texas Hardware Jobbers Associo- 
tion and the Old Guard. 
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Controlling Materials 
For the Defense Program 


By H. B. McCOY 


Assistant Administrator, 
National Production Authority 


A version of the Controlled Materials Plan will 

soon be put in effect, NPA official reveals. 

Predicts that output within a year may meet 
‘ consumer as well as defense requirements. 


The NPA has not departed from 
its original policy that controls 
would be imposed only when neces- 
sary to provide materials and pro- 
ductive facilities to meet our de- 
fense needs on schedule and in ade- 
quate volume. 

In achieving this objective, it, is 
also necessary to provide some 
rules and regulations which would 
minimize the impact of the defense 
program on non-detense production 
and distribution of goods and ser- 
vices and, so fas as possible, to 
equalize throughout the economy 
the burden of defense production. 

Before putting into effect any of 
the present controls, the NPA has 
sought the advice of industry 
through industry advisory commit- 
tees. The NPA has established 
nearly 200 industry advisory com- 
mittees, all of which have been ac- 
tively consulted prior to the issu- 
ance of all of the major materials 
and other types of orders. 

The NPA acknowledges that 
without the very close cooperation 
of business, it would not have been 
possible to have proceeded as far 
as we have. 

The defense program has de- 
veloped to a point where a major 
shift in the type of-controls is 
necessary in order that the peak 
defense production program can be 
carried out within the next 12 to 
18 months. 

Increasing our productive ca- 
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pacity and tooling up for special- 
ized defense production is now and 
will continue to make a very severe 
drain on certain materials, particu- 
larly those that are required in un- 
usually large amounts for special- 
ized military material. 

Among the latter are certain 
ferro-alloys, alloy steel, copper, 
aluminum, tin, zinc, and of course 
a wide variety of iron and steel 
products. 





"It is certainly our plan to maintain the 
production of component parts and 
hardware lines at adequate levels that 
will fill all of our defense requirements, 
the requirements of defense-supporting 
industries, and, so far as possible, our 
needs for non-defense purposes.'—H. B. 
McCoy. 





Within a few months after the in- 
ception of the defense program, 
some materials became in very 
short supply in relation to demand. 
For example, columbium, nickel, 
cobalt, tungsten and others. The 
NPA found it necessary to either 
completely allocate these materials, 
as is now being done, or to impose 
rigid rules regarding their dis- 
tribution and use. 

The military requirements for 
the next six to nine months are now 
fairly well established, especially 
for basic materials. Contrasted to 
the first few months of the defense 
program, it is now possible to plan 


production programs for a consid- 
erable period ahead. 

With the stabilization of the re- 
quirements for materials, products 
and time schedules, we are now in 
a position to adopt the necessary 
control measures and allocation pro- 
cedures that are designed to carry 
forward our defense production on 
a systematic basis. 

During the last war the various 
control measures finally evolved into 
the Controlled Materials Plan, or 
CMP, as it was generally known. 
Under this system, the complete 
supply of steel, copper and alumi- 
num was completely allocated to 
users for specific end product manu- 
facture. Because of the basic im- 
portance of these three materials, 
their allocation was a complete con- 
trol of production for military use 
and for. civilian consumption. 

There will be a controlled mate- 
rials system adopted shortly which 
will be a modification of the war- 
time CMP” adjusted to meet present 
day conditions. 

There is very likely to be a mis- 
understanding that any type of 
CMP means a campletely con- 
trolled economy. There is no neces- 
sity for a complete control of all 
production, and the adoption of 
some type of a controlled materials 
system does not mean that the 
Government proposes to place all 
production and all materials under 
complete allocation. 

The plan now under considera- 
tion involves substantially the fol- 
lowing: 

First, allocation to the Depart- 
ment of Defense and the Atomic 
Energy Commission the materials 
necessary to carry out defense pro- 
duction schedules. 


Second, allocation or set-aside of 
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materials and equipment that are 
required to meet our most urgent 
industrial expansion. 

Third, programming of mate- 
rials in the form of allocations or 
allotments to defense supporting 
industries, such as, for example, 
transportation and agriculture. 

Fourth, allotment of materials 
to meet our essential civilian uses, 
particularly involving public health 
and safety. 

After these requirements are met 
in adequate measures through a 
controlled materials system, it is 
expected that the balance of our 
production and distribution for 
non-defense purposes will be as free 
of controls as is possible. It is not 
expected that allocations will be 
made for consumer goods. 





"—-we are now in a position to adopt 
the necessary control measures and al- 
location procedures that are designed 
to carry forward our defense production 
on a systematic basis."—H. B. McCoy. 





NPA Regulation 4 was recently 
issued, which provides for self- 
certification, within specified limi- 
tations, of maintenance, repair and 
operating materials, the so-called 
MRO order. 


The authority for self-rating in 
this order is rather broad and lib- 
eral with respect to materials re- 
quired in production, but which do 
not become a part of the finished 
product. 

This rating can be passed from 
producers of hardware and mill 
supplies back to the producers of 
iron and steel and other products. 
Hardware producers are thus as- 
sured of securing their materials 
to fabricate products which are 
certified under the MRO Order. 

The diversion of materials to an 
increasing defense production, the 
requirements for industrial ex- 
pansion and the high levels of pro- 
duction and requirements of indus- 
tries which directly support de- 
fense production will take a fairly 
substantial toll from civilian pro- 
duction. The precise impact on 
consumer goods cannot yet be mea- 
sured. Some lines of civilian goods 
will be more affected than others, 
especially those which are de- 
pendent upon materials in very 
short supply. 

We cannot expect that all of our 
needs for goods and services can 
be met. On the other hand, we do 
not expect there will be any severe 
shortage of most things that we 
need for everyday use. 

Quite obviously, such major 
items as automobiles and household 


Old Guard Entertains at Dinner 





Wholesalers Adopt 
By-Law Changes 


At the annual executive 
meeting of the Southern Whole- 
sale Hardware Assn., mem- 
bers voted to adopt proposed 
changes in the by-laws pertain- 
ing to membership application 
and the schedule of dues. One 
of the changes requires that 
firms be wholesale distributors 
of a general line of hardware 
to be eligible for membership. 
A new schedule of dues was 
established on a sliding scale, 
based on a company's sales 
volume. 











appliances will not be produced in 
as large quantity as in 1950. Some 
items in the consumer durable field 
might be very seriously affected 
due to the heavy defense require- 
ments for components or for cer- 
tain alloying materials, or other 
items in very short supply. 

For example, there may be 
enough carbon steel to produce sub- 
stantial volumes of some items, but 
production might be limited, due to 
very limited supplies of alloying 
material which is needed for de- 





The Old Guard held its traditional dinner at Palm Beach Biltmore Hotel, on Monday night, April 9 which was attended by approxi- 
mately 75 members and quests, a part of whom are shown above. The group also held its annual business meeting on Tuesday at which 
Lowell S. Pickuo. The Stanley Works, was elected president. 


132 


HARDWARE AGE, APRIL 19, 1951 





fense pr 
should. « 
manufac 
stitutes. 
I fully 
be surp: 
durable 
out with 
of mate 
example, 
field, suk 
terials | 
which w 
duction « 
smaller | 
Charle 
the Offic 
has rece 
progress 
In this 1 
look for 
mistic t 
however, 
that we 
pansion ¢ 


Lar 


The s 
pansion 
ingot to 
pet iner 
istence | 
mately | 
capacity 
tion and 
put into 
rate dul 
year anc 

Const: 
plants is 
result i 
750 mi 
aluminu 

While 
duction 
and per! 
ing the 
after ou 
enable t 
defense 
but prol 
our non- 

The 1 
hard g 
known ; 
by me 
Hardwa 
tion, ar 
fense e 
econom) 
to main 
ponent | 
adequat 
our def 
quireme 
industri 
our nee 


HARDW 


—_—__—_____. 


»pt 
S 


cutive 
Vhole- 
mem- 
posed 
rtain- 
cation 

One 
— that 
butors 
dware 
ship. 
$ was 
scale, 
sales 





luced in 
). Some 
ble field 
affected 
require- 
for cer- 
r other 


nay be 
uce sub- 
2ms, but 
|, due to 
alloying 
for de- 





proxi- 


which 


9, 1951 





fense production. However, no one 
should. discount the ingenuity of 
manufacturers in developing sub- 
stitutes. 

I fully expect that all of us will 
be surprised at the quantity of 
durable goods that can be turned 
out with a much smaller quantity 
of materials than heretofore. For 
example, in the radio and television 
field, substitutions for critical ma- 
terials have already been made, 
which will result in a higher pro- 
duction of these articles with much 
smaller quantities of materials. 

Charles E. Wilson, Director of 
the Office of Defense Mobilization, 
has recently issued a report on the 
progress of the defense program. 
In this report he refers to the out- 
look for civilian production in opti- 
mistic terms. In this connection, 
however, everyone should realize 
that we are engaged in a large ex- 
pansion of our productive resources. 


Large Expansion Planned 


The steel industry plans an ex- 
pansion to about 118 to 120 million 
ingot tons, which is roughly a 20 
pet increase of the capacity in ex- 
istence on Jan. 1, 1950. Approxi- 
mately 5 million tons of this new 
capacity is now actually in opera- 
tion and additional tonnage will be 
put into operation at an increasing 
rate during the latter part of this 
year and during 1952. 

Construction of new aluminum 
plants is now under way, which will 
result in an increased output of 
750 million or more pounds of 
aluminum annually. 

While we may have reduced pro- 
duction of consumer durable goods 
and perhaps in some soft lines dur- 
ing the next 9-12 months, there- 
after our increased capacity should 
enable us to not only maintain our 
defense production at high levels, 
but probably to meet nearly all of 
our non-defense needs. 

The many and varied items of 
hard goods that are generally 
known as hardware, manufactured 
by members of the American 
Hardware Manufacturers Associa- 
tion, are very essential to our de- 
fense effort and to our civilian 
economy. It is certainly our plan 
to maintain the production of com- 
ponent parts and hardware lines at 
adequate levels that will fill all of 
our defense requirements, the re- 
quirements of defense-supporting 
industries, and, so far as possible, 
our needs for non-defense purposes. 
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Questions on Priority Problems 


Editor’s Note: At the eonclusion of the formal talk by H. B. McCoy, 
Assistant Administrator, National Production Authority, he answered 


questions asked of him by members of the audience. 


and his answers fellow. 


Question: We are wholesale 
distributors of hardware and 
farm implements. We buy some 
of our farm implements from 
small manufacturers. Is _ suffi- 
cient precaution being taken to 
see that these small agricultural 
implement factories are supplied 
with ample raw materials? One 
of them makes fertilizer distrib- 
utors and cotton dusters. The 
other one makes fertilizer dis- 
tributors. To produce large quan- 
tities of crops, cotton, corn, and 
so forth, we have got to have 
those things, and I just wonder 
if those small manufacturers are 
being looked after along with the 
big ones. 

Answer: I refer to the problem 
of small business and how we 
hope to deal with that actually 
and satisfactorily. Up to the 
present time, when the balance 
of steel and other materials, 
after defense needs are met, has 
been distributed equitably over 
“all other” users, some inequities 
are bound to occur. 

The distribution system isn’t 
perfect, and by and large, the 
small fellow doesn’t always get 
his share, particularly in cases 
where the small buyer has been 
an intermittent customer either 
of mills or warehouses or has 
bought here and there and does- 
n’t have, or didn’t have, a con- 
tinuous, good record with his 
supplier. 

To answer your question di- 
rectly, the farm machinery pro- 
gram will be developed. Allo- 
cations will be made directly to 
the farm machinery industry for 
the production of whatever the 
Department of Agriculture and 
NPA think should be produced, 
so that any manufacturer, small, 
medium and large, will be in the 
program and will get his share 
of materials to produce the lines 
for which he has put in his ap- 
plication and which is agreed 
upon should be produced. 

The firms you mentioned I hap- 


These questions 


pen to know about. One of them 
did have difficulties, and we 
helped them out. As a matter of 
fact, one of the firms you men- 
tioned had a very bad purchasing 
history, comparatively, in pro- 
duction. We have lifted that 
firm up through the cooperation 
of the steel mills, who have been 
cooperating with us very well in 
helping out the small manufac- 
turers. 

We have actually lifted one of 
those firm’s consumption vf steel 
by 50 per cent over its base pe- 
riod, so in some cases we could 
do something directly with the 
cooperation of the mills in sup- 
plying warehouses and supplying 
the quantities needed, but under 
the CMP plan farm equipment 
will be scheduled by the end 
product, and the producers will 
get the materials necessary to 
produce them. 

Question: When the allocations 
of steel production are made to 
the military, do we file an appli- 
cation as a “hunting license” for 
getting steel, or how is the small- 
er steel mill going to get this 
allocation distributed? Are there 
any details in mind for doing 
that, and how are smaller manu- 
facturers, who need steel, going 
to obtain that steel? 

Answer: Your question really 
involves the mechanics of the 
controlled materials plan. For 
every program that is established 
for the direct allocation of steel, 
copper and aluminum, there is a 
definite end product in the pro- 
duction program. When the 
firms who are in the end-product 
production program file their ap- 
plications for materials and they 
secure a ticket in allocation form, 
that ticket can be served on the 
producers, so that everyone in 
this system of allocating mate- 
rials gets exactly what he is 
tagged for. There is no scramble 
for that part of the material. 


(Continued on page 168) 
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TEEL—for Living and Defense 





CHARLES R. HOOK 


The steel industry has an im- 
portant stake in this business of 
yours. First, you are our custom- 
ers; and at Armco we have a say- 
ing that a customer is the most im- 
portant man who ever enters our 
doors. Second, you provide one of 
steel’s major avenues of personal 
contact with the ultimate user of 
steel. 

You are, in a sense, our ambassa- 
dors. In the retail stores through 
which your own particular products 
are sold, more people meet the steel 
industry in person, and more often, 
than in any other way I know. 


What people learn about steel 
making through such contacts is of 
tremendous importance. 

If a citizen, for instance, needs 
a certain piece of galvanized pipe 
for his household, or a chrome 
plated fixture—and his hardware 
dealer says it’s out because of the 
steel shortage—then he probably 
goes home and complains to his 
wife about the lack of steel, when 
the real tie-up may be in zine and 
chrome. And his wife may mention 
this steel shortage to the club the 
next day, and so the false news 
snowballs through the town. When 
this happens often enough, some- 
body else will inevitably propose 
that government build some more 
steel plants. 
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No matter how difficult the task, steel to 

defend our freedom and maintain a decent 

standard of living will be forthcoming, steel 
executive emphasizes. 


By CHARLES R. HOOK 


Chairman, 
Armco Steel Corp. 


Hence, I thought it might be use- 
ful to us all if I told you today 
what our steel making situation is 
as I see it—how abundant the sup- 
ply is—how it is growing steadily 
—and how any apparent shortages 
are going to be mighty temporary. 


120 Million Ton Steel Goal 


You know, of course, about the 
extraordinary expansion of steel 
making capacity. We had already 
passed the 100-million ton mark an- 
nually by the end of 1950. Last 
January, President Truman ex- 
pressed a hope that we would reach 
120-million ingot tons annually in 
“three or four years.” We shall do 
it in far less time—perhaps by the 
end of 1952, according to present 
indications. 

All this expansion is being 
achieved, incidentally, with the cap- 
ital of the industry—not with gov- 
ernment money. There has been 
some loose talk lately about the 5- 
year accelerated amortization al- 
lowed by the tax authorities on a 
certain part of today’s investment 
in new facilities. A few critics ap- 
parently seem to think this is a sub- 
sidy to industry. It is not. Under 
certain circumstances accelerated 
amortization actually might not be 
to a company’s advantage. Certain- 
ly this would be true if tax rates 


increased after accelerated amor- 
tization had been taken. 

Most of the earnings of the steel 
industry, we must always remem- 
ber, go to government. Our taxes 
average more than twice the divi- 
dends paid to stockholders. In 1949 
—the last full year for which com- 
plete figures are available — divi- 
dends paid by the industry were 
about 222 million dollars. But taxes 
paid were 489 million dollars—al- 
most half a billion dollars. 

So the earnings we have left, 
after today’s huge tax payments, 
just wouldn’t provide for the rapid 
expansion in capacity the nation re- 
quires. 

In this year alone—1951—steel 
makers are spending $1,200,000,000 
for expansion. We’ve already spent 
another $2,400,000,000 since 1946. 

So this is a fact we start with: 
that the steel industry has relative- 
ly small profits to support its great 
investment; and from these earn- 
ings Government takes a huge cut. 
In permitting us just to postpone 
a small part of our heavy tax pay- 
ments, over a brief period, the gov- 
ernment doesn’t let us escape them. 
It just lets us use a larger portion 
of our earnings, temporarily, for 
plant expansion—an _ expansion 
which will ultimately be taxed to 
the hilt. 

The socialist government of Brit- 
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ain, incidentally, is giving far 
greater tax encouragement to in- 
dustry than our own. Today in 
Britain, the government allows a 
40 pet rate of depreciation for tax 
purposes. It lets you pay off new 
plant from your earnings in just 
214 years. And that’s a socialist 
government, mind you! 

Now if you are an automobile 
manufacturer—or a hardware man- 
ufacturer —and want to expand 
your capacity, you just buy more 
machines and put more workers un- 
der more roof. The steel expansion 
problem is lots more involved. 

To increase our steel capacity 
we have to start with raw materi- 
als, and go all the way back to the 
mines. We have to provide added 
transport facilities for ore and coal 
and limestone and prepare to move 
over four tons of these for every 
new ton of steel produced. We lit- 
erally have to scour the world for 
alloying metals like manganese, 
tungsten, and cobalt, where we de- 
pend on imports. To take money 
and then translate it into new steel 
capacity is one of the most involved 
jobs in American industry. 


Search for Iron Ore 


It’s not a new job for us—we’ve 
been expanding steel capacity stead- 
ily for the last several generations 
—even in depression times. That’s 
why America’s standard of living 
has been steadily raised. Now 
we’re just speeding up the process. 

In doing this our need for raw 
materials has become _ unprece- 
dented: We even find our iron ore 
resources aren’t enough—large as 
they once seemed. Our seemingly 
inexhaustible supply of iron ore in 
the Great Lakes region is rapidly 
being depleted. Now we’re about 
to spend hundreds of millions to 
get high grade iron ore out of the 
hard Mesabi rock we call taconite, 
which we have never been able to 
work before. We’re also develop- 
ing new iron resources in Labra- 
dor, Venezuela, Chile, and even far 
away Liberia. 

Such projects involve more than* 
the opening of mines. They also 
require the building of great new 
railroads through present wilder- 
ness land—along with the vast new 
harbors, docks, shipping fleets, and 
housing facilities for the workers 
—before the iron can reach our 
blast furnaces. 

The steel industry, you see, is on 
its toes, and reaching for still 
higher goals. It is this spirit of 
enterprise that made our own 
American steel production last 
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year about equal in volume to the 
output of all the rest of the world. 
We produced roughly three times 
the output of Russia and her satel- 
lites. 





“If the hardware industry must ulti- 
mately deal in substitutes for some of 
the familiar products it has handled, the 
reason lies in the overall strategic situa- 
tion that faces us, and not in our steel 
making capacity. | wish | could put this 
message in the honds of every hardware 
retailer in the nation, so he could tell 
every customer.''—Charles R. Hook. 





That extraordinary steel produc- 
tion of last year explains why we 
haven’t had any real consumer 
shortages recently. As you doubt- 
less know, some retail dealers even 
came to realize in the last few 
weeks that they were actually over- 
stocked. The buying spree that 
surged up in two or three waves 
after Korea has again subsided to 
more normal levels. 

In the last few weeks, in some 
metropolitan areas, stocks of hard 
goods have actually proved so high, 
in relation to demand, that huge 
advertising promotions were 
launched to sell supposedly scarce 
items like refrigerators, television 
sets, and similar household equip- 
ment. 

Immediately after Easter, of 
1951, the Gimbel department stores 
in New York took huge newspaper 


space to call the scarcity stories 
“pure malarkey.” In a special sales 
promotion that the store attributed 
to “bursting warehouses,” the man- 
agement cut some hard goods 
prices by as much as 33 pet. In 
Chicago, dealers with excessive in- 
ventories of household appliances 
were meanwhile cutting prices 20 
to 30 pet. 

I cite such facts briefly here be- 
cause they are convincing evidence 
of steel’s productive capacity. We 
have so far managed, not only to 
meet normally developing needs 
but actually to supply steel for the 
heavy inventories created by scare 
buying. 


Durable Goods at Peak 


Everybody had a hand in this 
rush. Figures for January showed 
a recorded increase of about 5 bil- 
lion dollars in the durable goods 
inventory of the nation over the 
previous year. This was an in- 
crease of over 20 pct during 12 
months. We started off 1951 with 
most of our pipelines full. Con- 
sumers did a lot of buying to an- 
ticipate their wants, too; so house- 
hold inventories—if we may use 
such a term—are also large. Con- 
sumer credit increased to the ex- 
tent of another 3 billion dollars 
during the course of last year. 

No other nation in the world 
could have met such a stock-piling 
demand, while also supplying all 


Recipients of Old Guard Roll of Honor Pins 





At a special ceremony during the final joint session of wholesalers and manufac- 
turers, the Old Guard awarded special Roll of Honor Pins to four of its members, 
who were left to right, M. G. Lipscomb, Cavert & Lipscomb, Nashville, Tenn., Col. 
H. K. Zust, Camillus Cutlery Co., Camillus, N. Y., C. L. Peterson, Peterson & Lowe, 
Baltimore, Md., and C. R. Eaves, C. R. Eaves Co., Chattanooga, Tenn. 
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current needs as we did. Practi- 
cally all of this hard goods demand 
was predicated on steel. 

Certainly, we are entering this 
rearmament period with an enor- 
mous cushion of supply in civilian 
hands. I cite the automotive indus- 
try as an example. Last year we 
produced almost 8,000,000 cars and 
trucks. A 20 pet reduction from 
that level would still leave our an- 
nual output above the level of 1949. 
A 30 pet reduction would leave it 
still near the level of 1948, which 
was considered an excellent vear 
at the time. 

The coming cut in automobile 
production illustrates an interest- 
ing point about steel which is 
worth mentioning. You may have 
heard that the 20 pct cut is due to 
a steel capacity shortage. This is 
not completely accurate. In the 
last week of March, for instance, 
the government announced that the 
supply of tires arid tubes for new 
automobiles would be reduced 25 
pet beginning April 1. Other re- 
quired commodities are also scarce. 
Just as the automobile demands 
rubber, it also uses products like 
nickel, copper, and chromium, of 
which we are in extremely short 
supply. 

No matter how much steel capac- 
ity we might have, our automobile 
production would have to be cut 
to the measure of our other capaci- 
ties. Our national resources are 
just not great enough, when it 
comes to any of the basie commodi- 
ties, to support a vast rearmament, 
and at the same time to support 
unlimited civilian consumption. 


Steel Not Basic Problem 


Now the use of all the scarce com- 
modities is usually associated with 
the use of steel. Hence, the govern- 
ment found in the last war that it 
could control the use of the impor- 
tant key materials, just by allocat- 
ing three products—steel, copper, 
and aluminum. But the basic prob- 
lem is not entirely our steel mak- 
ing capacity. No overnight increase 
in steel capacity would make allo- 
cations unnecessary. We have now, 
or have under construction, all the 
steel making capacity we can pos- 
sibly use, in view of the other nec- 
essary resources available to us for 
steel fabrication. 

The automobile industry will 
again serve as an illustration. In 
1949 it needed almost 1,500,000 tons 
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of alloy steels, while military and 
ordnance needs took only around 
10,000 tons. I am purposely using 
pre-war comparisons. Today, of 





“Russia, which produces only a third as 
much steel as we do, uses practically 
all of it for building war potentials and 
not civilian comforts. We have long 
devoted almost 100 pct of our steel out- 
put to giving our citizens the highest 
standard of living in the world."—Charles 
R. Hook. 





course, the military need for alloy 
steels is becoming vastly greater. 
Most of our alloying metals must 
come to us from other lands. In 
some instances our supply has al- 
ready been cut off. Russia, for in- 
stance, has stopped manganese 
shipments. China has stopped tung- 
sten shipments. In a great many 
instances, our presently effective 
imports of other metals like cobalt, 
chromium, and vanadium would 
also be in jeopardy in the event of 
war. Our government is therefore 
stockpiling most of these alloying 
metals, to assure supplies in an 
emergency; and this. stockpiling 


also taxes current supplies. Hence, 
with the mounting military need, 
we must use them with the great- 
est economy. 

It remains that one obvious way 
for the government to stretch the 
supply of these scarce alloying met- 
als is to allocate overall steel con- 
sumption for civilian use. Even if 
we had the furnaces and the mills 
to turn out a billion tons of steel 
a year, we would still have to cut 
the production of automobiles, and 
lawnmowers, and fine carving sets, 
and all the thousands of other 
things that use the scarcer metals. 
And where would we get the man- 
power to make them? 

Consider, for instance, the famil- 
iar enamel finish on kitchen equip- 
ment, such as stoves and refrigera- 
tors. Cobalt, which is dug for us 
by the natives of the Congo, is or- 
dinarily required for fusing the 
enamel to the steel. The chromium 
in the stainless steel fittings of a 
refrigerator was perhaps mined by 
slim Moslem boys in Turkey. The 
manganese in the steel may have 

(Continued on page 162) 
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SOUTHERN WHOLESALE HARDWARE ASSOCIATION 


Re-elected at Palm Beach, Fla., April 12, 1951 
President 
Fred C. Barksdale, Brown-Roberts Hdwe. & Supply Co. 


First Vice-President 
Charles E. Nash, Nash Hdwe. Co. 
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R. M. Miller, Railey-Milam, Inc. 
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. H. B. Horsey, Sharp-Horsey Hdwe. Co. 
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C. E. Hamilton, Odell Hdwe. Co. 
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H. E. COLEMERE 


The subject of expense control, 
I think, is of utmost importance at 
this time to every business. Current 
high cost of doing business and the 
increased tempo of industrial activ- 
ity make the need for adequate ex- 
pense control more urgent than 
ever. Speed is the key note for 
modern business, and management 
is denied the time for lengthy and 
long drawn out deliberation over 
new situations which might mean 
severe penalties for delays in meet- 
ing changing conditions. 

To meet this problem effectively, 
various aspects of the business 
should be quickly and efficiently in- 
tegrated by a continuous flow of 
up-to-the-minute information. 

Employment cost is the largest 
single expense item we face today. 
This should be controlled by direc- 
tive personnel. I mean by this, 
where practical, a key man in each 
department should be responsible 
for the work turnout equal to the 
payroll dollar. Time clocks are no 
guarantee of performance, but the 
use of them in our business seems 
to impress upon the worker the 
necessity of at least staying on the 
job the required number of hours. 

The trend toward increased em- 
ployee benefits such as insurance, 
pensions, shorter working hours, 
etc., no doubt raises morale to some 
extent, however, the overall cost of 
these benefits should be carefully 
used as long term additional wage 
expenditure. I might state in this 
connection, that we have just re- 
cently started a retirement plan 
which at the present time only in- 
cludes what we have defined as our 
key employees. 

Equipment employed should, 
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Expense Control 


The use of time and labor saving devices—stock 
control systems—fork lift equipment in ware- 
houses—delivery equipment can cut handling 
costs—the largest single expense item facing 


business. 


By H. E. COLEMERE 


President, 


Watts Hardware & Supply Co. 
San Antonio, Tex. 


wherever feasible, be the most mod- 
ern time and labor saving tools that 
will provide the business with 
proven means of cost elimination. 
This should not be accomplished by 
lowering working capital danger- 
ously to acquire and experiment 
with every gadget on the market, 
but by considered plan to get the 
job done by the most efficient meth- 
od and at the least cost. 

In our particular case, we have a 
printing department currently do- 
ing 90 pct of all our printing. We 
feel that this has not only cut this 
item of expense considerably, but 
by full time use, the equipment we 
use is printing at a minimum ex- 
pense, catalog supplements, adver- 
tising matter, etc., that prohibitive 
cost would not otherwise have per- 
mitted. 


Punch System Installed 


We have just recently put in 
equipment known as the punch card 
system, which we use for invoicing 
and also is being used in conjunec- 
tion with our stock record system. 
We find this equipment not only 
gets out a neater, more uniformed 
and accurate invoice at greater 
speed, but it also provides vital 
up-to-the-minute sales, cost and 
distribution analysis for improved 
internal control. 

Fork lift equipment in warehous- 
ing is an effective space and labor- 
saving device and can be used 
advantageously in controlling and 
reducing manpower and handling 
expense, as well as to maintain im- 
proved warehousekeeping. 

Delivery equipment, under capa- 
ble supervision, can control ship- 
ping costs by carrying full pay 


loads and in some instances, reduc- 
ing inbound freight expense on 
return hauls. Needless to say, the 
maintenance of all equipment in 
top working condition pays divi- 
dends through more efficient and 
less costly operation. 

These are some of the familiar 
time and labor-saving tools which, 
if properly supervised and fully 
used, can certainly reduce and help 
control operating expenses. There 
are, no doubt, other methods and 
equipment that can be useful in 
your business, some of which are 
becoming more essential in these 
days of accelerated business ac- 
tivity. 

Sales expense, in ratio to the 
sales dollar, can be effectively con- 
trolled by the sales manager who is 
provided with up-to-the-minute com- 
parative data at his fingertips and 
if other costs incidental to selling 
are made to pay their own way, the 
advertising and entertaining dollar 
is returned with interest. 

There are, of course, donations, 
civic charities, certain non-recur- 
ring expenditures.pertinent to the 
growth and success of any business 
which reside with the planning and 
organization functions of top level 
management, however, practically 
all controllable ordinary and usual 
operation costs can be controlled if 
adequate current information is 
available and correctly used by 
efficient personnel, 

Proper control philosophy pre- 
supposes confidence which works 
both ways. Have confidence in the 
staff of your organization and spe- 
cific techniques will naturally de- 
velop toward a more perfect con- 
trol of expenses. 
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High Sporting Goods 
Volume Predicted 





G. MARVIN SHUTT 


Prospects for increased sales 
of sporting goods by hardware 
wholesalers and dealers are very 
bright, but a continuing program 
of aggressive selling is necessary 
to capitalize on these prospects, 
the Monday morning sporting 
goods session was told by G. Mar- 
vin Shutt, executive secretary of 
the National Sporting Goods As- 
sociation. 

The speaker pointed out that 
sporting goods is one of the fast- 
est expanding lines being sold to- 
day and it is a logical line for a 
hardware store, particularly as a 
traffic-builder. 

Discussing the growth of the 
sporting goods industry, Mr. Shutt 
presented data on the growth of 
various lines from 1931 to 1947. 
These data are shown in the ac- 
companying Table I. These data, 
which omit a number of impor- 
tant volume lines, show that vol- 
ume, based on the value of 
manufacturers’ output, rose from 
$85,546,291 in 1931 to $454,170,000 
in 1947, the most recent year for 
which such a breakdown is avail- 
able. 

The speaker emphasized that 
this sharp increase was not across 


138 





National Sporting Goods Assn. official sees 

bright prospects for hardware wholesalers and 

dealers in selling sporting goods. Stresses need 

for hard selling to fully realize large potential 

profits of this field. Supply outlook, price con- 

trols and volume trends are also covered by 
speaker. 


the board on all sporting goods 
items. For example, he said, fish- 
ing tackle and small firearms 
showed a larger percentage gain 
than baseball equipment. In gen- 
eral, he felt that this reflected the 
fact that the greatest prospects 
for sales in the future would be 
in the “personal participation” 
sports, such as fishing and hunt- 
ing, rather than the “spectator 
sports,” such as_ baseball and 
football. One of the factors work- 
ing to decrease interest in “spec- 
tator sports,” at the local level in 
particular, he felt, was television. 
However, he insisted, there is still 
a large, profitable volume in spec- 
tator sports equipment. 

Mr. Shutt mentioned bowling 
in particular as one of the sports 
that is showing an unusually 
sharp rise, and he suggested that 
the hardware trade had not yet 
fully appreciated the prospects of 
this sport. 

This sharp increase in volume 
in the past decade can be dupli- 
cated in the next decade if ag- 
gressive promotional efforts are 
used, Mr. Shutt said, and there 
is every reason in the world to 
expect that hardware wholesalers 
and dealers will obtain a large 
share of this gain. 

Touching on the outlook for 
sporting goods, Mr. Shutt said 
that his observations suggest that 
most dealers and wholesalers are 
presently fairly well stocked with 
goods bought last year. Consumer 


purchasing, however, has not kept 
pace with wholesaler-dealer buy- 
ing. In order to obtain a better 
balance between inventory and 
consumer buying, hard selling ef- 
forts will be desirable, he pointed 
out. 

Among the reasons for con- 
sumer buying failing to be as 
high as expected, listed by the 
speaker, was that the flurry in 
buying of consumer durables, such 
as refrigerators, before the credit 
restrictions went into effect, had 
drained off a large part of the 
discretionary funds which would 
normally have gone into sporting 
goods purchases. However, the 
continued growing interest in 
sporting activities, plus the con- 
tinued high rate of national in- 
come, guarantees a good market 
for sporting goods for a long 
time. 

While demands of the mobiliza- 
tion program have posed some 
tough problems to sporting goods 
manufacturers, for example in 
fishing rods and nylon goods, etc., 
the ingenuity of manufacturers in 
developing substitutes, and some- 
times substitutes for substitutes, 
plus new production techniques, 
is expected to assure maintenance 
of a fairly high volume of sport- 
ing goods. A change from the 
present mobilization effort to an 
all-out shooting war would, of 
course, completely alter this pros- 
pect, he said. 

Mr. Shutt said that his observa- 
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tions, plus pgs “ pigs Table I—Value of Products Shipped 
ashington officials, lea im to . 
believe that the toughest supply By Sporting Goods Manufacturers 
period will be the next two years, (Table compiled by National Sporting Goods Assn., from data from Bureau of Census) 
after which the material shortages 1947 1939 1937 1935 1931 
may begin to ease as the defense Small firearms 
pipeline is filled up, and, of ammunition 77,660,000 29,091,000 31,043,000 9 *27,205,718 *26,082,665 
gegen Sage a Pichin ' tackl sa qeeee 12 as 758 10 pa 490 7 oe 662 6 pea 170 
. _ a ‘ ‘ishing tackle 58, y 974,78 ,883, 7,581, ,761, 
BR srmgpscn Bose price control, Mr. choi firearms 57,067,000 17,712,000 21,555,000 13,027,000 9,214,000 
Shutt explained that Amendment Outboard motors 50,038,000 oe ee +s ++ 
No. 2 to CPR 7, combined with Golf equipment 34,423,000 15,644,612 13,797,080 10,492,198 23,338,654 
the original CPR 7 order, now Bowling and bil- 
brings practically all sporting —  —_—a 21,698,000 13,192,421 9,177,291 2,710,077 1,140,128 
; > fs asebda 
ane ee ee ee Se equipment 21,647,000 6,286,055 4,385,358 4,872,178 «5,597,345 
eS — ia = a Inflated goods 13,677,000 «3,554,177 «2,355,763 =—-1,756,856 2,372,440 
ing balls. Roller skates, 
nd Mr. Shutt stressed that sport- gym, playground 7 iin un ee : 
- ing goods selling is, basically, a , moog 13,208,000 5,904,175 5,715,473 2,673,001 3,105,545 
promotional matter and that it yet veagetlve d 
al can give good year-’round volume equipment 6,646,000 3,071,063 3,356,549 1,517,795 —«1,143,673 
with good markup and outstand- Tennis goods 1,456,000 4,750,936 4,628,897 3,230,219 4,296,378 
n- ing prospects of increasing vol- Helmets, 
ume in the future. In order to Pads, etc. 7 1,178,093 575,519 677,740 1,252,975 
»y pone Te th — Miscellaneous 
ee ae eee ere items 35,364,000 1,908,293 1,421,285 938,606 1,241,318 
said manufacturers, wholesalers 
and dealers should cooperate to Total 454,170,000 114,867,583 108,894,705 76,683,050 85,546,291 
develop hard-hitting promotional : . 
programs. He emphasised particn- aia. ere, s menses fore tere, o2 areworss, inflammable materials and shelt cape 
larly the need for special training **Not available. — oi 9 os 
not kept [| of regular salesmen on sporting sorts ski ceahingy swing paiel aa meeesnehIOE and hunting, clothing, and acces. 
ler buy- goods selling. line, bicycles, toys and other games. Does not include such related items as trophies 
a better Mr. Shutt described how the and awards, pet supplies, binoculars, photographic supplies, etc. 
ry and National Sporting Goods Associa- 
lling ef- tion, of which he is executive sec- coordination of all three will it the need for salesmen training, 
pointed retary, includes members in the be possible to realize the potential he cited a series of slide-sound 
retail, wholesale and manufactur- profits from sporting goods sales. training films which are being 
or con- ing aspects of the sporting goods As an example of the manner in made available to members for 
Bn B fields because only through the which the association is attacking staff training in salesmanship. 
y the 
urry in 
es, such ° o . ° 
ered Distribution of Scarce Merchandise 
of the rates and other problems. Insofar cation will keep everybody happy. 
would as Buhrman-Pharr is concerned Everybody will feel that he de- 
porting our operation, in comparison to serves more. However, we are 
Tr, the most of you, is very small so our earnestly endeavoring to assure 
est in distribution problem has been, com- that each customer gets fair con- 
e€ con- paratively speaking, a great deal sideration from us. We will not 
nal in- less of a headache. For example, forget our old friends by using 
market we have sales meetings held regu- scarce merchandise to buy a new 
a long larly every Saturday while a great account. 
bi many of you cannot, because of ter- In general, it will be our policy 
biliza- ritorial problems, do this. to be guided largely by the advice 
some " As a result, in our own particular of our salesmen who have had long 
goods a a circumstances, we can allocate any and close experience with their 
dle in iis critical material almost as soon as territory. The salesmen’s recom- 
8, etc., By BEN G. COX it comes into our warehouse. mendations will then be subject to 
rers in Y 65g ; I am quite sure that a distributor approval by company executives. 
‘some- President, having a great deal more territory Any allocation method must be 
itutes, Buhrman-Pharr Hardware Co., and many more salesmen than our __sflexible to take care of the various 
ques, Texarkana, Ark. company, would have the same problems that will arise in any 
nance problems on a greater scale. area. We have never found any 
sport- In a discussion of the distribu- We have been in business a long set formula or set of figures that 
n the tion of scarce merchandise, we time and we expect to stay in busi- would do this job. We think the 
to an must all realize that no particular ness many, many more years. And hest job can be done by applying 
d, of formula will work successfully for we know that the only way we can common old-fashioned horse sense, 
pros- each one of us. We all have differ- keep in business is by treating all mixed with a sincere desire to be 
ent methods of operation due to our customers on an equitable basis. honest with our trade, and remem- 
serva- location, territory covered, freight We all know that no plan of allo- bering the loyalty of old friends. 
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PORTING GOODS DISTRIBUTION ie 
about the 
a panel discussion 
Distribution of sporting goods through a whole- 
saler provides an efficient, economical method 
° ° My e 
of moving merchandise to consumers, but for ae ied 
greatest efficiency it requires co-ordination of ogee 
e 
effort. Here are the viewpoints of a manu- most ect 
facturer, a manufacturer's representative and a 
wholesaler on how this method of distribution more in 
can be made still more effective. seid 
way. H: 
Chai f the SWHA Sporting Good ieee 
irm 4 + 
Division is Charles E. Nosh, Nash Hard. ease eat 
% ware Co., Fort Worth, Tex., who acted hardwa 
as moderator of the panel discussion. the bac 
er’s dis 
I hav 
average 
substan 
gressiv 
A Manufacturer Says: caeingh 
By ABE E. JOHNSON, the sporting goods industry in gen- the wholesaler’s salesman is one of 
Sales Manager, eral is again entering a period of the most important individuals in 
Fa scarcity because of governmental any distributor’s organization. He 
: é restrictions on the use of many is the link and must be given 
Detroit critical materials such as brass, knowledge of the product. The 
aluminum, nylon and fiberglas, as manufacturer is in an excellent Prom 
was the case during the last na- position to bring the knowledge of sportin 
tional emergency. If this condition his product to the wholesaler sales- saler i 
The tremendous growth of fish- continues over the next few years man. one-wa 
ing tackle sales throughout this while we are building up our na- For many years this has been turer o 
section of the country during the tional defenses, there will again be done by contacting the wholesaler street 
past decade stems from the mount- the great pent up demand for fish- salesman at the sportsmen’s shows his rep 
ing interest in the coasts, oceans, ing tackle and sporting goods that and wholesaler salesmen’s meetings. Inste 
well-stocked lakes, rivers and great we experienced after. World War II. I sincerely believe that the manu- and re 
dams that provide exciting mo- 7 facturer can be of more help along of the: 
ments for an ever increasing num- Sees Restricted Output this line than he has in the past. tative | 
ber of fishermen. Many distributors throughout the On a limited scale it may be pos- Kacl 
With methods of conservation country have anticipated this con- sible to do missionary work with of the 
sponsored by various government dition and their orders placed with the factory representative and the do tha 
agencies, sportsmen’s clubs and the manufacturers have increased wholesaler salesman calling on the of the 
manufacturers, we all hope to make considerably. As a result, manu- dealers together, and making pres- a succ 
it possible for the younger genera- facturers have not been in a posi- entations until the wholesaler sales- factory 
tions to enjoy this sport even more. tion to give the kind-of service man has the complete story and a decide 
I am certain that every manu- that the distributors have come to good knowledge of the merchandise wholes 
facturer of sporting goods can tell expect, and it is very probably that he sells. do his 
you a similar story of the growth the total output of the sporting This year we arranged with some succes 
of sports in every section of the goods industry will be restricted of the distributors in Ohio and The 
nation. considerably. Michigan for eight to 10 minutes repres 
The fishing tackle industry and In the eyes of the manufacturer, of their time at the sales meetings. get fa 
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At that time we presented our com- 
plete line and went over the sales 
policies of the company, the guar- 
antee policies, and the advertising 
programs for the coming season. 

In this way the wholesaler sales- 
man had a chance to learn more 
about the products he was selling; 


for when it is possible for the 
wholesaler salesman to have in- 
creased knowledge of his products, 
he in turn will be in a position to 
do a better job for the company he 
represents and the brands of mer- 
chandise he sells. 

I believe I speak for all the man- 


ufacturers of sporting goods when 
' say that if they can be of any 
help to their distributors in pro- 
moting sporting goods distribution 
through the wholesaler by means 
of merchandising aids and special 
sales effort and meetings, they are 
very anxious to do so. 





A Manufacturer's Agent Says: 


My experience has convinced 
me that distribution through a 
wholesaler gives a manufacturer 
the quickest, most efficient and 
most economical method of getting 
merchandise to the consumer. A 
wholesaler, for example, gives 
more intensive coverage of a ter- 
ritory, in both rural and urban 
areas, than is obtainable any other 
way. Hardware wholesalers do by 
far the best joh of any outlet in 
distributing sporting goods. The 
hardware wholesaler should be 
the backbone of any manufactur- 
er’s distribution program. 

I have also found that in the 
average smaller town, the most 
substantial store, the most pro- 
gressive store, and the store most 
likely to stay in business for a 
long, long time, is invariably. the 


By CHARLES H. HUNTER 
Memphis, Tenn. 


hardware store. Hence a combina- 
tion of the hardware wholesaler 
and the hardware dealer gives the 
best all around distribution. 

The sporting goods field is still 
expanding and has’ wonderful 
prospects for the future in which 
hardware wholesalers and dealers 
are sure to participate. While 
much has been done by the hard- 
ware trade in developing sporting 
goods sales, much yet remains to 
be done. 

I think that more frequent 
wholesaler-manufacturer meetings 
would be very helpful. I think, too, 
that it would be helpful if whole- 
salers would set aside two weeks 
of every year as a time when all 
their salesmen would use tackle 
as an opener in talking to dealers. 


Another way wholesalers can 
assist manufacturers would be by 
their preparing a map of the exact 
territory covered, including the 
location of salesmen’s residences 
and the territory they cover. 

Hardware dealers depend on 
wholesalers’ salesmen for advice 
and help in buying. This is espe- 
cially true with dealers taking on 
a line for the first time. Hence 
there is an important need for an 
educational job to be done by 
wholesalers and manufacturers. 

Manufacturers’ agents are an 
important link between the manu- 
facturer and the wholesaler and 
must earn the confidence of the 
wholesaler by demonstrating con- 
tinually a sincere desire to be of 
real assistance. 








Promoting the distribution of 
sporting goods through the whole- 
saler is not and never will be a 
one-way street for the manufac- 
turer only. Neither is it a two-way 
street for the manufacturer and 
his representative. 

Instead it is a three-way affair 
and requires the full co-operation 
of the manufacturer, his represen- 
tative and the wholesaler. 

Each and every one has his part 
of the work to do and each must 
do that part; must pull his share 
of the load for the operation to be 
a success. It is not enough for the 
factory and the representative to 
decide on a wholesaler policy. The 
wholesaler must also determine to 
do his part of the bargain for 
success. 

The wholesaler and the factory 
representative by themselves can’t 
get far without full co-operation 
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A Wholesaler Says: 


By W. M. HUIE, 
Vice-President, 
Beck & Gregg Hardware Co., 
Atlanta, Ga. 


from the factory. Again the repre- 
sentative must co-operate fully 
with the wholesaler and his fac- 
tory before a healthy situation can 
be developed for all three. Now it 
is certainly in order to ask ques- 
tions of all three and those ques- 
tions could simply be as follows: 

Mr. Manufacturer: Are you co- 
operating fully? Are you doing 
your part to make the distribution 
of your line or lines interesting to 
the wholesaler from a volume and 
a profit picture? 

Mr. Representative: The same 
question: Are you co-operating 
with the wholesaler, gaining his 
confidence in your lines and, of 


prime importance, confidence in 
you? Are you helping clear the 
troublesome spots in the whole- 
saler distribution picture? 

Mr. Wholesaler: Is your con- 
science clear? What are you doing 
on this joint praject? Are you 
helping the manufacturer to waat 
to sell his line through your type 
of distribution? 

Your association had its first 
half day sporting goods session 
four years ago. During these four 
years the association has had an 
active sporting goods division. The 
purpose, of course, has been to 
encourage the wholesale industry 
generally to really get interested 
in and promote sporting goods. 

I believe our activities have not 
been in vain. Several of our mem- 
bers have opened new sporting 
goods departments; others have 
added specialty sporting goods 
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salesmen; others have put on 
buses or trailers; some _ have 
opened complete sample rooms. 

Many others have revived long- 
dormant sporting goods depart- 
ments and in various ways started 
to give special attention to this 
heavy volume line. This is all just 
fine and dandy and really helps, 
but we wholesalers still are not 
out of the woods. There is plenty 
of work yet to do and much room 
for improvement. 

It is our job to make of our- 
selves so fine an outlet that no 
factory with a good product will 
even consider any other method. 
We can do it. We have the cover- 
age, the fine salesmen, the ware- 
housing facilities and the know 
how. All we have to do is show the 
factory boys we mean business! 

How can it be done? It takes a 
little work. Most anything worth 
while does require extra effort. It 
takes preparation, perspective and 
sweat. 


How To Increase Sales 


In our last three convention 
sporting goods sessions we have 
had discussed by various whole- 
salers most every method known 
to increase sporting goods sales. 

One or more wholesalers told 
how they promoted sporting goods 
by use of specialty men. One 
house had six, I believe, who 
worked with and independently of 
their regular men. One or more 
told of using buses and/or trail- 
ers and how their sales boomed. 
Another told of using well staffed 
sample rooms for promotion of 
fishing tackle particularly. 

Some houses have staged spe- 
cial dealer tackle shows. One par- 
ticular wholesaler even told of a 
successful promotion of sporting 
goods without any specialty men, 
without buses, without sample 
rooms, but mainly through work- 
ing very closely with their regu- 
lar men and making good sporting 
goods salesmen out of them; no 
objections, of course, to the other 
methods. They are all fine but not 
absolutely essential. 

To those of you who want to get 
your feet wet, it’s not too hard. 
Decide definitely that you want to 
be in it. Then look around for 
someone to head up this depart- 
ment. Select a good man and pref- 
erably a young man who likes to 
hunt or fish or one who can learn 
sporting goods. I say hunt and fish 
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as there seems to be more volume 
in these two lines than any others 
right now. 

After your man is picked, turn 
the department over to him. Let it 
be his responsibility. Give him full 
co-operation and encouragement 
and, for a job well done, give him 
praise, recognition, and remunera- 
tion. He will work out his own 
plans to develop his stock and 
buying methods. 


Prepare a Catalog 


Here is where the manufactur- 
er’s representative plays an im- 
portant part. The factory men can 
really help on opening orders. 
They can algo work with your 
salesmen to acquaint them with 
their lines, selling features, etc. 
As soon as practical, work up a 
catalog and salesmen’s catalog 
pages on the sporting goods de- 
partment. The main thing if you 
go into sporting goods is to go in 
right. 

Don’t just give another depart- 
ment to some buyer who probably 
has all he can do already with the 
lines he is buying. Chances are 
that he can’t find enough time to 
promote a new line and will con- 
tinue to spend most of his time on 
his old lines. 

As to the wholesalers in gen: 
eral, volume in sporting goods is 
really in the high brackets now. 
All of you know that it has become 
big business in the South. Some 
statistics show the tremendous in- 
crease in all sports. For instance, 
in the fiscal year ending June 30, 
1949, anglers bought 15,478,570 
fishing licenses, paying nearly 33 
million dollars just for licenses 
only. This means one person out 
of every ten. I am sure the last 
year, 1950, would show a healthy 
increase. 


13 Million Hunting Licenses 


On hunting, in 1950 nearly 13 
million hunting licenses were sold, 
at a cost of nearly: 40 million dol- 
lars for licenses alone. All other 
sports activities had tremendous 
increases. The manufacturers’ vol- 
ume in 1947 was about 600 pct 
ahead of 1935 and 400 pct ahead 
of 1939. In Florida, the amount 
spent is astounding. Joe Livings- 
ton, sports editor of the Jackson- 
ville Journal, said, “Last year’s 
records disclose that $800,000,000 
was spent on fishing and what 
hunting is done in Florida. This 
huge sum is second only to in- 
come derived from tourist trade. 
In Florida last year, $115,000,000 


was spent by fresh water fisher- 
men alone. This sum went for 
tackle, boats, motors, transporta- 
tion, meals, sleeping quarters, 
etc.” 

When you think of that much 
volume in Florida alone, it makes 
you wonder what the annual vol- 
ume in the U.S.A. could be. 

Let’s keep this line going 
through wholesale channels, but 
let’s all ask ourselves the question 
if we are supplying all of the ser- 
vices the manufacturer requires 
and needs of us. They certainly 
expect of us: ample stocks, co- 
operation on new goods, buying 
pre-season, loyalty, and aggres- 
sive selling. 

Certainly a wholesaler cannot 
do business with empty shelves 
and cannot properly expect a man- 
ufacturer to go far with the 
wholesalers who will not buy and 
maintain ample stocks. Without 
stocks everyone loses. Now a buy- 
er’s job is tough. It’s been said 
that when a buyer has too much 
stock the management complains 
about poor turn-over. When he has 
too little stock, the salesmen, cus- 
tomers and factory men complain, 
but when he guesses exactly right, 
neither too much nor too little, 
nobody knows it but himself. 


New Goods Information 


Cooperation on new goods—cer- 
tainly this is a problem. No one 
knows what to take on or leave 
off, particularly on lures. There is 
no sure answer. This is one com- 
plaint against the wholesaler 
made often by factory representa- 
tives. If a factory representative 
is expected to sell his established 
lines through the wholesaler, the 
wholesaler should co-operate on 
the new items. This is the time to 
depend on your factories’ research 
departments. Most factories will 
work closely with you and permit 
sample orders. Most new items 
take time to catch on. Watch them 
carefully and help the factories. 
Get a few out in your territories. 

Pre-season buying: Don’t wait to 
order until the day before the sea- 
son opens and you need the goods 
and then expect delivery at once. 
Buying ahead is our part of our 
mutual program. 

Aggressive selling is just as 
necessary in sporting goods as in 
other lines. Volume can’t be built 
any other way and the manufac- 
turer expects the wholesaler to be 
aggressive in selling his products 
and promoting them over all] out- 
side competing lines. 
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A schooling program stimulates a selective sales 

effort, believes Mr. Witt. It will still push the 

items that need to be sold over those that can 
be sold just because they are scarce. 


By R. R. WITT 
President 
Builders' Supply Co. 
San Antonio, Tex. 


I believe we can agree that good 
times do not make good merchants. 
For five years we have been selling 
in a starved market to consumers 
with bulging pocketbooks; super- 
imposed by a government credit 
program which permits the pur- 
chase of a home with less cash 
than normally required to buy a 
lawn mower. 

Can it be that we have become 
so busy accepting orders that we 
do not take time to sell? Let’s not 
permit ourselves to become so con- 
tent with out total volume that we 
neglect those items which need 
special sales emphasis. 

The best merchandising efforts 
we are capable of were born dur- 
ing the depression years when we 
were forced to think hard and 
work hard to offer a service which 
justified our survival. My plea is 
for those lessons learned the hard 
way versus the easy habits which 
good times inevitably bring. 

I would draw a sharp line be- 
tween those scarce items which 
the dealers ask for, and the items 
that need to be sold. Emphasize 
the latter group in sales meetings. 
Everywhere our salesmen go, ,the 
dealers bring up the items they 
want to buy. We must antidote 
this by promoting the items we 
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want to sell. Otherwise our sales- 
men will be less conscious of the 
items they hear nothing about. 
We should put a bonus on the 
items that require selling and less 
commission on those that sell 
themselves. Certainly the ortho- 
dox means of obtaining concen- 
trated sales effort is to offer extra 
commission or bonus. This is espe- 
cially useful in moving close-outs 
and over-stocks, and it avoids 
the temptation to cut the price. 





"We should put a bonus on the items 
that require selling and less commission 
on those that sell themselves."— R. R. 
Witt. 


"Cut prices are a substitute for sales 
effort—not a stimulus."—R. R. Witt. 





A 5 pct bonus to salesmen will 
move more merchandise than a 5 
pet confidential from the price. 
Cut prices are a substitute for 
sales effort-—not a stimulus. What 
we are seeking is a means of stim- 
ulating selective sales effort. 

A schooling program is another 
and rather subtle means of accom- 
plishing this. Salesmen uncon- 
sciously push the items on which 
they are best informed and avoid 





R. R. WITT 


the lines they know least about. 
Furthermore, there is a desirable 
quality to informed selling. It as- 
sures proper use of our merchan- 
dise and better satisfaction to the 
user. 

Referring again to the lessons 
learned during the depression 
years when we were all reaching 
around for ways and means to 
stay in the black, we divided our 
merchandise stock into 16 differ- 
ent categories, such as: builders’ 
hardware, wire products, asphalt 
roofing, etc. The gross margin in 
the different categories varied 
widely and it was important that 
we push the profit items. To ac- 
complish this we set up a varied 
bonus schedule which attracted 
concentrated sales effort on the 
profitable lines. 

There is nothing new in any- 
thing I have said. It is just a re- 
trospective look at the lessons we 
learned when our job was hard, 
and a reminder that we should 
not during these easy times permit 
our sales effort to become soft. 
We should experiment and explore 
ways to make our selling more 
productive for us, more profitable 
to our salesmen, and more helpful 
to the dealers we seek to serve. 
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Catalog Building With 
The Multilith Process 


Mr. Rankin tells how to compile a catalog. Two 

full-time people should do the job, he says. It 

will then be easier and less expensive. The same 

equipment can also be used for printing letter 

heads, forms and practically everything that is 
needed. 


We use two full time operators 
for our catalog department with 
one of our assistant buyers in 
charge of the lay-out work as man- 
ager of this department. We have 
a young lady typist who does the 
work on the Vari-typer, or com- 
posing machine. 

Our various department heads 
furnish the lay-out operator with 
the numbers and sizes of the vari- 
ous items that they want pages 
of and it is left to the lay-out man 
to produce them in condensed form 
with brief descriptions, showing 
how packed, weight, etc. We do not 
show any list prices or net prices 
on our pages; however, this is op- 
tional. 

One of the main things is to have 
the lay-out man understand, in the 
beginning, the pattern or the kind 
of lay-out that you wish him to 
follow: that is, a standard ar- 
rangement to follow. This can be 
easily ascertained by referring to 
some finished catalog that you 
like. We use certain types for 
headlines, a different type for by- 
lines and a standard type for our 
descriptive matter. The lay-out 
man obtains suitable illustrations 
of the proper size from the manu- 
facturers and arranges them for 
one or two columns and then con- 
fers with the Vari-type operator 
as to how much space is to be syn- 
chronized with the illustration or 
how the illustration is to be syn- 
chronized with the description. 


After the descriptive matter is 
written it is pasted on the lay-out 
page, together with the illustra- 
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tion until the page is complete. 
It is not practical to use printed 
matter from some other catalog or 
folder, although illustrations may 
be from any manufacturer’s cata- 
log or folder. 





By A. C. RANKIN 
Manager 
Teague Hardware Co. 
Montgomery, Ala. 


All printed matter should be re- 
typed on the Vari-typer and pasted 
on the lay-out sheet so that the 
headlines, bylines and other print- 
ed matter will be uniform. The 
lay-out page must be neat, accu- 





Table | 


EXPERIENCE IN PRINTING CATALOG PAGES 
EQUIPMENT WHICH WE ARE NOW USING 


*Model 1250 Muitigraph Duplicator 


$2,097.35 


plus 6% Tax 


*Model 1470 Multigraph Exposure Frame 


*Model 1408 Opaquing Table 
xChallenge Drill W/automatic Stops 
xHand Paper Cutter 


84.00 
100.00 
350.00 
300.00 


(The above items available from Multigraph Sales Agency) 
*Model DSJ Coxhead Composing Machine (Vari-typer) 


Including two sets of Type 
*Extra Sets of Type 


1,950.00 
27.50 each 


(Type required for normal operation approximately 6 sets) 


*18"' Copy Holder with Lamp 


91.95 


(The above does not include miscellaneous equipment 

such as desks, ribbons, ink, paper, etc.) 

*These Machines are essential for initial equipment. 

xThese operations (punching and cutting to size) can be done by any 


printing house. 


We feel that all of the above equipment should be installed for 


efficient operation. 


COST OF PRODUCING PAGES AFTER ALL EQUIPMENT HAS 
BEEN INSTALLED: 


Each 8 x 10 film negative, approximately 

Sensitized Dupli-mat (masters) approximately 

Special work on negatives average emg, 
otos, etc.) 


(Does not include cost of special p 


1.60 each page 
.30 each page 
.25 each page 


Estimated cost of necessary paste, ink, ribbons 


and other miscellaneous items 


TOTAL PER PAGE— 


.10 each page 
2.25 each page 
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rate, square and meticulously 
done, for when finished it is then 
ready for the camera, which makes 
a negative (film) of the lay-out 
page. The camera sees many times 
more than what you see through 
the naked eye, so if any of the 
material is uneven or messy (fly- 
specked or scratchy) the negative 
will be even more messy and you 
will wind up with a messy page. 

When the lay-out page is fin- 
ished, ready to be photographed, 
we send it to the multigraph com- 
pany for any retouching or work 
that is needed. When the film is 
made it is returned to us. 

The next operation is to take a 
picture from the negative on the 
sensitized mat. This takes about 
three minutes. We make our 
prints from the sensitized mats. 
The sensitized mat is next put on 
the multigraph cylinder, which 
takes about one minute, and then 
the page can be printed at the 
rate of 5000 per hour. 


Finding Personnel 


You do not need to go outside 
of your organization to look for a 
catalog man or lay-out man. But, 
you must have a good lay-out man 
for the all-important work in get- 
ting out a neat page. There is no 
problem as to how a catalog page 
should be arranged. It is very easy 
to show anyone a pattern to. fol- 
low. Since you must have some 
one who is familiar with hard- 
ware, we selected one of our assis- 
tant buyers. 

» One of the main requirements 
in selecting a man for the lay-out 
work is to get one who would be 
primarily interested in this type 
of work. We formerly had an idea 
that it would be necessary to send 
a typist, or whomever we chose to 
operate the printing machine, to 
the factory for training. We found 
that this was not necessary. Any 
one with normal intelligence, in- 
terested in that type of work, can 
operate the composing machine, 
which is similar to a typewriter. 

While the Vari-typer composing 
machine is complicated, and while 
a good typist can be taught to op- 
erate the machine in two or three 
days, it will require, in our opin- 
ion, five or six weeks of practice 
on this machine before the typist 
would be ready for neat, accurate 
work, 

Any one can operate the print- 
ing machine with two or three 
days’ instructions. If the multi- 
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graph machine needs more than 
minor adjustments, it requires a 
factory expert to do the adjust- 
ing. We have had to make some 
adjustments during the past six 
months, having the factory man 
to do the adjusting, but otherwise 
we have had no trouble. 

It is an extremely simple opera- 
tion if you can get two people who 
are really interested in doing the 
layout work and the typing. Rep- 
resentatives from the equipment 
houses are very cooperative about 
spending several days with the oper- 
ators, showing them how to oper- 
ate the machines. Usually the local 
representatives can make minor 
adjustments. 

We feel that it would be most 
difficult to try to print your pages 
with anyone in your organization 
doing part time work on a catalog. 
In the first place the typist doing 
part time work would find it diffi- 
cult, for the Vari-typer is not a 
speedy operation and someone do- 
ing both types of work daily 
would not be successful for very 
long. They would be dissatisfied. 

The same would obtain with 
your lay-out operator for this is 
slow, meticulous, accurate work, 


log is completed, the same opera- 
tors would have plenty of time to 
make supplementary sheets, daily 
or weekly. They would be able to 
do promotional work along the 
same line by putting out sporting 
goods sections or spring or Fall 
sections to be sent out to the trade. 

Unless a firm has enough work 
for two full time people, as out- 
lined above, our advice would be 
not to attempt to use this equip- 
ment in doing its own printing. 
As a matter of fact, there is al- 
ways more work to be done in this 
department than two people can 
possibly do, using their full time, 
if you know in the beginning how 
to plan the work. 

In addition to printing catalog 
pages, this equipment can be used 
to produce forms such as let- 
terheads, statements, receiving 
sheets, stock sheets, credit memo- 
randa, in fact practically every- 
thing that you use. 

After we have spent the money 
for the initial outlay (see Table 
I) and began to accumulate nega- 
tives, sensitized mats and lay-out 
pages, we found that it was quite 
a problem to preserve these nega- 
tives intact for future use. We 
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a part of which is similar to cut- 
ting our paper dolls. In our opin- 
ion a good lay-out man, under the 
difficulties he would normally 
have, would not be able to get out 
more than two to six pages per 
day, including descriptive matter, 
or an average of four pages a day. 
Our estimate would be that it 
would take two competent people, 
working full time, one year to get 
out a 1000-page catalog. 

We believe that, when your cata- 


looked at many types of files and 
equipment, realizing that these 
negatives, sensitized mats and lay- 
out pages must be kept in a posi- 
tion so that the.edges would not 
curl or so that the negatives would 
not get any dust or scratches on 
them. We finally located the fol- 
lowing drawer cabinet file which 
we found ideal for our purpose: 
No. 1172 Gray Artmetal, 3- 
drawer Planfile Unit, capacity 
(Continued on page 165) 
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Maintaining More Than 
A Five-Time Stock Turn 


The method is inventory control, states Mr. 

Baker. It can spell the difference between profit 

and loss. Since the installation of his company's 

perpetual inventory and stock control system, 

shortages have been reduced to less than 2 

pct of sales and overstocks have been kept to 
a minimum. 


Inventory turnover is of vital 
importance to the efficient operation 
of any merchandising business. 
Turnover of stock affects the entire 
operation of a business because 
profits come from goods that move 
and not those that lie in the shelves 
or on the floors. 


Without proper inventory con- 
trol, a good business can become 
unprofitable, due to losses suffered 
on excessive or unbalanced inven- 
tories; also, due to lack of sufficient 
stock of goods. An inventory con- 
trol system properly operated can 
and will handle these situations by 
establishing a profitable turnover 
rate. 

The purpose of all stock control 
effort is to decrease capital invest- 
ment in inventories, to prevent loss 
of sales due to being out of stock 
and to minimize losses caused by 
obsolescence. 

A proper inventory control rec- 
ord must provide answers to the 
following questions: 

1. How many weeks’ or months’ 
supplies are on hand; 2. What items 
have reached the ordering point; 
3. What items are on order; 4. What 
seasonal items should be purchased; 
5. What items aré out of stock; 6. 
What items are overstocked; 7. 
Quantities used per month, and 8. 
What turnover is being obtained? 

In my comments here, I refer to 
the Kardex inventory control sys- 
tem of Remington Rand, Inc., be- 
cause that is the system that our 
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company has used so successfully 
during the past 27 years. 

Furthermore, we should assume 
that my observations are based on 
so-called normal times and in many 
cases, can not apply to the situa- 
tions of today, reflecting shortages 
in many lines and items that we all 
normally carry in stock. 

Prior to 1924, we thought that 
we were doing a good job of stock 
keeping and maintaining sufficient 
stocks of goods. But after making 
an extended study of our back or- 
ders, we found that they were 
amounting to about 10 pct of our 
sales, or even more. 

This survey revealed that we 





By ROBERT H. BAKER, 
President, 
Fones Bros. Hardware Co. 


Little Rock, Ark. 


were not only losing the amount in 
sales and profit on the items that 
we were out of; but also that our 
customers were disappointed in our 
service. It was only natural for 
them to place orders for goods that 
we back ordered with other whole- 
salers and no doubt many items 
that we were able to furnish went 
along to our competitors. 

Without an adequate system of 
stock control, many times our stock 
of certain items was entirely de- 
pleted before we knew it, and as it 
required from two to three weeks, 
to get a shipment from the factory, 
we would continue to back order 





Too SLOW Turnover Increases Cost of Possession. Too FAST Turnover Increases Cost of Acquisition. 
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Fig. |—Chart shows how business losses occur from overstock and slow turnover. 
Data Courtesy Kardex. 
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INCREASE YOUR 22 RIFLE SALES WITH 
THIS SIMPLE DEMONSTRATION 


In a few minutes youcanconvincingly 
demonstrate any of the Remington ‘500 
Series” rimfire rifles listed below. It’s 
fast and easy. But more important— 
it’s a proved sales maker! Try it on the 
next 22 rifle prospect who comes into 
your store. The way this sales demon- 
stration turns shoppers into buyers will 
amaze you. 


Here’s what you do. When a shooter 
asks to see a 22 rifle hand him one of the 
Remington ‘500 Series.”’ Then tell him 
it has a few features he might be in- 
terested in. 


Handle it something like this. Ask 
him to open and close the bolt. “Smooth, 
isn’t it? That’s because this rifle has 
double cams—like all the expensive 
rifles.’’ Point out the rifle is now cocked. 
‘*As you opened the bolt, the rifle cocked 
itself automatically. Some 22’s must be 
cocked by hand.” 


STREAMLINED BOLT 






Ask the customer to 
hand back the rifle. 
Remove its bolt. 
(Easily done by 
pushing safety to “off,’’ depressing trig- 
ger and pulling bolt handle back.) 

"Notice the bolt’s streamlined design. 
It is made of durable heat-treated case- 
hardened steel.” 


SEPARATE EJECTOR 


coceemsennseset 





Replace bolt and point out to the cus- 
tomer that this rifle has a sturdy, 
separate ejector. 
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FIRING PIN INDICATOR 











*‘Another nice feature of this rifle,’’ you 
continue, “‘is its firing pin indicator. It 
pops out when the rifle is cocked, disap- 
pears when you fire. You always know 
when this rifle is cocked.”’ Pull trigger 
to show how firing pin indicator goes 
into bolt. This safety feature deserves 
special emphasis when your customer is 
shopping for a rifle to give a beginning 
shooter. 


SMOOTH TRIGGER PUL 


EM 





? 


‘Notice, too, what a clean, crisp trigger 
pull it has. And the trigger itself is cor- 
rugated, so your finger can’t slip.’” Work 
the action, and pull the trigger. Hand 
the gun to your prospect so he may do 
the same. 





MODERN BOLT HANDLE 





Ask customer “‘have you noticed the 
streamlined bolt handle? See what a 
low upturn it has. If you ever want to 
mount a scope on this gun it can be 
done easily —without any alterations.”’ 


er 


I'ry the rifle for balance. Feels right 
doesn’t it? Heavy enough to hold steady 
but not so heavy as to be awkward. 
You'll enjoy shooting this gun for years 


” 


to come. 


’ 

. . . Now it’s up to your customer. 
But if experience means anything, a 
demonstration like this—adapted to 
suit the buyer—will sell more rifles for 
you. Give it a try. , 


More shooting fun per dollar... and you can prove it! 





MODEL 510A (illustrated) single shot retailing at.......sseeeeeeeees $23.05" 
ee OE BEINN PARE. x scene cccvcasccseseccscesnces $27.65* 
MODEL 512A tubular magazine repeater... . 2.1... ceceeceeeeces $32.30* 
MODEL 513SA racy, repeating sporting arm... .. 1... cece ee eeeeees $57.05* 
CAODEL SISTR fine target rifle... cccsccccccccvccccscoccccccces $65.25* 
MODEL 521T low-priced target rifle... 1.6.50 cece cece ee ee ewe eeee $42.70* 


prices subject to change without notice 
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and lose that business for that en- 
tire period. 

One salient point that we have 
found out, is that it takes just as 
much sales effort and sales expense 
to sell merchandise that one is out 
of (and a lot more office expense, 
due to explanatory letters, etc.) as 
it does to sell items that are in 
stock. In addition to shorting 9 pct 
to 10 pet of our orders, we found, 
on the other hand, that we often 
had excessive and heavy stocks of 
other lines. 

Any wholesaler should not over- 
look any factor that will increase 
his profits and at the same time re- 
duce the overhead expenses. Some 
results of an overstocked condition 
are increased insurance, useless ty- 
ing-up of capital, obsolescence and 
losses due to price reduction, as well 
as floor space that should be used 
for merchandise having quicker 
turnover. 

The fine line between profit and 
loss very often hinges on the dif- 
ference between merely keeping 
stock records and actually practic- 
ing stock control. 


Minimum of Overstocks 

Over 20,000 items are recorded 
in our perpetual inventory and 
stock control system. Since the in- 
stallation of this system, shortages 
have been reduced to less than 2 
pet of our sales. Overstocks have 
been kept to a minimum. The re- 
sult has been an approximate reduc- 
tion of 25 pct in our inventory, an 
increase in turnover of more than 
two times, a better-balanced stock 
of merchandise, and more well- 
pleased and satisfied customers. 

The initial expense and fixed up- 
keep and operation of this system 
are not comparable with the bene- 
fits derived in the saving of money, 
time, customers’ good will, etc. 
However, one must bear in mind 
that regardless of how expensive or 
how perfect any method of stock 
control is, it is not worth a red cent 
in results unless it is kept up prop- 
erly and supervised in an efficient 
manner. Such a control is not an 
expense. It is an investment that 
soon pays for itself and continues 
to pay dividends as long as it is in 
use. 

The ideal time to put this or any 
other stock control system into ef- 
fect is at the regular annual inven- 
tory period. Your actual count of 
inventory should be entered on the 
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disbursement cards. This gives you 
an accurate base to start your stock 
control on each item. 

Some firms have made the mis- 
take, in my opinion, of putting two 
and sometimes three items on a 
card in order to decrease the num- 
ber of trays and cabinets necessary 
to handle their stock. It is far 
more satisfactory to have a dis- 
bursement card and purchase card 
for each item. 

This helps to eliminate the pos- 
sibility of error due to the operator 
taking the shipment off the wrong 
item. These cards are placed in the 
trays in the exact order in which 
the items are illustrated in our cata- 
log, leaving a certain number of 
pockets blank after each section for 
the addition of new lines or items. 

The disbursement card shows the 
name and size of the item, maxi- 
mum and minimum stock, the date, 
and the quantity sold each day, 


which is deducted from the balance 
of stock shown the previous day. 

As merchandise is received in our 
stock, it is entered in red pencil by 
date, and this quantity is added to 
the quantity on hand. When an 
actual count is made of an item, it 
is entered in blue pencil and is the 
new balance on hand to work from. 

In taking our annual inventory, 
the inventory sheets showing the 
actual count are worked through 
the Kardex stock control system. 
If there is a difference between the 
amount shown on the disbursement 
card. and the actual count, the item 
is sent back for recount. This gives 
us a double check on our annual 
inventory count and also corrects 
any errors that might occur on the 
stock control cards. 

We have found that our stock 
control system is within 5 pct of 
our actual count at our annual in- 
ventory, which will give you a good 





OFFICERS of the 
AMERICAN HARDWARE MANUFACTURERS ASSN. 


Elected at Atlantic City, N. J., October 12, 1950 


President 
George H. Halpin, Minnesota Mining & Mfg. Co. 


Vice Presidents 


Richard L. White, Landers, Frary & Clark 
Herbert B. Megran, Starline, Inc. 
R. H. Coleman, Remington Arms Co., Inc. 


Secretary-Treasurer 
Dr. Arthur L. Faubel 


Executive Committee 
1951 
Stanley Woodward, The Ruberoid Co., Chairman 
Archer L. Hager, C. Hager & Sons Hinge Mfg. Co. 


A. E. Keating, Trimont Mfg. Co. 
S. C. Slaymaker, Slaymaker Lock Co. 


' 1952 


R. W. Chamberlain, The Stanley Works 
Mark J. Lacey, Peck, Stowe & Wilcox Co. 
Walter W. Rector, True Temper Corp. 


James G. Geddes, 


H. K. Porter, Inc. 


1953 


Franz Stone, Columbus McKinnon Chain Corp. 
Geddes Parsons, P. & F. Corbin Division 
F. J. Tone, Jr., The Carborundum Co. 
L. G. Pratt, Samson Cordage Works 


Advisory Board 


P. B. Noyes, Oneida, Ltd. 
Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mfg. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 
Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 
John S. Tomajan, The Washburn Co. 
Herbert P. Ladds, National Screw & Mfg. Co. 
Harold F. Seymour, Columbian Vise & Mfg. Co. 
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An extensive line of screen door accessories 
enables Russwin dealers to cash in on 
profitable, seasonal business. By displaying 
just a few items in the line... on a counter 
or ina window ... Russwin dealers easily 
condition the many “hot” prospects in their 
communities. The distinctive features 

of Russwin Screen Door Accessories help 
them clinch sales. Get acquainted with the 
attractive profit possibilities of Russwin 
quality-built Screen Door Accessories. 

A timely display, now, is sure-fire with 
prospects in the mood. Russell & Erwin 
Division, The American Hardware 
Corporation, New Britain, Conn, 













é Extra sturdy 
Top quality a mortise-type 
liquid type screen door catch 
screen door 
closer 











Here are three Spring favorites... 


LIQUID SURFACE DOOR CLOSER... 
Number 8—In quality of materials 
and craftsmanship, the Number 8 
compares favorably with the reg- 
ular line of widely-used Russwin 
Surface Door Closers. Spindle is 
of one-piece drop forged steel .. . 
featuring a 4 point bearing. Piston 
has an extra long bearing, accu- 
rately machined and fitted. Flat 
rectangular wire spring allows 
maximum resiliency. The Number 
8 is reversible for either right or 
left hand doors. Speed of door 
readily and accurately governed. 
AIR CONTROLLED SCREEN DOOR 
CLOSER .. . Number 5 — Made of 
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wrought tubing with wrought 
brackets, this popular-priced screen 
door closer is in wide demand. It 
can be applied to inside of doors 
opening out or to outside of doors 
opening in. Coiled torsion type 
spring encased in tube protected 
from weather. Spring has adjust- 
able tension to control speed of 
closing. 

SCREEN DOOR CATCH . . . Number 
565 — The quality of this mortise 
type catch assures extra long, trou- 
ble-free service. It has a wrought 
brass or bronze front and c&st iron 
case, Japanned. Holds door firmly, 
yet easy to operate, 
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idea as to its correctness and its 
possibilities. 

When we issue new catalogs, it 
is, of course, necessary to revise 
the arrangement of the pockets in 
the trays. Cards are made for each 
new item shown in the new catalog 
and are properly placed in their re- 
spective positions. Items that are 
discontinued in the new catalog and 
of which we still have some stock 
on hand, are left in their relative 
positions, but are marked “Discon- 
tinued.” As the discontinued items 
are sold out, the cards are removed 
and destroyed. 

Deliveries from manufacturers 
are becoming slower and slower— 
at least we are having that experi- 
ence, so to enjoy a pre-determined 
turnover of “six” it is necessary to 
establish the following routine. 

To be on the safe side, 30 days 
are required usually for delivery of 
merchandise from the factory to 
your warehouse, so set the mini- 
mum ordering point at eight weeks’ 
supply. When the withdrawals 
from stock reach the eight weeks’ 
minimum, a red colored signal is 
inserted in the card, which indi- 
cates that it is necessary to re- 
order another eight weeks’ supply. 

When the merchandise is ordered, 
the red signal is replaced with a 
green signal, which indicates that 
an order has been placed. You will 
soon have in operation a plan that 
shows balances between a low of 
four weeks and a high of 12 weeks’ 
stock. The average will be close to 
eight and the turnover will then 
be six. 

On the other hand, there will be 


items on which you cannot get the 
six-time turnover, due to the neces- 
sity of buying in carload lots, 
which may be and often is, more 
than an eight weeks’ supply. 

Overstock items are marked with 
a purple signal and discontinued 
items are marked with a _ black 
signal. 

Deductions from the disburse- 
ment cards are made from the 
original orders after they have 
been worked, but before the orders 
have been invoiced by the billing 
department or posted by the ac- 
counting department. 

Tally slips are used on fast 
moving items to total the sales and 
then make group postings. The 
use of the tally slip speeds up post- 
ings and cuts down the number of 
calculations. 


Daily Stock Reports 


As items reach the specified 
minimum stock, the operator, in 
addition to placing a red signal on 
the card, makes a memorandum of 
the item. At the end of each day, 
all of the items that have reached 
the minimum during the day are 
typed on a shegf and placed on the 
buyer’s desk for immediate at- 
tention. 

A list of overstock and discon- 
tinued items should be typed at 
regular intervals, showing the stock 
on hand. This information is 
passed on to the salesmen with in- 
structions to put special effort on 
these items at lower than regular 
selling prices, if necessary, to move 
the stock. This prevents the ac- 
cumulation of obsolete merchandise. 

The purchase record cards show 
the name and size of the item, the 
buyer’s name, the factory names of 


our suppliers, the date, order num- 
ber and the quantity purchased. 
Another column shows the date the 
order was shipped and the quantity 
and another column the date and 
quantity received. These dates 
show the time required for ship- 
ment and delivery after the order 
is placed with the manufacturer, 
from which the minimum stock can 
be determined. This card shows on 
the right hand side, the monthly 
re-cap of sales as well as the total 
yearly sales for several years; it 
may show also the weight, factory 
cost and delivered cost. 

The monthly re-cap of sales is 
very important, as it is practically 
imposible to obtain a satisfactory 
turnover without a monthly ba- 
rometer due to the fluctuations in 
sales, even of the most staple items. 
Many items have their seasonal 
fluctuations and therefore* it is 
necessary to have a monthly record 
of last year’s sales, as well as the 
sales for the current year. 

A careful study of the monthly 
record of sales is essential, because 
it shows the rate of increase or de- 
crease, so that orders can be placed 
more accurately. It eliminates out- 
of-stock conditions, prevents over- 
stocks and permits a maximum 
turnover. 

Rates of Turnover 


Listed below are the rates of 
turnover of inventories as com- 
piled by Remington-Rand, Incor- 
porated, accomplished by groups of 
representative companies in certain 
industries, stated in dollars of an- 
nual sales at cost per dollar of in- 
ventory at cost: 

Five and Ten stores—chain, 26 
times; retail grocery, 15; retail 

(Continued on page 165) 








J. W. GEDDES 
H. K. Porter, Inc. 
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R. W. CHAMBERLAIN 
The Stanley Works 


§ 





STANLEY WOODWARD 
The Ruberoid Co. 





GEDDES PARSONS 
P. & F. Corbin Div. 


EXECUTIVE COMMITTEE MEMBERS OF AHMA 
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LUCIUS G. PRATT 
Samson Cordage Works 
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CANNING AND PRESERVING NEEDS 
= CASH REGISTERS RING! 


DISPLAY IT! | 





PROMOTE IT! 


MERCHANDISE IT! 





Prepare now to get your share of the 
plus business which the canning sea- 
son provides. Housewives everywhere, 
in the city and on the farm, will want 
new “tools'’ to make their canning 
and preserving faster and easier— 
and insure its success. The Shel-glo 
plastic items shown here fit right into 
this picture. They're practical and dur- 
able to use—economical for the house- 
wife to buy. Every one is made of 
high-heat resistant Polystyrene. The 
beautiful, solid kitchen colors make 
traffic-stopping displays for counter 
and window — often resulting in com- 
bination sales that get into the ‘‘dol- 
lar’’ figures. 


WRITE TODAY FOR COLORED 
CATALOG PAGES AND PRICES 


. No. 53 Heavy Mixing Bowl Set 
No. 35 Fruit Jar Funnel & Strainer 50% heavier than usual. 


has removable strainer disc. 


No. 132 Measuring Scoop 
partition adjusts for 
measurement desired. 


No. 212 Heavy Colander 
heavy duty—will not flex. 






Plastic Funnels 
five sizes—1, 2, 4, 8, and 16 oz. 








No. 104 Measuring Spoon Set 
accurate measurements 
insure tasty results. 


No. 128 Square Measuring Cup 
& Egg Separator 
measures liquids and bulk foods. an 


MANUFACTURING CO. 


WESTERVILLE, OHIO U.S. 


No. 134 Measuring Cup Set 
“indispensable” for canning. 


FACTORY OFFICE 


Room 14-102 


A Mdse. Mart 
: Chicago 
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Sporting Goods 
Session Covers 


Use of display busses and trail- 
ers, specialty salesmen, dealer 
meetings, and the merchandise out- 
look for sporting goods were among 
the subjects discussed at an in- 
formal session on Monday after- 
noon. With no formal talks sched- 
uled for the session, various whole- 
salers and manufacturers reported 
on their experiences with different 
types of sporting goods promotion 
techniques. 

One wholesaler described the use 
of a house trailer for displaying 
sporting goods. Among the ad- 
vantages ofethis type of a vehicle 
for a traveling display room were 
listed low first cost (this trailer 
cost $2500), very little mainte- 
nance and greater possibilities for 
developing an attractive interior. 

One of the chief disadvantages 
was said to be the fact that such a 
unit, with the car that pulls it, re- 
quires from 30 to 50 ft for parking 
and this poses problems in many 
communities. This trailer is fluo- 
rescent lighted and the displays are 





changed twice a year. A _ spe- 
cialty salesman is used to pull this 
trailer. 

The wholesaler using this trailer 
stressed that when you start using 
a traveling display room it is 
necessary to do a selling job on your 
own salesmen so they will under- 
stand your goals. In this instance, 
it was found that once the salesmen 
understood the picture, they en- 
dorsed the project enthusiastically 
and it has been instrumental in in- 
creasing sales. 

Uses Large Bus—Another whole- 
saler reported on the use of a bus as 
a traveling display room. In this 
instance, a display trailer had been 
used prior to World War II, but the 
war had forced an end to this use. 
In the postwar period it was de- 
cided to try using a bus and a 
Flexible coach was acquired for 
$32,000. This has worked out very 
satisfactorily. The company uses a 
specialty salesman as a driver, who 
works with the regular salesman. 
The specialty man gets a salary 

















TAVIME OBI WTP 
. AVM: HLL e 
SOON TO VISIT YOU. 


This postcard is used by a wholesaler to tell dealers when this display bus with its sporting 
goods samples will be in their locality. 
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Display Busses 
and Trailers 


Dealer Meetings 
Merchandise Outlook 


and expenses, while the regular 
man draws commission on all sales 
to his accounts. 

The company uses a _ postcard 
containing a picture of the bus to 
build up dealer visits to the display. 
A copy of this postcard is illus- 
trated with this report. This card 
is mailed to dealers in a given area 
telling when the bus will be in 
their locality, “bringing to your 
door samples of our entire line of 
sporting goods and other season- 
able items.” 

This wholesaler reported that use 
of this bus greatly expanded sales 
of sporting goods. Lately some re- 
lated lines have been added to the 
display, for example vacuum bottles, 
and it has been found that sales of 
these related items added to the bus 
display rose sharply. 

Specialized Dealer Meetings — 
Wholesaler-dealer meetings were 
discussed by a wholesaler, who ex- 
plained that last year he held a 
merchandise show in which vari- 
ous manufacturers exhibited their 
lines in separate displays. While 
this proved very beneficial as a 
sales stimulant, they decided to try 
a little different method of holding 
the show this year. 

This year displays at the two 
week show were tailored to match 
the lines carried by the wholesaler. 
In other words, all the reels, for 
example, carried in stock were 
mounted on one large display, 
along with related merchandise. 
Thus each display covered com- 
pletely all the sizes and models of 
one type of merchandise in one 
spot. 

The experience this year with 
this type of an exhibit was such 
that it is planned to use this method 
again next year. It was found that 
while they had only a fourth as 
many dealers at this year’s show, 
they did twice as much business 
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and shipped practically all the mer- 
chandise. A special effort was made 
to have salesmen concentrate on 
personally bringing in the better 
dealers at staggered intervals. 

Outlook for merchandise was 
discussed by several manufactur- 
ers. The general opinion expressed 
in these discussions was that it is 
impossible today to discuss the out- 
look with any degree of certainty. 
The picture changes so rapidly 
from day to day that no blanket 
statements can be made. 

One maker of fishing lines said 
he felt that competitive periods 
might develop in the future and 
that continued aggressive selling 
was desirable. He listed as the 
three important things the trade 
should do (1) develop plans for 
doing a better selling job; (2) ex- 
plore and use better marketing 
methods to reduce handling costs, 
etc., and (8) get rid of the de- 
featest attitude shown in some sec- 
tions of the trade. 


Hunting Clothes Outlook 


Another manufacturer, touching 
on the outlook for hunting clothes, 
explained that while his company 
had doubled their productive ca- 
pacity, government needs would 
take at least half of this expansion. 
He estimated that this year’s pro- 
duction would probably equal last 
year’s and that while supplies of 
hunting clothing would be in fairly 
good shape, a cold, wet fall might 
quickly bring on a tightness. 

Another producer of fishing lines 
also decried the development of a 
pessimistic attitude toward the 
future. He foresaw a continued 
healthy demand for sporting goods. 
Touching on nylon lines in particu- 
lar, he expects shortages due to 
war needs. However, he explained, 
manufacturers are exerting every 
effort to produce as much nylon 
line as is possible and pledged the 
continued efforts of fishing line 
makers in this direction. Whole- 
salers and dealers were advised 
against becoming greedy or pan- 
icky, but instead to concentrate 
on maintaining an adequate inven- 
tory. 

A manufacturer of firearms re- 
ported that this year, they were 
able to ship in the first quarter of 
this year 25 pct of allocation. 
While this pace has been held thus 
far, it has required that they go 
deeply into inventories. He said 
there was a possibility that this 
shipping rate could not be main- 
tained, in view of still further re- 
strictions on steel in prospect. 
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first 
choice 


Constant efforts to satisfy the numerous Fastening and 
Hanging tasks have resulted in Paine’s “know how.” 
Do as others have done—make Paine your first choice. 
Paine Spring Wing Toggle Bolts provide a secure and 
permanent fastening in hollow walls and ceilings, where 
it is impossible to reach the other side. Reduce installation 
time and accent the quality of your work with Paine 


Spring Wing Toggle Bolts. 


THE PAINE COMPANY 2963 Carroll Ave., Chicago 12, Ill. 


the best craftsmen always take p 


Star Drills 
Malleable Shields 
Special Hanging and 


Spring Wing Toggle Bolts Conduit Clamps 


Expansion Anchors Pipe Hooks and Straps 
Sudden Depth’ Drills 


Wood Screw Anchors 


Hanger Iron, perforated 
Fastening Devices 


Expansion Shells 
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America’s Fight 
Against Communism 





By BRIG. GEN. FRANK L. HOWLEY (Retired) 


Formerly Director, 
U. S. Military Government in Berlin 


We need to develop a get-tough policy against 

the Russians and Communism; a policy that we 

must back up with strength, advises General 

Howley. We must stop talking and be ready to 

act, or else the Russians will get away with 
everything they want. 


I am going to say some rough 
things about the Russians and the 
Communists, but I will say nothing 
that isn’t true, because I have dealt 
with them thousands of hours and 
I think I know them pretty well. I 
have had more dealings with them 
than all the combined foreign min- 
isters put together, and multiplied 
by ten. Some newspaper men figure 
I have had over 2,000 hours in con- 
ferences with the British, French 
and Russians, and we had a city run 
on a@ unanimous basis. I signed over 
1,300 agreements with them. 

If anyone knows of a better sys- 
tem than mine in dealing with them, 
he had better step forward, because 
we haven’t developed any better, 
and the only way in which I have 
acted is exactly the way you act in 
business. 

There are three ways of dealing 
with international affairs, as I see 
it. One is the diplomatic way; this 
magic whereby you come out of a 
conference and you have accom- 
plished wonders, and you stick by 
that agreement. You mention sec- 
ret protocols. The other fellow 
walks all over you; he spits on you; 
he kills your men, but you are too 
proud to break that agreement. 
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The Russians use that agreement 
simply as a basis of operation 
against you. They live up to only 
the part of the agreement which 
they have to or which is to their 
advantage. 

The second way of doing business 
is what I call the military manner. 
That is an honor system. It’s the 
word of a gentleman. 

The Russians are not like that. 
They’re just not made that way. 
They are liars at ‘the start and they 
are liars at the finish, and all you 
do is end up by doing no business 
with them and not talking to them. 

Third is a businessman’s basis, 
where you try to deal as you would 
if you were running a business. If 
you make a contract with a man, if 
you know he’s a chiseler and if you 
know his credit is bad, you go into 
the contract with your eyes wide 
open, and unless there is a tremen- 
dous margin of profit you don’t go 
near him. You only stick to your 
agreement just as long as he sticks 





“When your nation is in trouble, there 
is only one thing in the world you can 
do, and that is stick to principles. We 
did it in the past."—Gen. Howley. 





to his. Let him break down in a 
major part of the contract and 
that’s his tough luck and the hell 
with the contract. 

You have already dealt back 
enough and you're still better off, 
and that’s the only way you will 
ever do business with the Russians. 

You may wonder why I, a mili- 
tary man, sort of, am talking to you 
businessmen. Well, the truth is, as 
General Bradley said sometime ago, 
“It is no longer possible in the 
world to separate the economic— 
that’s you—the political, the mili- 
tary and the psychological.” 

There are these four factors in 
this world struggle which is going 
on. Whether we like the struggle 
or not, it exists. 

I don’t want to struggle any more 
than anyone else does, but I think 
we all feel there are more impor- 
tant things than living. I have seen 
some of the bad things that have 
gone on, and they are all coming 
from Communist Russia. 

At first we didn’t want to fight 
against Communism. We cushioned 
and cushioned and soft-footed with 
them. During the war we were so 
enamored with Russia’s magnificent 
fighting. It was a selfish fight, it had 
nothing to do with us, but they did 
fight the Germans, our common 
enemy, and at the time we had such 
a high regard for Russia that we 
had a very soft feeling towards 
Communism and we had a very 
great desire for friendship with 
Russia. 

Now we find ourselves in an awk- 
ward situation today. Everything 
seems to have gone wrong. We make 
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There’s a crowd of saideesited 
buyers heading your way! 


And they are a determined lot that mean ANNIVERSARY YEAR 
business because they want screen hard- " ras 











ware right now! This is one type of hard- a * | ) 
ware that needs no high pressure sales COMPANY” 

talk to impress one with the importance of Stitiiats 

seasonal protection from flies and insects. It’s a health measure recognized 
and endorsed nation wide. National Screen 
Hardware is designed and manufactured 
to provide the utmost in efficient operation 
and service conveniences year after year. 


National, 











No. 126 Screen and Storm Sash Hangers are simple in 
Adjustable Half Surface = design yet positive in action. Sash can be installed 
Spring Hinge 


or removed in a jiffy. 





The complete sets illustrated contain every hard- 
ware item required for a professional installation. 
Heavy protective finishes seal 

the smooth-working action | 
of the hardware plus added et 
years of service life. Adjust- ~ in ) 


able hinges illustrated allow 








No. 125 f : d tti ° = 2 
Adjustable Full Surface OF Varied serings On spring ; 
Spring Hinge tensions. 
No. 80 Screen and No. 79 Screen and Storm 


Storm Sash Hanger Sash Hanger 





ational MANUFACTURING COMPANY :- Sterling, Illinois 
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agreements that are broken; we 
have our sons dying; we have tre- 
mendous taxation and regulations 
which no one wants, and probably 
the government would be glad not 
to have to put them on also. 

Everybody in God’s world is tell- 
ing us Americans, the greatest 
people in the world today industrial- 
ly and morally, what is wrong with 
us and how we ought to operate. I 
guess the quietest voice is the voice 
of you men who have made America 
great and are keeping it great. 

How are we going to get peace? 
The only place I know to find the 
answer is in the United States of 
America. It is leadership that we 
have got to assume, and we have 
run away from it. 

We have tried everything in 
God’s world to make someone else 
shoulder the responsibility. We 
have the power, psychology, indus- 
try, all the things the world is cry- 
ing for. 

We might be able, if we work it 
right, to have a world of law and 
order again, which is the big issue. 
It isn’t war and peace. 

One American says, “Let’s buy 





T. W. McALLISTER 
SWHA Managing Director 


off these Russians who are causing 
the trouble. Let’s give them 50 bil- 
lion dollars’ worth of goods.” We 
gave them 12 billion dollar’s worth 
of goods, dynamos, generators, all 
kinds of things during the war. All 
we got back was insults. We are 
still laughing about trying to get 
600 boats back from them. 

You can’t buy them off. By as- 
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suming an attitude of appeasement 
you only make them more powerful 
and they have less respect for you. 

There are still voices saying, 
“Win them over with love.” I tried 
that; we tried to win them over 
with friendship. The best proving 
ground was Berlin. There we saw 
them in operation, and as early as 
1945 I saw how wrong we were, 
and I kept reporting it to my su- 
periors, but we were determined to 
appease them and win these people 
over. We tried all those things; it 
didn’t work. 

We tried being gentlemen, even 
though we were reluctant at times 
to do so. We tried recognizing the 
government we found in existence 
there, even though it was all Com- 
munist controlled, with the usual 
trappings of Moscow-trained lead- 
ers. 


Appeasement Failed 


Sure, we got along fine the first 
few days with them while we let 
them have what they wanted, but 
that didn’t work either. Appease- 
ment didn’t work, except on the 
basis of giving up everything which 
we think is important, permitting 
murder, rape and injustice. 

Well, we tried in Berlin. We 
tried all of these methods that peo- 
ple keep talking about now. I don’t 
mind our making the mistake, but 
for God’s sake let’s not go through 
the same thing again. 

When someone says by soft lan- 
guage, persuasion and being nice 
we are going to solve the Korean 
problem it’s plain nonsense, and the 
people saying that don’t understand 
the enemy we are facing. When 
they talk cooperation they’re talk- 
ing piffle. 

They are trained to hate us and 
everything we’stand for. They are 
indoctrinated with the theory they 
are going to control the world and 
if we are in the way, they will de- 
stroy us. It’s like a catechism; 
there can be no challenge of it. They 
are sure. 

I dislike what the political gov- 
ernment in complete control over 
there is trying to do, and when I 
say “Russian” I’m not thinking of 
the common peasant working in the 
field. The average Russian has 
nothing to say. 

I’m talking about the political 
bureau, the Communist group of 
bad, evil men who are in control, 
who got there by murder and by all 
the dirty tricks of the trade. Maybe 
they are fired in their desire for 
world control by a thing like the 


crusading spirit of religion. Mavbe 
it is the revival of Russian imper- 
ialism. 

This small group of evil men have 
the Korean nation completely in 
their control, and they have a lot of 
other nations under their control. 
Some of them we helped to get, but 
again that is past. We have to go 
forward. 

Our first attempts to get along 
with the Russians were appease- 
ments. We tried to buy them off in 
Berlin. At the first conference, 
Zukov was in charge. That was in 
the good old days when he and 
Eisenhower got along because we 
were giving them everything they 
wanted. Whether that pleasant as- 
sociation would have continued 
when we stopped that foolishness 
is questionable. 

At the conference General Clay 
was representing Eisenhower, and 
I was sitting behind him. The 
British had General Weeks and 
some of their political advisers. The 
French weren’t invited to the meet- 
ing, and the Russions had a com- 
plete corps of experts, including 
men I call “wise guys.” 

A ship’s flag was hanging upside 
down in the back. I guess it was 
a symbol of things to come. I think 
the first thing demanded was, “Feed 





ARTHUR L. FAUBEL 
AHMA Secretary 


Berlin. When are you going to 
bring the food in?” 

We said we hadn’t planned to 
bring in the food to Berlin. We 
said, “We allowed you to take 
Brandenburg and Pomerania, let it 
come from there. Let’s be practical. 
We didn’t promise to feed Berlin.” 

We were told, “I don’t have the 
food. There is no bridge across the 
Elbe, and we have no means of get- 
ting the food in here.” 

We finally agreed to it, to buy 
them off—the same principle of 
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winning them over. We brought in 
up to 8,000 tons a day of coal from 
the Ruhr for the utilities, and so 
forth, and it did no good. Well, it 
did us some harm. It cost us a 
million dollars of your money a day 
for Berlin alone, and that is what 
it is still costing you, or pretty 
close to that. 

Then we gradually backed down 
and began to wise up. We were try- 
ing to cooperate with the Russians 
while they were competing against 
us at every opportunity. We 
couldn’t continue to allow things 
like murder and rape that had be- 
come so commonplace. 


Russian World Control 


We were very much confused as 
to what they really wanted. What 
Russia wants, this top group that 
is in complete control, is complete 
economic and political control of the 
world. 

I divide it for discussion pur- 
poses into economic and political. 
They don’t do that. It’s all one to 
them, and everything they are do- 
ing is all written in the books They 
have outlined all their plans much 
better than Hitler did in his Mein 
Kampf. It is all laid out, and they 
follow and prove the course. 

The difficulties we encounter now 
in dealing with them are due to the 
fact that we said things tough and 
then backed down. You can’t do 
business with them like that. Once 
you start it, you’ve lost. 

I always dealt very rough and 
very directly with them. I liked 
them personally, but still, business 
was business, and I never said I 
was going to do anything which I 
didn’t do. I’d do it promptly with 
a little extra measure. Fortu- 
nately, in those days I was backed. 
I used to get some criticisms from 
Washington, however, from the 
State Department. One of them 
was, “Can’t you make Howley shut 
up?” That strikes a familiar note, 
doesn’t it? 

In a democracy it is hard to say 
when you should shut up when you 
know obviously you can’t have two 
policies. You have to have one or 
the other, but who is right? 

They always believed me and 
trusted me. They never questioned 
anything I said. 

There is no truth in them. Don’t 
ever get mad if they lie, because 
they’ll tell the truth or lie, whatever 
happens to suit the occasion. 


158 


Where do we stand now? How 
are we going to get along with these 
people? Can we have co-existence? 
How can we solve this problem of 
Korea? 

Let’s go back and see what we 
did in the past for guidance. In 
Berlin they used force against us. 
They finally couldn’t have their 
way, so they blockaded us com- 
pletely, trying to starve my family 
and other families, including two 
and a quarter million Germans 
under our control. We won the vic- 
tory at the cost of 70 lives. 

There was one important point, 
entrance and exit from the city, but 
they said, “It doesn’t exist,” and 
kept us from getting in and out. 
It wasn’t worth a war, and they 
were threatening what they would 
do if we didn’t be nice, so we met 
them in Paris. All they did was 
insult us. The blockade was lifted, 
and a week later they met in Paris. 
What did we settle? Nothing. 

At that meeting in Paris we 
agreed on a very dangerous thing, 
let bygones be bygones. 

These people got away with caus- 
ing the death of 70 British and 
American fliers, soaked you a half- 
billion dollars, gave us the biggest 
international insult any great na- 


Austria. They gave us the notion 
we would get the treaty and get 
other problems solved. They always 
do that. 

Then we agreed to give them 150 
million dollars’ worth of goods for 
reparations from current produc- 
tion. That means we pour in steel 
and stuff, and they take out the 
finished product. 

We had broken up a year before 
at the conference in London be- 
cause we wouldn’t agree to current 
reparations for Germany, and this 
was basically the same situation. 
There is no use in us pouring in 
millions of dollars’ worth of goods 
and their taking it out, but we 
agreed to it. 

I said to this man who came back, 
“That was a fine deal giving them 
that, breaking the thing we stood 
for and giving them 150 millions. It 
isn’t much but it’s the principle.” 

He said, “Look, Frank, we had to 
do it to get a peace treaty in Sep- 
tember. It’s blackmail, but we had 
to do it.” I said, ““You won’t get 
a peace treaty in September,” and 
they didn’t. and they still haven’t 
got the peace treaty. 

On the business of Berlin, the 
status quo, I said to the military 
man when he came back, “You 
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tion has had in modern times, 
showed themselves to be extremely 
cruel and brutal in Berlin, and we 
agreed to status quo. 

Furthermore, they threw in a 
dividend. One of the subjects they 
dragged in which had nothing to 
do with it—the same discussion 
that is going on in Paris now— 
was the agenda. That had nothing 
to do with the peace treaty for 
Austria. 

We wanted a peace treaty for 


didn’t settle anything; all our effort 
was for nothing. The kidnapper 
got away by just returning the 
baby.” They had been able to get 
away with the blockade, turn defeat 
into victory, and I said then they 
would use force against us again on 
a larger scale. 

I have been writing and saying 
these things in the papers for four 
years. That is the reason I stopped 
talking, because if America doesn’t 
know the lesson now it isn’t going 
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to do much good to keep on talking. 

I even said in one of these ar- 
ticles that the next use of force to 
get political and economic control 
may not be Berlin or Europe, but 
Asia. I said then that by letting 
them get away with the blockade 
there would be more blockades. We 
have had three. : 

So in Korea the dividend is up; 
the cost is up. It is the same prin- 
ciple, the same game. These people 
repeat their pattern. Now, if we 
let them get away with it—in fact, 
it may be too late—there are going 
to be more uses of force against us. 

“All right,” you say, “what is 
your solution?” I have a solution; 
everybody has one. I say we should 
draw a line and if they cross it, 
we'll give them the works. 

Where do you draw the line? 
Hoover says, “If the Europeans 
won’t do their part—” Well, he 
said “if.” 

Eisenhower doesn’t say, but I 
assume this is the policy he would 
recommend: “Let’s prime the 
pump; let’s show our good inten- 
tions. Let’s get our divisions in 
there; that is the only thing we can 
do, and they will get their divisions 
in there and Europe will be a little 
stronger.” 

When your nation is in trouble, 
there is only one thing in the world 
you can do, and that is stick to prin- 
ciples. We did it in the past. 

We got our independence. We 
built a nation on certain principles, 
and you stand by them even if it 
hurts. Now we are going to sit 
down at the conference tables with 
murderers. We are apparently will- 
ing to put our principles aside. 
When you do it and when you get 
all the other fellows willing to do it, 
you don’t have a great nation. It’s 
a third-rate nation, one that is un- 
worthy of the American people. 

Let’s go easy on the hot air. We 
don’t have the strength, and if you 
have a strong foreign policy and go 
making demands on Russia that you 
can’t back up, you are going to get 
hurt. You have to have a strong na- 
tion to have a strong foreign policy. 
There is no use of our demanding 
that they do this, that or the other 
now. They would laugh at us, as 
they have laughed. 

We have to do one thing right 
now. All these other factors; eco- 
nomic stability of the country, 
psychological warfare, political cor- 
rectness, all those things are im- 
portant, but right now we have to 
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build up our military power, be- 
cause we have found out the other 
things don’t count if they can use 
force and get what they want. 

We are spending an awful lot of 
money and energy. I say the de- 
bate is part of democracy. We 
have to thrash these things out, but 
the big decision will come in policy 
a year or two from now, and we 
ought to at least be looking ahead. 

What will we do in 1952 or 1953 
when we have got the strength to 
win any fight that is forced upon 
us? Are we then going to sit back 
on our haunches and waste all of 
our economy, 50 billion dollars for 
lighting fires here and _ there? 
That’s nonsense. 

We will have to face issues when 
we have the strength, and that is 
going to come about in ’52 or ’53. 
Maybe the justification now for 
some of these things we are doing, 
these “giving” ways which confuse 
our friends as well as ourselves, is 
because, as the people in Europe 
say, we are scared. We don’t 
want them to move until we are 
stronger, but when we are strong 


it is going to be the test. 

For my money, there is only one 
thing to do there. The question 
isn’t war and peace. The question 
is international banditry versus 
law and order. It is a question of 
chaos in the world occurring and 
reoccurring and destroying us eco- 
nomically and physically or a ques- 
tion of the type of law and order 
we have had in the world in the 
past and the type we will have. 

Thanks to the atom bomb, there 
is only one choice. You can’t have 
a nation when someone else has a 
means of destroying us. You can’t 
have them in a position to destroy 
us without warning. Therefore, 
when we have got the strength we 
have to face issues. We have to 
demand certain international guar- 
antees and none of this lying and 
cheating against us. 

If we are strong enough and 
mean business, we might succeed in 
getting them to recognize the 
futility of using force against the 
democratic people. We might make 
them recognize the wrongness of 
their ways because it don’t work. 
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Steel for Living 
(Continued from page 136) 


come from the baskets of Hindus 
who scratch the earth for it in 
India. 

If the hardware industry must 
ultimately deal in substitutes for 
some of the familiar products it has 
handled, the reason lies in this 
overall strategic situation that 
faces us, and not in our steel mak- 
ing capacity. I wish I could put 
this message in the hands of every 
hardware retailer in the nation, so 
he could tell every customer. 

When the Wall Street Journal r<- 
ported the New England Hardware 
Show in late March, it headlined 
the item, “ ‘Here We Go Again,’ 
Moan Hardware Men.” It quoted 
some dealers as saying they would 
rather go out of business than go 
back to handling the iron and plas- 
tic plumbing fixtures of the last 
war. I think we are going to be 
able to do a lot better than in the 
last war—both in terms of our total 
production of steel products for ci- 
vilians, and in terms of any substi- 
tutes we must temporarily develop. 


Military Requirements 


We have had some useful experi- 
ence in making substitutes, and this 
time they should be better. Equally 
important, we now have around 18 
million tons more steel making ca- 
pacity than in 1941: and by the end 
of next year we can look forward 
to a capacity almost 40 pct larger 
than in the year of Pearl Harbor. 

No estimate on the amount of 
steel to be required by our arma- 
ment program can be much more 
than an intelligent guess. United 
States military requirements in the 
peak year of the last war, 1943, 
amounted to some 53 million tons. 
Our capacity now is already about 
double that figure, and will be about 
120 million tons by the end of next 
year. We do not have to start from 
scratch now in building a navy or 
merchant marine, or an air force. 
We already have available many of 
the facilities that we strained our 
resources to build in the war of the 
forties. 

Direct armament today may take 
therefore no more than 10 pct of 
our output, according to some esti- 
mates—although no official pro- 
nouncement has been made. 

But, of course, this is only the 
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beginning of the demands to be 
made by the current situation. For 
the indirect armament needs will 
be larger. Some companies report 
that a third or more of their steel 
is now going to war-connected uses. 
Much of this steel is, of course, 
being used to build new industrial 
plants. 

Granting, for instance, that over- 
all rearmament needs—direct or in- 
direct—will temporarily average 25 
pet of our total steel output, we 
shall find that some steel products 
are drawn on far more heavily than 
others. Late last year, for exam- 
ple, there was a published estimate 
that the government might ulti- 
mately—and temporarily, of course 
—want 50 pct of the country’s sheet 
and plate output. 

The only positive statement that 
can be made about the situation 
today is that no one is to be in a 
position to get all the steel he 
wants, can use, or could use. 

The uncertainty we are now ex- 
periencing in steel requirements 
may possibly continue for the next 
six to nine months, as the steel to 
be taken out of the normal channels 
is on the rise. But it is our expec- 
tation that barring all-out war, we 
shall then reach a temporary pla- 
teau of military need, with, there- 
after, a possible mild decline to a 
slightly lower plateau. Sometime 
next year, that is, we should pre- 
sumably reach a platform where 
the military and government need 
for steel is lower than the peak 
probably to be reached this year. 
Meanwhile our steel output will 
have continued advancing, as our 





capacity is constantly increased. By 
sometime next year—assuming no 
war intervenes—we should know 
where we stand. 

I think we might be proud as q 
nation of the fact that we can now 
produce all the sheet and plate pos- 
sibly needed by the Armed Forces 
for tanks and ships, and still have 
enough to maintain a_ high-level 
standard of living. No other nation 
in the world could do it. Such an 
output is possible for the United 
States very largely because of our 
development of the continuous strip 
rolling mill—where a glowing ingot 
starts down a quarter-mile course, 
and emerges automatically as a 
great coil of flat metal, ready for 
finishing and fabrication. 


First Continuous Mill 


In the lifetime of most of us here, 
this operation was still being pain- 
fully performed by hand. It was 
early in 1924 that the first continu- 
ous strip rolling mill in the world 
was completed by Armco at Ash- 
land, Ky. 

This was the beginning of a revo- 
lution in steel and in American life. 
Until then, no one could have con- 
ceived of a nation with an automo- 
bile to every four citizens. An early 
automobile maker who ordered 
prompt delivery of 800 tons of body 
sheets was overwhelmed when we 
turned out his complete order and 
delivered it in a day and a half. He 
needed three weeks just to unload 
the cars. 

Other companies were licensed to 
use our patents and in the next ten 
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years after this development, an ad- 
ditional half billion dollars had been 
poured into building 27 similar 
mills in the United States. It was 
on this foundation of cheap abun- 
dant steel sheets that today’s great 
automobile industry arose, as well 
as a host of other products we use 
every day. 

Russia, which produces only a 
third as much steel as we do, uses 
practically all of it for building war 
potentials and not civilian comforts. 
We have long devoted almost 100 
pet of our own steel output to giv- 
ing our citizens the highest stand- 
ard of living in the world. Our peo- 
ple have indeed been educated to 
expect this, almost as a right. Our 
government must now, for a year 
or so, ask citizens to limit some of 
their customary demands for a few 
of the steel fabrications we produce 
so abundantly, so that we can be 
ready to defend effectively the luxu- 
rious life we have created. If there 
is any temporary sacrifice involved, 
it will exist only in comparison to 
the incomparable abundance we 
have enjoyed. It will certainly not 
weigh heavily upon any of us, in 
human terms. 

Some of today’s apparent scarci- 
ties are just the result of maldis- 
tribution and bad planning. This 
needs correction, and is being cor- 
rected. Lots of steel today is being 





“Our government must now, for a year 
or so, ask citizens to limit some of their 
customary demands . . . so that we can 
be ready to defend effectively the lux- 
urious life we have created. If there is 
any temporary sacrifice involved, it will 
exist only in comparison to the incom- 
parable abundance we have enjoyed." 


—Charles R. Hook. 





immobilized, for example, because 
government agencies have so far 
failed in various instances to plan 
accurately—failed to tie in deliv- 
eries with a manufacturer’s actual 
need for current production. 

The mills are, of course, helpless 
to correct such a situation. The 
fabricating manufacturer gets his 
defense job contract, uses his DO 
rating, and naturally gives an or- 
der to the steel mill for quick de- 
livery, so that he can proceed at 
once. The mill has no recourse ex- 
cept to put him on schedule. But 
the government agency responsible 
may change specifications; may de- 
lay his order for any of several rea- 
sons; may make it impossible for 
the manufacturer even to order 
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KESTER METAL MENDER 


The handy size of acid-core solder 





that is in such demand for household 


use. This fast seller is packed 










in a new eye catching counter 
display carton. Your customers 
will grab for this item. 

Also available in the 

handy size is Kester Radio 
Solder (Plastic Rosin- 

Core Solder). 


KESTER 


METAL MENDER 


SOLDER 


ACID CORE 


4 Ern- MADE FROM TIN AND 


FREE OFFER 


Send for your free 
supply of Kester’s 
big new soldering 
booklet, “Soldering 
Simplified.” 
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KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago 39, Illinois » Newark, New Jersey + Brantford, Canada 
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(tosh in on high profits now! ) 


Your Garclen Thade 


JUDSEN KNEE PADS 


Show ’em on 
your counter 
and they'll sell 
themselves! 




































Her is the stand- 
ard knee protection 
for gardeners and all 
other “down-on- 
the-knees” 
workers. All 
you have to do 
is display them 

on your ol 
counter— 


they'll sell fast and 


a ee. 


make high profits 
for you. Order your 
quantity today! 






DEALER'S COST 


$18.00 Per dozen Pair 





SUGGESTED SELLING PRICE ORDER FROM YOUR JOBBER 
$30.00 per dozen pair If He Cannot 
- Supply You, Write Direct. 
Cu, nopt Made by 


JUDSEN RUBBER WORKS, INC. 
Chicago 24, Illinois 


i $] 200 Per dozen pair 


164 








tools. So the steel inventories pile 
up. 

Some manufacturers still waiting 
the go-ahead on government orders 
say they have steel on hand that is 
“running out of their ears.” They 
are actually having a financial 
struggle to carry their steel inven- 
tory. One particular example of 
this may be seen in the freight car 
situation. The maximum produc- 
tion up until now has been around 
6000 freight cars a month. But 
steel manufacturers were mean- 
while providing steel for some 10,- 
000 cars monthly. In the face of 
this, you often hear of a shortage 
of steel for freight cars! 

Today rearmament is the respon- 
sibility of business men like you 
and me. The President has selected 
one of our nation’s most outstand- 
ing industrial leaders to direct the 
huge task of organizing our produc- 
tion forces for defense. 


Powerful Forces at Work 


I suspect that many of you per- 
sonally know C. E. Wilson. If you 
do, I know you will agree with me 
that a better selection could not 
have been made. Charlie Wilson 
could not have risen from the bot- 
tom ranks to become the head of 
one of our largest and most pro- 
gressive industrial organizations if 
he had not been a man of unusual 
ability, of high principles, and of 
great courage. 

There are powerful forces in 
Washington who do not want a 
business man at the head of the 
rearmament effort. They are doing 
their best to unseat him. But the 
opposition forces are in for a hard 
time. As you have recently seen, 
Charlie Wilson is not the kind of a 
man who will compromise his prin- 
ciples. He will get this big job done 
—and done properly—if we men of 
business support him. 

After all, Mr. Wilson represents 
all of us. The public is looking to 
business again to lead our nation 
safely through this crisis, and will 
hold all of us accountable for the 
results. 

That those results will be emi- 
nently satisfactory, I have no doubt. 
The glorious record of American in- 
dustry in war and in peace demon- 
strates that we can do it again. 

So far as the steel industry is 
concerned, I speak with personal 
knowledge. No matter how difficult 
the task, steel to defend our free- 
dom and maintain a decent stand- 
ard of living will be forthcoming 
—in whatever quality and quantity 
that may be necessary. 
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Catalog Building 
(Continued from page 145) 


1000 negatives per drawer com- 
plete with pockets and folders, 
for $333.50 per unit. 

This might appear to be a high 
cost for a file, compared with 
shelving where negatives and mats 
might be stored, but the file keeps 
the negatives, paper and mats in 
a vertical position at all times 
and keeps them from curling, 
breaking or scratching, so when 
ready for use again they will be 
in perfect condition. We would 
recommend this particular unit for 
taking care of negatives. 

You may think the whole thing 
is awfully complicated. It is not 
complicated if you have two full 
time operators. The work is sim- 
ple for them, for they will soon 
be experienced. 

If you have part time operators, 
in most cases they will be dissatis- 
fied, will not have the proper in- 
terest in the work, and will not 
produce good pages, mainly be- 
cause they will not have enough 
time. If you put the responsibility 
on a good man and a good typist 
with full time to do the job, you 
will get the job done with more 
satisfaction and with less expense. 





Stock Turnover 
(Continued from page 150) 


auto parts, 4; retail drugs, 4; re- 
tail electrical appliances, 4; retail 
hardware, 4; department stores, 4; 
wholesale grocery, 12; wholesale 
drugs, 6; wholesale hardware, 4; 
wholesale mill supplies, 4; whole- 
sale auto parts, 4; wholesale elec- 
trical supplies, 4. 

It costs annually 12 pct of the 
value of goods to own them for a 
year. In about eight years an item 
doubles its purchase price. In four 
years you must sell at 50 pct mark- 
up to break even. Note how turn- 
over increase affects the 12 pct 
yearly carrying charge: 

An ideal situation would be to 
turn your stock 12 times a year and 
buy on 30 days’ dating, then you 
would be doing business on the 
other fellow’s money. 

The rate of inventory turnover 
has a definite effect on profits. If 
you turn your inventory only once 
a year, you make only one profit 
on the money you have invested in 
it. If you turn it twice, you make 
two profits. A turnover of four 
times is the average for all trading 
concerns. Most should get six or 
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OSCILLATING 
FANS 


The first warm day starts the demand for FAsra 


oscillators... Are you ready to meet it? 


FASCO Oscillating Fans are old favorites for smooth, long-wear- 
ing performance. Now they're dressed in sleek, modern styling and 
handsome finish . . . with the steady, quiet power customers want. 

There's a model for every buyer's need—10”, 12” and 16” 
blade sizes. Display them prominently; they'll sell fast with a good 
profit margin for you. And their superior quality and performance 


mean satisfied customers. 


Cash in on the popularity of 





FASCO FLOOR FANS <> 
This new Lo-Level Fan wins new friends every day. a 
Beautiful, durable, quiet and safe—it moves all the air in a = SE = 
room without a trace of a draft. And only FASCO offers KK] [_By) 


a solid base that keeps floor dust out of the breeze. Models 
with 10” and 12” blades. 


Be sure you have FASCO Fans ready for the warm weather that's 


coming. Order your stock now. 


WRITE FOR '51 CATALOG AND PRICES TODAY 


formerly F. A. SMITH MFG. CO., INC 


FASCO Industries, Inc. 


ROCHESTER 2, N.Y. 
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better. Double your turnover and 
you double your profits. 

Therefore, the rate of inventory 
turnover is an indication as to 
whether too much capital is in- 
vested in stock. Overstocking is 
the basic cause of more business 
failures than any other single fac- 
tor. A turnover of three indicates 
that the inventory is sufficient to 
take care of four months’ sales. 
As an average that is at least twice 
as much stock as is necessary. 
Two months’ supply should be ade- 
quate, and if maintained, will raise 
the rate of turnover to six. 

Not only is capital tied up in in- 
ventory—capital which might be 
profitably employed elsewhere—but 
ever-mounting carrying costs eat 
into profit. The interest on money 
invested in stock, the shipping and 
handling costs, the costs of storage 
and insurance, the wages of people 
required to handle excess stock, the 
losses due to obsolescence and 
mark-downs—these carrying costs 
amount to at least 12 pct of the 
value of the goods each year. Some 
companies, keeping careful cost 
records, have found annual carry- 
ing costs running as high as 18 pct 
to 20 pct of inventory value! Thus, 
inventory eats up over 1 pct of its 
value every month! 


Capital Investment 


Tremendous profit-building forces 
are released by maintaining closer 
control over inventory and improv- 
ing turnover. For example: on an 
annual sale of goods costing $100,- 
000—if only one turnover is secured 
—$100,000 of capital must be in- 
vested and cost of carrying the in- 
ventory amounts to at least $12,000. 
See what happens when the turn- 
over rate is increased from one to 


* two—$50,000 in capital is released 


for other profitable use and an an- 
nual saving of $6,000 is effected! 
Each successive increase in turn- 
over releases more capital and fur- 
ther reduces carrying costs. With 
a turnover of six—a_ possible 
achievement in most lines of busi- 
ness—capital investment is reduced 
to $16,667 and annual carrying 
costs are cut to $2,000. Apply these 
figures to your own sales volume. 
This will give you a quick indica- 
tion of the substantial savings you 
can create through the Kardex-sim- 
plified Inventory Control methods. 
The greatest costs and most 
serious business losses occur from 


overstocks and slow turnover. See 


Fig. 1. 
The temptation to overbuy for 
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the purpose of securing discounts 
—or the attempt to reduce costs by 
buying more than can be sold in a 
reasonable period of time—leads 
directly to slow turnover and high 
cost of possession. On the other 
hand, there is often a danger in too 
fast a turnover on popular items. 
This results from carrying skimpy 
stocks and ordering so frequently 
in such small amounts, that the cost 
of acquisition on these items goes 
up. Carrying skimpy stocks of fast 
movers means low cost of posses- 
sion, but it leads to out-of-stock 
conditions which cause loss of sales 
and customer goodwill. 

The ideal turnover rate varies in 
different businesses. Some, such as 
coal and grocery concerns, make 
their greatest profit on 10 to 24 
turnovers, but for a majority of 
companies, the most _ profitable 
turnover is around six or eight. As 
the chart shows, the ideal turnover 
rate, the smallest costs and greatest 
profit are achieved when the cost of 
possession has been reduced to a 
moderate amount and yet ordering 
is not on such a_hand-to-mouth 
basis that cost of acquisition be- 
comes excessive. 

To determine the most profitable 
turnover rate for your business, it 
is necessary to weigh carefully your 
costs of acquisition against your 
costs of possession. The turnover 
rate giving you the lowest total cost 
is the ideal rate. 

Another great benefit that we 
have derived from this system is 
the speed with which we were able 
to complete our annual inventory. 
Starting several months in advance 
of the close of our year, inventory 


pages are typed, using the stock 
control as a guide, showing the 
name and size of each item. This 
saves the writing of the item at the 
time the stock is counted, and when 
the inventory is completed it is 
identical in arrangement of items 
with the catalog and stock control. 

The original typed inventory 
sheets are sent to the various floors 
and the actual count is inserted op- 
posite the proper item. Case lots 
are added to the quantities stocked 
in bins, so that you have the entire 
quantity on hand listed in one 
entry. 

Any items found in stock that 
are not typed on the inventory page 
are listed in long hand on additional 
inventory sheets. This gives us 
ready information for the disposal 
of such items. 

By having the inventory sheets 
typed prior to the closing of the 
year, the inventory may be priced 
before the quantities are entered. 
In the event of excess stocks or 
obsolete or discontinued items, it 
may be necessary to revise the price 
to a figure that will move such mer- 
chandise. 

After the quantities have been in- 
serted on the inventory pages, the 
pages go through the stock control, 
the quantities are entered on the 
disbursement cards, and, if re- 
counts are not necessary, they are 
then passed on to the extension 
clerks. 

It requires from two to three 
days for the actual count of stock 
and entry on the stock control, and 
an additional two days to complete 
the extension and proving of the in- 
ventory. 


Problems of Price Control 


(Continucd 


modity until 30 days after filing a 
report in Washington as set forth 
in the regulation. 

There would seem to be ample 
methods by which to determine 
ceiling prices. The problem, how- 
ever, is not how to establish ceiling 
prices but how to stay within the 
law and still sell at a profit. 

Then on top of the original regu- 
lation, to make matters more diffi- 
cult, on Feb. 23rd, out came Amend- 
ment No. 2 under which whole- 
salers’ ceiling prices were made 
subject to the 10 pet rule. This rule 
while designed to prevent the use 
of one or two isolated sales at a 
high price to determine the ceiling 
price, requires that at least 10 pct 


from page 130) 


of a wholesaler’s sales of an item 
must have been made at the higher 
price during the base period for 
that higher price to become his 
ceiling price. 

This, as any wholesaler knew, 
brought on an impossible situation. 
Wholesalers of hardware sell 30,000 
to 60,000 items. It would seem be- 
yond the physical ability of any 
wholesaler’s organization, and also 
beyond the size of his pocket book, 
to ferret out and separate his items 
under this 10 pct rule and redeter- 
mine his ceiling prices on the basis 
of this amendment. 

Fortunately OPS recognized this 
difficulty and on Feb. 28th Amend- 
ment No. 5 was issued which eased 
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TESTED AND 
APPROVED 


The PTI Cut Control Saw 
Blade is the first and original 
blade of this type. It was de- 
veloped by one of the world’s 
foremost saw manufacturers 
—and then thoroughly tested 
in the leading shops and 
laboratories of Europe and 
America for more than two 
years. It is the first saw blade 
of this kind tested by the 
Forest Products Laborato- 
ries, Madison, Wis., Timber 
Engineering Company, 
Washington, D.C., the Uni- 
versity of Zurich, Switzer- 
land, and other testing labo- 
ratories with favorable 
reports issued in every in- 
stance. 

Actual letters from de- 
lighted users in America and 
Europe crowd our files. 
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PATENT 
PENDING 


Eliminates Danger from Circular Sawing 
Saves Power, Cuts Smoother, Lasts Longer 


Here is the greatest improvement in circular sawing—since the in- 
vention of the circular saw. The sensational new PTI Cut Control 
Saw Blade that brings long-needed safety and remarkable new effi- 
ciency to this important tool! Now for the first time you can have a 
new circular saw safeguard in addition to the regular blade guards, 
splitters and anti-kickback holders—a safeguard that protects opera- 
tors even if the conventional devices are inadvertently or carelessly 


removed. 


Only PTI Safety Saw Blade 
offers all these Advantages 


1. Complete safety from kick-backs; 2. Reduced possibility of direct 
injuries; 3. Cuts chips, not sawdust; 4. 30% to 40% power saving; 
5. Longer life without sharpening; 6. Smooth cutting; 7. Quieter 
running; 8. Less danger of blade cracking; 9. Made of chrome Vana- 
dium Steel; 10. Available with solid tooth or carbide tipped. 








Write for Full Details 


getthe complete story of this sensational 
new Safety Saw Blade. Learn how you, 
too, can tie-in and cash-in on the fast- 


est selling saw blade in America today! 


INCORPORATED 
401 BROADWAY 
NEW YORK 13, NEW YORK 


PTI INCORPORATED 
401 Broadway 

New York 13, N. Y. 
Gentlemen: I'm very much interested in selling 
the PTI Safety Saw Blade. Please send me full 
particulars. 

Name 


Address 
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the 10 pct rule to provide that if a 
general price increase had been put 
into effect to all customers of a class 
and had remained in effect through 
Jan. 25th then the 10 pct rule could 
be disregarded. 

Since the general freeze order of 
Jan. 26th and Amendments 2 and 5 
were issued, nothing else has come 
out which affects hardware whole- 
salers. 

Retailers of soft goods have been 
taken out from under the general 
freeze and are now permitted ‘o 
compute their prices on a mark-up 
basis, the items covered by this 
order, which are of interest to hard- 
ware retailers seem to be limited to 
furniture, lamps and rugs. Later by 
Amendent, sporting goods, certain 
appliances, housewares, etc., have 
been included. 

It might be well to mention the 
record keeping the regulation re- 
quires just as a matter of informa- 
tion. 

(1) The wholesaler must preserve 
and keep available for examination 
by the Director of Price Stabiliza- 
tion records showing the prices 
charged for all items sold or offered 
for sale during the base period 
(Dec. 19 to Jan. 26) and also rec- 
ords to establish the latest net cost 
of such items prior to the end of 
the base period. As an expression 
of personal opinion only, it would 
seem the records of sales normally 
kept by a wholesaler such as copies 
of invoices or orders would satisfy 
requirement No. 1. And that a 
wholesaler’s regular paid purchase 
invoice file would meet the latest 
net cost requirement. 

(2) In addition the wholesaler 
must on or before March 1 prepare 
and preserve a statement showing 
the categories of commodities in 
which deliveries and offers for de- 
livery during the base period were 
made. As personal opinion only it 
would seem a wholesaler’s base pe- 
riod catalog would answer this re- 
quirement. 


Ceiling Price List 


(3) On or before March 1 the 
wholesaler must prepare and pre- 
serve a ceiling price list showing 
the commodities in each category of 
merchandise delivered or offered 
for delivery during the base period, 
together with a description or iden- 
tification of each such commodity 
and a statement of the ceiling price. 
Here again it would seem, as a per- 
sonal opinion, that the wholesaler’s 
base period catalog would answer 
this requirement. 
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(4) The wholesaler must also pre- 
pare and preserve a statement of 
customary price differentials for 
terms and conditions of sale and 
classes of purchasers which were 
in effect during the base period. 
This should not be too difficult for 
a wholesaler to prepare. 

(5) The wholesaler must prepare 
and keep available for inspection 
for two years records of the kind 
customarily kept showing prices 
charged for the commodities sold. 
In addition the wholesaler must pre- 
pare and preserve records indicat- 
ing clearly the basis upon which 
ceiling prices for commodities not 
delivered during the base period 
were determined. It would seem 
the wholesalers’ normal sales rec- 
ords would answer the first part of 


this requirement. The second 
should not be too difficult to pre- 
pare. 


As to what is ahead in the field 
of controls is at this time a guess, 
but there are numerous predictions 
coming out of Washington. 

It seems that Mr. DiSalle, and by 
the way he is growing in the esti- 
mation of many as an administra- 
tor, has talked freely about his 
plans to place in effect a regulation 
which would permit the wholesaler 
to add to current costs his historical 
percentage mark-up. A step in this 
direction is indicated by the car- 
peting order. It would seem so 
simple to place this kind of regula- 
tion in effect that it is difficult to 
understand why he has not done 
so. 

Possibly an explanation lies in 
the rumors of a new price formula 
for manufacturers. Rumor has it 
OPS is considering a proposed reg- 
ulation which would roll back manu- 
facturers’ prices to a _ pre-Korea 


level plus the direct increase in 
labor costs and actual increases in 
material costs up to some recent 
date. 

It could be OPS thinks the whole- 
saler had best wait until the results 
of such an order had jellied before 
permitting the wholesaler to change 
to a historical percentage mark-up 
basis. 

There is another rumor to the 
effect that there is doubt as to 
whether, if and when a change 
comes, all wholesalers will be con- 
sidered alike. There might be two 
regulations, one for wholesalers of 
soft goods generally allowing a per- 
centage margin and another for 
wholesalers of hard goods placing 
ceilings on a dollar and cents mar- 
gin. 

The most recent newspaper an- 
nouncement is along the lines of 
some kind of master plan that ap- 
parently would set a limit on indus- 
tries profits and apparently would 
require increased costs to be ab- 
sorbed until profits fell below 85 pct 
of the rate of the three most profit- 
able years from 1946 through 1949. 

I even noticed recently the follow- 
ing comment—“There is increasing 
evidence that administration at- 
tempts to renew price control will 
be a highly controversial issue in 
the next few months.” 

All this of course, is rumor as 
far as I am concerned. What the 
future holds is anybody’s guess. In 
the meantime let’s not forget that 
controls are the law of the land 
and probably, in a situation like the 
present, could serve a useful pur- 
pose, provided our government will 
take the necessary steps to go out ia 
the yard and slow down the pump 
that is creating the pressure from 
underneath. 





Controlling Materials 


(Continued from page 133) 


If any one of you are manufac- 
turing a product in the CMP sys- 
tem for which there is a definite 
program, you will get a definite 
allotment of materials for that. Of 
course, that covers only the direct 
military. Your allocations will come 
from the military, from the defense 
procurement agencies, and then the 
defense supporting and essential 
civilian will also be allocated. 

I believe what you referred to 
previously was a scramble. Re- 
member that in all of these very 
scarce materials which Mr. Hook 


referred to, our alloy materials are 
going to be under complete alloca- 
tion anyway, and that allocation 
will fit in with the CMP system 
with the other major materials. 

The problem we have now, the 
real difficulty, is, how do we dis- 
tribute the balance of materials 
after our CMP, military, defense 
supporting and essential civilian 
have been allocated among all other 
users of steel, copper and aluminum. 
That is a problem I can’t give you 
the answers to today. 

I would like to mention that Mr. 
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improving quality 
and performance 


HOLD-E-ZE 


The Original 
Automatic Grip 


SCREWDRIVERS 


... the leader, too, in increasing 
sales and customer satisfaction, as 
thousands of experienced hard- 
ware men know. In addition to the 
famous Gripper, Hold-E-Zees fea- 
ture extra values in chrome vana- 
dium blades, hand ground bits, 
transparent, unbreakable handles 
and the fine finish typical of fine 
tools . . . quality unsurpassed— 
performance unequalled. 


.-.in constantly 


Super-tension Grip 
now holds flat and 
oval head screws 
better than ever. 


MODELS 
AVAILABLE 
FOR ALL 
TYPES OF 
SCREWS 





ORDER THRU 
YOUR JOBBER ! 


UPSON BROS., INC., ROCHESTER 14, N.Y 
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Franz Stone is coming with the 
NPA; in fact, he is already there, 
and the next time you people hold 
a convention perhaps you will ask 
him to come talk before you, and 
maybe he can give you more of the 
answers than I can. 








"—it is expected that the balance of 
our production and distribution for non- 
defense purposes will be as free of con- 
trols as is possible. It is not expected 
that allocations will be made for con- 
sumer goods."—H. B. McCoy. 





Question: Can you indicate to 
the hardware manufacturers where 
they go in Washington with any 
problems that they want to bring 
down there for solution? 

Answer: I just introduced the 
man to you, Mr. Franz Stone. I 
| believe he will be assistant admin- 
| istrator in charge of the area of in- 
| dustrial equipment, in which there 
will be division of common com- 
ponents, most of which will include 
hardware, I believe. That hasn’t 
been worked out definitely, but I 
believe the hardware group manu- 
facturing will be incorporated in 
the general components division. 

Question: When can we look for- 
ward to receiving the CMP forms, 
and when will they start function- 
ing? 





CMP for Third Quarter 


Answer: It has been our plan to 
put CMP into operation for the 
| third quarter. We have the forms 
ready. When the announcement 
is made, a public announcement 
regarding the industries which will 
be asked to file applications but 
which not necessarily means they 
will, all of them, be within the plan. 

The third quarter is the begin- 

ning. We may not be able to get 

' the system working effectively for 
the third quarter. There will be, I 
hope, a major part of the program 
| done for the third quarter, but for 
the fourth quarter we would expect 
it to be fairly complete. 

Decisions will then have been 
made about the entirety of the con- 
controlled materials plan and the 
allocations that are to be made, 
| but certainly we are making every 
| endeavor to get the thing operating 
| by the third quarter, and the forms 
|and the materials information will 

be submitted to business, I hope, 
| within the next ten days. 

| Question: I am one of the com- 
paratively small manufacturers of 
hand tools, of which there are a 





good many in the audience, and 
hand tools, as used by mechanics, 
are bought in the hardware stores. 

We can’t get any orders from 
the direct war divisions for hand 
tools because of the mechanics you 
have to go through, and at the same 
time, before the steel mills can 
make more steel they have to have 
these tools. The carpenters must 
have hammers, too, for instance, to 
build the concrete forms for the 
foundations, and so on. In other 
words, we can’t do anything with- 
out hand tools first. Still they are 
not a direct war product and we 
cannot get direct war orders. 

The question is, how are we going 
to prevent coming to a standstill? 
Several of us now are on the verge, 
ourselves included, where we have 
shut down two-thirds of our capac- 
ity for lack of steel. We hope this 
won’t be for long. 


MRO Includes Hardware 


Answer: One part of your prob- 
lem is solved through Regulation 4, 
the MRO order. Hardware and tools 
are included in that order. The 
dealer can accept self-certified rat- 
ings from users. He can pass along 
that rating to his manufacturer, 
and his manufacturer can pass it 
right along to the steel mills to get 
the necessary steel to produce those 
items. 

Hardware and other common 
components will be supported with 
an allocation program of some mag- 
nitude to turn out the necessary 
materials. I can’t say that I defi- 
nitely know what it will be. 

Mr. Stone and the rest of us have 
to work that out in regard to the 
defense supporting and essential 
civilian. Certainly the component 
field in which hardware is included 
is a very important item. 





"| fully expect that all of us will be 
surprised at the quantity of durable 
goods that can be turned out with a 
much smaller quantity of materials than 


heretofore."—H. B. McCoy. 





I would foresee that hardware 
production, that which is used di- 
rectly for military purposes as well 
as defense supporting, will be in- 
corporated to a large extent in the 
CMP plan. That should solve your 
problem, along with MRO, in which 
I judge there is a considerable vol- 
ume, or should be, of rated orders 
flowing back through the distribu- 
ting system to the manufacturers 
and to the steel mills for the neces- 
sary production materials. 
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HERCULES 











A Profeseional Plone at a Fooulur..* } 
















Here’s the new counter display that sells the 
Sargent Hercules Golden Cutter Plane. You'll agree it’s 
a stopper when you see it. 


The new Golden Cutter plane is nationally advertised. Your 


7 “ Me — never before h 
customers will see ads like the one at right in Popular ouch « Slade 


in @ professional pl, 
* Precision banal? ‘ane at « popular price. 


Mechanics, Popular Homecraft, The Home Craftsman, and Pa “ vena toc cana 
. ee nt Hercules Plane h, 1 
fo as b 
The Carpenter. toggle goa aatng sel spring under clamp 
handle Fully Guaranteed. nob and easy trip 
Get your counter display and complete merchandising aids ‘ 

; heel — Pouse at © tool display, 
and stock up for profitable plane sales. A better tool by — Sieh aot th cored 
Order now from your jobber so you'll be ready to take 
advantage of this nationwide Sargent promotion. Sargent and Company 

New York 


NEW HAVEN, CONN. Chicago 


Builders Hardware and Fine Tools since 1864 . 


A better tool by — 


\ ° \ 
Sargent and Company 
New York NEW HAVEN, CONN. 
Builders Hardware and Fine Tools since 1864 


Chicago 
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STAR 
O Molyfler 


Here’s the high speed hack saw blade for 
everybody! STAR Molyflex has extra 
flexibility plus high speed cutting qual- 
ity that insures “STAR” performance 
even when the user is completely inex- 
perienced. Used in a frame STAR Moly- 
flex is shatterproof—cuts 23.8% more 
metal than the average of 

leading high speed flexi- 

bles tested. 


STEELRITE 
MARKING CRAYONS 


Packaged for counter sales. 

Marks on hot, cold, damp or 

grimy metals. Markings withstand pickling, 
do not affect enamel applications. 


GET THESE SELLING HELPS 
FROM YOUR JOBBER 


Clemson backs up a hard-hitting continu- 
ing advertising campaign in leading indus- 
trial papers with equally hard-hitting sales 
aids for you. Contact your jobber today for 
a.supply of No. 166 Counter Display Cards, 
holding 10 Molyflex Blades; No. 45 Display 
Card that sells 3 Unbreakable Special Flexi- 
ble Blades at a time. Order fact-crammed 
Wall Charts and Metal Cutting booklets too. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 


Makers of hand and power hack saw blades, | 
frames, metal cutting band saw blades and | 
Clemson Lawn Machines 
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| level. 
| whole scene has shifted from pro- 


Appliance Output to Equal 
1949, Says McKibbin 


America’s 1951 output of such 


| consumer goods as electric home 


appliances and television sets, prob- 
ably will be about equal to 1949— 
the third best year in history— 
members of the Edison Electric In- 
stitute were told recently by John 
M. McKibbin, vice president of the 


Westinghouse Electric Corporation | 
| and general manager of the com- 


pany’s consumer products divisions. 
He pointed out that his remarks 


were based on the assumption that | 


there would be no war this year. 
“In addition to the latest Wash- 
ington point of view, I have checked 
the thinking of a number of other 
manufacturers in our industry,” 
said Mr. McKibbin. ‘‘The consensus 
at this moment is that we will turn 


out as much civilian product in | 


1951 as we did in 1949—the third 
largest production year in history. 


This means that our production will | 


be off only 20 to 25 pct from the 
record year of 1950. 

“But one point should be made 
and it is this,” he said, “you can’t 
make guns and refrigerators on the 
same production line. Practically 
speaking, you either make refriger- 
ators or you don’t. 
have an all-out war and consumer 
manufacturing is stopped as it was 


So, unless we | 


during World War II, there are | 


many practical reasons why you 
cannot use consumer goods plants 


for any great amount of defense | 


production at the same time you are 
using them for civilian production. 

“It is true that many consumer 
goods manufacturers have taken on 
sizable military contracts, but these 
products will be turned out in ex- 
panded or new facilities.” 

Mr. McKibbin recalled that at the 
end of 1950 manufacturers of con- 


| sumer goods were planning on the 


probability of all-out conversion to 
war work. 

“But, just a week ago I attended 
a sales conference,” he said. “It was 
called to work out plans to move 
what could easily become heavy 
television inventories at the dealer 
In a few short months the 


duction to marketing problems.” 
At the same time he pointed to 

the opportunities in the consumer 

products business, declaring that 


| two and one-half times as many re- | 
| frigerators were sold in 1950 as in | 
| 1940, four times as many electric 


ranges and eight times as many 


| electric water heaters. 








HELLER 


WAVY-TEETH 


"| FILES 


why this 
“wavy tooth” 
file means 





better filing 
for your 
customer 





and 
more sales 
for you... 


Cleaner, faster filing for 
your customer! Filing 
without clogging, scrap- 
ing or skidding! Filing 
that leaves a smooth sur- 
face! There, briefly, you 
have NUCUT filing. 


NUCUTS will prove 
your best bet for build- 
ing file sales. Write! 





oOmMmH4=zmMm-> vo 





18” wide x 23” high. No 
charge for display — pay 
only for files. Shipping 
weight 5 lbs. 


ASK ALSO ABOUT our complete line of Hammers; 
Masterenches; Craftmaster Scrapers; Trowels and 
other quality tools. 





HELLER BROTHERS COMPANY 


America's Oldest File Manufacturer 
Newcomerstown, Ohio 
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“We've seen relatively new prod- 
ucts like the automatic washer, the 
electric. dryer, and the dishwasher 
reach volume sales,” he said. “In 
five short years television sets sur- 
passed the sales of refrigerators, 
which have always been looked 
upon as the bell cow of the indus- 
try. In 1950 there were 6,900,000 
TV sets sold in this country and 
something less than 6,200,000 re- 
frigerators.” 





News Notes on Bicycling 


According to records kept by 
the National Safety Council, bike- 
riding is one of the safest sports 
in the country, showing fewer 
accidents, etc. than baseball, foot- 
ball and basketball, despite the 
fact more youngsters ride bikes. 


Bike Helps Catch Thug 


Seeing an armed holdup man 
dash from a restaurant, Edward 
Gardiner, a 17-year old New York 
high school student, followed him 
on his bicycle. When the gunman hid 
under a car, Gardiner flashed a 
passing police patrol with his bike 
light and the policemen picked up 
the thug with a loaded revolver 
in his hat. 


Like Fresh Air 


One reason that more and more 
adults are taking up _ bicycle 
riding, reports the Bicycle Insti- 
tute of America, is traceable to 
men and women workers in de- 
fense plants who find a free- 
wheeling trip in the outdoors a 
pleasant antidote to the confine- 
ment and noise of a factory. 


Free-Wheeling Poloist 
As a conditioner, Stewart Igle- 
hart, America’s only 9-goal polo 
player, rides a bicycle on the aver- 
age of ten miles daily preparing 
for the international polo matches 
this fall. 





HARDWARE HUMOR 
By Hardware Age 





"Since black is hard to 
get, | painted our gal- 
vanized pipe black." 
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@ The most all-around satisfactory fas- 
tener you Can use, with maximum strength, 
excellent working qualities and good 
appearance. Size and shape are held to 
remarkably close tolerances. Double 
heat treating adds the final value to this 
fine product produced by the Kaufman 
Double Extrusion Process. It pays you 
to specify and buy Cleveland High Car- 
bon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street, Cleveland 4, Ohio 


Warehouses: 
Chicago, Philadelphia, New York, Providence 


CLEVELAND Zep Chualit? FASTENERS 


‘4 
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Solved- 





a Store traffic problem 


This Miami dealer had to create store 
traffic where none had existed before. 
He did it by offering accommodation ser- 
vices—a sub-postal station and by accept- 
ing utility bill payments and developed a 
one-stop community business 


When Dexter Sausders, 10 years 
ago, decided that Miami, Fla., was 
the place to start a hardware 
store, his first problem was to 
find a promising location; then 
to translate that promise into 
store traffic. His success is the 
story of going after store traffic 
by building accommodation sales; 


i» 


by building a one-stop community 
store. 

The site selected was a tract 
of vacant land on which he had 
erected a one-story building, 50 
by 75 ft, of concrete block con- 
struction, which became 2618 
Coral Way. It was a few feet 
from the intersection of two main 





A customer, attracted to the store which accepts payment of utility bills, stops 
to purchase an ironing cord. Such bills are paid at the cash counter near which 
are the light bulbs and electric supplies displays. 
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Running a sub-post office in the store 
was one of Dexter Saunders’ main traffic 
builders. Up to 80 pct of the people 
who use this service and would otherwise 
have to make a five-mile trip, return dur- 
ing the year's period to buy merchandise, 


traffic arteries; Coral Way being 
the main route between Miami and 
the adjoining, fast-growing com- 
munity of Coral Gables. 

There were also many nearby 
building sites available, suitable 
to the construction of better-class 
homes. These sites were near 
enough to a commercial air base 
and consequently would prove at- 
tractive to executives and person- 
nel who could afford them. 

With this potential to aim his 
merchandising guns at, Mr. Saun- 
ders stocked the Saunders Hard- 
ware & Paint Co. with merchandise 
his customers would most likely 
need—maintenance and _ garden- 
ing materials, builders’ hardware, 
tools, etc. The basic idea was to 
provide a one-stop shopping cen- 
ter; the type of store which 
wouldn’t permit a customer to 
walk out without having satisfied 
some merchandise need. 

There were a few handicaps 
that had to be overcome if the 
business were to thrive. There 
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a Quality has been a guiding principle at National Lock since the 
andise, founding of the company in 1905. Down through the years extensive 
facilities and skilled personnel have been blended in o happy combin- 


ation that .has consistently produced fine hardware to appeal to those 


—— who want the best. 2® Cabinet hardware, builders hardware, 
g com- furniture trim, cabinet locks, casters, shelf hardware, screws and bolts 
nearby . all reflect National Lock's reputation for quality ... all assure the 
ert utmost in customer satisfaction. « Price, like quality, is important in 

near bringing abour steady sales and substantial profits. National Lock prices 
age are competitive. They represent outstanding value in each hardware 


ve at- 

erson- item made by National Lock. « Whether you sell or specify hardware, 
im his look to National Lock for the ultimate in distinctive hardware 
Saun- for a wide range of jobs .. . it's available ‘all from 1 source.” 
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Cancdian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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FAST 
SELLERS 


FOR 
FAST 
PROFITS 


See, compare 
Hall-Wessel Hard- 

ware Specialties and 
you'll see values to win 

customers. Beautiful smooth- 
as-silk finish in brass, chrome, 
bright zinc or ebony. Modern 
machinery achieves products as- 
suring years of wear and rust- 
resistance. Ask your jobber for 
Hall-Wessel Hardware Special- 
ties— by name. Write for our 
catalog —and please mention 
jobber’s name. 








sPA 
2116-26 W. NICHOLAS ST. base G4 


PHILADELPHIA 21, PA. | sense maxx 








were no other businesses in the 
neighborhood to attract trade to 
the store and consequently there 
was practically no _ pedestrian 
traffic. Highway auto traffic was 
fast moving and would be hard 
to stop, if at all. 

This is how Mr. Saunders bid 
for store traffic. His first step was 
to provide his neighborhood with 
a service it needed badly, but 
lacked—a complete U. S. Post 
Office. 

At the time of the store’s open- 
ing, it was a five or six mile trip 
to the nearest post office. Mr. 
Saunders arranged with the local 
postmaster to install a “contract” 
postal sub-station in the store. 

To make the sub-station pull 
traffic through his store, he lo- 
cated it behind a wired-in enclo- 
sure at the rear, compelling people 
to go the entire length of store, 
past well-arranged hardware dis- 
plays. 

To help in defraying the cost 
of a clerk to work in the postal 
station, Mr. Saunders installed a 
display of greeting cards nearby 
so that a customer could purchase 
a card, address, stamp and mail 
it, right in the store. 

This plan proved so successful 
that now, in an annex he has built, 
he carries a full line of greeting 
cards for all occasions, with vol- 
ume, on a year-round basis, aver- 
aging approximately $45 per week. 
Cards for major holidays, Christ- 
mas and Easter, help to build this 
volume. 

Another counter features a full 
line of stationery and school sup- 
plies. These lines, too, have be- 





come profitable departments. 





Youngsters are catered to in this hardware store which has a special school 
supplies department in its annex that features specialty merchandise. Sales 
to juveniles account for 20 pct of the volume. 


Although the store’s postal serv- 
ice has never been self-supporting, 
the Post Office Department allow- 
ing only a nominal annual fee for 
the service, clerical expenses (it 
takes most of the time of one clerk) 
and for rental of the space, the 
service represents a deficit to the 
store of $10 to $15 weekly. 

But this amount Mr. Saunders 
gladly charges off to promotional 
expense, because the postal ser- 
vice has accomplished its purpose— 
the creation of a heavy flow of 
potential customers through his 
store. He estimates that about 30 
pct of them buy one or more items 
when they call, and approximately 
80 pct return to make purchases 
within a year’s period. 

Utility Bills 

Branching out from the postal 
service idea, is another accommo- 
dation which he provides. He 
accepts payment of utility bills. 
Otherwise neighborhood residents 
would have to travel to various 
points in the city’s downtown sec- 
tion to pay their electric or water 
charges. 

This service, too, is a traffic 
builder. Payments are made at 
the cash register, which has been 
located at the rear of the store 
also. And adjacent to the cash 
counter, is a display of lamp bulbs 
and another of electrical items to 
create impulse sales. A customer 
paying an electric bill is thinking 
about electrical items, Mr. Saun- 
ders reasons. 

A third traffic builder was to 
engage the services of two attrac- 
tive young ladies with cars to call 
on neighborhood housewives and 
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acquaint them with Saunders’ 
services. These greeters combed 
the area, street-by-street, collect- 
ing information about the home- 
owners’ shopping needs. 

This information was used in 
compiling a prospect list to which 
direct mailings were made. Mail- 
ings included both personal letters 
and printed literature. As a means 
of checking the returns and to 
encourage visits to the store, Mr. 
Saunders offered small merchan- 
dise gifts in a personal letter, 
such as furniture enamel, or a 
rosebush. He reports his response 
to mail campaigns ran approxi- 
mately 70 pct or better. The gift 
idea also helped him keep the 
prospect list a live one. 

Juvenile trade has become an 
important part of the store’s traf- 


| 





fic, accounting for as much as 20 | 


pet of his total volume. Young- 
sters began coming in following 
the addition of the school supplies 
department and to mail letters for 
their parents. That led to their 
buying knives, air rifles, inexpen- 
sive fishing gear and pet supplies. 

They also are hardware cus- 
tomers, purchasing items for their 
hobbies or construction projects 
such as play houses, and pet cages. 
It was their continued patronage 
that eventually led the store to 
add a department for toys and 
children’s books. 


Mr. Saunders wisely sees to it | 


that the youngsters get the .same 
kind of attention as adults. He ob- 
serves, “Youngsters eventually 


grow up to be householders in | 


their own right and their buying 
habits, like any other habits, gen- 
erally carry over into maturity.” 
Just how successful these traffic 
ideas have been in developing the 
Saunders store is evident in the 
(Continued on page 186) 





Another of the popular traffic 

builders is this greeting card de- 

partment. Average weekly volume 
the year ‘round is $45. 
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HIT THE mtn 
BULL’S-EYE 


With Wickwire hardware 
products you hit the bull’s-eye 
every time in lasting customer 
satisfaction and: profitable 
repeat business. 

These fast-selling hardware items 
have gained outstanding preference 
because of their proved reputation for 
long-wearing, dependable service. 

You make 4 better sale when you 
sell these popular and famous brands. 
You build customer good will... 
win friends who come back 


to buy again. Wissco Flexible 
: Wire Clothes Line 






American Gold Strand 
Insect Wire Screening 











Clinton , 
Hex Mesh Netting 





WICKWIRE 


HARDWARE PRODUCTS 


A Product of the WICKWIRE SPENCER STEEL DIVISION of THE COLORADO FUEL & IRON CORPORATION 
In the East — WICKWIRE SPENCER STEEL DIVISION * 500 Fifth Avenue, New York 18, N. ¥ 
In the West — THE COLORADO FUEL AND IRON CORPORATION © Denver 2, Colorado 
On the Pacific Coast —THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland 6, Calif. 
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Branch Store Serves 
Expanded Electrical Trade 


Drive-in parking facilities make for fast and 
easy pick-ups by contractors at new branch of 
City Hall Hardware, Providence, R. |. 


The electrical goods department 
demanded and received an increas- 
ing share of store space at City 
Hall Hardware, Providence, R. I., 
ever since the business was started 
45 years ago. It reached the point, 
last year, that this department of 
the business required greater space 
than the store’s facilities would 
allow. 

The solution to the problem was 
found in the opening of a new 
branch store exclusively for the 
sale of electrical goods, at the cor- 
ner of Aborn and West Exchange 
Sts., only a few minutes’ walk from 
the downtown store. 


The new branch store, which has 
about 10,000 sq. ft. of space on two 
selling floors, has the advantage of 
parking facilities which allow con- 
tractors to drive their cars and 
trucks to the loading platform to 
pick up orders, which in many cases 
is the electrical equipment for an 
entire building. 

The new unit has four large and 
two smaller display windows, and 
is situated on one of the main 
streets of the business section. 

The electrical department in the 
main store had expanded until it 
occupied an entire floor in the four- 
story hardware store. It was known 


as one of the largest electrical 
goods departments in the southern 
New England area. 

The electrical department had 
developed along two channels— 
sales directly to consumers and 
home owners, and sales to contrac- 
tors who buy for home builders and 
home owners, and for commercial 
and industrial installations. 

Supplies and equipment for elec- 
tricians occupied a major part of 
one floor, and store traffic in this 
department was heavy. As is the 
case with most downtown business 
locations, the parking problem for 

(Continued on page 185) 





Pick-up sales are speeded by having stocks close at hand to the front desk in new branch store. 
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This is one view of the two large selling floors. 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET. ..a “smart looking” mem- 
ber of the new Shurlok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 


ATEGCO GLASS KNOB Witt 
WEVER LET VOU DOWN! 





There once was a fellow named Zeke, 
Who had hung like this for a week. 

But instead of being ended, his life was extended, 
For TEGCO GLASS KNOBS are unique. 





TEGCO TUBULAR GLASS 


Quality pe = ae 0 es 
TECHNICAL GLASS COMPANY, INC. O ) sini ona aiinction 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA Stan 2900 — 


WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 
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MELEE SENG 


This is the first of three El Paso stores which M. E. Quinonez, 
seen in doorway, has started since 1943. 


Texas Stores Prosper 
On Good Will Broadcasts 


Radio broadcasts have been used steadily 

by El Paso merchant who started first of 

his four stores eight years ago with only 
$2,100 capital 


M. E. Quifionez, retail hardware 
man of El Paso, Texas, once heard 
a doctor say: “Part of every bed- 
room equipment should be an out- 
side thermometer; it can help 
people dress properly for the day.” 

He remembered this when he 
planned a radio program for his 
retail stores. He chose a morning 
program called, “Time, Tempera- 
ture and a Song,” to promote his 
hardware business. 
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Thus, men on their way to work, 
and housewives making plans for 
the day, keep their ears open for 
the time and temperature . . . and 
hear his hardware message five 
mornings each week. 

Radio has been the major fac- 
tor in the growth of his business 
says Mr. Quifionez. 

In 1943 he found a little store, 
and, by selling some guns from his 
personal collection, he _ raised 





M. E. Quinonez, El Paso hardware man, 

selects records which will be played on 

radio program heard in Mexico as well 
as in the United States. 


$2,100 capital for a hardware 
stock. With this he started his 
International Hardware Co., on 
South El Paso St., in El Paso. 

Today he operates a larger store 
across the street from the original 
location, at 305-7 S. El Paso St. 
He also started three neighbor- 
hood hardware stores that are 
operated by Mrs. Quifionez and 
other members of his family. 

That little first stake, $2,100 in 
1943, has grown to a business that 
in 1950 grossed Mr. Quifionez 
$152,000. 

And he’s built the business (and 
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for your share of 


tes scimes CYCLONE 


HARDWARE PRODUCTS 


@ That’s the best advice we can give Cyclone customers during this uncer- 
tain period. 

We're dividing our production as equitably as possible. Our jobbers, 
we are sure, are distributing Cyclone Hardware Products on the same 
basis. So keep in touch with your supplier... keep him informed on your 
requirements well in advance. 

To help you plan, beneath each illustration is a product-by-product 
analysis of the situation as we write this advertisement. But production 
and distribution will be subject to any Government regulations which may 


Bronze and Aluminum Screening both ‘ 
extremely short; Galvanized in some- be issued. 
what better supply. 


LAWN FENCE HARDWARE CLOTH 
aie 


» 


eee, 
\uas ‘Tu 
Oat tas py 


Ree . cYELO} 
* 


ry 


Style LX (single-loop) Woven Fence your Expect fair service on this product. Supply picture ne here. 
best bet, along with Woven Flower Bed 
Border. Style F (double-loop) in shorter 


j 
8 {5 ee jm sae jets few Fj me 


‘ 





supply. 
Ona ese items, the familiar clone 
€ Y C L = A si - S a . = | s l ° N “ea Yaa tebel peo SS Aap 
ee wa hbsegpie put high quality today that it has indicated 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES for more than a generation. Your cv 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK il maha mc 


Order what you need for your share of 
this profitable business. 


CYCLONE “fed Jog’ HARDWARE PRODUCTS 


LAWN FENCE - GATES - HARDWARE CLOTH + INSECT WIRE SCREENING - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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For 
PROFITABLE 


VOLUME } 
BUSINESS ~“ 






FLEXISEAL 


CAULKING 
COMPOUND 


gill 


ie 


W 


Meets and Exceeds 
Federal Specifications 


More and more contractors, 
roofers, sidewall applicators 
and all the others are demand- 
ing FLEXISEAL Caulking Com- 
pound, They like its true white- 
ness and easy application... its 
long life protection and non- 
staining qualities. They know 
what they want...let them know 
that you sell this Tested Quality 
Caulking Compound and watch 
your sales soar. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 
REGULAR CARTRIDGES 
for conventional guns. 


CANS OR PAILS in bulk 
for Professional Users 


COLLAPSIBLE TUBES 
for Occasional Users 
Years and years of continued 
laboratory research and con- 
stant production control are 
good reasons for the dominant 
position Flexiseal holds today. 
Priced right for a good profit! 


FREE: peaer HELPS AVAILABLE 
ORDER FLEXISEAL FROM 


YOUR JOBBER 
or write 








LANDEN PUTTY WORKS, Inc. 


Malden, Massachusetts 
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is still building it) with two main 
factors: 

1. He attracts trade with 
planned radio programs. 

2. He keeps his customers, gets 
repeat business from them by 
using and living up to the motto: 
“Complete Hardware Stores.” 

Regarding his radio programs, 
Mr. Quifionez reasoned it out ac- 
cording to this theory: What kind 
of people come into a hardware 
store? To whom do I want to 
appeal? 

He has two radio programs. 
One, already mentioned, gives the 
time, temperature and a song. It’s 
ion a local station at 7:30 a.m. 
| five days a week. 





| Monday through Wednesday it. 


|is sponsored by Texas Hardware 
| Co., a neighborhood store managed 
|by Mrs. Quinonez at 4400 Dyer 
|St., in northeast El Paso. The 
| other two weekdays, it’s sponsored 
by Five Points Hardware Co., 907 
North Piedras, another neighbor- 
hood store. This store is managed 
by a daughter, Gloria Quifionez. 

Once he attracts attention with 
his “time, temperature and song,” 
he promotes one department at a 
time for a full week. Each week 
he offers some hardware item as 
a special, 


A Typical Commercial 


During the spring of the year, 
for example, the commercial will 
go something like this: ‘“We’ve 
just received a big shipment of 
lawn mowers. The stock includes 
a selection in various price ranges. 
We also have a complete selection 
of garden hose, garden tools, 
hedge trimmers, lawn seed and 
fertilizer. This week we offer an 
exceptional buy on hand grass 
shears .. .” 

Cost of this program is $15 per 
morning. His overall advertising 
cost is under 2 pct. 

This radio program covers two 
of Mr. Quifionez’s stores, Texas 
Hardware Co., which was opened 
in 1945, and Five Points Hardware 
Co., which was purchased in 1948. 

For his first store, International 
Hardware Co., Mr. Quifionez has 
been using a different radio pro- 
gram without interruption since 
1943. 


divided into two major groups, 
65 pet Mexican or of Latin Amer- 
ican descent, and 35 pct Anglo- 
American and others, the second 


Spanish language. 
With this program Mr. Quijfio- 





Since El Paso’s population is| 





radio program is largely in the | 
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Make Your Counter 


COUNT! 


You don’t need a lot of valuable counter 
space to display a complete line of cast- 
ers. 

Just feature the compact Bassick HD- 
10 caster department. In only 12 in. x 
614 in. of space, it displays samples of 
Bassick’s ten most popular items... 
mounted on removable wooden plugs, 
each numbered for quick identification. 

Your customers will sell themselves 
when they see this top-grade, nationally- 
advertised brand. Available from your 
distributor. 


’ THE BASSICK COM- 

“TS ‘» PANY, Bridgeport 2, 
“SY Se mm Conn. Divisionof Stew- 
art-Warner Corp. In 


Canada: Bassick Divi- 
sion, Stewart-Warner- 





| 7) we Alemite Corp., Ltd., 


y 


Bassick 


Belleville, Ont. 


a 
¢ 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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SIMONIZ’ ROAD RAVAGE Campaign now in full swing... 


YOUR BIG SELLING 
SEASON IS HERE! 


















LOOK HOW MUCH YOU MAKE 
on these faster-moving, 
nationally advertised favorites 


SIMONIZ 
SIMONIZ PASTE KLEENER 
SIMONIZ 


LIQUID KLEENER 











$10.94 









you PAY 
PER CASE 
(2 Doz.) 














YOU SELL 
PER CASE 











Simoniz profits bigger, better 
than ever...get yours! 


Huge Ad Campaign 
is reaching over 31,000,000 Readers 


Simoniz’ big smashing ad campaign is warning your 
customers about Road Ravage—telling them how 
Simoniz protects and beautifies car finishes as no wax 
or polish can. 


This red hot Road Ravage campaign is designed to 
reach and sell millions... in Life, Look, Collier’s, Satur- 
day Evening Post... in Better Homes and Gardens and 
in Sunday Magazine sections in huge metropolitan mar- 
kets! Be sure you’re prepared for this big selling season 
—have ample stocks on hand. Don’t miss the big profits! 


Order your supply of Simoniz today! 
® Trade Mark Reg. U.S. Pat. Off. 
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ENGINEERS 


LIFE-TIME’ 
WRENCHES 


Any way you look at ‘em — they build 
»Extta Sales* Profits Repeats 


Because . They are Alloy Steel Wrenches 


They are High Quality . .. Competitively Priced. 
They are made Exclusively for the hardware trade 
There is a Billing’s Wrench Merchandiser for 


EVERY STORE — 
EVERY SALES SITUATION — 
EVERY CUSTOMER 


MERCHANDISERS 











Get ’em from your wholesaler 


LLINGS 


HES & SHOP TOO 


HARTFOR[ 


A 


A 






NN { 


DISPLAY BOARDS 








nez appeals not only to the 
El Paso population, but also to 
| trade from Juarez, Mexico, which 
| borders El Paso. 

He has a one-hour music pro- 
| gram, seven nights a week, over 
| a Juarez station. Total cost of 

the program is $150 per month. 

In planning his program, Mr. 
Quifionez asked himself these 
questions: What type of music 
do I want? Who are most likely 
customers? 

“I figured that the men and 
women, settled people, who are 
buyers of hardware are married 
folks, 25, 30 years and up,” Mr. 
Quinonez said. “For this reason 
I decided to have quiet songs, re- 
laxing music. We play such songs 

| as, ‘Till We Meet Again,’ ‘Missouri 
| Waltz,’ ‘Isle of Golden Dreams’ 
| and other quiet, pleasant songs. 
| This appeals to serious, home- 
| owning people, our best pros- 
| pects,” he said. 

Then he asked himself about 
the best time for his program. 

“As soon as we could arrange 
it, we chose the hour of 8 to 9 
p.m. for our program. That’s the 
time the family has finished sup- 
per and is relaxing, listening to 
the radio.” 

Does it pay off? 

“Not a day passes, but we have 
five, sometimes as many as 25 
persons, come into our store to 
tell us they heard our music pro- 
gram. We encourage this by offer- 
ing to dedicate a song to any cus- 





| tomer who leaves his name and 


address on a visit to our store.” 


Maintaining Interest 
Here’s how Mr. Quifionez main- 


| tains interest and variety in his 


| musical programs. The station has 


a collection of 600 quiet, relaxing 
records of the type of music used 
on the program. 

Mr. Quifionez has the name of 
each of these songs on a file card, 


| a total of 600 cards. Each week 


| 


| he shuffles the cards and counts 


off 100 cards from the shuffled 


- “deck.” He then gives these 100 


cards to his radio man to be 
played during the week. The fol- 
lowing week he gives him another 
100, until the process is repeated. 

During each hour the station 
plays 15 records. Between each 
recording they use a commercial. 
As in the other program, the com- 


| mercials concentrate on one line 


| 


(or one department) each week, 
featuring seasonal merchandise. 
Each week he offers one special 
item as a traffic builder. 

Thus, he gets about 12 com- 
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to the mercials in Spanish each hour. | ames tid 


















































also to There are also three commercials 
, Which in English on the same hourly 
: program. 
1c pro- He calls the hourly program, 
k, over “Unforgettable Melodies.” 
cost of In addition to the three El] Pasc 
ionth. stores, Mr. Quifionez also has a 
m, Mr. small neighborhood store in Phoe- 
these nix, Ariz. It is named Preach’s 
music Hardware Co. and is operated by | 
t likely his brother-in-law Robert J. 
Preach. 
n and . 
dete Branch Store Serves 
>,” Mr. Expanded Electrical Trade 
reason 
igs, re- (Continued from page 178) 
| songs contractors and mechanics was a 
ere vexing one. 
reams The removal of the electrical 
songs. goods division to the new branch 
home- store made available about 3,000 
pres- sq. ft. of space in the downtown 
building, and this has been utilized 
about for expanded display of lamps, fire- 
am. place equipment, luggage and wall- 
ony paper. Dollar volume from these 
2 to 9 lines have shown a definite increase 
’s the because of the expanded displays. 
bey ~ yg —_—— store, ~ 
sales of the line have shown a sub- 
stantial growth since the new build- BEHIND THE MAN eee 
ing was opened on June 15, last 
— year. It has speeded service to con- ece BEHIND THE cou NTER 
vd a tractors and has created better rela- 


aie tions with the electrical trade. 
ig The building which houses the 


offer- division is named the James Build- MM You don’t.know this fellow ... but he knows you. He’s the 


i p ing, in honor of James Siegal, sec- man at Lamson & Sessions who makes the Lamson fasteners 

we retary of the firm, who devotes ’ A . R 

re. ae ail his pea se tes you sell. And right now he’s working day and night to 
activities. He is the son of Mr. and keep Lamson customers happy. 

F Mrs. Max Siegal, founders of the ; . 
hho business. But it’s a big order, because no matter how fast he turns out fas- 
1S 4 . . . . 

n has City Hall Hardware created good | teners, Lamson’s good customers are waiting in line for more. 

axing will with the electrical trade with ‘ : "Saar ‘ 

anid an opening party to which more Yes, the push is on .. . again. We hope it won’t affect you 
ye gg i oe reg a in- too much. But if your orders are delayed, or if you can’t 

es - hen 7 ae at teen aie tee get the types of fasteners you need immediately, remember 

car 5 ° ”? - ° . ” * > 4 

week terest in it the affair lasted until that ‘the man behind the man behind the counter”’ is doing 

punts 1 a.m. the best he can to satisfy you. 

iffled “It was an event that will be re- yy 

> 100 membered for a long time.” said The LAMSON & SESSIONS Co. 

0 be Mrs. Max Siegal, vice president General Offices: 1971 West 85th Street ¢ Cleveland 2, Ohio 

» fol- and treasurer. It gave us an op- Plants at Cleveland and Kent, Ohio * Birmingham « Chicago 

sther portunity to show contractors the 

ated. great diversity of our stock and the 

ation increased facilities for serving 

each them.” . VL kh 

‘cial. Nationally advertised merchan- 

com- dise is featured in displays. Com- t 4 

line parable merchandise is grouped to ogdtor WARD 

veek, provide easier selection of goods. vy a” | Pa 

dise. For example, one wall display, 30 eer marae ! 

cial in. high and 9 ft. long, with a green Gouw hardware stow ib — = 
Serene te Seen HOUSEHOLD REPAIR HEADQUARTERS 

com- ing of a large variety of flashlights, | 
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Buttons. Shipping Weight 


push e=KEIL= 
buttons 
that 
. 


BEST salesman you ever had! 

. with 10 different push button 
for every need. If you have TRINE'S (0 OF 
Display, make sure you keep it : 
selling for you. Or 
get this Display Deal 
right away. 










DISPLAY—Compact, Completely Assembled 
With Samples of Sales-Tested 


Best-Selling Trine Electric Push 






of Complete Deal: 
3'/2 Ibs. 





Easel for 
Standing 


Eyelets 
tor 
Hanging! 


Sets up in 
Only 12” 





ldivilly nag og 
boxed I for quick 


identification — plus 
**Can't-Lose’’ Screw Grips 
Trine Push Button Profit Deal. Ten 
best-selling styles seen at a glance! 
Introductory working stock of 15 as- 
sorted boxed units packed with dis- 
play. Complete assortment, 25 pieces. 
Push two displays—one for windows, 
one for counters—and double profits! 
Get all the details today! 
Write for catalog sheets and samples. 


1876 





MANUFACTURING 
CORPORATION @ NEW YORK 61 


Manufacturers of KEIL Electrical Specialties 
and Mail Boxes 
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with the 
“Famous Makes in Flashlights and 
Batteries.” 


Another wall display features | 


about 65 different electric bulbs of 
various sizes and types. Still an- 
other shows a collection of door 
chimes with the theme “Nationally 
Advertised Door Chimes Are Easy 

| to Sell.” 
There is a complete wall display, 
| about 6 by 8 ft., featuring electric 
| switch, plates, etc. These wall dis- 


tion, make it easy for electricians 
to make their selections. 


Solved—a Store Traffic 
Problem 


| * (Continued from page 1717) 


expansion that resulted. Two store 
additions have been built; one 
equal in size to the original 50 
by 75-ft. store, and the other 20 
by 40 ft. 

A balcony in the store annex 
now serves office space that had 
to be relinquished on the main 
floor to allow department expan- 
sion. To provide even more selling 
space, a 20 by 40-ft. basement (a 
rather unusual feature in the 
Miami area) had to be excavated 
for heavy hardware and for stor- 
ing surplus inventory. 

And finally, to maintain the 
traffic flow to his own store, Mr. 
Saunders had constructed, next to 
it, as a nucleus for a community 
shopping center, other stores 
which he rented to non-competi- 
tive businesses such as a beauty 
shop and a clothing shop. These 
in themselves attracted other 
firms, and now across the street 
is a drug store, an open-air lunch 
counter, and just a few blocks 
away, a new chain food store, 
all of which help draw trade to 
the Saunders store. 
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| plays, offering a complete collec- | 


sales- making banner | 








: | 
What's behind this pearly smile? 
Girlish trick or woman's wile? 


Women sometimes get contrary 


But Puritan products never vary. 


Tak es Severe 
Strain 


Exird \ond 


Use letterhead 

to request free 
sample hank and 
information about 
the complete 
Puritan line 


ENT OR g REFUND 
Sa * >> 
* Guaranteed by ~ 
Good Housekeeping 
fy ~ 
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SRANCH Ag, 
A. WL 
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PURITAN CORDAGE MILLS, INC. 


(Manufacturers) Louisville 6, Kentucky 
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The Gillie 





Your 
customers have 
a line on 


UNION HARDWARE’S 
complete line 


of more than 


60 
ferhing rwdes 






The Gillie, Nyglax (tubular glass), and The 
Imp, impregnated Tonkin cane fly rods, 
featured in Union Hardware’s national ad- 
vertising this spring, tip your customers off 
to the values in Union Hardware’s complete 
line of rods. Dollar for dollar, your customers 
can't beat ‘em. The Imp, for example, can't 
be matched for three times its price. And 
there’s a Union rod... of glass, bamboo or 
steel... for every type of fishing and every 
angler, novice or expert. 


Your customers are getting the story every 
month this spring in Field and Stream, read 
by more than 3,150,000 of the nation’s most 
active sportsmen. Prepare for them by 
writing today for our new fishing rod catalog 
and price list... and cash in your profit 
potential in Union Hardware rods. 


Don't Neglect Roller Skate Sales 


Union's #5 Sidewalk Skate 
Standard Of The Trade 


TORRINGTON, CONNECTICUT 
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—What the Law Says—— 


Agreement Not 


| 








| An agreement by the seller with the 
| buyer of a hardware store to forfeit 
| the unpaid balance of the price if 
| later he competes with the buyer, 
is legal 


| By ALBERT WOODRUFF GRAY 


| The agreement of the owner in 
| the sale of a hardware store, not 
| to compete with the buyer is legal 
and the agreement may provide 
for a penalty if it is violated by 
the seller. 

An agreement for the purchase 
of the share of one of two joint 
owners of a hardware store by 
the other, by a down payment and 
a series of notes, contained the 
provision that the seller would not 
become interested in any retail 
hardware business in that city 
and that in the event he violated 
this convenant, he should forfeit 
any portion of the purchase price 
then remaining unpaid. 

Four months later, this seller 
accepted employment in a com- 
peting hardware store. Three of 
the notes had been paid. When 
the fourth became due, this buyer 
refused to pay. Suit was brought 
to recover this and the remaining 
three notes. The maker of the 
notes contended in his defense 
that the seller had violated his 
contract and as a consequence had 
forfeited the unpaid balance. 

A penalty was stipulated for 
this violation, asserted the court, 
which was a forfeiture of all notes 
| remaining unpaid at that time. 
Courts cannot make contracts for 
the parties but only consider and 
enforce such as they have made. 

While the court will sustain the 
| agreement between the parties to 
this contract that the damages for 
a violation should be the amount 
of the unpaid notes, such pro- 
visions will be sustained only 
when they are proportioned to the 
actual damages inflicted on the 
injured party. 

In an instance of this character 
in Connecticut a few years ago, | 
the employee agreed that $10,000 
should be the damages recover- 
able from him by his employer, 





| To Compete | 





















































should he violate his agreement 


GOLD SEAL TAPE 


Users know they can depend on 
Gold Seal to produce better taped 
joints. Yes, and more joints per 
roll. Gold Seal Tape goes further 
because there’s less waste. Features 
like these mean satisfied customers, 
and satisfied customers mean re- 
peat business . . . more sales and 
profits for you. Packaged in single 
rollsand 10-roll containers. Jenkins 
Bros. (Rubber Div.), 100 Park 
Ave., New York 17, N. Y. 








FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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not to enter any competitive 
employment. 

This amount the Connecticut 
court refused to grant as dam- 
ages, but maintained it was a 
penalty which the courts would 
not enforce. Where as in this 
case, no injuries were shown, said 
the court, no damages were re- 
coverable. 








“If the provision was inserted | 


for the purpose of deterring the 
employee from breaching his con- 
tract and to penalize him for 


doing so instead of specifying a | 


sum which the parties, in good 
faith, had agreed upon as repre- 
senting the damages which would 
ensue from a breach, it is to be 
regarded as a penalty and in such 
a case recovery will be limited to 
the actual damage and as no dam- 
age has occurred, no recovery can 
be had.” 


> .> 


When You Deliver 


Defective Goods 


When a buyer finds the goods he 
has bought are defective, he loses 
his right to return them unless 
he tells the dealer of the defects 
and offers to return the goods 
within a reasonably short time. 





A refrigerator was sold by a/| 


Georgia hardware store under a 


conditional sale contract. The | 


customer used the equipment a 


month on trial before he signed | 


the sale agreement. When he 
finally did sign, he knew the 
equipment was not working prop- 
erly. When, later, he failed to 
pay as agreed and suit was 
brought, he contended that the 
refrigerator was defective. 

The purchaser, said the court 
holding the customer liable for the 
price agreed upon, cannot com- 
plain when he has notice of the 
defects in the article purchased 
at the time of the purchase and 
disregards those defects. 

A decision in a similar incident 
before this same court several 
years before, was adopted as au- 
thority for this determination that 
the customer had lost his oppor- 
tunity to complain. 

In this earlier case was involved 
the sale of a grinding mill and 
cotton seed feeder, for which the 
buyer had given two promissory 
notes. When suit was finally 
brought by the dealer to collect 
these notes, the customer de- 
pended for his defense on the con- 
tention that the machine was not 
suited to the work for which it 
had been purchased, although that 
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THE King Cotfon LINE 


ORDER FROM 
YOUR JOBBER 


Today! 


on 
CORDAGE 


JOHN H. GRAHAM & CO., INC, 
105 DUANE STREET * NEW YORK 8, N. Y. 
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selects A 
} 


So thanks for the plug, Holiday. Som 


reading? 


Also pints, quarts 
and gallons for 
industrial trade. 


For over 40 years 
the standard industrial 
adhesive of its type. 





AMBROID 


ESTABLISHED 1910 


301 Franklin Street, Boston 10, Mass. 
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HOLIDAY Magazine 


(iould4y, 


Seriously, I'm mighty proud they picked our Ambroid 
for the cement to go with such a fancy setting. a P Ny | ) 
’ 


much for you. Heck, I'll do it now. What's that I'm 


And if any of you fellers need cement—you know 
what brand belongs out front. So send your orders 
right along. I'll be back on the job tomorrow. 


Profitably yours, 


Afr’ 


G. W. LAWRIE 


Sales Manager 


MBROID for the 
hobby workshop of 


HOLIDAY HOUSE, the 
ultramodern luxury home 


featured in 
HOLIDAY for May 1951 


No sales spiel today, boys. I'm in a 
Holiday moodand all dressed up in 
Holiday attire. 











e day I'll do as 








of ok 


Be sure to put this 
out on your counter 














condition was apparent when the 
machine had been demonstrated to 
the buyer and he had full know!)- 
edge of it when he signed the notes 
under the sale agreement. 

Holding the customers’ objection 
to these defects of no avail as a 
defense to an action on the notes, 
the court said of this principle of 
the law, that since the purchaser 
had actual knowledge before mak- 
ing this purchase, of all the de- 
fects of which he complained, he 
lost his opportunity of invoking 
the law of implied warranty and 
that it would be presumed that 
he contracted for the machine as 
it then stood. 

The same court said of a de- 
fense of this character interposed 
to an action for installments due 
on a printing press which the pur- 
chaser had used on trial for three 
months before signing the sale 
contract, “A man has a right to 
purchase an imperfect or defec- 
tive article if he chooses and so 
doing is an every day occurrence. 
When he does this with his eyes 
open and no fraud has been prac- 
tised upon him, he cannot be 
heard to say that the law required 
the dealer to warrant against 
every defect, especially when, be- 
cause of them, he secures a better 
bargain than he would otherwise 
have obtained.” 


> + 


A Plumber Must Have 
A License 


The safety and health of the 
public require laws regulating 
the plumbing business and for- 
bidding the installation of plumb- 
ing by any one who has not been 
regularly licensed to do such work. 

A Massachusetts corporation 
was organized for supplying the 
labor and materials for plumbing 
work to be performed by licensed 
plumbers in its employ. Master 
and journeymen plumbers were 
employed for the performance of 
its contracts. A contract for the 
installation of plumbing at Mil- 
ford in that state, was made by 
the corporation. 

A statute of the state provided 
that no person should engage in 
the business of master plumber 


. Or work as a journeyman unless 


lawfully registered and licensed. 
No provision or reference in the 
law was made to the licensing of 
corporations for this character of 
business. 

The definition of a master 
plumber under the statute was, 


HARDWARE AGE, APRIL 19, 1951 








“A pl 
place o 
self 01 
his er 
work.” 

The 
state ¢ 
junctic 
of this 
and ag 
busine 
by the 
was sl 
a mast 
inition 
vision 
for the 
On thi 
was gl 

Rece 
tract 1 


’ tion o 


fixture 
equipn 
by a 
plumbi 
as req 
the Bo 
formal 
acter. 
The 
the eff 
virtue 
Board 
distric 
the ap 
erectio 
nor sh 
tracto1 
with s 
to sect 
the mi 
By ' 
the co 
proper 
formal 
intent 
lature 
statute 
refusa 
tinue 1 
A K 
relatio 
licensi 
ulatio1 
public 
quence 
ance 
engag 
ing, is 
legitin 
power 
state © 
the bu 
by at 
which 
pose « 
plumb 
the sa 
gener: 


HARD 





hen the 
rated to 

know!]- 
1e notes 


bjection 
il as a 
> notes, 
ciple of 
rchaser 
‘e mak- 
the de- 
1ed, he 
voking 
ty and 
d that 
line as 


a de- 
rposed 
ts due 
le pur- 
- three 
e sale 
ght to 
defec- 
ind so 
rence. 
3 eyes 

prac- 
ot be 
juired 
rainst 

n, be- 
better 
rwise 


ve 


f the 
ating 

for- 
umb- 
been 
work. 
ation 
* the 
bing 
nsed 
ister 
were 
e of 
the 
Mil- 
2 by 


ided 
e in 
aber 
less 
sed. 
the 
x of 
r of 


ster 
vas, 


951 





“A plumber having a regular 
place of business and who by him- 
self or journeymen plumbers in 
his employ, performs plumbing 
work.” 

The Attorney General of the 
state asked the court for an in- 
junction against the performance 
of this contract by the corporation 
and against its continuation of its 
business. The business conducted 
by the corporation, the court held, 
was substantially the business of 
a master plumber within the def- 
inition in the statute. No pro- 
vision was contained in that law 
for the licensing of a corporation. 
On these grounds the injunction 
was granted. 

Recently, in New Jersey, a con- 
tract was made for the installa- 


’ tion of plumbing and hardware 


fixtures in the construction and 
equipment of a school building 
by a local firm to which no 
plumbing license had been issued 
as required by the regulations of 
the Board of Health for the per- 
formance of work of this char- 
acter. 

The contractor sought to avoid 
the effect of these ordinances by 
virtue of a _ statute that, “No 
Board of Education of any school 
district shall be required to secure 
the approval of its plans for the 
erection of any school building, 
nor shall any board or any con- 
tractor doing work in connection 
with school buildings be reqiired 
to secure a building permit from 
the municipality.” 

By virtue of the importance to 
the community that plumbers be 
properly qualified for the per- 
formance of their work, no such 
intent on the part of the legis- 
lature could be attributed to this 
statute, asserted the court in its 
refusal to permit them to con- 
tinue under this contract. 

A Kentucky court has said, in 
relation to:the provisions for the 
licensing of plumbers, that, “Reg- 
ulations for the protection of the 
public against the evil conse- 
quences arising from the ignor- 
ance or incapacity of persons 
engaged in the business of plumb- 
ing, is held to be a proper and 
legitimate exercise of the police 
power of the state and that the 
state may impose restraint upon 
the business or work of plumbers 
by any reasonable regulations 
which are necessary for the pur- 
pose of insuring a character of 
plumbing which will not endanger 
the safety or health of the citizens 
generally.” 
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TRIPLEX... 
for toughness 


1 choice on heavy equipment 








CAP SCREWS: SET SCREWS: MACHINE BOLTS: 
Y¥," to 1” diameter VY," to ¥%,"' diameter YY," to 1” diameter 
and to 8” long. and to 4” long. and to 60” long. 

















STEP BOLTS: 
VY," to V2" diameter 
and to 6” long. 





® 


_, CARRIAGE BOLTS: 
YY," to 1” diameter 
and to 60” long. 





PLOW BOLTS: 
Ya" to ¥%"’ diameter 
and to 6” long. 











SEMI-FINISHED NUTS: 
Yo" thru 14%" 














LAG BOLTS: 


%," to ¥%," diameter 
and to 20” long. 











CASTELLATED NUTS: 
Va" they 1%" 








Whether you use cap or set screws, nuts and bolts or all of them, 
make TRIPLEX your first choice for heavy equipment if you want 
sheer ruggedness and ample holding power for over-loads. 
TRIPLEX Threaded Fasteners are noted for their Toughness that 
assures trouble-free service on heavy machinery that must take 
rough punishment. Write for catalog or wall chart today. The 
Triplex Screw Company, 5317 Grant Avenue, Cleveland 5, Ohio. 


CAP AND 


NUTS AND RIVETS 
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yoeed 


sells the 


YANKEE” 


130A Q-R Spiral 


A tool that makes time for 
your customers makes sales 
for you. The “Yankee” 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 

home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 

screws even in awk- 

ward positions... 
overhead or down be- 
low, in narrow places 
or “blind” applica- 

tions. That’s the 

kind of speed with 

manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 





drills. + sockets counters 
bits / centering _ sinks 
bq sleeve 


STANLEY 


NORTH BROS. MEG. CO. 
Philadelphia 33, Pa. 







**YANKEE’’ TOOLS 
NOW PART OF 


THE TOOL BOX 
OF THE WORLD 


| Trying to cut corners where the 
|customer can’t see, 


tronage or 


salespeople and to refresh the old 


Keep Your Selling 
Tools Sharp 


Even in the face of merchan- 

dise shortages customers will seek 

stores with properly selected, well 

trained sales staffs. Mr. Sando 

warns against repetition of World 
War Il mistakes. 


By BRIANT SANDO 


The Sando Co., 
Orange, Calif. 


There are two periods of utmost 
importance for strong sales effort. 
First, when merchandise is plenti- 
ful and sales are scarce. Second, 
when merchandise is scarce and 
sales are plentiful. 

We are in the second period 
now. While some lines really are 
in short supply, many people are 
buying heavily because they have 
the money to spend and do not 
want to risk facing later short- 
ages. 

So it’s a seller’s market again. 
And a seller’s market always leads 
to careless, sloppy sales work. In 
addition, the quality of salesman- 
ship is deteriorating as mobiliza- 
tion drains off the younger sales- 
people and others are leaving 
stores and shops for higher paying 
jobs in war plants. 


Avoid These Mistakes 


All this is leading many hard- 
| Ware dealers to make the same 





|mistakes from which some of them 
| failed to recover after World War 
II. It’s the old tendency to take | 
the customer for granted .. . let | 
him look out for himself again. | 
Meanwhile, get all you can out of 
him and give him as little as pos- 
sible in values or helpful service, | 
in courtesy and appreciation. 

And brother, is that suicide! 


being more 
interested in immediate profits 
than in building permanent pa- 
long-term goodwill. 
Above all, neglecting to train new 


ones or those of any vintage who 
grow careless. 

How important is effective re- 
tail selling, anyway? MHere’s a 
simple way to figure it: Last year 
the spendable income of the Amer- 
ican people—-total income less 







































MEANS MONEY! 


Square Point 
Open Back Shovel... 


Bysana ,? 
. . 


et 
p> 3s; 
. ee) 

: 


a) 
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SHOPPERS & 


Look » 
FOR 
TE ies 


YOU'LL 
MAKE 





Available in three well-known Magor 
brands, Arrow—Bull’s Eye—Gold 
Target. Each with a reputation that 
builds up terrific sales potential! 
Priced right—built right. Every 
Magor sale assures you a satisfied 
customer — guarantees repeats. And 
there’s no inventory confusion when 
you stock Magor’s simplified line. 
Write today for illustrated price list. 










MAGOR 
CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 


FAST 
SELLING 
MAGOR 
BRANDS 





MASTER + POWER + DIGWELL + ARROW 
BULLS EYE + GOLD TARGET 
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Gardeneer Pick-up Cart 
Made of heavy gauge steel, 
Holds several bushel basket- 
fuls in one load. Balanced 
for easy handling. Wide rub- 
ber tires. Two stands for per- 
fect stability. Tilts to ground 
for loading and unloading. 





2 Milcor Gardeneer Tool Rack 


For a bumper crop of extra sales, build 


Merchandise tie-in sales on both — 


romotion around tools with the rack; and seed, fertilizer, 


spring garden 
tise i ited profit makers: 

The Milcor Gardeneer Pick-up Cart — 
‘a welcome year ’round work-saver to every 
home-owner. And the Milcor Gardeneer 
Tool Rack — the answer to the garden- 
ef's prayer for shipshape tool storage. 


hose, etc. with the cart. Advertise them 
to pull traffic into your store. Build win- 
dow and floor displays around them. 

Reap a rich harvest of garden sales! 
Write today for price lists, literature, and 
advertising helps. 


* an” G-167 


a4 <INLAND> STEEL PRODUCTS COMPANY 


ion ee 


Formerly Milcor Steel Company 


4063 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 


BALTIMORE 24, MD.—5300 Pulaski Highway * BUFFALO I!, N. Y.—é64 Rapin St. « CHI- 
CAGO 9, ILL.—430! S. Western Avenue Blvd. * CINCINNATI 25, OHIO—3240 Spring 
Grove Ave. * CLEVELAND 14, OHIO—i541 E. 38th St. * DETROIT 2, MICH.—690 Am- 
sterdam Ave. « KANSAS CITY 8, MO.—South West Bivd. and State Line * LOS AN- 
GELES 58, CALIF.—4807 E. 49th St. «© NEW YORK 17, N. Y.—230 Park Ave. * ROCHES- 
TER 9, N. Y.—P. O. Box 7, Beechwood Station * ST. LOUIS 10, MO.—42I5 Clayton Ave. 








RUGGEY 
UNIVERSAL 


PUMPS 


AND WATER SYSTEMS 






CONVERT -I- JET. 
Shallow well, self- 
priming, city pres- 


sures, convertible to 

deep well. ain 
A Universal is easy to sell 
because it’s really rugged 
... Stands up under tough 
demands of 24-hour serv- 
ice... gives user more wa- 
ter at lower cost. 
















Universal 
builds 300 
models of In- 
jector and Cen- 
trifugal Pumps 
to meet needs 
of farm, home 
and industry. 


MULTI-STAGE 
larger volumes of 
water at high dis- 
charge pressures 
. .. delivers large 
f volumes from 

sy depths to 300 feet. 


Quick deliveries from 
warehouses at At- 
lanta, Ga.; Houston, 
Texas; Kansas City, 
Mo. 











Send for Literature 
UNIVERSAL MFG. CO. 


1440 SAN PABLO AVE. 
BERKELEY 2, CALIF. Dept. HA-3 


There's a Universal for you!!! 
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taxes—was around $200 billion 
and 70 pct of that record sum 
was spent across retail counters. 


Need Skilled Selling 


The latter were made up of 
thousands of stores of all kinds 
and sizes, all competing for the 
trade of the fickle public, from 
bare necessities to the fanciest 
luxuries. Modern retailing is run 
on volume sales with moderate 
markup for profit, and it takes 
sound values and skilled selling 
to win and hold the public’s favor. 

A smart retailer we recently 
heard put it this way: 

“One thing I try never to for- 
get. Much the same merchandise 
I offer is available to the con- 
sumer at plenty of other places, 
so when we mistreat the customer 
or push him around, we may push 


| him right into the arms of some 





more alert operator.” 


Train New People 


Many businesses, during pre- 
vious lush years, went to sleep 
on their sales methods and their 
sales training programs. This was 
indeed a bad mistake. Some of 
them discovered, too late, that 
you can’t recapture lost customers 
or rebuild a run-down sales force 
as easily as you can keep them in 
line in the first place. 

A New York businessman has 
two mottoes we like. One for his 
employees reads: “To get the 
right people, teach them right and 
treat them right.” Another for 
his customers: “We are never 
satisfied until you are.” 


Many stores have taken advan- 


| tage of the last few years to im- 
| prove their displays and their 





fronts, also to install better fix- 
tures, lighting and windows. 

But one thing generally lags... 
the most important one of all. 
This is the human element behind 
the counters, in personal face to 
face contact with customers day 
after day. This element, based 
on the selection and training of 
salespeople, can make or break 
your sales and profits. 

First comes. selection, and 
nothing is more important in 
shaping the future of any store. 
You may point out, now is no 
time to be choosey in hiring— 
you have to take what you can 
get at the prices you can afford 
to pay. Yes, there’s something in 
that. But the man who takes a 
genuine interest in this end of his 








will SPRAY your way 
from FAUCET QUEENS 


day after day 









A flick of 
the finger 
gives 


PRAY OR STREAM 


Every home with running water needs this nation- 
ally advertised Kitchen Helper...now made 2 ways: 


re 


|, FLEXIBLE TYPE ‘retails tor 49¢ 
ee aE Medel “A” FAUCET- 


QUEEN has flexible bel- 
“lows-like neck on sprayer. 
Ne Spray or stream reaches 
a every part of sink for easy 
«NS washing of dishes, vege- 

4, tables, sink. Has strainer 
and anti-splasher fixture. 









t Prize-winning display with 1 doz. assorted colors. 
[ $3.90 per doz. 


| 2. REGULAR MODEL retails for 29¢ 


Regular model FAUCET- 
QUEEN “has rigid-neck 
sprayer, Also strainer and 
anti-splasher, Wonderful 
for making suds, wash- 
ing fruit, etc. More than 
000,000 sold! 





i mgip md display 





Order Now From Your Jobber 


AUCET-2UEEN) 


THE FAUCET-QUEENS, INC. 
119 W. Hubbard Street, Chicago 10, Ill. 
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pusiness still manages to corral 
superior grade employees. 


Seek Willing Workers 


An important point in evaiuat- 
ing people today is whether or not 
they really want to work. Too 
many people, in recent years, have 
swallowed the doctrine of less 
work and more pay. They’ve got 
the gimmes—gimme more pay, 
gimme shorter hours, gimme this 
and that—and no hardware store 
ever shows progress with drones, 
leaches and parasites. It takes 
work to make a living and to pro- 
vide social benefits and security— 
and there is no short cut yet in 
sight. 

Ask every applicant point blank 
if he or she wants a permanent 
job or is just looking for some- 


thing for the time being. You can’t 


afford to spend time in training 
rover boys and girls. 


A 3-Point Formula 


That sales expert, Ralph Car- 
ney, Coleman Co., Wichita, Kan., 
says his formula for personnel 
selection includes the basic re- 
quirements of good appearance, 
good habits, and good character, 
plus this 3-point rule: “They must 
be (a) workers, (b) stickers, (c) 
have as much education as pos- 
sible.” 

On the latter point college is 
helpful but not necessary. Try for 
at least high school graduates— 
with perhaps some extra night 
school training. Salespeople don’t 
need to be talkative or use fancy 
language, but a trained mind, 
good grammer and a knowledge of 
English are valuable features. 

Animation and imagination also 
help. They indicate a selfstarter, 
one able to go ahead and do things 
without being told, yet willing to 
accept guidance and constructive 
criticism. 


Use Incentive System 


For such good material, a 
straight salary may well be sup- 
plemented with some sort of an 
incentive system. This spurs the 
employee to better efforts and 
automatically rewards him accord- 
ingly. 

Especially in areas where help 
is scarce, the incentive plan helps 
procure and hold good people. If 
you don’t hold them, you spend 
whatever the incentive plan would 
cost in expensive turnover and the 
training of new people—and still 
end up dissatisfied. 

A leading Extension University 
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A Complete Rubber Plumbing Specialties 
Department 


The Hoco merchandising kit brings together 
in one spot the fastest moving rubber 
plumbing specialties. Printed bright red 
and yellow, the display invites the Sn, Moco 
customer to help himself. Each x. fe 

item is precision made from high- : 
est quality materials and each item 
is priced right—always with your 
profit and reputation in mind. _ 











EACH DISPLAY CONTAINS te 
THE FOLLOWING: = 


e Tank Balls 12 
e Sink Suction Stoppers 12 
e Basin Stoppers 24 
e Bath Stoppers 24 
e Closet Seat Bumper 
Assortments 24 


e Household Faucet 
Wosher Assortments 24 
e Hose Washer Packages 24 


- 2. 
3D 


the H.0. Cargftecld enon 


129 HOUSATONIC AVENUE * BRIDGEPORT 1, CONN. 


Sales Offices in Principal Cities 
roll) 3 422.114, 19 meee) me te 
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lis a ferfect Boss Glove! 


ces op says Two-Fisted Frank 











Sure, and every he-man who grabs ahold of a lever or line is a 
“‘push-over” for Boss Gloves with the patented Norip THUMB*. 
Workers often find that the thumb seam is still in good condition 
when the rest of the glove has been worn to a frazzle! That 
means extra service for your customers. Shown below is 
H1-Bak, one of the husky Boss styles featuring Norip THUMB*, 






*U. S. Patent No. 2210484 












ORDINARY THUMB 
When work rips ordinary 
thumb, finger and palm 

leather are thrown 
out before worn out! 








i) 
NORIP THUMB 
When thumb seam 


if 
does not rip, entire ) , Panes | 


glove gives extra wear. ? “th 


‘seep 


a 


NORIP THUMB is available on a variety of 
Boss Gloves...Gauntlet or Safety-Cuff Styles. 


THE BEST KNOWN NAME IN 


WORK GLOVES 


62nd YEAR * THE BOSS MANUFACTURING COMPANY » KEWANEE, ILL, 
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classifies salespeople in these 
three divisions: 

1. Typical: Hired more or less 
casually; brief instruction, no 
positive information; will sell in 
a store of average size and loca- 
tion around $10,000 worth of mer- 
chandise in a year. 

2. Selected: Good raw material, 
or experienced but not trained; no 
real guidance, little product in- 
formation, working things out 
mostly alone; good for about $13,- 
000 sales a year. 

3. Selected and trained: Natural 
qualities enumerated above well 
developed, plus “know how” im- 
proved by regular training; prod- 
uct information, customer inform- 
ation; will sell $17,000 a year or 
more. 

There is more to hiring people 


than simply telling them to report - 


for work Monday morning... 
show them where to hang their 
hat and coat, give them the rules 
of the store, “introduce them 
around and then turn them loose 
on customers. 


Customer Has Changed 


Customers today are different. 
too. They’re better informed; they 
know about what they want; ad- 
vertising preconditions them. 

They read big metropolitan 
dailies, national weeklies and 
monthlies. Movies, radio and TV 
programs constantly show all seg- 
ments of America the newest and 
best things in life. Most people 
come to your store today knowing 
the score . they’ve been in- 
formed. When the customer knows 
more than the salespeople about 
the merchandise being sold, it’s 
time to get up-to-date. 

No war in history has ever been 
fought with the weapons of the 
preceding one. 

The Civil War was fought with 
single shot rifles and bayonets, 
and with little cannon that threw 
a round cast-iron ball a short dis- 
tance. Like a baseball, if it didn’t 
hit anything, no damage was done. 

Well such things are relics to- 
day .. . you couldn’t win with 
them. And you can’t win today’s 
sales battles with yesterday’s 
methods, yesterday’s knowledge, 
yesterday’s know-nothing §sales- 
people. 

Today you need product infor- 
mation — knowledge about what 
you’re trying to sell. How can you 
impress people with the value or 
usefulness of anything if you 
don’t know how it is made or what 
it will do, as well as the price? 
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Such information is more effec- 
tive when presented in an in- 
teresting or dramatic way. A good 
approach on this is to write down, 
in spare time, 20 or 25 good points 
about certain items. cadually 
select the strongest ones to use on 
prospects. Sometimes even manu- 
facturers learn new and interest- 
ing things about their goods in 
this way. 

Customer information means 
knowledge of the customer and 
what it is that makes him or her 
want to buy certain articles. For 
example, in the average purchase 
by Mrs. Housewife five decisions 
are involved. She decides: 1. She 
needs something. 2. What will fill 
her requirements. 3. When she is 
going to buy. 4. Where she is go- 
ing to buy. 5. How much she is 
going to pay. 

Trained salespeople can tell by 
her remarks and actions which 
decisions already are settled. They 
go right to work on the decisions 
still to be made. Thus they keep 
their sales tools sharp ... and 
usually add a little extra polish 
by ending each sale with some 
companionate suggestions. Yes, 
the time to sharpen your sales 
tools is now! 


Promotional Material 
For Children's Day 


The third national observation 
of Children’s Day will be held 
this year on Saturday, June 9. A 
special Children’s Day poster 
(shown here) will be reproduced 
in full color for window and coun- 
ter cards, window streamers, or 
for use in newspaper and maga- 
zine advertisements, and other 


The Children's Day poster. 
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McKINNEY 


MANUFACTURING COMPANY 


1400 Metropolitan St., Pittsburgh 33, Pa. 
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Wrought nets, 
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SCREEN DOOR BRACES 


















U-Bolts 
IN ALL POPULAR 
PIPE SIZES 
ASK YOUR DISTRIBUTOR 
OR WRITE TO 
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The World's Most Efficient 
‘ * CONCRETE 
DRILL 














THE TILDEN ROTARY 
KONKRETE KORE DRILL 


gives lowest cost per foot of concrete 

drilled because it: 

@ Drills at 2 to 6 inches per minute 

@ Drills reinforcing bars and beams 
in concrete 

@ Drills up to 30 feet of concrete 
without resharpening 

@ Gives straight, clean holes for 
anchors, conduit, etc. 

@ Uses ordinary electric drill 

Quiet cutting action gives minimum 

disturbance of surrounding activities. 






jlable in 

- iM bits are AV87 4” 
—_ oan of from ¥" 104 f 
standard § Quotations 08 laree 









© Write today for catalog 


TILDEN TOOL MANUFACTURING COMPANY 


209 Los Molinos, San Clemente, California 
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special promotional material will 
be available. A child of the year 
will be selected and widely pub- 
licized through movie magazines 
and press, as well as the motion 
picture industry. 

Children’s Day is sponsored by 
American Parents Committee and 
Parents Magazine and has re- 
ceived more official recognition 
from. governmental authorities. 
state, county and city officials 


Radio Program 


than was given it during 1950. 

George J. Hecht, publisher of 
Parents’ Magazine, is chairman of 
the Children’s Day National Coun- 
cil, and Mrs. Jack Fahy is ex- 
ecutive director of the American 
Parents Committee. 

A folder describing Children’s 
Day sales helps is available from 
the Children’s Day National Coun- 
cil, 52 Vanderbilt Ave., New York 
City 17. 


Builds Good Will 





David S. Crockett, Farr Hardware, puts another ad in the Lost and Found Section 
of the store's bulletin board which ties in with the radio program. 


J. E. Farr, owner of the Mona- 
hans, Tex., hardware and furniture 
concern bearing his name, offers 
people in that community of less 
than 6,000 free radio advertising 
service. Broadcast Monday through 
Friday, from 10 to 10:15 a.m: over 
station KVKM the program is 
known as Farr’s Classified Page of 
the Air. 

Individuals wishing to: buy, sell 
or rent a home; find or return lost 
property; find tenants for rooms or 
apartments; seek rooms or apart- 
ments or obtain or offer cleaning 
service may avail themselves of the 
program, at no cost. 

Says Mr. Farr, of his program, 
“All any of our prospective cus- 
tomers have to do is call in their 
notice to the radio station. Then 
we'll read it for one full week, un- 


less asked to stop it or repeat it a 
second week. The radio station 
makes two copies of each notice, 
one for its announcer the other for 
posting on our ‘Page of the Air’ 
bulletin board.” 


Spot Displays Boost 
Electric Housewares 


Electric housewares and decora- 
tive lamp sales in the basement 
department of Freeport Hardware 
Co., Freeport, Ill., have shown a 
good increase as the result of the 
use of spot displays of these items 
throughout the basement. 

J. Billerbeck, owner, has placed 
individual] electric houseware items 
in the center of each kitchen table 
displayed in his basement. When 
a customer buys a kitchen table 
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or just looks at one an additional 
sale is suggested. The electric 
housewares item is placed on a neat 
paper mat, in most instances, and 
at the present time 19 tables have 
these suggestions for an extra sale. 
“We have noticed a definite in- 
crease in electric housewares sales 
as a result of this policy,” Mr. 
sillerbeck says. “It is just a little 
extra touch that gives the depart- 
ment a more homelike appearance 
and an extra impetus to sales.” 

In another portion of the base- 
ment display are shown unfinished 
sewing machines, dressers and 
magazine racks. Different types of 
table and boudoir lamps are also 
spot displayed here. Lighted most 
of the day, the careful placement 
of these lamps is another bit of 
atmosphere that serves as a sales 
aid. 

Freepert Hardware has a large 
stock of unpainted furniture. In 
addition to helping sell a variety of 
electric housewares items, through 
spot displays, this section leads to 
many sales of varnish, stain, paint 
and other painting and finishing 
needs. 

For several years the firm has 
sponsored a daily radio program, 
over a local station, including spot 
announcements mentioning the 
basement departments. Women at- 
tracted by these programs will 
frequently visit the store to buy 
a piece of unfinished furniture and 
will, on impulse, purchase lamps 
and electric housewares items. 
Often these impulse sales will ex- 
ceed the value of the merchandise 
for which the visit was originally 
made. 





HARDWARE HUMOR 
By Hardware Age 





. » 7 » Le 
"| need a sturdy hammer; a roll of wire; 
a box of nails; a sturdy ladder, and a 
leaflet on how to hang a picture." 
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~ NULCAN - 


ELECTRIC SOLDERING TOOLS 


Don't Overlook the Home Craftsman 


His kit isn't complete without one or more Vulcan Electric Solder- 
ing Tools. For most, the ideal will be the Vulcan Mercury. 





It comes in three sizes, is efficient and low-priced, and does a 
splendid job for the man who uses a soldering iron intermittently. 

It's so soundly built that it will last the home craftsman for years 
and will give you practically no service problem. 

Or, if the craftsman is making his own radio set or doing other 
delicate work, sell him a Vulcan Pygmy, an ideal soldering tool for fine 
work and tight places. 

Some of your customers, too, would like a Vulcan Electric Solder 
Pot or a Vulcan Electric Glue Pot. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 








Maker of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 
Branding Irons and a wide variety of Heating Elements for assembly 
NY into manufacturers’ own products. 











THAT SELL 


Photo by 


Westinghouse 
sce THE 


Corporation 








EVERY FILE GUARANTEED FOR UNIFORMLY 
CLEAN, SHARP, ACCURATELY CUT TEETH. 
SOLD ONLY THROUGH OUR DISTRIBUTORS. 


Also Swiss-Pattern Files, 
Milled Curved Tooth Files and Rotary Files 


AMERICAN SWISS FILE & TOOL CO. 
865 MT. PROSPECT AVE., NEWARK 4, N. J. 


-AMERICAN-PATTERN FILES 
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11-INCH 
DISPLAY 


CL OL 
on V-Pulleys | 


Profit-wise and dollar-wise 
your pulley sales go up with 
the Maurey Hi-Q line. You 
make a 40% profit on the 
quality V-pul- 
ley line that 
commands a 
better price. 
On only 11 
inches of 
counter space 
the Maurey 
V-Pulley Mer- 
.chandiser dis- 
plays 24V-Pul- 
leys in sizes 
that meet 75% 
of your cus- 
tomer requests. 























i @, 


<2? 
ea 








ORDER 
ASSORTMENT B-24 


counter display and 24 
V- Pulleys with combina- 
tion grooves that — 
e both “A” and “B 

ving, fast 






modat 

Belts—a space-S@ 
selling money-maker. 
LIST 

$426° PRICE 

ORDER TODAY 


Your Maurey Wholesaler will 
invoice you- 










Write for Details On the 
Better Profits Mavrey V-Pulleys Offer 


MAUREY 


MANUFACTURING CORP. 


2907-2923 So. Wabash Ave., 
Chicago 16, Ill, 
* 


World’s Largest Manufacturer of Pressed Stee! and 
Cast Iron Single Groove V-Pulleys 
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| J. A. Venable, president of the 
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Riverside Hardware Co., 3630 
Eighth St., Riverside, Calif., who 
designs and builds many of his dis- 
play fixtures, is shown with his 
handle fixture which, in addition 
to various sizes of hammer and 
hatchet handles, has compartments 
for lawn mower, rake, pick, axe, 
sledge hammer, pitch fork, spade, 


ae 


Handle Display Fixture Stresses Variety 


If a customer needs a tool handle he usually finds it here. 


fork, wheel barrow and other han- 
dles. 

In the rear of the horizontal 
compartments for hammer handles 
are adjoining compartments for 
wedges. 

Two lower tiers of this table 
hold displays of small garden tools, 
picks and sledges, and kindred 
items. 


Seed Packets Brighten Spring Display 


This attractive 
spring window dis- 
play is not large 
but it is gay and 
colorful and con- 
tains a considerable 
amount of garden- 
ing needs in an un- 
crowded array. The 
display wes used by 
Harry P. Hoblin, 
Inc., Bronxville, N. Y., 
store. 
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Water Heater Market 
Has Big Potential 


Even though the water heater 
has- the widest public acceptance 
of any modern convenience, 88.4 
pet of the nation’s 39,044,030 wired 
homes still do not own a water 
heater of any description accord- 
ing to D. C. Marble, Hotpoint 
range and water heater division 
manager. 

Such a low saturation point in- 
dicates that this rich market has 
barely been reached, the Hotpoint 
executive pointed out at a recent 
dealer meeting in Chicago. 

“Many dealers in the field are | 
proving that personalized service 
in their sales promotion programs 
can greatly increase water heater 
sales,” he stated. 

Enterprising dealers who have 
developed successful methods of 
selling @all-electric kitchens can 
easily use these same sales tech- 
niques to boost their home laundry 
and water heater sales. 

Mr. Marble said that according 
to reports from the field, the most 
successful dealers inject a personal 
touch into their sales methods by 
actually calling on prospective cus- 
tomers and informally interviewing 
them on their particular wants and 
needs. 

After a dealer gets a general 
picture of the requirements of the 
prospect, he proceeds to break these 
needs down into “work centers” or 
“assembly lines,” much as he does 
in planning an electric kitchen. 

Since the automatic water heater 
is the one appliance that the entire 
home laundry and kitchen depend 
on for efficient operation, consider- 
able attention should be given the 
choice of size and the final location. 

The general habits of the family, 
the number of appliances used, and 
any unusual requirements (such as 
house guests, cleaning needs, etc.) 
govern the choice of size. 

The final location of the water 
heater is more important than 
many dealers, contractors and 
builders realize. Long pipe runs 
from the hot water source to such 
appliances as clothes washers or 
dishwashers lower the temperature 
of the water and consequently the 
efficiency of such machines. 

Since the water heater has to 
work harder to maintain the cor- 
rect temperature, power consump- 
tion is raised and the satisfaction 
of the customer is lowered. 

Admittedly, water heaters are 
not the easiest appliance to sell, 
continued Mr. Marble. It is diffi- 









cult for a prospect to sell himself 
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Get Quality Buffalo Bolts in 


100GH 


HANDY-PACK BOLT CARTONS 





@ Cheer up! Buffalo Bolt de- 
signed the Handy-Pack just for 
you to end the nuisance of spilled 
bolts. There’s no premium for 
Handy-Packs... and as an added 
bonus they bring you the world’s 
best bolts. Order today. 





HANDY PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 


FEATURES @ Cartons are re-shippable without tying or wrapping. 
@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 


Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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When windows go UP 





EZ Customers come IN. a 
for 


INSECT WIRE SCREENING 


There are good reasons why homeowners prefer Cortland 
Brand Wire Screening. For one thing, it makes a better look- 
ing screening job. For another, it gives dependable service. 


Popular Cortland Brand has been a favorite screening for 

over 75 years. It's ideal for doors, windows, porches and 

breezeways. Meets U. S. Department of Commerce, Na- 

tional Bureau of Standards’ specifications. In 18 x 14 mesh, 
em 24” to 48” widths, 100 linear foot rolls. Also 

whe available in 54”, 60”, 66” and 72” widths in 
~~ Bronze and Aluminum. 


% Cortland GRAY-WICK 


Popular, all-purpose wire screening — doubly pro- 
tected against corrosion by electro-zine galvanizing 
and "'glare-proofed", enameled finish. 


% Cortland BRONZE 


Rust-resistant — unaffected by weather, salt air, 
acids or gases. Stronger, longer-lasting than copper 
screening. Bright or dark bronze "antique" finish. 


%* Cortland ALUMINUM 


Made of full gauge Alclad aluminum wire that won't 
rust or stain. Extra strong. Only '4 as heavy as 
steel insect wire screening. 


WB 


HARDWARE CLOTH * NAILS & BRADS 
BRAND POULTRY NETTING 


WICKWIRE BROTHERS, INC., Cortland, N. Y. | 











on any water heater just by 
looking. 

Dealers should point out the ad- 
vantages of hot water to a family’s 
health and convenience, show the 
different situations that make a 
24 hour-a-day supply of clear, clean, 
hot water a necessity to comfort- 
able living, help customers choose 
the proper size tank, and in many 
cases make arrangements for final 
installation. 

Once a family owns an adequate 
hot water heater, the way is also 
open for an additional sale of a 
clothes washer and dishwasher. 





Women Will Be in Demand 
To Sell Appliances 


More women should be employed 
to sell home appliances, W. A. 
Blees, vice president of Aveo Mfg. 
Corp., and general manager of its 
Crosley division, told the Sales Ex- 
cutive Club of New York. 

“We are going to be shorter of 
labor than anything else in the next 
10 years and employment of women 
in sales jobs in the appliance field 
would help the situation,” he said. 

“We are the only industry that 
sells things to women and uses 
men almost exclusively to do so. 

“We have been able to get away 
with it because we have had such 
a strong demand for the products, 
but the companies and retailers 
who lead the way in the future will 
use women for selling as well as 
demonstrating.” 

Mr. Blees said present Govern- 
ment plans indicate that about 70 
pet of industry’s productive capac- 
ity will be left for making civilian 
goods. 


Home Construction Still 
Strong in First 2 Months 


Homebuilding has continued at 
a faster pace than had been ex- 
pected, and while this activity for 
the first two months of this year 
is down from the last two months 
of 1950, there were more dwellings 
underway during January and Feb- 
ruary than there were in the same 
months of 1950. 

The building rate has been drop- 
ping consistently since May of last 
year, when 144,000 non-farm dwel- 
lings were started. By December 
95,000 were started. 

January’s total, according to the 
Bureau of Labor Statistics, was 
87,000 and in February it dropped 
to 80,000 units. 

The decline from January to 
February was all in field of home 
construction by private builders. 
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ale of a can turn over tools! Indestro now offers ments se Only ae 
sher. 3 red hot Deals, bringing you 3 new, all- - 
metal Display Boards with the HOTTEST = 
SELLERS in tools! 2 
mand This new, easier, better way to sell tools 
brings you only the cream of the HOT- 
s TEST SELLERS . . . there are no obso- 54 
s»mployed lescent numbers—no “shelf warmers” .. . 
W : A every tool is in BIG DEMAND! Get all 3 & il leuall ol, 
a M f. : red hot Deals at sensational money-saving 26 PUNCHES \ i 
&. values — PLUS the 3 all-metal Display 12 CHISELS . 
ow of Its Boards without extra cost! Look at the red 
ales Ex- hot assortment of Punches, Chisels and 22 SCREWDRIVERS ... ALLRED HOT SELLERS! 
Screwdrivers you get with Deal No. 2. Sales records prove these punches, chisels steel, beautifully finished. They are identified 
iorter of Order yours TODAY! and screwdrivers to be the HOTTEST SELL- by name, size, number and price on the color- 
ERS! l are nationally known, nation: ful, all-metal Displ Board th you ge 
the next INDESTRO MFG. CORP. jl eae ‘Quality - pr Panis red Se on v Tied edi: ws 
f women N. Kildare at Schubert, Chicago 39, Illinois, U.S.A. INCLUDES: 8 TAPER PUNCHES + 14 PIN PUNCHES + 4 CENTER PUNCHES + 12 COLD CHISELS + 4 POCKET-TYPE SCREWDRIVERS 
nee field 4 PHILLIPS SCREWDRIVERS + 14 ASSORTED SCREWDRIVERS WITH PYRALIN HANDLES AND CHROME-ALLOY STEEL BLADES. 
he said GET ALL 3 DEALS FOR ONLY$9245 | your cost $2954 reTais FoR $4436 ON EVERY TURNOVER $7 482 
ry that 
$ 37 on every 
a uses Make a profit of $46 pede | 
so. 
et away Get started NOW... mail your order TODAY! 
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onentie: ra dice service. They all give good performance over a long 
vellings service life. Fill out the coupon below and mail it TODAY. 
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n drop- Jet 
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»cember THE DAYTON PUMP & MFG. CO., 
Dept. HA, 500 Webster St., Dayton 1, Ohio. 
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own chotce! 


BURNS 


SERRATED 
EDGE 
CUTLERY 











Feature Burns steak knife 
and kitchen sets for greater 
sales for showers and wed-: 
ding gifts this year. Women 
love the famous Burns 
serrated edge that cuts like 
wildfire and never needs 
sharpening. 


WRITE FOR BURNS CATALOG 
SHOWING COMPLETE LINE OF 
SETS AND OPEN STOCK KNIVES 





BURNS MFG. CO. 


Syracuse, N.Y. 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


China, Glassware and Pottery Mar- 
ket, July 30-Aug. 10 at The Mer- 
chandise Mart, Chicago, IIl. 


Cooking and Heating Appliance Man- 
ufacturers, annual convention and 
exhibit, June 4-6 at the Netherland 
Plaza Hotel, Cincinnati, Ohio. Spon- 
sored by The Institute of Cooking 
and Heating Appliance Manufac- 
turers, Shoreham Hotel, Washing- 
ton 8, D. C., Samuel Dunckel, man- 
aging director. 


Home Furnishings Market, Interna- 
tional, June 18-28 at The Merchan- 
dise Mart, Chicago, Ill. Includes, 
housewares, appliances, toys, 
games and wheel goods, floor cover- 
ings, radio and television, lamps, 
china, glassware, pottery, and gifts. 


Housewares and Home Appliance 
Manufacturers’ Exhibit, July 9-13, 
at the Atlantic City, N. J., Audi- 
torium, Secretary, A. W. Budden- 
berg, National Housewores Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, 


Regional 


Builders’ Hardware Conference (Pa- 
cific Coast), April 24-26, at Vic- 
toria, B. C.., sponsored by Districts 
18, 19, and 20 of the National Con- 
tract Hdwe. Assn. and the Ameri- 
can Society of Architectural 
Hdwe. Consultants. Managing di- 
rector Consultant’s group, John R. 
Schoemer, 420 Madison Ave., New 
York City. 


Cotter & Co. Fall Merchandise Show, 
Aug. 6-7, at company headquarters, 
365 E. Illinois St., Chicago 11. 


Eastern Hardware Golf Assn. 14th 


Cleveland, Ohio. Sponsored by the 
Society of Packaging and Mate- 
rials Handling Engineers 


Industrial Supply Convention, June 


10-13 at San Francisco, Calif., spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Assn., general manager R, Kennedy 
Hanson, 1346 Connecticut Ave., 
N.W., Washington 6, D. C.; Na- 
tional Supply & Machinery Dis- 
tributor’s Assn., executive secre- 
tary, Henry R. Rinehart, 1900 Arch 
St., Philadelphia 3, Pa., and the 
Southern Supply & Machinery Dis- 
tributors’ Assn.,  secretary-trea- 
surer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12, 


at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


Sporting Goods Show and convention 


(National), Jan. 20-24, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Events 


annual golf tournament, May 22-24, 
Shawnee Country Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L. 
Gillian, 30 Rockefeller: Plaza, New 
York City. 


Gift Shows, sponsored by the West- 


ern Merchandise Exhibitors, will be 
held: Aug. 5-9 at Auditorium and 
Palace Hotel, San Francisco; Aug. 
19-23 at Olympic Hotel, Seattle, 
Wash., and Aug. 26-29 at Portland 
Hotel, Portland, Ore. 


Texas Wholesale Hardware Assn. 


semi-annual convention, June 8-9, 
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anew 


with men who know 


FINE TOOLS 





SWEDISH ho 


WOOD CHISELS 






Craftsmen who want the finest 
in wood chisels always ask for 
Gensco Swedish brand. They appre- 
ciate the superior Swedish steel blades 
that take and hold such a keen cutting edge. 
Many still want the original curly birch handles — 
while others ask for the unbreakable Tenite Il handles .. . 
Better stock both. 


. . . And everyone agrees 
Gensco’s protective coating 





is great . . . protects blades 
from nicked edges or rusting 
in stock . . . peels off quick- 


ly when ready for use. 


Hand forged, hand honed Swedish 
steel blades with curly birch handles. 
All complete with leather sheaths, 
some with metal guards. Economi- 
cally priced for volume selling. 


4-color display free with 7, 14 or 21 
knife deal. Seven styles on board. 


WRITE FOR PRICES 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 
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to help bring you vi 
even more salable 


/Rristoll 


THE HORTON BRISTOL MFG CO 


FISHING TACKLE 


HEN EARLIER this year it was announced that 
Wi Williams had teamed up with BRISTOL that 

news was filled with profit-significance for every- 
one who sells this famous fishing tackle. 

A great baseball star, Williams is an equally brilliant 
angler. In knowledge, skill, experience relating to all 
types of fishing in every section of America, Williams is 
equalled by few and surpassed by none. 

Now, as BRISTOL’S fishing tackle consultant, Williams 
will make great contribution to the even further better- 
ment of this already top-quality tackle . . . a contribu- 
tion that should be reflected in increased sales and 
profits for all those who stock and feature the excellent 
rods, reels and lines, designed and made by BRISTOL. 


Send 10¢ for the above Ted Williams photograph 
The Horton Bristol Manufacturing Co., Bristol, Conn. 
.-- Originators Of The Steel Fishing Rod 
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SAVOGRAN SIRYPEEZE 
IS AMERICA’S 
Waitamaaetittc 
PAINT REMOVER! 
































1 
2 
2 B 
30,000 hardware dealers can’t be No. 2 
wrong! In an impartial, nationwide 4 C 5 6 
survey, they were asked: “What 
brand of paint remover is most 5 D 52 
frequently asked for by your 





customers?” Here’s their answer. 


| IS THE BRAND IN 
~~ BIGGEST DEMAND! 
i ST AAIKEDUUDDUUOOOOOUL 
(- snonnoousononnypvavesnnnnt L) 
yen GUARANTEED 
GUARANTEE: STRYPEEZE is 


to stay wet longer an 
g of finish per 
— than 


YOUR 


IT’S NATIONALLY 
ADVERTISED IN 
COLLIER’S 
BETTER HOMES 
AND GARDENS 
and POPULAR SCIENCE 


1) 


1) 


HOOTNVUHOOTH 


guaranteed 
remove more coat be 
pplication — indoors oF 

a 

any other 


MONEY BACK 


puavonnonnranrnenneanen 


remov c-7- 0 


rnnnnnnnnannonnnern 


qi) 


oonnooonnonnanne 


Lz 


to Boost Your Finish Remover Profits 

Tt y OA OlC] ON. it ia'4o)-1-) 4-0 
Order Today — Build a Display 

It’s The Brand Your Customers Want! 


SAVOGRAN = FHE SAVOGRAN COMPANY 


PRODUCTS BOSTON: CHICAGO: LOS ANGELES: 
25 Huntington Avenue 85 Industrial Road 3031 West Seventh Street 
SELL ON SIGHT Boston 16, Mass. Addison, til. 





Shamrock Hotel, Houston, Tex., in- 
cludes joint meeting with the Texas 
Hardware Boosters Club. Secre- 
tary, Nat Pearsall, P. O. Box 386, 
La Feria, Tex. 


State Events 


Alabama Retail Hdwe. Assn., annual 
convention and exhibition, Apri! 24- 
25, at Admiral Semmes Hotel, Mo- 
bile. Secretary, Mrs. Euna G. Ram- 
sey, 509 N! 19th St., Birmingham 3. 


Carolinas, Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasure, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 





Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Way- 

cross, Ga. 


| Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 12-14, 1952, Des 
Moines. Headquarters, Hotel 
Savery. Exhibit, Iowa Exhibit 
Bldg., State Fair Grounds. Secre- 


tary, Philip R. Jacobson, Mason 
City. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. 

Secretary, David O. Mansfield, 226 

S. State St., Jackson. 


Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 5-7, 1952, 
Milwaukee. Headquarters, Hotel 
Schroeder. Exhibit, Auditorium, 
Secretary, H. A. Lewis, Stevens 
Point. 














Los Angeles. 5, Calif. 
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HARDWARE HUMOR 
By Hardware Age 














"The hardware clerk said I'd be surprised 
at how fast these seeds would spring up." 
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The 1951 NATIONAL HARDWARE SHOW—the sixth in a series of the greatest trade 
shows ever held in the industry — will be held at Grand Central Palace, New York City, October 
8-9-10-11 and 12. 


The 1951 NATIONAL HARDWARE SHOW again offers to manufacturers of hardware and allied 
products the biggest and most extensive market for their products. Now, more than ever, tens of 
thousands of buyers in the industry will flock to the show to talk personally with manufacturers about 
available merchandise, production, materials, prices and deliveries. 


More than 75% of the exhibitors in the 1950 NATIONAL HARDWARE SHOW have already reserved 
space for 1951 because they know that the NATIONAL HARDWARE SHOW is the place to meet 
their buyers and to maintain their place and prestige in the industry. 


The 1950 NATIONAL HARDWARE SHOW was the largest and most successful ever held. 685 
quality manufacturers exhibited the best in hardware and allied lines to 31,737 visitors from every sec- 
tion of America, Canada and 40 foreign countries. The entire show was sold out with many applicants 
for space turned away. 


To assure you your place in the 1951 NATIONAL HARDWARE SHOW, write, wire or phone now 
for information and floor plans. 


OCTOBER - 8-9-10-11-12 - 1951 


Was GRAND CENTRAL PALACE, 
NEW YORK CITY 





1950 SHOW STATISTICS 
Number of Exhibitors . . . . 685 
Registrations 31,737 


Registration from 46 states in the 
United States and 40 foreign countries. 














S)5; NATIONAL HARDWARE SHOW 


EL 331 MADISON AVE., NEW YORK 17, MURRAY HILL 2-4802 
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WHAT’S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


18, have four wheels set inside the 
cutting swath for close trimming. 
Airfoil shaped blade gives an 18-in. 
cut of 1 to 3% in. in height. RMV- 
18 model (illustrated herewith) has 
vertical type 1.4 hp. direct drive, 
and both mowers have 4-cycle gaso- 


‘ = ae 





line engines. Steel chassis assures 
long life. Western Tool & Stamp- 
ing Co., Des Moines, Iowa. 





Back-Wired Receptacle 


A special wire clamp eliminates 
fussing with binding screws entire- 
ly on this new T-slot, back-wired 





duplex receptacle. Wires are held 
securely by wire clamps on both 
sides of the receptacle, and one or 
two wires can be slipped under the 
screw-held metal clamp and the 
ends will not protrude. Receptacles 
are made with removable plaster 
ears and have double-sided spring 
bronze contacts encased in a thick 
plastic housing. Both brown and 
ivory. Approved by Underwriters’ 
Laboratories. Monowatt Inc., 66 
Bissell St., Providence, R. I. 
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Steel Hot Pan Holder 


A hot pan holder of cold rolled 
steel with high lustre finish has 
been added to the Lynch-Jamentz 





line of housewares. Curved clamp- 
ing jaw with two-prong leverage 
gives a firm grip on any shape and 
size. Jamco Grip lifts and handles 
hot pots and pans and other house- 
hold items. Each grip comes on a 
colorful card. Retail price: 69¢. 
Carton contains 36. Lynch-Jamentz 
Co., 105 N. Virgil Ave., Los Angeles 
4, Calif. 


eS 


Casting Reel 


A new casting reel, called Zeb- 
co, completely eliminates backlash 
without restricting free spooling 
action, and will fit any conventional 
casting rod. It is fully enclosed and 
has alumilite finish to resist corro- 
sion. Slight pressure on the thumb 
stop brakes the cast. While casting, 
gears are disengaged “” . maximum 
silence. This 5'%-oz. reel retails 
for $17.50. Zero Hour Bomb Co., 
Tulsa, Oklahoma. 





Shear and Knife Package 


This handy Kitchen Kit holds 
chrome-plated kitchen shears of un- 
breakable, hot drop forged crucible 
steel, with serrated edge for cutting 
vegetables, etc. It is also a bottle 
opener, nut cracker, screw driver 





and tack hammer. Also in the kit 
are the Junior Chef all-purpose 
knife and a paring knife, made of 
razor ground steel and fitted with 
acid and burn-proof Pakkawood 
handles. H. Boker & Co., Inc., 101 
Duane St., New York City 7. 


Sandwich Toaster 


A stainless steel sandwich toaster, 
No. 1224, that fits into automatic 
pop-up toasters has special heat re- 
sistant knobs for easy handling. 
Toast-Ezy makes toasted  sand- 
wiches without the use of an oven, 
and will take any size store sliced 
bread. Each unit has an attractive 





wrap-around label, 12 toasters come 
in a package. Retail price: $1.95 
each. Metal Products Engineering, 
Inc., 4000 Long Beach Ave., Los 
Angeles 58, Calif. 


Gadgetainer Cabinet 

This handy Gadgetainer holds 18 
kitchen utensils on hooks or in the 
roll-proof edge. The electrostatic 
finishing process gives a glassy- 
smooth, no-chip enameled surface, 
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oors Just 


QOAST 
into place 








With Stanley wlling or sliding 


DOOR HARDWARE 


Doors coast quickly, quietly—at the touch 
of a hand—when equipped with Stanley 
Rolling or Sliding Door Hardware. Stanley 
Track is straight as a die—hangers are 
carried inside—fully protected from 
weather and dirt. Stanley Hangers have 
ball bearing swivels and roller bearing 
wheels. Two way adjusting nuts assure 
exact hanging. ‘“‘Hold-Fast’”’ Track Brackets 
keep tracks rigid—in perfect alignment at 
each suspension point. 


A size for any door up to 1000 Ibs. 
With just three sizes of Stanley Door Track 
you can meet the demands of any of your 


customers. Used extensively on all types of 
garages, barns, industrial and commercial 


HARDWARE « TOOLS -« 
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buildings, Stanley Rolling or Sliding Door 
Hardware provides big profit opportunities 
for dealers . . . with a minimum stock 
investment. 

Every possible combination of track 
bracket for double and triple door sets can 
be furnished. Any length of track needed 
can be assembled, curved pieces supplied 
in 90° turns, others to order. 



























X2641 Track for doors 
up to 350 Ibs. Hangers 
to match. 


Y2641 Track for doors 
up to 700 Ibs. Hangers 
to match. 


W2641 track for doors 
up to 1000 Ibs. Hangers 
to match. 

















THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 


STANLEY 


Reg. U.S. Pat. Off. 


ELECTRIC TOOLS ¢« STEEL 


STRAPPING e« STEEL 
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Now you can get more Tape-Rule sales by stocking the new 
Lufkin Chrome-Clad Mezurall “10-Footer” ... the extra 
length Tape-Rule that customers everywhere have been 


asking for! 


DESIGNATED AS THE C-9210, THIS NEWEST ADDITION 
TO THE FAMOUS MEZURALL LINE OFFERS: 


@ Exclusive Lufkin Chrome-Clad non-glare satin finish will not 
crack, chip, peel, rust, or corrode. 


@ Black markings stand out sharply against chrome-white 
background. 


@ Self-adjusting end hook for accurate butt-end and hook-over 
measuring. 


@ Replaceable 10-ft. length blades. Patented safety catch 
simplifies changing blades. 


@ Improved, heavily plated case—inset side plates in attractive 
red and white. 


‘ 


THE ‘‘10-FOOTER” IS PRE-SOLD FOR YOU! 


Start placing your orders for the C-9210 at once. Profit from 
the big supporting advertising program that will blanket 
the nation with ads reaching more than 40,000,000 reader- 
prospects in the Roto Sections of leading Sunday Newspapers, 
in Industrial Trade Papers, and other Consumer Publications. 
These ads will be hard at work—"‘pre-selling’” the new Lufkin 
“10-Footer” for YOU! 


Specify C-9210 Chrome-Clad 10-ft. Mezurall. Also available 
with nickel plated blade, specify No. 9210. 





WHAT’S NEW 


and the cabinet has a convenient 
right- or left-handed closing, 
Rounded corner construction pre- 
vents accumulation of dirt. Gad- 
getainer is 15 x 10% x 3%, and is 
made to hang on the wall. Lennoz 





| Metal Mfg. Co., Inc., Maspeth, Long 





Island, N. Y. 





New Power Mower 


This new 18-in. reel type power 
mower, the Jacobsen Pacer, is 
powered by 11% hp. engine and fea- 





tures all-steel construction, fully 
enclosed chain drive, and self-lock- 
ing bed knife adjustment. Cutting 
height may be varied from 1% to 
2% in., and cutting width is 18 in. 
Pacer is light and easy to handle. 
Price: $109.50, f.o.b. factory. Jacob- 
sen Manufacturing Co., Racine, 
Wis. 


Bird Calling Records 


Three new bird calling instruc- 
tion records are now available. D- 
100 duck calling record is for be- 
ginner duck hunter or for an expert 
brushing up. No. G-101 is for goose 
calling, and No. C-102 teaches the 
call of the ordinary crow. D-100 
and C-102 duck or crow records: 
$2.00 each. G-101 Goose record: 
$2.50. Philip S. Olt Co., Pekin, IIl. 
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Model Coffee Mill 


This deluxe model coffee mill has 
a housing in pure aluminum, ano- 
dized to a two-toned gold and brown 





finish. Two stage grinding mech- 
anism is of rolled steel and easily 
adjusted from very fine to very 
coarse to suit any type of coffee- 
making equipment. The five-inch 
mill grinds 12 tblsps. of coffee at 
once. Deluxe model retail: $4.95; 
standard model (plain polished 
aluminum) retail: $3.95. Interna- 
tional Industries, Box 3752, Balti- 
more 14, Md. 


Bearing Puller 


A new gear, wheel and bearing 
puller made of forged alloy steel 
and heat-treated throughout for 
maximum pull is now available. 
Handipul is designed for use in re- 
moving motor pulleys and sheaves 
without breakage. Diameter capac- 
ity is 514 in. and will reach 3 in. in 
from the end of shaft. Pullers are 
individually boxed, and come six in 
a counter display carton. Arm- 
strong-Bray & Co., 5364-76 North- 
west Highway, Chicago 30, IIl. 





Sealer and Finisher 


This new type clear synthetic 
sealer may be used as a finishing 
coat. Called Tri-Kote, it is durable 
and resistant to alcohol, alkalies 
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new double-action 


knife \ sharpener 


meus! O8 ptiiung o 
S” Guaranteed by © 
Good eee 
207 as Adveatrsto ats 
Every customer 


has a knife 


to sharpen 


America’s only double-action electric knife sharpener— 
two overlapping wheels hollow-grind both sides of blade 
at the same time. Anyone can use it—no skill required. 


When the carving knife grows dull, or the paring knife won't pare—it takes 
only a minute to sharpen them easily and safely, thanks to this revolutionary 
new product by Oster. The Oster sharpens any knife, large or small, thin 
edge, flat edge, or serrated. Simply pull the blade between the wheels, it 
comes out with a factory-sharp keenness. 


Underwriters’ Approved _ Nationally advertised 


OTHER NATIONALLY ADVERTISED OSTER PRODUCTS WITH EXCLUSIVE FEATURES 


, MASSAGE INSTRUMENT 


gives a real Swedish-type 
massage. No other massage 
instrument has the suspended 
motor action that delivers 
controllable, rotating-patting 
movements to the fingertips— 
several thovsand movements 
per minute. 


has the highly efficient jet 
design. Very lightweight and 


LIQUEFIER-BLENDER 


has the sanitary container 
that opens at both ends— 
easy to empty, easy to clean. 
Removable, leakproof con- 
tainer base fits standard 
Mason jar. The OSTERIZER is 
exclusively recommended by 
Gayelord Hauser, famous 
food authority. 


___ only Qe 


~ PORTABLE evectnic OOIXER 


is so handy, so powerful, 











and so easy to use for every 
food mixing job—mixes, 
mashes, creams, whips, and 
beats. The OSTERETT has 
more power per pound than 
any food mixer in the world. 











easy to use—hold in hand, 
stand on table, or tilt to any 
angle. Powerful motor speeds 
hot or cool air flow. The 
Oster AIRJET is America’s 
most beoutiful hair dryer. 








Recommend 
electric housewares 
first for every 
gift occasion 


Choose 
OSTER first 
for every 
gift promotion 


JOHN OSTER MANUFACTURING CO., RACINE, WISCONSIN 
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Sater mnt BWHAT’S NEWER Ee 
fence t 
OHOL ation v 
and water, and will dry in 30 to 45 res r 
minutes. It may be applied by _— - 
spray, brush or dipping. Floor- fa Rete 
Plate, a hard-wearing finishing rn Ml 
coat, applied an hour after Tri- ina i i 
Kote makes a successful combina- 
tion for floors. Premier Labora- Weed 
tories, 304 S. 23 St., Birmingham, : 
Ala. This 
. ‘ ; called | 
. Pisto-Grip BLOW TORCHES | tures a 
: Features new, safe PistoGrip Handle. Drawn | Hedge Clipper 
a steel tank has brazed inserts and electrically ae te - 
. seamed bottom. Wall blow-proof pump adds This is a new automatic hedge 
*% COMPOUND KETTLES safety. Available in brass or steel. clipper attachment for use with 
* FIRE POTS ° | %4 in. electric drill. The unit is 
= 
* SOLDERS ‘ 
e 
+ sous} electric PAINT SCRAPER 
* OILERS ~ The outstanding electric paint scraper on the 
* OIL CARRIERS ss market. Develops 225 watts, has razor sharp 
PAINT POTS scraper blade, and replaceable elements. It 
* . sells on sight. Write today for com- 
* ACCESSORIES meen plete catalog. = 
MANUFACTURING CO. of the | 
Grove City, Pa. which s 
provide 
- ee —s —— The we 





—~ — — ee 5 any La 

BIGGER THAN EVER! ||} 72 fof ca assented By ciming te | talon 
i the s the adjustable z 

canoe rin bio they cemeaietina es of Co., In 


the drill. Wil-Du is light, safe, and N.Y. 
well balanced for easy trimming. 
Retail: $14.95. Wil-Du Products, 










ot cave Universal Machine Co., 537 N. Three 

Counter Display Braddock Ave., Pittsburgh 21, An oc 

Penna. lon cor 

| a solutior 

compou 

FITS ANY Electric Fence Controls forated 










purpose fencer has separate mecha- 
nisms for each type of operation 
so that they work independently 


Ye" DRILL |: Model 500 operates on both long agitato 
RETAIL and short range by using either rotatio: 
PRICE | 110 volts, AC, or, for portable use, other ; 
<n | six-volt hot-shot battery. This dual nocd 


$9095 
~ a ll 


ARCO “HYCAR- 
BON” Crosseut Blade 





(Dealer’s Net—$6.63) ie 


YOU ARE BACKED TO THE HILT 
with constant hard-selling advertisements In 
BETTER HOMES & GARDENS TRUE MAGAZINE 


Here is a new tool that handymen, small 








POPULAR MECHANICS POPULAR SCIENCE 

MECHANIX ILLUSTRATED NEWSPAPERS shops and service men buy on ~ gt Rn: 
This is the time to stock up and reap the benefits. | forged, heat treated, alloy steel, gear and 
Display “ARCO-SAW” and watch your sales ZOOM! | wheel puller . . . that makes tough jobs easy 
Over 100,000 sold. ooo Oe 7. household can afford. 
CHECK THESE SELLING FEATURES: Right angle No. CD-70 Counter Display Carton carries 6 
gear drive, can be used with one hand. Visual guide individually boxed No. HC-70 Pullers (Dia. 
and wide shoe plate. Big handle for two hand operation | 5V2"'s Reach 3"'; Screw /2"' x 7°"). 
Safety yoke assures rigid connection and absolute On your counter or in your window this dis- 
safety. 90-DAY FACTORY GUARANTEE. play carton will bring you extra sales and 
DEALERS: Contact your jobber today or profits. 

write direct for catalog sheets. Write for Catalog Sheet and name of your 


nearest jobber. 


ARROW METAL PRODUCTS CO. 





DEPT.TR, 140 WEST BROADWAY ARMSTRONG-BRAY & CO. 
NEW YORK 13, NEW YORK 5348 Northwest Highway, CHICAGO 30, U.S.A 
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with their own on-off controis. A 
high shocking power on katteries or 
high line is maintained. Built in 
fence tester indicates correct oper- 
ation with a lighted lamp when 
fence is charged, and not lighted 
when shorted. The battery is held 
in a weatherproof low drain case. 
International Electrie Co., Chicago 
22, Ill. 





Weedless Spoon 


This weedless hook and spoon, 
called Sparkl-Eyed Wobbler, fea- 
tures a flashing red bead on the end 


of the guard next to the hook barb 
which serves as a lure for fish and 
provides a weed guard for the hook. 
The weedless hook may be had on 
any Lane spoon. A free, illustrated 
catalog showing the complete Lane 
line is available also. Ed. Lane & 
Co., Inc., 10 Lane St., Wyoming, 
N. Y. 


Three Minute Egg Wash 


An outside galvanized eight-gal- 
lon container holds the lukewarm 
solution of 3 Minute Egg Wash 
compound, as the zine coated, per- 
forated sheet steel washer with 
agitator fins rotates the eggs. In 
rotation the eggs turn against each 
other without breakage, flushing 
off foreign matter and dirt. The 
washer saves time and egg han- 
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EYE & RING 
BOLTS 


. manufactured in a variety of styles as shown— 
with shank sizes from 4” x 2” to 1” x 18”. Drop 
Forged Steel Bolts offer the full strength of bar 
steel, with weldless eyes that cannot open. Available 
in Self-Colored finish, or Hot Dip Galvanized, even 
including the threads! 


The W-C line of Heavy 
Shelf Hardware 
items ranging from Blocks & 
Pulleys to Drop Forged Steel 
Shackles. For complete informa- 









and 


also includes 








tion on the “Dependable Line” 
write today for your free copy 


of our new 1951 catalog “K.” 


WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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MILWAUKEE. 
WROT WASHERS 


Ooh *% Fa 
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... Competitively Priced 


Large volume production, the most advanced 
methods and facilities, plus more than 60 years 
of continuous experience in the manufacture of 
Washers, are factors that enable us to offer you 
top quality washers and stampings at competitive 
costs. Over 22,000 sets of dies for ung 
Washers of every type (Standard and 
from every type of material, for eve 

in any finish, STAMPINGS of all desc 
Blanking, Forming, Drawing. Submit your blue- 
prints and quantity requirements for estimates. 


WROUGHT WASHER 
MANUFACTURING CO. 


The World's Largest Producer of Washers 


zciv S. BAY ST., MILWAUKEE 7, WIS 
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SWEATING PIPES 


call for 


NoDRIP TAPE 


That means good profits for you. Dis- 
play NoDrip Tape and watch it sell to 
everyone bothered with condensation 
drip from pipes. 






STOP DRIP 


caused from condensa- 
tion on cold water 
pipes. Turn idle space 
into play or work 
rooms. Keep store 
rooms dry. Wrap _cork- 
filled NoDrip Tape 
around pipes and joints. Do 
it yourself. Clean and a 4 
apply. Roll covers abou 

TAPE feet of '/."' pipe. 

$1.69. Higher west of Rockies and 
Canada. Get at Hdwe. and Dept. 
Stores. J. W. MORTELL CO., 
Kankakee, Ili. 





NATIONALLY ADVERTISED 


Above is one of the advertisements beginning 
in May in this important group of magazines 
with 


Ve rm Hh h yilitul 


LE: 


: x valet \ 


EC MAMA 
MAUSTRATED 





ae) pe 
18,967,973 Circulation 
631/3% Home Ownership 





NoDrip Tape is in demand. Stock it! Use 
the FREE dealer helps—mats, displays, cir- 
culars, radio scripts. 


List Price 
$] 69 


Higher west of 
Rockies and 
Canada. 


Dealers’ Price 
331/3% dis- 
count 


$13-52 


per doz 


Packed 12 ro 
to carton. 





Write us for name of nearest NoDrip jobber, 
also Circular and Free Dealer Helps sheet. 


J. W. MORTELL CO. 
508 Burch St. Kankakee, Ill. 
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dling, and eggs may be allowed to 
dry in washer until ready for cas- 
ing. Two pounds of washing com- 
pound are included in the unit; re- 
tail price: $13.95. 3 Minute Egg 
Washer Co., Inc., Box 720-R, St. 
Cloud, Minn. 


Frozen Food Containers 


These Sealright Thermorex fro- 
zen food containers have a plastic 
coating, fused at bottom and side 
walls, to make the container non- 
absorbent and leakproof. Available 
in pint, quart, 3-pint, half gallon 





and five-pound tub sizes, the con- 
tainers are unaffected by heat and 
cold. Sealright Co., Inc., Fulton, 
MN. y. 





Strainer-Juicer 


A new convenient juicer is made 
of corrosion-resistant aluminum. 
Juicer No. 110 stvains as it juices 
and fits over the cup. The long 
handle makes it easy to use, and 
allows it to be hung from the wall. 
Juicers are packed 12 to a case. Re- 
tail: 39¢. Foley Mfg. Co., 3300 5th 
St., N. E., Minneapolis 18, Minn. 







Corn and Crop Drier 


A prefabricated crop drier, or- 
iginally introduced to dry hay only, 
may be used for corn and other 





crops. Called Hi-Dri, it is made of 
steel for long life. Fire hazard of 
drying is reduced by this unit, 
which is easily installed. The drier 
has seven main duct units through 
the center with one tapered lateral 
on each side of the main duct, and 
is available in wide, narrow, or long 
sizes. Louden Machinery Co., Farm 
Line Div., Fairfield, Iowa. 





Baby Swing-Auto Seat 


This latest baby swing-auto seat 
combination may be used outdoors 
or indoors and legs detach to fit in a 








small car trunk or closet. Chromad 
finish on steel construction resists 
outdoor elements, and will not chip, 
peel or rust. Waterproof seat comes 
off for use as an auto seat. Fair 
traded at $8.95. Dennis Mitchell In- 
dustries, 4424 Paul St., Philadel- 
phia 24, Pa. 
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Hand Drill 


This new 100 Plus No. 610 hand 
drill bores holes easily to a full %4 
in. capacity in hardwood or metal, 
as a result of a higher spindle 





torque and is good for close-quar- 
ter work. Speed gear is solid cast 
iron, and two steel pinions have 
machine-cut teeth. Ball bearings on 
the spindle carry the drilling pres- 
sure. Gears are enclosed by light 
weight aluminum housing, and the 
protected jaw spring chuck has con- 
cealed springs that hook into the 
jaws of the new 4 in. chuck. Hard- 
wood handles are dark red, and 
trim is nickel plated. Stanley Tools, 
New Britain, Conn. 


Roof Ventilator 


This new PVR power roof ven- 
tilator is offered in 11 sizes, each 
size in two to four different speeds. 
The unit has housed direct-con- 
nected centrifugal fan and motor, 
and positive controlled ventilation 
independent of wind or weather 
with air deliveries over pressure 
ranges of free air to 11% in. static 
pressure. Motor is self-cooled by 
suction pressure which maintains 
a steady, low velocity cooling air 
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Whether a CAN is expensive or cheap has nothing to do with its price 
tag. The cost of a CAN is its initial price amortized over the years of 
its useful service. If you are interested in your customers getting more 
out of a CAN—in service, than what they put into it—én Cash, we suggest 
you forget about price—and buy WITT CANS - - - Guaranteed To 
Outlast Ordinary CANS 3 to 5 times. 


For a better buy look for these features! 
STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATION—tun full length of Can adding further rigidity. 
HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of Can and act as shock absorbers. 
HOT DIP GALVANIZING—o hand process offer fabrication, insuring heaviest possible 


PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting yet easy to remove. 
* Cos THE WITT CORNICE COMPANY, Cincinnati 14, 0. 
“Originators of the Corrugated Can" 
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WITT CANS HAVE THE’RIGHT ANGLE” 











The Story of 


Family Fun 


with — 
Sout Benb Croquet! 


is being told to 








’ ] 


FAMILIES 


HOUSEHOLD 


and 


PARENTS’ 


magazines” 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South—Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind, 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. Co. 
SOUTH BEND 23, INDIANA 


ad wT 














WHAT’S NEW 








stream. Housing is weather-tight, 
and ventilator is easily installed. 
Write for bulletin 1901P. Ilg Elec- 


ford Ave., Chicago, IIl. 





Self-Closing Cabinet 


This automatic merry-go-round 


for the kitchen. Door and shelves 





| door closes automatically. Cabinet is 
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revolve at a slight touch, and the 


steel construction with mar-proof 
enamel finish. Door is insulated 
and works quietly. Space needed is 
36 in. on each wall. Geneva Modern 
Kitchens, Geneva, IIl. 





Circuit Switch 

This lighting circuit switch is 
rated at 6 amp., 125 volts. A new 
feature is the use of alkyd molding 
compound to mold the ratchet, elimi- 
nating the need for making it of 
two different materials to obtain 
proper arc resistance and non- 
tracking properties. Ratchet has 
completed 24,000 operations at 
maximum load, and is guaranteed 
against switch failure. Libbey- 
Owens-F ord Glass Co., Toledo, Ohio. 


tric Ventilating Co., 2850 N. Craw- | 


corner cabinet is a new convenience | 














OU UUUAAAUUUAAAA 
sr ar \ < No. 1 V6 
eat ey Victor Stop Loss 
; f _Seprezente wring 


skunk and mink. Jaw 
spread, 4°’. Also 
No. 1% VG—jaw 
spread 4%"'. 


| No. 2 Victor 
| Coil Spring 

—for fox and 

nutria. Jaw spread, 
| 5%'’. Also No. 1% 
| and No. 1% D 
| (Double Jaw)—jaw 
| spread, 4%". 





Td Ll 
TL Le 


A No. 1 Oneida Jump 

—for muskrat, skunk and mink. Jaw 
spread, 45%4"'. Other Oneida Jump 
Traps with jaw spreads from 
4" to 7%". 


< Quick Dry Fur Frame 


—adjustable. Three sizes available. 


@ These are just a few of the 
available types of Victor, 
Oneida and Newhouse traps. 
For a full profit, order a com- 
plete assortment from your 
wholesaler. 


ANIMAL TRAP’ COMPANY OF AMERICA 








Lititz, Pa. * Pascagoula, Miss. 
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TV Reception Booster 


An interference-rejecting booster 
designed for fringe area reception 
comes in a walnut plastic cabinet 





and has an automatic off-on switch. 
Tenna-Scope has dual amplification 
for low noise factor, single tuning 
control, separate high and low band 
amplifiers, and works with all an- 
tennas and sets. An eight-foot cord 
allows the booster to be used on 
top of TV sets. Size is 644 x 5% x 
5 in. Retail: $29.95. Alliance Mfg. 
Co., Alliance, Ohio. 





Plant Freight Truck 


This battery - operated freight 


truck, called Load-Mobile, features 
three-way operating positions for 
utmost safety, comfort, and maneu- 
verability. Operator may sit and 
face away from the load, the nor- 
mal position, face the load, in nar- 
row passages, or stand on the spe- 
cial step for easy access on and off 
the truck. There are large capac- 
ity cushion rubber wheels with 
sealed ball-bearings for minimum 





battery drain. No-load speed is 
3.5 to 4.0 mph. Available in 3000 
Ib. capacity model with 3.0 mph full 
load speed, and 5000 lb. capacity 
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AMERICA’S FAVORITE LINE OF 





Statuless Steel 


OUTDOOR COOKING EQUIPMENT 


RAWHIDE THONGS « BRANDED WOOD HANDLES « ALSO GRIDIRONS, BROILERS 








NNED) voles 4 





WORCESTER, MASS. 


THE WASHBURN COMPANY 


See Your Jobber’s Salesman! 





ROCKFORD, ILL. 












Tapatco 


TRa0t wanna €GistEaco ws CaF OFF 


HORSE COLLAR PADS 





For every work horse and mule. 
“The pad with the rust-proof 


red hooks” 
Ta pate 


TRACTOR SEAT CUSHIONS 


em 


For every tractor and farm 
implement seat. 

















See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 





MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 








A Real FISH 
in tough pliable plastic! 


“It Takes a Fish 







To Catcha 
Fish” 








The Proven 
NATURAL BAIT 


WILL STAND HEAVY 
USE AND MANY STRIKES 


Patents Pending 


Clean, odorless bait. Preserved by 
scientific process, retains life-like ap- 
pearance. Use in fresh and salt water. 
Hook and swivel assembly easily re- 
moved for use of other J 
size hooks, etc. 4 
3 sizes: $1.50 (Illustra- 
tion above is 2/3 actual 
size); $1.75; $2.00. 
Write for 


literature and 
discounts. 















NATIONALLY 
ADVERTISED 


TINY TROUTER 


A REAL SHINER — the ideal 
bait for smoller fish 


reryaod: $1.15 


with or without red 
(wound) stripe. 











THE ACTUAL LURE CO., Inc. 
392 5th Ave., New York 18, N. Y. 
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WHAT’S NEW 








model with 2.5 mph. It may also be 
used as a tractor. Market Forge 
Co., Everett, Mass. 





Gift Gadget Set 


Six chromium plated steel gadg- 
ets, including fork-spoon tongs, 
churn beater, ladle, serv-all tongs, 
kitchen saw and carvers’ aid, are 
packaged together in a red and 
black 11-34 x 13-34 x 2% in. gift 
box. A descriptive circular is en- 








closed with each set. Retail price: 
$3.89. John Clark Brown, 1 Mont- 
gomery St., Belleville, N. J. 





Children and Adult Game 


A new game, Tagalong Joe, for 
two, three or four children or adults 
has a colorful board perforated 
with 144 holes, 12 in each direc- 
tion. A playing piece is placed in 
one at each play. The object is to 
get five pieces of the same color in 
a row, or force your opponent into 
three traps. Simple playing in- 
structions are permanently printed 
in the box cover. Retail: 98¢. Wales 
Game Systems, Inc., 345 Payne 
Ave., N. Tonawanda, N. Y. 
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Floor Fan 

This draft-free floor fan, Model 
40, draws cooler low-level air and 
spreads it smoothly through the 
room without circulating floor dust. 





Deep-pitched 10 in. blade has pro- 
tective top and bottom guards. The 
fan has all-metal construction and 
heavy die-cast legs for stability, 
and a heavy-duty motor resilient is 
mounted for quiet operation. Ma- 
hogany and bronze harmonizing 
finish with chrome-plated guard 
rings. For use on 110-120 volts, 60 
cycle AC. There is a two-speed 
switch and an eight-foot cord. 
Fasco Industries, Inc., No. Union 
at Augusta, Rochester 2, N. Y. 





Cleaner Foam Dispenser 


Rug and upholstery cleaner is 
now available in special automatic 
foam dispenser. Called Quick Foam, 





the cleaner is creamy and sweet- 
smelling, and will not injure any 
material that water will not harm. 
The dispenser converts cleaner into 
a rich foam with the press of a 
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GLASS-TOP FUSE 
and LEADER 


ever since! 





gua asawe eee is 


' ROYAL WIRE EF 


engineered for § 


DEPENDABILITY 8 


merchandised for i 


VOLUME SALES § 
Ask for details of the Pi 
No. 1 deal — 1250 feet ~ 
of ROYAL quality wire 
plus a steel counter 
display rack. 





ROYAL 
CORD SETS 


display-pack- 
aged for quick 
turn-over and 
greater volume 






ret 


ttt thtidwvbitbit¢hhhtttitihthheibittttthiteh lili lel cM d 
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ATLAS 


Y 


ATLAS wicks are pre- 
ferred by more dealers 
in America than any 
other brand. They are 
the choi of cust s 
everywhere because of 
their superior quality 
and dependable service. 





GLASWIK The leader in rep- 
vtation and distribution. The 
original spun glass wick and 
the only wick that is free of 
wire. Outlasts several ordinary 
wicks. 


FLAMEMASTER America’s. 
leading asbestos wick. Woven 
of wire reinforced high grade 
asbestos yarn. 


BESWIK A woven asbestos’ 
wick that gives long depend- 
able service. Economical in 
price but equal in quality to 
other wicks. Attractive display 
cartons make a favorable im- 
pression on customers. 


THRIF-T An economical woven 

bestos wick designed for dura- 
ble service at minimum cost. Of 
special interest to the “‘price”’ 
market. 





TOP NOTCH Perfectly woven of 
highest quality cotton fitted into a 
metal carrier. Fits Perfection, Mil- 
ler, Savoil and other cook stoves 
and room heaters. A good “‘re- 
peater.”’ , 


FASTHEAT “Accordion fold’ 
construction makes FASTHEAT a 
universal wick . . . fits any stand- 
ard range burner. It is a fast 
seller and strong repeater. 


COMPLETE 
DESCRIPTIVE 
LITERATURE 
ON REQUEST. 
WRITE DEPT. A 


ASBESTOS 


COMPANY 


NORTH WALES, PA. 
MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
AAR ALAA SAS SS AAS SS ANAASAS SSS 





EXCLUSIVELY 
THROUGH 
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TAMPER 
PROOF 


1 


FASTENINGS 


Popular sizes now available from 
stock. This scientifically de- 
signed Atlas spanner-head makes 
these fastenings ideal for a wide 
variety of uses . . . especially 
where things must stay put. 
When these screws go in, un- 
authorized persons can’t take 
them out. You can use these 
Atlas tamper-proof fastenings on 
vending machines, radio and tel- 
evision sets and other products. 
Spanner-head fastenings are 
available in wood screws, metal 
screws and machine screws .. . 
in all standard heads and metals. 


Drivers can be supplied 
inexpensively. 


ATLAS 


SCREW & SPECIALTY CORP. 
450 BROOME STREET 
NEW YORK 13,N.Y. 


Please send me complete information 
on Atlas tamper-proof fastenings, 


be) 














finger. Quick Foam dries fast, pre- 
venting soaking of materials to be 
cleaned. Retail: $1.49 complete in 
automatic dispenser. Plasti-Kote, 
Inc., 425 Lakeside Ave., N. W., 
Cleveland 3, Ohio. 





Imported Gouges 


New cherry gouges with hard- 
wood handles and top and bottom 


ferrules, imported from the occu- | 


western Germany, 
Selection XI 


pied zone of 
come in varied sizes. 


| 392F Stickleback Tools has gouges 


ranging from 4 in., retailing at 
$2.30 to 2 in., retailing at $8.25. 
Tec-Imports, 2249 Federal Ave., 
Los Angeles, Calif. 





| Grinding Attachment 





Drill 





grinding attachment No. | 
1296 is for sharpening steel drills | 


from ¥g to % in. with standard | 
tool grinder. Correctly ground 2, 3, | 
| or 4 lip drills are produced from 


this easily operated attachment. It 
is assembled to produce standard 
118 deg. lip angle with 12 to 15 


degree heel or clearance angle, and 











IN GLASS HOUSES... 





@ Should use WONDER-WAND. 
WONDER-WAND adapts itself to 
dozens of household cleaning jobs 
by a simple attachment to any hose. 
Comes complete with 4 foot alumin- 
um handle. 

Dealers and jobbers should use 
WONDER-WAND, America’s lead- 
ing fountain brush value, to increase 
sales. Colorful DUROSTYRENE 
bristles in Sapphire Blue, Ruby Red 
and Amber Yellow make it a lead- 
ing impulse item. 


Wash yourcarin12 
minutes. Wonder- 
Wand attaches to 
any garden hose... 
water flows thru 
the brush and floats 
the dirt away. 





Cuts cleaning time 
<< in half on windows, 
storms and screens, 
\ painted floors, out- 

side walls and 
rl doors, and metal 
awnings. 











WONDER-WAND is a proven sales 
leader in America’s top housewares 
departments. One jobber has sold 
50,000 WONDER-WANDS in one 
ear. Retailers consistently report 
bower than 5 to 1 returns on WON- 
DER-WAND advertising. 


Get the facts on WONDER-WAND 


write to 


WESTERN HOME PRODUCTS 


PRUDENTIAL BLDG. 
BUFFALO, NEW YORK 
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MAKE MORE MONEY 
SELLING 






EQUIPMENT !! 





Standard Single Arm Model 
Capacity: 2 Pt. to 1 Gal. 


DIAMOND PAINT CONDITIONERS Sell Service 
—Move Paint—Add to Profits! 

Renew every can of paint you sell—when you sell it—and you will build 
customer good will—sales—profits. The Standard Single Arm Model 
agitates 1400 times per minute, reconditions paint to a smooth, even 


consistency, ready to apply. DIAMOND Paint Conditioners handle cans 
from 4 pts. to 5 gals. Stands are available for all models. 


Write for Bulletin D75. 


MAHR Paint Burning Torch 
Outfits remove paint faster, cover 
more area, cost less for fuel. They are 
safer to handle and offer less danger 
from fire than those that burn gasoline 
or other dangerous fuels. Ideal where 
continuous duty Is needed. 


No. 5-A Outfit is equipped with two 
Torches and 50 ft. of air and oil hose. 
Tank capacity is 12 gals. Torches are 
light and reliable. 





No. 5-A Outfit Write for Bulletin 75. 





DIAMOND IRON WORKS, INC. 
AND THE MAHR MANUFACTURING CO. DIV. 






1750 N. 2ND ST., MINNEAPOLIS, MINN. 





<AMDNES 


BLUE BIRD drop forged 
TINNERS' SNIPS 


Everything a 
good mechanic 
demands — 
ata... 
FAR 
LOWER 
PRICE 


e DROP FORGED 
to insure strength 
and durability 

e MACHINE HOLLOW 
GROUND — for longer 
lasting cutting edge 

e HEAT TREATED 
for uniform hardness 

e ACCURATELY ADJUSTED 
for full length cut 

e FULLY GUARANTEED 
against all defects 


MANUFACTURERS OF THE FAMOUS “BLUE BIRD” BATTERY TOOLS 


Bergman TOOL MFG. CO., INC. 


BUFFALO 13, N. Y. 











1573-1575 NIAGARA ST. 


899 - Manutacturing Fine Quality Tools For 
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PACKAGED 


UPLINGS 


. 


- Here’s the new, easy, convenient way to buy 





a the famous “X-L’’ Quality Standard Merchant. | 
' Pipe Couplings! All sizes from 1%” to 2”, in” 


_ black or galvanized, are packaged—at no astra : 
cost! 14", 14", 34", 146" packed 100 to carton; 
ay" packed 50 to carton; l’' packed 30 to Y 
carton; 114" and 1!” packed 25 to carton; 2" % 
poked’ 20 to patel “X-L" Packaged Cou- <3 


% plings are easier to warehouse, easily identified | 
, ast : 
: stop couplings loss. Order yours today! Sues 3 


and quantity, facilitate shipping and 7 
2 delivery! 


3 
4 


neta STATION E 
iy ‘WEST VIRGINIA - 
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BUZZSAW SAYS: 














Hard hitting two-color advertisements 
appear every month in Popular Me- 
chanics to tell and sell the Shopmaster 
story. They make it easier for you to 


make more sales. 


SHOPMASTER 


America’s Finest Tools at 
Amazing Low Prices 





12” Drill 
Press $46.95 
12” Floor 
Model Drill 
Press $54.00 J) 




























8” Tilting Arbor Bench 

Seow .«- $76.95 
Also 

7" Tilting Arbor Bench 


15” i 
wos + + $47.9 Saw - 
8" Tilting Table sench (Tilting 
aw .. + $51.50 Table) 
10” Tilting Arbor $27.95 


Bench Saw. $86.95 
10” Floor Model 
Tilting Arbor 

Saw . . » $105.00 





12” Band Saw . $79.95 
10” Band Saw . $46.95 





Belt and Disc 
Sander . $51.50 


+ $45.95 
10” Wood Turning Lathe . 


Spindle Shaper . 


$45.95 












Zone 2 prices, 
slightly lower in 
Zone 1. 


Write today for full color catalog. 
SHOPMASTER, INC. 


1214 Third St. S., Minneapolis, Minn 
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WHAT'S NEW 








is adjustable for other lip angles. 
Spline shafts provide rigidity in 
any position, and micrometer ad- 
justments are provided. Delta 
Power Tool Div., Rockwell Mfg. 
Co., 600 E. Vienna Ave., Milwaukee 
1. Wisc. 


Extension Cord Reel 


An electric extension cord reel, 
Model 700-20-SC, is available for 
6, 12 and 32 volt current for marine 
and auto use and 110 volt current. 
Reel takes up excess cord and pays 
out what is required. Model 700-20- 
SR is furnished with rubber feet 





instead of steel casters. Benjamin 
Reel Products Inc., 10700-10710 
Broadway, Cleveland 25, Ohio. 





Cream Siphon 


This Simplex cream siphon, made 
of polyethylene that will not break 
and is easy to clean, removes all 
or part of the cream from any style 
milk bottle. Cream is siphoned off 
when the plastic bottle is released. 
Each siphon is packed individually 
in a display box. Retail: 75¢. 
Dealer price: $6.00 for 12. Geo. E. 
Davis, Delmar, N. Y. 





Pastry Section Molds 


Patty Pie mold set for individual 
pie shell sections and tarts is made 
of special cast aluminum and has a 





detachable 10-in. screw handle with 
a heat-protecting wooden grip. 
These molds, additions to the 
Handi Hostess Kits line, have wavy 
sides to simulate the scalloping of 
pie crust, and are one inch deep. 
Directions come with the packaged 
set. Retail: $1.19. Bonley Prod- 
ucts Co., 28 S. Clinton St., Chicago 
6, Ill. 





Self-Extracting Staple 


A new rust-resistant staple, 
Swingline Self-X-Tracting staple 
X-22, is made of high tensile 


self X tracting staple g plier 





strength wire for extra holding 
power. The design allows it to be 
snapped in two by slight pressure, 
as a special aid in dry cleaning and 
laundry tag removal. The needle 
point pierces easily. For use with 
Swingline No. 2 plier. Speed Prod- 
ucts Co., Inc., 27-18 Northern Blvd., 
Long Island City 1, N. Y. 
(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


1600 ft. of rope. Manila and sisal 
rope are packaged in the octagonal, 
flat-topped, and corrugated con- 
tainer, which has point-of-sale ad- 
vertising on the outside. Pre- 
measured rope is kept fresh and 
clean. New Bedford Cordage Co., 
New Bedford, Mass. 


Paint Sales Aid 


This new paint sales booster is a 
set of giant color cards, to be loaned 
out by dealers to show in advance 





how colors will look on the walls of 
a room. Samples are 14 x 19 in. 
There are 17 new colors, “most- 
wanted” by potential consumers 
surveyed, ready to use from the 
can, and 23 others that may be 
made by mixing two colors. The 
Eagle-Picher Co., 900 American 
Bldg., Cincinnati 1, Ohio. 


Lure and Bait Circulars 


These are two new circulars 
available to wholesaler and dealers. 
One is about Lazy Ike Lures and 
is attractively made in three colors. 
It lists the 1951 line of five sizes— 
fly rod weights to % oz. casting 
plugs. The other circular is for 
Appetite Catfish bait. Retail prices 
are indicated for the various prod- 
ucts. Kautzky Mfg. Co., Fort Dodge, 
Iowa. 


Hinge Booklet 


A 20-page illustrated booklet, en- 
titled “How to Obtain Beautiful 
Effects,” shows how invisible 
hinges can advantageously replace 
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“PLUS FEATURES” THAT SPEED 


SALES OF 


“"GREENLEE 22” 


SOLID-CENTER AUGER BITS 


UNIFORM HIGH 
QUALITY for day-in, 
day-out dependability. 
For each ‘‘GrEENLEE 22” 
is produced with un- 
usual care... 

cutting parts are ac- 
curately sized to 
indicated diameters 

. -. twist is ground 

for sure clearance 

... Spurs are cor- 
rectly shaped and pro- 
portioned. And cutting 
edges are carefully finished 
for clean, fast action! 





PLASTIC-SEALED 

FOR PROTECTION 
From factory to 

your customers, this 
heavy protective 
coating shields 
“GREENLEE 22"’ Solid- 
Center Auger Bits 
...Pprotects them 
from shipping and 
handling damage, 
seashore and other 
humid conditions. Elimin- 
ates costly stock main- 
tenance for you... 

keeps your stock in 


perfect shape! 











INDUCTION 
HEAT-TREATED for 
absolute uniformity, de- 
pendability and long life. 
Under this most 

modern method of heat 
treatment, ‘“GREENLEE 
22"’ Solid-Center 

Auger Bits take and hold 
perfect cutting edges. 
Means fast, clean 
boring for perfect 
woodworking jobs... 
and means you can depend 
on this for a long, 

long time. 














When you sell Greenzes, you 
can be sure you're selling top 


quality always. Write today for 





complete information on 
Greenzee Auger Bits and these 
other high-quality tools: 

Chisels, Gouges, Expansive Bits, 
Car Bits, Draw Knives, Turning 
Tools, Spiral Screw Drivers, 





many more. Ask for 
new Hand Tool Quick 
Reference File, 


| Automatic Push Drills, and 





GREENLEE 





STOCKED BY LEADING WHOLESALERS 
GREENLEE TOOL CO., 1804 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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NO. 422 POWER VISE STAND 
A portable power drive 
for hand pipe tools 


Dividends on the best common stocks are 
“peanuts” compared with the investment 
you can make in an Oster Power Vise Stand. 
This machine quickly pays for itself in the 
time it saves threading, cutting-off and 
reaming pipe. Every dollar you paid is paid 
back. Then every dollar the machine saves 
is almost 100% profit! No “gilt-edge” 
common stock can match that! 


As a matter of fact, no other power drive 
for pipe tools can match the Oster No. 422 
Power Vise Stand for VALUE. Standard range 
is 4%” to 2” pipe. Range with drive shaft is 
22” to 8” pipe. — 


Only 


OSTER 
offers 







Automatic 
in gripping 
Action 
Important Note! Owners of Oster Power 
Vise Stands purchased before the inven- 
tion of the ‘‘AUTO-GRIP”’ automatic grip- 
ping front chuck will be glad to know 


the new “AUTO-GRIP” can be easily 
installed on their present machines. 


THE OSTER MFG. CO. 


4 


4 


2028 East 6lst Street « Cleveland 3, Ohio 
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TO HELP YOU SELL 








exposed hinges in the home. Ideas 
are given for remodeling and mod- 
ernizing with invisible hinges, 
which have no protruding parts. 
Soss Mfg. Co., 21777 Hoover Rd., 
Detroit 5, Mich. 





Mass Display Island 


This modern store fixture island 
for mass display, called Flexo- 
Space, is for all types of mer- 





chandise regardless of size or shape. 
Made of strong plywood with heavy 
plated tubular steel supports, Flexo- 
Space requires 12% sq. ft. of floor 
space and is easily set up. The four 
shelves are adjustable, and the 
island has a neutral finish. Over- 
all height is 47 in. Add Sales Co., 
714 Commercial St., Manitowoc, 
Wis. 


Duster Catalog 


A completely new catalog, No. 29, 
is now available showing the full 
line of hand and power dusters for 
farm and garden, as part of a mer- 
chandising and advertising pro- 
gram. Copies are available from 
Root Mfg. Co., Malta, Ohio. 





Rubber Toy Catalog 


The complete line of Sunruco 
rubber toys and athletic balls is de- 
scribed in this four-color, 16-page 


$ or) Py. 





catalog. Dolls, crib and molded 
wheel toys, balls, Army defense 
toys, and toys patterned after popu- 
lar cartoon characters are included 
in the line. Sun Rubber Co., Bar- 
berton, Ohio. 





Hook and Lure Folder 


This eight-page hook and lure 
folder contains the history of hooks 
and pictures of main hooks in all 
sizes. Also shown are Quilby 





Lures, and other items for both 
fresh and salt water fishermen. 
Folder may be used to order lures 
and hooks in desired sizes. Pequea 
Works, Inc., Strasburg, Pa. 





Cable Hoist Folder 


This new six-page catalog, de- 
scribing Bob-Cat heavy duty elec- 
tric cable hoists, is printed in red, 
black and white, and _ illustrated 
with photographs and line draw- 
ings. Detailed specifications on 
one to five-ton models are given 
plus lifting capacities, heights, lift- 
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FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-seven years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 








Look for the blue and 
yellow registered trade- 
mark on the outside of *;, 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by dealers everywhere 




















There’s only ONE Rhye) 



















THE MARKING PENCIL 


Waits Eoying 


(= ETT 


Extra-heavy leads that don’t fall out or break! 
LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
you use ail of the lead ... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs pricing in a hardware store. 
No wonder it’s America’s most popular 
marking pencil! 


tends te 6 COLORS 


BLACK BROWN GREEN RED BLUE YELLOW 
Extra Sleeve in every package re 
of leads —= 


LISTO PENCIL CORP., ALAMEDA, CALIFORNIA + IN CANADA: LISTO PRODUCTS, LTD VANCOUVER 68. ¢ 
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$ | Going...Going...Going fast! 


FREE ALL-METAL 
DISPLAY RACK 


with either of these sales tested AMERICAN DEALS 


Despite rising costs, no change in the price of these we 
deals! No change in quality! Install these racks @@% 
near every register — dealers report they jump tack (ap 
sales 40-60"! 


Fits all counters 10%” wide, 12" deep 


DEAL +185 DEAL +18N ——— 
18 doz. nationally-advertised 18 doz. 
SAF-T-HED Thumb Tacks AMERICAN UPHOLSTERY NAILS 


Sales-tested assorted colors Assorted colors, styles 








10¢ sellers 
PLUS FREE DISPLAY RACK 


10¢ sellers 
PLUS FREE DISPLAY RACK 

















For Either of These Fast-Moving, Sure-Profit Deals: 
Your Small Investment... .$14.22 
Retail Value .. 


Your Big Profit — $7.38 


PLUS FREE PERMANENT STEEL RACK 


ORDER 
*THESE DEALS 
FROM 
YOUR JOBBER 
NOW! 


AMERICAN TACK COMPANY, INC. 
Flatiron Building, New York 10, N. Y. 
Ship and bill through jobber 

Please ship — deal(s) 2 18S-18 doz. SAF-T-HED 

Thumb Tack assortments at 14.22 per deal 
Please ship — dealls) = 18N-18 doz. Upholstery 

Nail assortments at $14.22 per deal. 
JOBBER'S NAME_____ ates 
ADDRESS___ in 
YOUR NAME —— 
a ee ee 


ADDRESS _ ainieaniaiaiddiinaminaminginit 


Line eee eee ee ee 



























..-cuts either standard “taper” or electric 
“straight” conduit threads by a simple 
adjustment. 


..-has “radio” dial size-setting. Dies can be 
removed in a few seconds FROM THE 
OUTSIDE without use of tools. 


..-is fully-adjustable and easy-working. The 
only 1 to 2-inch pipe threader that cuts 
standard, oversize and undersize threads of 
uniform standard length. 


The Beaver 26-R uses one set of dies to 
thread four sizes—l, 1%, 1% and 2-inch. 
It is fully-adjustable for oversize or undersize 
threads to compensate for variation in fittings. 
There’s a cam-type universal self-centering 
chuck, too, which centers the pipe accurately 
and insures straight pipe lines. Yet, “drip 
threads” may be cut when desired for 
heating lines. 


Available at all leading supply houses— 
don’t accept substitutes. Competitive in price! 


SEND FOR BEAVER CATALOG NO. 51 
Address Beaver Pipe Tools, Inc., Dana 
Avenue, Warren, Ohio, U. S. A. 





234-300 DANA AVE. + WARREN, OHIO, U. S. A. 
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BEAVER 26-R} 


TO HELP YOU SELL 








ing speeds, weights, over-all dimen- 

sions, etc. Ohio Hoist & Mfg. Co., 
| Broadway and Henry St., Cleve- 
land 5, Ohio. 


| Pruner Promotion 


The redesigned Parrot Head 
| pruner features straight wrist ac- 
| tion, easy-to-hold piston grip, clean- 
|cutting split anvil knife, and tool 
| steel blade for easier cutting. It 
|is offered in a promotion kit with a 
full-colored counter display, direct 
mail folders, and a newspaper mat. 


Aa 


>pP Se 


Each pruner is packed in an at- 
tractive box. Retail: $2.00. Sar- 
gent & Co., New Haven, Conn. 





Woodworking Calculator 
This new improved Handy Calcu- 
lator gives information on wood- 
working and building questions by 
dialing to various settings for lum- 
ber, nails, concrete mixes, painting 
materials, etc. Characteristics of 
33 different woods are given. The 
three-colored, varnished cardboard 
calculator is circular, six inches in 
diameter. Price: 25¢. Greenlee Tool 
Co., 2136 Twelfth St., Rockford, Ill. 














Alarm Clock Display 


A new colorful easel back counter 
display is now being offered to fea- 
ture the new Kitty-Belle alarm 





clock. The $4.50 price is promi- 
nently silk screened in brilliant 
Day-Glo. Display is free with every 
order for three Kitty-Belle Alarm 
Clocks. Sessions Clock Co., Forest- 
ville, Conn. 





Tape Sales Aids 


Sales aids available for NoDrip 
Tape include mats, electrotypes, 
brightly colored circulars, samples 
of tape wound on a 6 in. piece of 
pipe, and a counter and window dis- 





play. The easel-back display is 
15 x 10 in. and made in three 
colors. All dealer aids are free. 


J. W. Mortell Co., Kankakee, III. 





Pump Bulletin 


Describing and illustrating a 
line of general purpose Peerless 
Fluidyne pumps, this booklet, Bul- 
letin B-2300, has 22 pages. Fluidyne 
pumps are horizontal, end-suction 
centrifugal type, and two types are 
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offered in the line. One, type PE, 
is a close-coupled electric motor 
driven’ pump; and the other, type 
PB, is a bracket-mounted pump for 
driving through a flexible coupling, 
V-belt, or flat-belt pulley. Copies 
are obtainable from: Peerless Pump 
Div., Food Machinery Corp., 210 
West Ave. 26, Los Angeles 31, Calif. 


Razor Counter Rack 


The No. 98 Gem Feather Weight 
Razor, weighing 11/10 oz., now 
comes packaged six to a sturdy 





rack. The 
valued at $1.80, has a special retail 


wire counter razor, 
price of 98¢. Dealer cost for the 
rack and six razors is $4.00. Ameri- 
can Safety Razor Corp., 315 Jay 


St., Brooklyn, N. Y. 





Fastener Catalog 


This 34-page illustrated catalog 
No. 60 for cold headed fasteners 
explains savings and illustrates the 
variety of nails, rivets, screws and 
other specialties available through 
the cold heading method. There are 
useful reference tables, and the 
wire-bound, 814 x 11 in. catalog is 
separated into labeled step-down 
sections for quick reference. Cata- 
log is red, black, gray and white. 
John Hassall, Inc., Clay and Oak- 
land Sts., Brooklyn 22, N. Y. 





Ladder Information 


To educate users of ladders, 
American Ladder Institute is dis- 
tributing a folder entitled, “The 
Right Ladder For Every Job.” 
Proper use, care and handling of 
ladders is included, and the service 
which may be expected from a prop- 
erly cared-for ladder. Single copies 
are available from the American 
Ladder Institute, Suite 2551, 666 
Lake Shore Drive, Chicago 11, IIl. 

(Resume reading on page 14) 
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cant agree On 
WHAT'S THE BEST 
TELEVISION SET TO BUY? 







... Dut everyone 
agrees that 


ave the OUTSTANDING VALUES 
IN THE TOY INDUSTRY 








ADAMS ROAD GRADER 
Fair Trade Price 
— $13.95 
11 Western States 
— $14.75 






EUCLID DUMP TRUCK 
Fair Trade Price — $13.95 
It Western States — $14.75 









AMERICAN-LA FRANCE 
AERIAL LADDER TRUCK 

Fair Trade Price — $15.95 
Il Western States — $16.75 


UNIT CRANE 
Fair Trade Price — $13.95 
11 Western States — $14.75 


HEILINER-SCRAPER 
Fair Trade Price — $15.95 
11 Western States — $16.75 


All Model Toys are authorized 
working models of real machines. 


Model Toys are built of heavy-gauge steel to withstand the roughest, 
toughest treatment that boys can give them. Their baked enamel finish is 
highly weather-resistant. 

Today, Model Toys are more than just wonderful playthings. Their influ- 
ence on a child's development is both wholesome and constructive. 

Cash in on our spring-summer national advertising. Display all five 
toys—for Model Toys are designed to work together—to supplement each 
other—to sell each other! 


THE CHAS. WM. DOEPKE MFG. CO., INC. 


ROSSMOYNE, OHIO 
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a 
lasting, 
protective 


Cover 





NEW automatic plating 
plant gives AJAX hardware 
a uniform, lifetime finish 










Guaranteed to meet 
U.S. standards in finish- 
ing and plating... 
nickel, chrome, brass, 
bronze, zinc and 


cadmium. 


HARDWARE OF PRESTIGE 


Ajax Hardware Manufacturing Corporation 
4351 Valley Boulevard, Los Angeles 32, California 
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Why let HABIT 
|cuft your PROFIT 
again in 1951? 


Concentrate on 


ALLENC® 


FULL LINE 
of Sprinkling Equipment 


Here — under one well known* name - 
is every hose accessory to fit every 
want of any customer. By concentrating 
your stock on this Allenco line, you 

can make more resultful newspaper ads 
from our mats . . . more forceful 
displays . . . more profit! 


NEW! 
Multi-Purpose: 


Fully 
Adjustable! 





This distinctive new Allenco 





“Woodside” sprinkler can cover a 
small area on up to 65-ft. spread... 
| spray or stream ... circle or 
oblong, as for parkway. Novel base 
moves easily from any angle, permits 
*maximum air circulation to pro- 





‘ 

| 

| tect grass. Hunter Green with 
Jonquil Yellow and bright Chromium 
| 
| 
| 


fittings. Packed ready to use. 


* ALLENCO ADVERTISING TO YOUR CUSTOMERS 
for 1951 is bigger than ever! Featured in all 8 
national home and garden magazines! Reprints 
and mats direct pre-sold- buyers to your store! 


| 
| ORDER FROM YOUR JOBBER NOW 
| 





| or write for name of nearest distributor. 





Established 1887 


“W.D. ALLEN 


be 





_ CHICAGO 6 NEW YORK 7 
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POWER MOWERS and LAWN SWEEPERS 


4 NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips. 
Powered by nationally known, 4-cycle air-cooled gas engine. 


FOLD AWAY LAWN SWEEPER 


Extra large 6% bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds gue e 


SF. . \ flat against wall for easy compact storage. LA 
9 ROTARY POWER MOWER Y/ 
Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
Storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 

Power Mowers. 


demand dependable HOMKO 
-»» TRULY A QUALITY PRODUCT 


— 


bal 


\ 
















MITT Ty 





NATIONALLY 
ADVERTISED 


MANUFACTURED BY 
WESTERN TOOL & STAMPING CO. 
THE LAWN MOWER FIELD 


DES MOINES 13, 


A LEADER IN 
2725 SECOND AVENUE 


1OWA 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 
quality water system! 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line. . . 





DEEP-WELL JETMASTER 

ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation 
only one moving part 


SHALLOW-WELL JET- 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient. 





CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Availab!e for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 


America’s Quality Line of Farm 
Water Systems 


Pumps @ Tanks ® Windmills @ 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 
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DEMPSIE 


WATER SUPPLY 


ven SUPPLY EQUIPMENT 








Priority and Price Digest 


How to Determine If 
You Are Covered by 
The Margin Freeze 


With Amendment Two to CPR 7, 
numerous hardware store items 
have been added to the regulation, 
bringing many hardware stores 
under the scope of margin price 
control. However, under certain 
conditions, a dealer may elect to 
remain under the General Ceiling 
Price Regulation. 

Here’s how to determine your 
status: Assume that all the items 
you sell are poker chips spread out 
on a table. Each chip represents a 
different commodity. Gather into 
one pile, all chips which are in- 
cluded in categories controlled un- 
der CPR 7 (including the cate- 
gories added by the new amend- 
ment 2). This pile now represents 
that portion of your total merchan- 
dise that is covered by the regula- 
tion. 

If, of this pile of chips, more 
than 10 pct of the total dollar vol- 
ume of the pile is sold to individual 





News and Interpretations of Government Orders 


ultimate consumers, you are cov- 
ered by the margin control freeze, 
CPR 7. 

The only exemption is this: If 
you are covered by the regulation 
in accordance with the above inter- 
pretation, but your total annual 
dollar volume of the separate pile 
of chips is less than $20,000, you 
need not price under CPR 7. 

If, however, you elect not to 
price under CPR 7, you must price 
under the General Ceiling Price 
Regulation and you may not change 
your election. 


Sellers Must Absorb 
Higher Freight Boosts 


Retailers and other sellers cov- 
ered by the General Ceiling Price 
Regulation must absorb increases 
in inbound transportation costs, 
OPS recently ruled. But increases 
in outbound transportation costs 


may be passed on by sellers, under - 


the following condition: 
If they sold f.o.b. during the base 
period and added on only actual 


transportation costs, they can add 
increased freight charges to their 
ceiling prices. However, if they 
quoted an f.o.b. price plus a “trans- 
portation charge” which was dif- 
ferent from the actual transporta- 
tion cost, a seller must absorb 
increased transportation costs. 


Producers Barred From 
Shifting Stee! Quotas 


NPA has taken steps to prevent 

manufacturers from shifting steel 
quotas from one class of products 
to another. Thus, for instance, a 
firm such as General Motors can- 
not now divert steel it would nor- 
mally use for refrigerators to auto 
production. 
, At the same time NPA gave 
manufacturers authority to juggle 
the 20 pct reduction specified in 
M-47 within various groups of 
products. NPA broke down its list 
of products covered by M-47 into 
57 categories within which the 
flexibility can be employed. 





Here Are New Items Under 
New Margin Price Order 
(Continued from page 10) 


1951. No retailer can use margin 
controls after May 30 if OPS has 
not acknowledged his filing of his 
chart. 

OPS will allow retailers who 
were covered by the original mar- 
gin control regulation and who 
also handle items listed in Amend- 
ment 2 to file their original pric- 
ing charts and follow them up 
with supplemental charts for items 
controlled by the new amendment, 
if they wish. 

The chart, briefly, must show 
average percentage mark-up for 
each category; the net cost per 
unit for items in the category; the 
offering price for the item and the 
percentage mark-up on cost, and 
supporting invoices. 


Price Labeling Required 
On or after July 1, 1951, deal- 


230 


ers must mark or tag every item 
with the selling price, either on 
the item itself or the shelf, bin or 
rack on which the article is kept. 
On or after that date dealers must 
also post in a prominent and clear- 
ly visible spot, a sign stating the 
following: 

“Notice. The prices of merchan- 
dise in this store are no higher 
than the OPS ceiling prices of the 
articles.” 

The amendment adds a new sec- 
tion to the original regulation, 
permitting a retailer to add the 
dollars-and-cents amount of a 
“nermitted” increase given his 
supplier by OPS. Some of these 
regulations establishing such in- 
crease may require a supplier to 
break down his price to the re- 
tailer in two parts: the basic price 
and the “permitted increase.” 

The retailer, in such cases, uses 
the basic price (without adding 
the “permitted increase’) to find 
his net cost for determining the 


ceiling price under CPR 7. Then 
adds the amount of the “permitted 
increase” to his ceiling price. 

A list of the categories in 
Amendment 2 to Ceiling Price 
Regulation follows. These are the 
new items which now come under 
margin control. 


EDITOR’S NOTE. Appendix E is a table 
establishing category mark-ups under Section 
39 of CPR 7. This section establishes ceiling 
prices for dealers who cannot price under other 
sections of the regulation. It provides a percent- 
age mark-up to apply to items in categories 
you have not previously sold. 


Categories of Musical Instruments 
Category 860—Pianos, Electric Organs and 
Electronic Attachments for Pianos or 
Organs 
Category 861—Other Musical Instruments 
This category includes all musical instru- 
ments other than those in Category 860. 


Radios 

Category 871—Table Radios 

Category 872—Portable Radios 

Category 873—Table Radio-Ph*onograph Com- 
binations 

Category 874—Amateur or Communications 
Type Short-Wave Table Radics 

Category 875—Console and Consolette Radios 

Category 876—Console Radio-Phonograph Com- 
binations, with a net cost of less than $225 

Category 877—-All types of radios and radio- 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 


met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 


40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes 4" 
diameter and larger. Carried in stock for immediate shipment. 





The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD . . CLEVELAND 13, OHIO 
CAP AND SET SCREWS + CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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STRATAFLO 
FOOT & CHECK VALVES 


end leakage troubles ... save their 
cost many times over in service calls 
they eliminate. Ideal for jet type 
pumps. Ask for bulletin 301. 





STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 





for Your Convenience 


Simplex pump leathers are per- 
manently imprinted with clear 
size markings for your conven- 
ience. It saves your time—pre- 
vents mistakes and exchanges. 
Highest quality cups, washers 
and gaskets in a complete range 
of types. 


Ask your jobber or write us 
for price list 


MANUFACTURING CO., INC. 


AUBURN, N.Y. 
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phonograph combinations (custom cabi- 
net, etc.) with a net cost of $225 or more 
Category 878—Radio Replacement Parts 


Television Sets and Television Accessories 
Category 880—Table Television Sets 
Category 881—Console Television Sets up to 
and Including 16” Picture Tube 
Category 882—Console Television Sets, 17” 
Picture Tube and Larger 
Category 883—All Television Combinations 
Examples: Television-Radio Combinations 
Television-Radio-Phonograph 
Combinations 
Category 884—Television Antennae, Boosters, 
Accessories, Replacement Parts 


Phonographs and Recorders 
Combinations are covered by categories 873, 
76, 877, and 883 
Category 890—Record Player Attachments with 
a net cost of less than $17 
Category 891—Record Player Attachments with 
a net cost of $17 and over 
Category 892—Portable Phonographs and Sep- 
arate Phonographs 
Category 893—Magnetic Recorders, Tape or 
Wire (not including office equipment for 
recording correspondence) 
Category 894—Phonograph Records (all types) 
Category 895—Tape and Wire for Magnetic 
Recording 
Housewares 
Categories 901 to 908 include certain house- 
wares categories similar to those found in the 
housewares department of a department store 
or the housewares section of a hardware store. 
Kitchen furniture which is covered by cate- 
gories 706 and 706A is not included in these 
categories. Category 908, a single category, 
covers 20 classifications of housewares. 


Category 901—Household Cleaning Brushes 
This category includes all types of house- 
hold cleaning brushes. Excluded are personal 
brushes such as toilet brushes, hair brushes, 
ete. Examples of the articles included are: 
Scrubbing brushes Bathtub brushes 
Vegetable brushes Pastry brushes 
Sink brushes Tumbler brushes 
Radiator brushes 


Category 902—Fireplace Equipment 
Examples of the articles included are: 


Mantels Fireplace shovels 

Screens Artificial fireplaces 
Andirons Electric logs, etc. 

Pokers 


Category 903—Household Thermometers 

This category includes all types of household 
thermometers. Excluded from this category 
are clinical thermometers. Examples of the 
articles included are: 

Oven thermometers 

Outdoor thermometers 

Room thermometers 

Meat thermometers 

Candy thermometers 

Deep fat thermometers, etc. 


Category 904—Kitchen Cutlery 
This category includes all types of kitchen 
cutlery. Excluded from this category is silver 
cutlery which is covered by category 940. 
Examples of the artitles included are: 


Kitchen forks Steak sets 
Kitchen knives Kitchen shears 
Slicers Kitchen saws 


Food choppers 
Poultry shears 
Boning shears 


Carving sets and 
earving aids 
Knife and fork sets 


Category 905—Power Lawn Mowers 

This is a “specific category.” Hand lawn 
mowers (not power driven) are covered by 
category 908. 


Category 906—Small Electrical (Houseware) 
Appliances 

This category includes all types of small 
electrical houseware appliances. Excluded are 
large major appliances, such as refrigerators. 

Examples of the articles included are: 
Electric toasters Electric hot plates 
Electric mixers Electric roasters 
Electric grills Electric portable 


Electric waffle irons heaters 
Electric irons (includ- Electric bottle 
ing steam iron and warmers 


Electric curling irons 
Electric hair dryers 
Electric casseroles 
Electric chafing 
dishes 
Electric corn poppers 
Electric egg cookers 
Electric teakettles, 
etc. 


travel irons) 
Electric heating pads 
Electric coffeemakers 
Electric fans 
Electric ventilators 
Electric juicers 
Electric sun lamps 
Electric broilers 


Category 907—Utility Cabinets (Movable) 

This category covers movable utility cabinets, 
Excluded are composition wardrobes which are 
covered by category 919. 

Examples of the articles included are: 

Steel wardrobes and chests 

Steel shelf cabinets 

Broom cabinets 

Wall cabinets 

Base cabinets, etc. 


Category 908—General Housewares 

The following 20 classifications of house 
wares are all covered by this one category. 
Items not to be included in this category are 
noted following each classification. 


1. Bathroom Accessories 

Not included in Bathroom Accessories are: 
shower curtains and matching draperies cov- 
ered by category 506B; bathroom rugs, toilet 
lid covers and lid cover sets covered by cate- 
gories 803A and 503; and bathroom stools 
and chairs covered by category 716. 

Examples of the articles included in Bath- 
room Accessories are: 

Shelves 

Towel bars 

Soap dishes 

Racks 


Door Chimes 


Glass rods 
Bathroom tumblers 
Bathroom scales 
Hampers, etc. 


eo nw 


. Cleansing Equipment 

Not included in Cleansing Equipment are: 

dish cloths covered by category 503; and 

household brushes covered by category 901. 
Examples of the articles included in Cleans- 

ing Equipment are: 


Brooms Sponges 
Mops Carpet sweepers 
Dust pans Dusters, etc. 
4. Cleaning Supplies 
Examples of the articles included are: 
Waxes Deodorizers 
Polishes Powders 
Cleaners Steel wool 
Cleansers Cleansing cloths, etc. 


Cooking Utensils (pots and pans) 
Examples of the articles included are: 
Aluminum ware cooking utensils 

Cast iron ware cooking utensils 

Tin ware cooking utensils 

Copper ware cooking utensils 

Glass ware cooking utensils 

Enamel ware cooking utensils 
Stainless steel cooking utensils 

Plastic cooking utensils, etc. 


# 


= 


Food Bags and Covers 

Examples of the articles included are: 
Food bags 

Appliance covers, etc. 


Bowl covers 
Bowl cover sets 


. Food Preparation Devices 

. Kitchen Aids and Gadgets and Kitchen 
Tools 

Examples of the articles included are: 

Cookie cutters Cheese knife 


oo 


Corks Ice picks 

Moulds Ice crushers 
Cake turner Beaters 

Can opener Bottle openers 
Strainers Shredders 
Spatulas Salt and pepper 
Measuring cup shakers 
Basters Tea balls 
Peelers Nut crackers 
Mashers Peppermills 
Corkscrews Knife sharpeners: 
Ladles Kitchen scales 
Sifters Ice-cream dippers 
Slicers Butter churns 
Choppers Freod mills 
Juicers Kitchen tools, ete: 


Grapefruit knife 


. Galvanized Ware 
Examples of the articles included are: 


e) 


Ash cans Water pails 
Garbage cans Wash boilers, etc. 
Washtubs 


10. Garden Equipment 

Not included in Garden Equipment are 
power lawn mowers which are covered by 
category 905. 

Examples of the articles included in Gar- 
den Equipment are: 


Weeders Pruning shears 
Rakes Hand lawn mowers 
Spades Garden hose 


Garden shovels Sprinklers, etc. 


Garden hoes 


11. Grocery Carts 
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Cuts regular lawn, 







Cuts flush with trees, 
Lit PERE EA fences, walls, etc. tall grass or weeds. 











in Bath- 


e Easy to use, economical, con- 





nent are: 
503; and 
y 901. 


n Cleans- 


venient. Cuts so finely that cut- 
tings act as mulch and actually 
improve appearance of lawn. 
e No raking necessary. Cuts 
flush with trees, fences, walls, 
walks and flower beds. Saves 
trimming. Light weight and 
rubber tired, so it pushes along 
easily. Weighs only 35 pounds. 
Cuts regular lawn, tall grass or 
weeds. Cut a full 16-inch swath 


re : 


ths, ete. 


velvet smooth, without lap 


NOW ONLY 


-~ || 9] 


Kitchen © ($77.95 West of Denver) 


marks. Makes mowing fun. 
Precision built to give years 
of dependable service. 


Bs ee : ' J ] 
. , . | 
_ * Rasy starting, two-cycle engine with au- 
_-* tometic governor, on-off switch and other “4 
+ 


More Profitable for You... "xcs operating ond safety features, An 





Se “uhu sual vah ye, 
- Don’t miss this business building, profit making opportunity ts “Special guards pimund. sulting. blends ter 
a ... and don’t wait another day . . . because the Majestic Roto- maximum safety and protection. Automatic 


matic is setting new sales and profit records for dealers the OA, wt aca iene ealalat coatiae te 


nation over. Check quality, features, performance . . . and both 
you and your customers will choose the Majestic Rotomatic 
every time. Display it in your store and window . . . and cash 





ete. in on this tremendous new market NOW. 


t are 


See Your Distributor or Write Us 
ed by 


oe MONARK SILVER KING, INC. 


6501 W. Grand Ave. @ Chicago 35, Ill. 


vers 





MANUFACTURER OF THE FAMOUS MONARK BICYCLES 
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nent, Win. {. Household Notions 




















ie] 
— Examples of the articles included are: 
| are: Rubber gloves 
3 Mending cement and glue 
| Pressure adhesive tapes 
kets, etc. Moth preventatives 
(including 5. Identification Tapes 7 
This category includes all _ identification 
are: tapes, such as embroidered or printed name 
* tape, tape with initials, etc. 
bow] sets . 4 
rs (not 6. Notion Novelties 
Examples of articles included are: 
r sets, Powder puffs Carry-alls 
Sachets Card table covers 
Wooden novelties Plastic table covers | 
7. Sanitary Goods 
are: 8. Sewing Boxes and Stands 
Examples of articles included are: | yg ‘ 
Spool holders : A oe “sS 
ee Knitting boxes and bags 7" MODEL 161 Bs MODEL 187 
nore ae Magnifying Lens Magnifying Lens 
%. Sewing and gift cutlery sets 
This category does not include poultry, 
are: boning and other shears which are included 
rds in Category 904. SOHOSSSSHSSSSHSSSSHSSSHSHSHSHHSS SHSHSHSHSHSHSHSSHSSSSSSHESESEEES 
Examples of articles included are: 
hers All scissors, shears 
bread Manicure scissors 
te. Pedicure scissors 
Baby scissors 
Scissor sets for sewing uses 
are: Scissor sets for manicure uses ee 8 ‘Ty 
; 10. Replacement Sewing Needs 
gs 11. Sewing Supplies weer g 
“9 12. Shoe Findings and Accessories 
vers 13. Dryer Forms 
pe This category includes all sweater, ylove r 
Needs and hose dryers. 
are: 14. Zippers and other slide fasteners e ¥ 
8 Luggage and Sporting Goods vO its, 7 
s, ete. Category 920-—-Luggage and related Items 
Included are men’s and women’s hard-side 
a and soft-side luggage and other related arti- MODEL 134 
™ cles made of plastic, canvas, leather, fiber, Airpl Dial 
| nylon, etc. Not included are golf bags in- irpiane Vid 
ins cluded in category 921. 
shi Examples of the articles included are: Y 
Animal carriers Kit bags i 
Attache cases Laundry cases / 
Binocular and Cam- Lockers 
el ny a Health-o-Meter 
re Boston bags One suiters 
Bottle cases Overnight and week- 
Brief bags and cases end bags and cases 
Club bags Physicians’ bags 
tles ae arog bags Pullman cases 
fle bags and cases Sample cases e: D ag ~2 
a + + i se ot nel _ For more than 30 years Health- o-Meter Bath Scales can mean 
Fiber cases Traincases : . 
—_ ne a o-Meter Bath Scales have been profitable business for you, too. 
Gladstone bags Two-suiters : , i 
 mapannen ne oe the popular favorites every- Make the three top-selling 
Hat and shoe bags cases : , _ : ; 
yor te gra a where. Wide acceptance by the = Health-o-Meter Scales your line 
Category 921—Sporting Goods medical profession plus use in of bath scales—the line with a 
Tampons, This sporting goods category does not in- > , ; 
én tae ee ks tee thousands upon thousands of | ready market built through 
tems which are included in category 922; bicycles ; , ‘ , anc 
; Sue ace ieteied te cones ake an aa homes proves conclusively that years of consumer acceptance. 
ttons anc letic clothing, shoes, and accessories which ila ‘ 
are included in categories 351 and 409. Health o Meter Bath Scales are 
ons and ~=xamples of articles included are: the preferred personal weighing 
Archery equipment ° e 
Badminton equipment instruments. That kind of lead- 
5 Bags (caddy, golf, punching, etc.) ee ° 
, alan Baseball equipment (bats, balls, masks, etc.) ership is the result of one thing 
Basket balls ° ° 
ted fol- Boxing, wrestling and striking bag equip- —our determination to glways 
ment . oe ° ° ° 
Croquet sets and equipment build precision weighing instru- 
Fishing tackle 
Fishing rods ments that perform accurately for 
ire: Other fishing accessories | ° ° 
Football equipment the longest possible time. 
- Golf clubs : f Ith 
’ boxes Handball equipment The popularity of Health- 
Helmets (athletic) | 
ms, hat Hockey equipment | 
LaCross equipment 
t, suit, Shuffle board equipment 
irt and Shuttle cock Stes) 
Skates (ice and roller 
— Ski equipment (skis, poles, binding, etc.) Cc @] N T I N E N TA L Ss Cc A L E a @) 4 Ss oO R A Tl ©] N 


Soccer balls 
Softball equipment (balls, bats and masks) 


(Continued on page 272) 
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Morse, Pease and Pelton Advanced By 
Stanley Works; M. A. Coe Retires 


At the annual meeting of assistant mechanical super- 


the board of directors, The 
Stanley Works, New Britain, 





W. RONALD MORSE 


Conn., elected three execu- 
tives to higher posts and an- 
nounced one retirement. W. 
Ronald Morse was _ elected 
executive vice-president; 
Hoyt C. Pease was named 
vice-president of the corpo- 
ration and general manager 
of the Stanley Tools divi- 
sion; Henry V. Pelton was 
made vice-president of the 
hardware division. Maxwell 
A. Coe, vice-president and a 
director of Stanley Tools di- 
vision, has retired. 

Mr. Morse, a member of 
the firm since 1919, was made 





HOYT C. PEASE 
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intendent of the hardware di- 
vision in 1928 and plant su- 
perintendent in 1944. Two 
years ago he was elected vice- 


president in charge of the 
hardware division. 
Mr. Pease who succeeds 


Mr. Coe, joined Stanley in 
1937, and spent two years in 
the company tool plant in 
Sheffield, England. He be- 
came assistant general su- 
perintendent of the Stanley 
Tools division in 1942, and 
was made president of the 
North Bros. Mfg. Co., Phila- 





HENRY V. PELTON 


delphia, when that company 
was acquired by Stanley 
Tools. He was elected assis- 
tant general manager of 
Stanley Tools in 1948. 

Mr. Pelton has assumed 
the responsibilities of Mr. 
Morse. He joined the Stanley 
Works in 1933, and in 1937 
was sent to the Canadian 
plant, Ontario. He returned 
to New Britain in 1941 as 
assistant to the mechanical 
superintendent, becoming as- 
sistant to the plant superin- 
tendent of the hardware di- 
vision in 1949, 

Mr. Coe, a member of the 
firm since 1907, began at the 
Stanley Rule and Level Co., 


Canadian plant, and moved 
to The New Britain manu- 
facturing division in 1910. 
When Stanley Rule and 
Level acquired the Atha Tool 
Co., Newark, N. J., he was 
made superintendent of the 
plant, but returned to New 
Britain in 1922 as assistant 
general superintendent in 
charge of all manufacturing. 
In 1929 he was elected gen- 
eral manager of the Stanley 
Tools division, and named a 
vice-president of Stanley 
Works in 1933. In 1941 he 
became a director of the com- 
pany. 

Elected as officers of the 
company by the directors 
were: chairman, R. E. Prit- 
chard; president, J. C. 
Cairns; executive vice-presi- 
dent in charge of sales, R. W. 
Chamberlain; treasurer, L. 
W. Young; assistant trea- 
surer, W. C. Milkey; secre- 
tary and counsel, J. S. Black, 
Jr.; and assistant secretary, 
E. E. Ogren. 


The following’ directors 
were also elected: George P. 
Hart, EB. A. More, A. W. 
Stanley, P. B. Stanley, F. G. 
Vibberts, R. E. Pritchard, L. 
W. Young, M. H. Pease, T. 
W. Russell, M. A. Coe, J. C. 
Cairns, J. W. Cooper, Maurice 
Stanly, L. C. Humason, R. C. 
Ball and W. R. Morse. 





MAXWELL A. COE 


Named as vice-presidents 
in charge of divisions were: 
H. V. Pelton, hardware; H. 
C. Pease, hand tools; H. E. 
Pape, steel; S. H. Cross, 
electric tool; H. C. Bristoll, 
steel strapping; and R. B. 
Britton, pressed metal. 








Woodmansee Celebrates 50 Years in Trade 


J. E. Woodmansee, presi- 
dent of Richards & Conover 
Hardware Co., wholesale 
firm of Kansas City, Mo., is 
observing his 50th anniver- 
sary in the company, which 
he joined on March 1, 1901, 
as an office boy. 

Mr. Woodmansee, while at- 
tending Amity College in 
Iowa, lived with an uncle on 
a farm, and for five years 
did every kind of farm chore. 

He progressed from office 
boy to bookkeeper and then 
to the credit department. 
In 1914 he was elected trea- 
surer and held that post till 
1949. He received the addi- 
tional title of vice-president 
in 1937 and six years later 
was elected president. 


He guided his company 
through many ups and 
downs in business, and now 

(Continued on page 244) « 
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A. T. Blakemore Heads 
Conlon-Moore Sales 


A. T. Blakemore has been 
appointed general sales man- 
of 


ager the Conlon-Movore 





A. T. BLAKEMORE 


Corp., Conlon division, manu- 
facturer of household wash- 


ers, dryers and ironers. Mr. 
Blakemore has been a Qivi- 
sion sales manager of the 
concern since 1945. Prior to 
that he was assistant to the 
president of the Meadows di- 
vision of Thor Corp., and 
earlier was connected with 
Gereral Electric Co. and the 
Frigidaire division of General 
Motors Corp. 





Appliance and Radio 
Dealers Meet in June 


The Mid-Year Convention 
of the National Appliance 
and Radio Dealers Associa- 
tion will be held June 25 at 
the Stevens Hotel, Chicago, 
Ill., it was announced by 
Mort Farr, NARDA presi- 
dent. The one-day meeting 
will cover sessions on sales, 
service, and management, 
featuring top men of the in- 
dustry. 











Lea, Minn. 








they leave for Havana, Cuba. 
1950 Janney Best Paint sales contest conducted by the firm, 
in which 165 salesmen competed from a 24 state area, plus 
part of Canada and Alaska. Pictured'in the group are: Mr. 
and Mrs. P. L. Mattison, Willmar, Minn.; Mr. and Mrs. L. J. 
Heller, Madison, Minn.; Mr. and Mrs. J. C. Grattan, Albert 


Janney, Semple, Hill Salesmen Win Trip 


These Janney, Semple, Hill & Co. salesmen and their wives 
are shown at Wold-Chamberlain air field, Minneapolis, as 


Their trips were won in the 
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Bommer Spring Hinge Co. 
Celebrates 75th Anniversary 


The Bommer Spring Hinge 
Co., Inc., 251-271 Classon 
Ave., Brooklyn, N. Y., marks 
its 75th anniversary this 
year. Founded in 1876 by 
Lorenz Bommer, the com- 
pany has expanded through 
the years from an original 
staff of 12 to a total of 200 


persons. 
Mr. Bommer started his 
hardware career with the 
Columbian Hardware Co., 


Cleveland, makers of springs 
and hinges. He perfected the 
first spring hinge, double ac- 
tion type, made of brass cas- 
ings in four sections in 1861, 
and the basic principles of 
this process are still used. 

He also introduced the use 
of sheet steel for spring 
hinges instead of brass cast- 
ings and originated the 
swinging door hinge in 1877. 
Although up to 1899 only 
spring hinges were manufac- 
tured, the company expanded 
between 1900 and 1910, add- 
ing horizontal and vertical 
spring pivot hinges and lab- 
oratory door and partition 
fittings. 

During World War I, Bom- 
mer held government con- 
tracts for the production of 
camp and building hardware. 
In 1942, the company again 
began government contract 
work, making switch hous- 
ings for four-engine bombers. 
20 and 40 mm. shot, and 
shock absorbers for machine 
guns. When production was 
started on the 20 lb. frag- 
mentation bomb in 1944, 
Bommer Company received 
a citation for increasing war 
production on short notice. 
After the war, the company 
started full production on 
building and housing pro- 
grams, and recently part of 
Keil & Sons production fa- 
cilities were acquired and a 
line of government approved 
apartment house mailboxes 


was adde@ to the line. 

Present officers are: 
Johann Frohlich, president 
and gereral manager; Marie 
A. Bor: mer Frohlich, first 
vice-prc =:dent and secretary ; 
and Arthur H. Bommer, 
treasurer and second vice- 
president. Henry Veit was 
made vice-president as well 
as office manager this year, 
and Ralph Liguori is pre«i:: . 
tion manager. ~~~ 





O'Shaughnessy Named 
Herbrand Sales Manager 


Colman O’Shaughnessy has 
been appointed sales mana- 
ger of the Herbrand Division 
of The Bingham-Herbrand 
Corp., Fremont, Ohio. In ad- 
dition to being in charge of 
sales of Herbrand tools, he 
will direct advertising and 
sales promotion. 





COLMAN 0O’SHAUGHNESSY 


Prior to joining Herbrand, 
Mr. O’Shaughnessy had his 
own business as a sales con- 
sultant in New York City. He 
had also: been director of 
post-war planning for The 
Stanley Works, New Britain, 
Conn.; sales manager for 
Walter Darwin Teague, in- 
dustrial designer, and held 
executive posts in advertis- 
ing agencies in New York 
City. 
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QUALITY LINE OF 


BRIGHT WIRE GOODS 
RTO SHOW 


EASIER TO SELL 


~ 





stock a larger assort- 
ment of stock sizes with 
a decreased cost, be- 
cause the Larson quick 
selling items are packed 
in labeled boxes one 
dozen to a gross per box. 


The complete line in- 
cludes: Gate Hooks, 
Cup Hooks, Screw 
Hooks, Hammock 
Hooks, Clothes Hooks, 
Clothes Line Hooks, 
Ceiling Hooks, Curtain 
Rod Hooks, Cabinet 
Hooks, “S” Hooks, 
“U" Bolts, Screw Eyes, 
Eyebolts, Turnbuckles, 
Staples. 

ALL LARSON PRODUCTS ARE 


100% SORTED, INSPECTED, AND 
GUARANTEED CORRECT COUNT 
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NOW! It’s simpler to ; S 


LARSON’S BRIGHT WIRE 
GOODS FIT THE NEED OF 
EVERY CONSUMER 


ees 
— 


O=~- 





Wire Goods 
in extra heavy 
Kraft box, with complete in- 
formation on label. 


Larson Bright 
packaged 


Contact Your Jobber or Write 
For Colorful Literature 
On Larson Bright Wire Goods 





| of lamp sales. 








Westinghouse Division 
Names New Sales Head 


Herbert E. Plishker, for- 
mer manager of advertising 
and sales promotion for the 
Westinghouse Lamp Div. 
Bloomfield, N. J., since 1938, 
has been appointed manager 
He succeeds 
Russell E. Ebersole, who, as 
staff assistant to Ralph C. 
Stuart, vice-president, now is 
in charge of all commercial 
activities for the Lamp Div. 

Mr. Plishker will direct the 
activities of Westinghouse 
lamp district sales managers 
in nine cities as well as the 
activities of the various prod- 
uct sales managers at Bloom- 
field headquarters of the di- 
vision. He joined Westing- 
house in New York City as 
a lamp advertising copy- 
writer in 1927. He became 
assistant advertising man- 
ager of the Lamp Div. in 
1930 and manager of adver- 
tising and sales promotion 
eight years later, coming to 
Bloomfield in 1939 when the 
division moved its advertis- 
ing office from New York. 


Hall & Co. Relocates 
Wholesale Department 


Hall & Co., Inc., wholesaler 
of Spartanburg, S. C., has 
moved into new quarters at 
E. Main St. Ext. and Bell 
Ave. Hall Hardware Co., the 
retail store, will remain at 


197 W. Main St. The new lo- 
cation consolidates three 
wholesale outlets, and has fa- 
cilities for six railway cars. 
The new plant is six prefab- 
ricated steel buildings which 
provide 48,600 ft. of floor 
space, and parking space for 
ears and trucks has_ been 
provided. The structures will 
house wholesale hardware, 
paints, mill, electrical and 
plumbing supplies. 

Fred N. Hall, president, 
started the company in 1945. 
He previously had been gen- 
eral manager for Mont- 
gomery & Crawford, Spar- 
tanburg wholesaler. 


Brandt Now Heads 
L.l. Hardware Co. 


Edward Brandt, formerly 
secretary-treasurer of the 
Long Island Hardware Co., 
Long Island City, N. Y., has 
been elected president and 
treasurer, to succeed the late 
Fred A. Scholl. He has been 
with the company since 1920. 
He was president of the 
Hardware Square Club last 
year. 

Philip M. Gengler who was 
advanced to the position of 
secretary has been with the 
company since 1914, and pre- 
viously had been in charge 
of receiving and shipping. 

The company was started 
by Mr. Scholl in 1911, and 
does a strictly mill supply 
business. 








Martin-Senour Color File Wins Design Award 





At the recent 24th annual exhibit held in Chicago's Art 
Institute, the Society of Typographic Arts presented a de- 
sign award to Martin-Senour Co., Chicago, Ill., for the crea- 
tion of Nu-Hue color file box, which provides an easy way 
for housewives to keep color samples and decorating ideas. 
William M. Stuart, right, president of Martin-Senour, con- 
gratulates design consultant Morton Goldsholl on his award. 
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Reschmeyer Heads New York Association Th ¢ Bargain Buy 0 f the fie| d 
in Power Saws 
is your Best Buy Profit-wise 








At the recent annual convention of the New York State | 
Retail Hardware Association in Buffalo, H. K. Ruschmeyer, | 
H. C. Ruschmeyer & Son, New York City, was elected presi- | 
dent. Vice-presidents elected were H. G. Dye, Sodus Hdwe., | 
Sodus, and G. G. Hoy, Pelton Brothers, Herkimer. N. H. | 
Kiley, Syracuse, is secretary. Shown in the photo, left to 
right, are: Messrs. Kiley, H. Leo Montena, retiring president, | 
Ruschmeyer and Dye. 








Southern Distributors American Machine and 


For Locke Stove Heater Foundryboard chairman and 
president, said the acquisi- 


Locke Stove Co., Kansas tion represented another step 
City, Mo., has announced the jn the company’s diversifica- 
recent appointment of whole- tion program. No organiza- 
sale distributors to represent tional or management 
the Warm Morning line of changes are planned for the 
coal and gas heaters in addi- pew subsidiarv. 
tional market areas formerly a 
served by Sinclair-Southern 
Co., Inc., whose business op- McKibbin 50 Years With 
erations were discontinued Hammacher Schlemmer 
Dec. 31. 

Stratton-Warren Hardware 
Co., Carolina Ave. and Flor- 
ida St., Memphis, Tenn., will 
distribute the line in western 
Tennessee, 55 counties in Ar- 
kansas, four counties in Ken- 
tucky, northern Louisiana, 
Mississippi, and part of Mis- : : 
souri. began his career with Ham- 

Moore - Handley Hardware macher Schlemmer in_ the : 
Co., 27 South 20th St., Bir- mail order department on shter 
mingham 2, Ala., has been APril 1, 1901. . 
appointed wholesale distrib- 
utor for Warm Morning 
heaters for the entire state 
of Alabama and that portion 


Hammacher Sgqblemmer, 
New York City houseware 
and hardware store, honored 
Walter B. McKibbin, vice- 
president and general man- 
ager, upon his 50th anniver- 
sary, at a luncheon given 
Apri! 2nd. Mr. McKibbin 






80 to handle. 
- Cuts 3%.” on a 
> square cut; at 45° cuts 

















of Florida west of the Apa- TUT tact ctonced 
lachicola River. for one hand 

% operation. 
AMF Buys Welding Co. | Lewer than Competition 


In a $3,000,000 cash trans- | “eee — 
action, ownership of the 25- 
year-old Cleveland Welding 
Co., Cleveland, Ohio, passed Tred UW Wappat POWERFUL 
recently to American Ma- LECTRIC SAWS 
chine and Foundry Co., 511 | m2 soy. se cones E 
Fifth Ave., New York 17, ea 
_ e Morehead Patterson, WALTER B. McKIBBIN | InCanada: J. S$. Broadfoot Company, Limited, 405-6 Terminal Bidg., Queens Quay West, Toronto 1, Canada 


FOR MORE THAN 25 YEARS 


MAYVILLE, NEW YORK - QUA (ane 
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HARDWARE BRIEFS 








Arkansas 

City Hardware & Furni- 
ture Co., McGehee, has been 
sold by Sam Dessent to Gar- 
land Murphy. 





California 


Louis Kalina of Malin has 
opened a complete hardware 
store in the building form- 
erly housing Van Meter’s 
hardware. The Kalina hard- 
ware will be a Marshall- 
Wells store. 


Florida 


Eustis Paint & Supply Co., 
121 Magnolia Ave., Eustis, 
has changed its name to 
Bronson Hardware Co. No 


other changes have been 
made. 
. . 
Illinois 
The hardware store of 


J. R. Stewart, Cobden, has 
been purchased by Donald 
Jones. Mr. Jones has had 
the store redecorated. 

The Walker Hardware 
Store, 406 Ferry St., Metro- 
polis, has been sold to Charles 
H. Guard by Jack Walker. 
The name of the store was 
changed to Guard’s Hard- 
ware. 


Lynne Holt has sold Holt 
Hardware, Uniontown, to 
John Page and Evans Pem- 
berton. The name was chang- 
ed to Uniontown Hardware 
Co. 


Maryland 


Pikesville Hardware Co., 
Pikesville has re-opened at a 
new location, 806 Reister- 
town Rd., The new store has 
4000 sq. ft., and a warehouse 
on the first floor. Sam Gor- 
man is the proprietor. 





Michigan 
Schlichter Hardware Co., 
Marlette has completed its 
new, modern store building, 
60 x 100 ft., at a cost of ap- 
proximately $50,000. 





H. D. Shaw & Co., Cedar 
Springs, was considerably 
damaged by fire recently. 





New Jersey 


E. C. Drake, owner of 
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E. C. Drake Hardware Co., 
1100 E. Second St., Plain- 
field, has raoved his business 
to 1003 E. Second St., where 
he will take over the busi- 
ness of the former Nether- 
wood Hardware store. 


New York - 

Murray Lock & Hardware 
Co., 90-27 Sutphin Blvd., 
Jamaica 2, has opened Branch 
Store No. 3. The company 





would like to receive cata- 
logs. 
North Dakota 

Vernon Overbo has _ pur- 


chased the Hampden Hard- 
ware, Devils Lake, from Mrs. 
Kate Rimer. 


Ohio 

A. H. McCullough, 454 FE. 
Ohio St., Kenton, has moved 
his hardware store, located 
at W. Franklin. St., to a new 
location. The hardware store, 
formerly known as Bridge 
Hardware, is now named M-- 
Cullough Hardware. 


Oregon 


Tom McCown and _ his 
father, Carl V. McCown, 
have opened a Coast-to-Coast 
hardware outlet in Lebanon. 


Wright’s Hardware, Broad- 
way and West St., Beaver- 
ton, was purchased from 
Harry Wright by E. H. 
Swayze and the name was 
changed to Broadway Hard- 
ware. 





Pennsylvania 


Mahlon M. Kistler, owner 
of Lehighton Hardware Co., 
No. First St., Lehighton, re- 
cently observed his 25th an- 
niversary in business. 





Thomas Trethaway Co., 
231 George Ave., Wilkes- 
Barre, is celebrating the 
60th year of its founcing as 
a hardware and tin sho». 





Texas 

V. C. Gillespie, mana :er of 
Garland Hardware & Paint 
Co., 119 Bankhead, is ~etir- 
ing because of his health, 
and is discontinuing his busi- 
ness. 


Bill Hempkins Hardware & 
Sporting Goods, 105 W. Main, 
Denison, has re-opened after 
being completely remodeled 
following a fire last year. A 
new feature is a bargain bal- 
cony for special items and 
novelties. 

Balke L. Mahler has pur- 
chased Goynes Hardware & 
Appliance from Cecil Goynes, 
and the store is now known 
as the Katy Hardware. 


Westfield Holds Contest 
for Columbia Bicycles 


A prize contest, sponsored 
by The Westfield Mfg. Co., 
Westfield, Mass. for Colum- 
bia and Columbia-Built bi- 
cycles, is a spring promotion 
aimed particularly at chil- 
dren of bicycle age. First, 
second and third prizes for 
this “finish-the-sentence” con- 
test are $100, $50, and $25, 
plus a Five-Star Airider 
Super-Equipped Columbia- 
Built boy or girl model bi- 
cycle, for each of the three 
winners. Ten more prizes of 
the bicycle alone will be giv- 
en. The contest ad will appear 
in 17 widely-circulated comic 
bocks, and the window poster, 
contest ad entry coupons, and 
broadsides will be supplied 
to dealers. 

The contest ad blank car- 
ries a list of 15 special Col- 
umbia bicycle features. Con- 
testants choose one of these 
features which they prefer, 
and finish a sentence on why 
they prefer this feature. 
There are no entry fees. 

Should a contestant buy a 
Columbia bicycle from his 
dealer between April 1 and 
July 1 and win one of the 
prizes, the winner is given 
the option of the prize as 
offered or a $100 Govern- 
ment Bond plus the cash. 

The contest closes on mid- 
night May 15, 1951, and win- 
ners will be announced on 
July 1. 











Fev gets % efso* 


New Honor for Burgess Battery Company 





The Certificate of Merit for 1950 was awarded to Burgess Battery Co., Freeport, Ill., 
for outstanding achievements in pioneering artificial electrolytic manganese dioxides and 
for founding the industry of reserve type cells. The award was made by the New York 
Hall of Science. In photo is D. W. Hirtle, Burgess Battery Co. president (seated at right) 
viewing the award with other company officials and department heads who were active 
on the projects responsible for the award. Left to right are: D. J. Teare, secretary-trea- 


surer; L. 


H. Harriss, sales manager; F. J. Kirkman, vice-president and general manager: 


J. J. Coleman, chief engineer; L. E. Girard, chief inspector; H. S. Cramer, general 


superintendent. 
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‘CCOWARL. 


BY CONTINENTAL CAN COMPANY 


CHERRY 


PATTERN 


ROYAL ANNE 


In the modern yellow trim 





Housewives themselves guided our designers in the 
creation of this colorful pattern — a distinctive 
touch of yellow to blend or contrast with modern 
kitchen furnishings. That's why the Decoware 
ROYAL ANNE CHERRY pattern — with its at- 
tractive yellow trim—means quick turnover for you. 
Not only does the ROYAL ANNE CHERRY 


pattern fit right into today’s color schemes, but 


Decoware stands for quality merchandise with prac- 
tical advantages that housewives appreciate. Canis- 
ters have recessed knobs for easy handling. Tops 
fit snug and true. Construction throughout is sturdy 


and long-lasting. 


Display all eleven colorful items and watch them 


sell themselves right off your counters 


CONTINENTAL © CAN COMPANY 


CONTINENTAL CAN BUILDING 


100 East 42nd Street 


New York 17, N.Y 


Eastern Division: 122 E. 42nd St., New York 17. * Central Division: 135 So. ta Salle St., Chicago 3 + Pacific Division: Russ Building, San Francisco 4 
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TRUE TEMPER 
WINNERS’ CHOICE 


@ The record* shows more prize-winning 
fish are taken on True Temper Rods than 
any other make. In fact, winners choose 
True Temper more than 2 to 1 over any 
other rod. 


So that each customer may choose the rod 
best suited to his fishing likes, True Temper 
Casting Rods are made in four types— 


TUBULAR STEEL 
tops in fine casting action 


The Dynamic... 
The Castmaster ... The Challenger 


FORGED STEEL 


tops in power and stamina 


The Perfect... The Champion ... The Raider 


GROUND STEEL 
tops in utility at a price 
. The Whippet 


The Mercury ... The Ranger.. 


LAMINATED GLASS 


tops in glass rod action 


The Dynalite . . . The Eagle 


For a winning choice. . . stock, display and 
sell True Temper—Rods of Champions. 
Powerful, national advertising plus un- 
equalled quality, value and maker responsi- 
bility make them firstin customer satisfaction 


and profit. 


* Field and Stream Fishing Contest 


TRUE TEMPER 


THE ROD OF CHAMPIONS 








TRUE TEMPER Corporation 


Sporting Goods Division + Geneva, Ohio 


MAKERS OF FINE TOOLS, FISHING RODS, GOLF SHAFTS 












for REAL * 
SALES/ 
Matter 
t Youve ~ 
7... 










Usually sales more than dou- 
ble each previous year. Your 
letterhead brings full informa- 
tion. Send TODAY! 


Wind King Electric Mfg. Co. 
Merrill, lowa Dept. HA-4 











SELF-KLEEN RAKE 
NEW! REVOLUTIONARY! 


Designed to Save Time & Aggravation 


| No more stooping! No 

| more hand cleaning! 
Through the simple spring 
construction the automatic 
cleaning is achieved by a 
slight forward pressure on 

| the handle. Presto!! All 

| substance is cleaned from 
, the rake’s teeth. 

| Rake width is 20 inches (4 
inches wider than ordinary 
rakes). 

| Self-Kleen Rake is not » 
| gadget—it is a_ practical. 

| durable rake. Constructed 
of the finest heavy gauge 
tubular steel. 

Steel wire teeth — Piano 
wire spring. Absolutely 
rust-proof. Full 5 ft. handle 
—waxed or lacquered. 





Retail Price Approx. 


2 95 Shipping weight 
e 28 Ibs. Pat. No, 1832358. Other Pats. Pend. 


| per doz. 

| All Metal Working Parts Unconditionally Guaranteed Against 
| Defects of Material & Workmanship 

| Jobbers—Dealers Write To— 
| 


ARTHUR PAUL SALES 


P. O. Box 495 Green Bay, Wisconsin 
Sales Representative — Write, Wire or Call ADAMS 360! 
Green Bay, Wisc. For Protected Territory Except Wisc., Minn. 
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Skilsaw Participates in Chicago Retail 
Associations First 1951 Sales Clinic 


er With The 


‘Em The Heat 














Customers want a heater 
they can depend on. 
Royal answers this with a 
CAST IRON LIFETIME BURNER! 








Edgar Hamel, left, of Hamel’s Ace Store and president of 


the Chicago Retail Hardware 


general sales manager of Skilsaw, Inc. 


The first of the 1951 sales 
clinics of the Chicago Retail 


Association, and Paul Watts, 


ager; Joseph J. Sweeney, 
manager of the home shop 





® The Royal 1960 
Vented Circulator 

is a sure-fire 
winner. Built around 
the Royal Lifetime 


ie merc sy Recaraager get — division; rye eons a Burner, this heater 
eld in icago a e Mer- manager of the Chicago fac- ‘ 
— chants and Manufacturers tory branch. Demonstrations comes equipped fo 
Club on March 14. The meet- were dramatized in three | do the best 
ing was attended by more skits. The first showed a| gas space heating 
g. Co. than 400 retail hardware poorly-run hardware store | leh money can bu 
t. HA-4 dealers and their sales per- with disinterested salesmen; | ! y ia 








nd, 


gainst 


Ss 


sonnel. A dinner, given by 
Skilsaw, Inc., 5033 Elston 
Ave., Chicago, IIl., was held 
prior to the sales talks and 
demonstrations, and Edgar 
Hamel, president of the as- 
sociation, presided over the 
meeting. 

Methods of selling portable 
electric power tools were 
demonstrated by Skilsaw ex- 
perts, who included Paul O. 
Watts, general sales man- 





the second, an efficiently op- 
erated, modern store with 
alert salesman, and the third 
demonstrated the profit op- 
portunities in portable power 
tools. 
These sales clinics have 
been conducted by the Chi- 
cago Retail Hardware Asso- 
ciation since 1941, The March 
meeting was the most suc- | 
cessful so far and the group 
plans five clinics for 1951. 








THE ROYAL 1960 


Available in 20,000, 40,000 and 60,000 B.T.U. sizes without radi- 
ants and 40,000 and 60,000 B.T.U. sizes with radiants. The latter 
models have Pyrex glass fronts to allow complete vision of glowing 


radiants. 


Available on all models above is a 100% Safety Pilot, thermostat 
and the Robertshaw-Grayson Unitrol combination safety pilot and 


thermostat at extra cost. 





MODEL NO. 202-A 


Now! Two model 


Royal Gas Wall Insert Heater! 


of the 


This is the same 8,000 B.T.U. wall insert 
heater that has met with such outstand- 
ing sales success. Now a new model is 
added (15%4” overall front width) to 
give you a choice of sizes. Special fea- 
ture of heat directing louvers—heat 
goes out into room—not up the wall. 
Beautifully finished in either white or 
chrome. Louvers and inner unit made of 
Armco Aluminized Steel—rust resistant. 
All Royal gas wall insert heaters are 
shipped with three orifices for natural, 
manufactured or LP gas. 


WRITE FOR CATALOG SHEETS TODAY. We will gladly give you 





additional information and name of your nearest Royal distributor. 
All Royal Heaters AGA Approved 
for Natural, Manufactured and LP Gas. 





CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 





n 
Shown above is a scene from one of the skits presented CHATTANOOGA 6, TENNESSEE 
by Skilsaw, in which the alert salesman gives the customer Bessey Stace 208! 
ne an on-the-spot demonstration. BS 
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— 
“| always get my money faster with 
a PARKER HACK SAW” 


You will say the same thing when you put the famous 
Parker Gc Hacksaw Headquarters to work 

for you. The sturdy, eye appealing quality of 
all 7 Parker Line Hack Saw models fills the bill 


for every customer, and the till for you, 











PARKER MANUFACTURING co. 


WORCESTER 1, MASS., U. S$. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Central States Club 
Plans Golf Party 


Central States Hardware 
Club, Inc., LaSalle Hotel, 
Chicago 2, IIl., will hold its 
13th annual golf party on 
Friday, June 22, 1951, at the 
Sportsmen’s Country Club, 
Northbrook, Ill. A full day 
of golf and entertainment is 
planned, and lunch and din- 
ner will be served. Frank J. 
Koch, McKinney Mfg. Co., is 
general chairman, and H. Lee 
Murphy, Richards - Wilcox 
Mfg. Co., is entertainment 
chairman. Foursomes will be 
handled by E. J. Flood, 
American Chain & Cable 
Co. Lowell S. Pickup, The 
Stanley Works, will do scor- 
ing, and Ben Leve, Carborun- 
dum Co., is secretary for 
checking. 


Boosters Hear Plea for 
Bigger Vote Turn-Out 


When only 53 pet of our 
qualified voters exercise their 
franchise at a national elec- 
tion we actually have taxa- 
tion without representation, 
Sydney H. Atkinson, R. J. 
Atkinson, Ince., Brooklyn, 
N. Y., told 40 members and 
guests of the Hardware 
Boosters at Miller’s Restau- 
rant, 144 Fulton St., New 
York City, on March 30. 
Those public officials we con- 
demn are in office because of 
our indifference, he main- 
tained, pointing out that our 
constitution is one of the 


world’s soundest documents. 
He traced the history of our 
nation, emphasized the fact 
that the colonial period of 
this country was actually 
longer than the period from 
1789 to the present day, and 
urged that we fight to pre- 
serve the American way of 
life. 

A. C. Flamman, Hughes, 
Flamman & Simpson, legal 
counsel for the Hardware 
Boosters and other hardware 
groups, eulogized the late 
Fred Scholl and told of his 
business. Robert Watson, 
Stanley Works, president of 
the Hardware Boosters con- 
ducted the meeting. 





Woodmansee Celebrates 
50 Years in Trade 


(Continued from page 236) 


in its 94th year, the firm is 
in its strongest financial and 
sales position. 

Mr. Woodmansee has been 
active in civic affairs. In 
1931 he was chairman of the 


charity drive; in 1934 was 
elected president of the 
Kansas City Chamber of 
Commerce and in 1937 was 
drafted by the Governor as 
chairman of the _ Election 
Board which ‘“de-ghosted” 
the vote lists and installed 
permanent registration’ in 


Kansas City. He was on the 
original bond committee for 
the city and took an active 
part in reclaiming the north 
side of the city. 








Newly Elected North Dakota Officers 





At the recent annual convention of the North Dakota Re- 
tail Hardware Association at Fargo, the officers shown above, 


left to right, were elected: first vice-president, 


Frank Gruye, 


Vallencey Bros., Mandan; president, Paul E. Gardner, Gard- 


ner & Zeren Hdwe. 


Co., New England; 
Harlan H. Nelson, Carlisle & Bristol Hdwe., 
retary, Evelyn McGrann, Fargo. 


retiring president, 
Fargo, and sec- 
Others elected were Wallace 


Haugom, Haugom Hdwe., Portland, second vice-president and 
George Miller, Miller Hardware, Columbus, director-at-large. 


HARDWARE AGE, 


APRIL 19, 1951 








Loosen o 
wheels fe 
Model G 
allow the 
up close. 


CUTS 





ried fron 


M 
unal 
“mu 


play 
iter 
that 


lets 

dise 
econ 
pric 


only 
ven) 
asse 
attr 
pad: 


Bin 
Pro 
and 


the 

way 
Uni 
ing’ 








HARDY 

























ry SHOPPERS BUY FEATURES 
of our eee 
he fact P 
riod of And Sensation Leads the Feature Parade. 
etually ‘ , : . Lie , 
d fr You have convenience for sale . . . time-saving, work-saving convenience .. . when 
rom you feature Sensation Mowers. Fine as the engineering, construction and materials in 
ty, and Sensation Mowers are, it’s Sensation’s easy operation and perfect performance that 
to pre- wins your customers. Sensation sales are easiest, because Sensation Mowers have 
way of more useful... easy to demonstrate... features than any other mower on the market. 
~~ SENSATION SAVES RAKING 
, lega “wee 
rdware Sensation’s whirling safety blade chops grass clippings SENSATION 
rdware into a fine mulch which drops to the ground. Half the time 
e late of lawn mowing is saved because no raking is required. MODEL G72 
of his 
‘atson, CLOSE TRIMMING EASY CUTS WEEDS AND BRUSH $159.50 
ent of 
Ss con- e ° 
List Price 
F.O.B. 
rates Factory 
Loosen one nut and swing the front Like many other Sensation models, 
236) wheels forward; then run the side of the front section of the chassis on 
Model G72 in contact with fences to Model G72 folds back for weed cut- 
irm is allow the whirling blade to clip grass ting. Sensation makes short work of 
up close. weeds and brush. 
il and 
hain CUTS TO RIGHT HEIGHT Fer some oF vow 
;. In Aapueee oa eg os LEAF PROBLEM SOLVED jobber ond full line 
exclusive t 
of the ture on Sensation Sensation’s new pela Rng 
ei zasoline mowers. “™e leaf blade lifts and floor polishers 
| Was y loosening one oy: leaves and chops write factory y 
the bolt the cutting “Raggy them into minute 
height - ged particles. It’s a 
r of and easil y be va Sensation extra feature... helps you 
was ried from '4-inch up to 31/2 inches. build sales. 
or as 
— SENSATION MOWER, INC. BOX 44-351 RALSTON, NEBR. 
stec 





ae PRICE MARK MERCHANDISE 


— for all good i ag ITS 


= || successrut reraiers Mp tin AME i NOM] 


MINNEAPOLIS, MINN.—Progressive retailers who are using KEIL Key Duplicators. 
unanimously agree that Price Marking is a 
“must” for successful merchandising. BE SURE — to keep your machines 
They agree that when prices are not dis- P : ia 
played on an item, customers often feel that the in good running condition, properly 
item is expensive, and select other merchandise oiled and cleaned. 


| that is Price Marked. 


The retailers point out that Price Marking 


lets the customer compare prices and merchan- With the present shortage of ma- 


dise quickly and offers a simple, effective (and terials, it is becoming more -difficult 

economical) way for the merchant to prove his 

prices are competitive. each week to replace worn parts. 
The Universal Price Marking System is the 

only system that offers price tickets in con- Should you be in trouble — write 

venient book form. Each denomination is i 

assembled in pads and placed numerically in to your jobber or directly to us. 

attractive cloth-bound books. Individual refill 

pads are ordered as needed. We will do our utmost to fill your 
Universal has Price Books for Display tickets, needs 


Bin tickets, Moulding tickets and Special Sales 
Promotion tickets featuring your company name 


= and trade-mark. 
ue, Progressive retailers are investigating all <(S (} La 
urd- the advantages of Price Marking the Universal 








-nt, way. For free samples and price list write to 

seC- Universal Price Marking System, 401 Wash- 

ae , , ; . 

a ington Avenue South, Minneapolis 15, Minn. KEIL LOCK C0., inc. CHARLESTOWN, N. H. 
ge. 
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We're 


Nationally 





Popular! 





| Order now from 


| your jobber. Dis- 

play them and talk 
| them up in your 
| 


Paint Department! 
WwooD 


SCREWS 


are used from coast to coast 


All over the U. S. A. (and in Latin America, 
teo!) Southern wood screws are making friends 
for jobbers and retailers with their sharp cutting, 
easy driving features and their perfect uniformity. 
Modern, rugged Southern wood screws are made 
of high grade extruded brass wire or the finest 
selected high sulphur extra quality steel wire, in 
bright or plated finishes, slotted or Phillips heads. 
Their single-thread construction gives them thor- 
oughly dependable strength in shank and body— 
breakage is reduced to the vanishing point. 
















Southern wood screws come to you expertly 
packed for convenient storage and easy handling. 
Bulk screws are packed in steel cans with sealed 
locking covers. 


Wire today for illustrated literature. 


FACTORY WAREHOUSES 


4100 Dell Avenue, 325 West Ohio Street, 
North Bergen, N. J. Chicago 10, Illinois 
280 Decatur, S. E., 
Atlanta, Georgia 


SOUTHERN, 


SCREW COMPANY < 
STATESVILLE, NORTH CAROLINA THE CAMPBELL-HAUSFELD CO. Mo 


CO + Co) +) + >) | RABIN NT HARRISON, OHIO \ 
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Write for catalog and price list. 
Give us the name of your jobber. fT 
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A. W. Hawkes Resigns 
From: Congoleum-Nairn 


The resignation of the 
Hon. Albert W. Hawkes as 
chairman of the board and 
as a director of Congoleum- 
Nairn Inc., Kearny, N. J., 
was announced recently. Mr. 
Hawkes will not be a nomi- 
nee for re-election as a direc- 
tor at the annual meeting of 
stockholders of the company 
in June, but has agreed to 
remain with the company in 
an advisory and consulting 
capacity. 

Senator Hawkes entered 
Congoleum-Nairn Ine. in 
1926, serving as_ president 
from that time until 1942. 
In 1937, following the death 
of A. W. Erickson, one of 
the company’s founders, Mr. 
Hawkes was elected to fill 
also the office of chairman 
of the board. In November, 
1942, after his election as 
United States Senator from 
New Jersey, Mr. Hawkes, 
while remaining as chairman 
of the board, resigned as 
president of the company. 

In accepting his resigna- 
tion the board of directors 
paid special tribute to the 
devoted service of Mr. 


Hawkes to stockholders, em- 
ployees and customers alike 
throughout his twenty-five 
year career with Congoleum- 
Nairn Inc. 


20th Century Paint 
Expands Facilities 


The 20th Century Paint & 
Varnish Corp., 456 Driggs 
Ave., Brooklyn 11, N. Y., has 
installed a new pebble mill, 
two vehicle storage tanks 
and two technical _ instru- 
ments for laboratory testing 
and experimentation. 

The new pebble mill, able 
to produce up to 4,000 gal. 
per day, depending upon the 
product being manufactured, 
assures greater production 
and faster shipments. The 
vehicle storage tanks, ad- 
joining the main plant, in- 
crease the company’s vehicle- 
storage capacity by more 
than 30 pct. 

A Gloss Meter and Refiec- 
tometer have been added to 
the laboratory. The Gloss 
Meter measures to within a 
few percentage points the 
changes in specular gloss of 
enamels and the Reflectome- 
ter measures the reflectance 
value of all types of finishes. 





Virginia Hardware Convention 


The Virginia Retail Hardware Association, holding its 
annual meeting at Hotel Roanoke, Roanoke, Va., March 
27-29, elected W. L. Heartwell, Jr., Thomas Hardware and 
Furniture Co., Lawrenceville, president. He succeeds J. B. 
Carpenter, Central Hardware Co., Culpepper. Other new 
officers are: C. A. Hobert, Coiner’s Department Store, Berry- 
ville, vice-president, and George Omohundro, Jr., Omohundro 
Hardware Co., Scottsville, re-elected secretary-treasurer. New 
directors are Charles K. Lorraine, Richmond, and the follow- 
ing, who were re-elected to the board: E. C. Wine, Harrison- 
burg; J. Fred Cook, II, Waynesboro: J. A. Lindamood, Jr., 
Wytheville; Irving Blanchard, Portsmouth, and George A. 
Carter, Danville. In the photo are, left to right, Messrs. 
Omohundro, Carpenter and Heartwell. 





For best results 
for all requirements 


ated to best do the job. 


Steer him right! Put him on to Illbronze, the line that offers 
5 distinctly different Aluminum paints to do 5 specific jobs! 
Products tested and perfected by ILLBRONZE, pioneers 


and originators of ready-mixed chrome alu- 





You wouldn't let a customer buy housepaint 
or his car—nor can you with clear ¢onscience let him buy 
just any aluminum paint regardless of his purpose! He de- 
— on you to suggest the product scientifically formu- 


minum paints. 
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Write for free samples, information, 
prices and name of your local jobber. 
JOBBERS: A few territories 
Write us. 


Since 1893 


ILLINOIS BRONZE POWDER CO., INC. 







open. 


* FORMULATED FOR SPECIFIC JOBS 


qtteer 
a The <. 





FOR GENERAL PURPOSES, MAINTE- 
NANCE OR HOUSEHOLD: The new, 
proven, CHROME-O-PLATE finish (like 
chrome itself) or Iilbronze industrial 
Chrome Finish. Easy, practical, econom- 
ical. Dries in 4 to 6 hours. 


FOR AUTOMOTIVE WORK: Ilibronze No. 
42 Quick Drying Chrome. Excellent for 
bumpers, grilles, accessories, etc. Perfect 
_ for lettering and design work. 


FOR OUTDOOR USE: ilibronze No. 6-4, 
best for wood—seals and protects frem 
weather. Ideal primer or as an enduring 
top coat. Extreme weather resistance, 
Dries overnite. 


FOR ROOFS: New Ilibronze Asphalt Roof 
Aluminum Paint—most durable coating 
for asphalt, metal or wood shingle roofs. 
Seals pores, resists molsture. Maintains 
even interior temperatures in any season. 





FOR HOT SURFACES: Iilbronze No. 800 
Hi-Heat Resistant Aluminum Paint with- 

q stands up to 1000° F. For use on smoke 
stacks, boilers, ship engines, ladustrial 
and commercial ovens, etc. 





ue 


2023 S. Clark St., Chicago 16, Ill. 

































precision. 


They provide— 

Better balance — More Power — Lighter Weight — 
Greater Endurance. And they won’t take a set, 
won’t warp, won’t rot, won’t open up. 

The KINGFISHER LABEL is a double warantee 
— for your protection; for your customers’ pro- 
tection, just as it is on all other KINGFISHER 
products. 


We are Making Deliveries Now— 


KINGE TSHE; Tubular and Solid 


GLASS RODS 


2-piece Fly Rods—(Tubular glass) at $16.00 to 
$18.95, list. (And incidentally about the sweetest 
rods a fisherman ever cast.) 

Bait and Plug Casting Rods —(Tubular and solid 
glass). Tubular $9.95 to $13.95, list. Solid glass 
$4.95 to $5.95, list. 

Spinning Rods—(Tubular and solid glass). 
$18.00, list. Combination Spinning and Fly Rods 
$22.50, list. 

Salt Water Rods —(Tubular and solid glass). All 
weights 1134 to 21 ounces and 54% to 80% 
inch lengths. Tubular $12.50 to $20.00, list. 
Solid glass $7.95 to $13.50, list. 


ORDER NOW FOR IMMEDIATE DELIVERY 

















|Get Set for Quick Profits! 








Wright Fur Faria 
Netting is always 
reliable . . . a prime 
necessity in fur 
farming. Carefully 
and evenly woven 
from quality wires 
heavily and brightly 
galvanized by the 
Wright process. 
Made in sizes to 
meet 


various 
requirements. 
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Industry “Oscar” Prize Offered in 1951 
Electric Housewares Display Contest 


Display men for electric 
housewares dealers are eligi- 
ble to win an industry “Os- 
car” in the 1951 Display 
Contest being sponsored by 
the Electric Housewares Sec- 
tion, National Electrical 
Manufacturers Association. 
Outstanding window or in- 
terior displays tying in with 
the campaign theme—“Give 
Electric Housewares—First 
Choice for Every Gift Occa- 
sion”—will compete for the 
official first prize plaque and 
certificates of excellence. 
Separate prizes will be 
awarded to display men of 
stores in each of the six 
major retail classifications, 


which includes hardware 
stores. 
Displays entered in the 


contest may present electric 
housewares as gifts specific- 
ally for Mother’s and 
Father’s Day, weddings, an- 
niversaries, birthdays, and 
graduation, or for all occa- 
sions. It is suggested that the 
official industry poster and 
streamers be featured in the 
display. 

To join the contest, stores 


may submit any number of 
8 x 10 in. glossy photographs 
of displays. Name and ad- 
dress of the store, name of 
the display manager, the type 
of store, the date of display, 
and comments as to the in- 
terest aroused or the sales 
created should be listed on the 
back of the photo. 

The contest closes June 15, 
1951, and visual merchandis- 
ing experts will judge all 
entries. Winners will be an- 
nounced at the July House- 
wares Show, Atlantic City, 
N. J. Address all entries to: 
Window Display Contest 
Committee, Electric House- 
wares Section, National Elec- 
trical Manufacturers Asso- 
ciation, 155 East 44 St., New 
York 17, N. Y. 


Builders’ Hardware Men 
To Hold Conference 


The Sixth Annual Pacific 
Coast Regional Conference 
of the National Contract 
Hardware Association and 
the American Society of 
Architectural Hardware Con- 


sultants will be held at Vic- 
toria, B. C., on April 24-26, 
1951, at The Empress Hotel. 
There will be speakers from 
all fields of builders hard- 


ware industry. Thomas M. 
Shannon is general chairman 
of the conference, with head- 
quarters at 1516 15th West, 
Seattle 99, Wash. 











Dutch Paint Offers 20 State Promotion Plan 





The Dutch Paint Co., recently held its annual sales meet- 
ing at San Francisco's Palace Hotel. The company announced 
plans for a new 20 state sales plan calling for increased 
dealer support with emphasis on bringing traffic to Dutch 
Paint stores. Left to right: J. E. Goshkin, advertising man- 
ager, Dutch Paint; Larry Blodgett, Los Angeles, Lloyd Dett- 
lofsen, Portland; R. D. Orr, account executive, L. C. Cole 
Co., advertising agency, Ralph White, Ft. Worth; Knute 
Weidman, Oakland; Ralph Landsnaes, San Francisco, Tom 
F. Kelly, Seattle; F. J. Dannenfelser, vice-president, Dutch 
Paint; Burns Foster, Salt Lake City; and B. M. Wolfe, presi- 


dent, Dutch Paint Co. 





















How P&C 
merchandising 


helps you do 
a Better Job 













R-150 setts ciRCLES AROUND ‘zm 
ANY DISPLAY YOU EVER SAW 


Flashing beacon catches the eye. 


Rotates at finger touch. 


Self-service — tools are easy to reach. 
Sells 150 most-wanted P&C quality tools. 


Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. Yet we expect 
P&C displays to do much more than just help you sell more tools. 
We advertise and produce “The BEST tools money can buy”... 
tools you will be proud to recommend. And we’re on the job 
with the merchandising ideas that make P&C “the Profit line”. 


@ Shadow-marked tool locations and numbers 
help you control your inventory, increase your 
turnover tnd profits on these fast-moving, 
profitable tools. 


@ Clearly marked prices save time for your 
1; salespeople. 
i | if @ Total sales increase, because P&C displays 
wii draw traffic to your ‘tool department, sug- 
gest tools your customers need. 


@ They save valuable space. Tools in a 
32” diameter space on the R-150 would 


Bests take at least 121 ft. of wall on a 


panel 18” wide. 


Ask your distributor salesman 
to show you how P&C can help 
your tool department make 

more money. 





P&C HAND FORGED 
TOOL COMPANY 


PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 








More sales on smaller stock. 


Doubles and triples your turnover. 


Write today for new folder on R-150 
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SELL 
THE DEMING 


“MARVEL’ 
Fa 


BALL BEARING 
ON CRANK END OF 
CONNECTING ROD 





These are some of the FEATURES engineered to 
insure customer satisfaction, with the Deming 
“MARVEL” Shallow Well Water System. You wel- 
come competitive comparisons when you sell 
Deming Water Systems. You can PROVE EVERY 
CLAIM FOR QUALITY AND TRUE VALUE! There’s 
nothing finer than a DEMING! 


THE DEMING CO. « 517 Broadway « Salem, Ohio’ 
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Arvin Uses Ad Exhibit in Field Work 





Believing that advertising doesn’t realize its full value unless 
merchandised to distributors, dealers and consumers, Arvin 
Industries, Inc., Columbus, Ind., sales and advertising execu- 
tives devised this folding exhibit of a full twelve months’ con- 
sumer and trade magazine advertising activity. The pres- 
entation is assembled in January of each year and supplied 
to all Arvin sales representatives for field use. 

Fred Kimball (extreme right), Arvin district manager for 
radio and television in Missouri and southwestern states, is 
pointing out the company’s presentation to officers of Broad- 
well & Co., Arvin radio and TV distributors for St. Louis 
territory. Lef* to right, they are: Norman Bradwell, secre- 
tary; James P. Broadwell, president; and Ralph Lay, vice- 


president and sales manager. 








Florence President Sees 
High 1951 Sales Level 


At the annual meeting of 
stockholders and directors of 
the Florence Stove Co., 205 
School St., Gardner, Mass., 
held at Boston, Robert. H. 
Taylor, president of the com- 


pany, in commenting = on 
Florence’s success, stated 
that sales of ranges and 


heaters for the first quarter 
of 1951 are at a high level, 
resulting in a large backlog 
of orders. He added that the 
international situation was 
creating problems and limi- 
tations, for all industries, 
which Florence was meeting 
by negotiating for further 
defense orders for all three 
factories. The company al- 
ready has two government 
contracts. 

All present officials of the 
company were re-elected at 
this meeting, except for Paul 
R. Auvil, Chicago, elected to 
the board of directors, re- 
placing Lester J. Neuman. 
Robert: L. Fowler is chair- 
man of the board of direc- 
tors.° * 

Other Florence officers re- 
elected are: Theodore E. Kel- 
ler, vice-president in charge 
of manufacturing at the 
Gardner, Mass., plant; George 
B. Colburn, vice-president in 
charge of the Lewisburg, 


Tenn., factory; William T. 
MacKay, vice-president in 
charge ~ of Kankakee, IIl., 


operations; and C. Fred Lu- 
cas, vice-president in charge 
of sales. Albert E. Luke was 
re-elected treasurer and sec- 
retary, and Bevis O. Ash- 
worth is assistant treasurer 
and assistant secretary. 


New England Associates 
Elect New Officers 


At their annual meeting 
held recently at the Hotel 
Statler, Boston, Mass., the 
New England Hardware As- 
sociates ele«ted the following 
officers: President, Joseph P. 
Reimer, Wadsworth Howland 
& Co., Boston; vice-president, 
J. Donald Knight, Behr-Man- 
ning Corp., and John E. Pin- 
gree was re-elected secre- 
tary-treasurer. 








Raybestos-Manhattan 
Adds to Sales Staff 


Raybestos-Manhattan, Inc., 
Passaic, N. J., announces 
that P. H. Hagen of Seattle, 
Wash., has joined its West 
Coast sales division to handle 
the sale of Manhattan me- 
chanical rubber products and 
R/M packings in the Pacific 
Northwest with headquarters 
at 2221 4th Ave., South, 
Seattle, Wash. 
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Borden Chemical Names 
Two Vice-Presidents 


Barton B. Wadsworth and 
Dr. Edward L. Kropa have 





BARTON B. WADSWORTH 


been named divisional vice- 
presidents of the Chemical 
Division of The Borden Co., 
350 Madison Ave., New York 
City 17. Eugene J. Sullivan, 
former assistant sales man- 
ager of specialty products, 
was named sales manager 
for the company’s line of in- 
dustrial adhesives. 

Mr. Wadsworth has been 
with the division for the past 
20 years and became as- 
sistant general sales mana- 
ger in 1950. Dr. Kropa joined 


the Chemical Division as 
chemical director in 1949. 
For 12 years before that, he 
had been with the American 
Cyanamid Co., and had head- 





EDWARD L. KROPA 


ed the company’s research on | 


resins and _ plastics since 


1943. 
Parton Heads Harris 
Advertising 


Charles H. Parton, for 
several years treasurer of 


the D. P. Harris Hdwe. & | 


Mfg. Company, Inc., has, in 
addition to those duties, as- 
sumed charge of public rela- 
tions and advertising. 








South Dakota Association Officers 





The annual convention of the South Dakota Retail Hard- 


ware Assn., at Sioux Falls, 


Parsch, Aberdeen, president, succeeding Noble Thormods- | 
R. Baily, Sioux Falls, is secretary trea- 


gaard, Canton. 


March 13-15, elected W. A. 


surer. In photo, front row, left to right, are Messrs Thorrnods- 


gaard and Parsch. Standing, 


left to right, are O. R. Baily 


and H. T. Benson, Chester, newly elected director. 
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Exita fast, 


Your customers 


are sold on this 


Rribaiwb 


@ It rolls up new customers and rolls right through any 
pipe with least effort, quick almost burrless cuts; factory 
tested, tracks perfectly. Special thin-blade cutter wheel 
for extra fast cutting—or heavy-duty wheel gives your 
customers extra-long service—satisfaction. Guaranteed 
warp-proof special malleable housing. Five models to 
6” pipe; 4-wheel short-handle models for speedy cutting 
in tight places. For sales that stick, for satisfied cus- 
tomers—it pays you to sell RITA0D cutters. 
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Starrett Appoints New 
Purchasing Agent 


C. B. McMillan, formerly 
assistant purchasing agent, 
has been appointed to suc- 





C. B. MeMILLAN 


ceed E. KE. Warner, who has 
retired, in the position of 
purchasing agent for The 
L. S. Starrett Co., Athol, 
Mass. Mr. Warner has 
served as purchasing agent 
since 1929 and prior to that 
was head of the special order 
department. 

James G. Sisson, experi- 
mental engineer in the Star- 
rett Dial Gage Division, has 
also retired from the com- 
pany. 


Silex Holds Election; 
Two Officials Added 


Two new officers were 
elected at the annual meet- 
ing of the Board of Directors 
of The Silex Co., Hartford, 
Conn. Frank E. Wolcott, 


general sales manager and 
a member of the sales force 
since 1930, was elected a 
vice-president, and Harry B. 
Whitehead, for the past year 
factory works manager and 
formerly with Telechron 
Inc., was also elected a vice- 
president. 

Monroe G. Smith was re- 
elected president and also 
installed as treasurer. Other 
officers re-elected to their 
posts were Lawrence C. 
Dewey, controller; Edward 
T. Garvin, secretary; and 
Oliver B. Ellsworth, chair- 
man of the executive com- 
mittee of the board of direc- 
tors. 
E. A. Lindemann on 
NPA Stove Committee 


FE. A. Lindemann, president, 
A. J. Lindemann & Hoverson 
Co., Milwaukee, has been ap- 
pointed to the N.P.A. Manu- 
facturer’s Industry Advisory 
Committee on household 
cooking stoves and ranges. 
The purpose of the commit- 
tee is to formulate procedure 
for the conservation of criti- 
cal materials, discussion of 
the current supply situation 
and proposed limitation or- 
ders. 
Thompson Hardware 
Re-Elects Officials 


W. A. L. Thompson Hard- 
ware Co., 231-37 Kansas 
Ave., Topeka, Kans., heavy 
wholesaler, has re-elected its 
officers and directors. Officers 
are: E. C. Kieswetter, presi- 
dent; R. A. Swan, vice-presi- 
dent; and J. F. Harbes, sec- 
retary - treasurer. Directors 
named are: Mr. Kieswetter, 
Mr. Swan, Mr. Harbes, G. L. 





Jordan, Byron Gourley, F. C. 
Kaths, and O. D. Collis. 





A. O. Smith Makes 
Executive Changes 

C. R. Rigby, formerly a 
group executive at the Mil- 
waukee headquarters. A. O. 


Smith Corp., was named 
group executive in charge 
of the company’s plant at 


Houston Tex. F. B. Dunn, 
former manager of the Hous- 
ton Works, was placed in 
charge of personnel for both 
the Houston Works and the 
company’s entire southwest 
district administrative area, 
covering eight southwestern 
states. 

F. S. Cornell, manager of 
A. O. Smith’s plant at Kan- 
kakee, Ill., was appointed 
group executive for the Kan- 
kakee Works, the Eastern 
Motor Div., Tipp City, Ohio, 
and the company’s Heating 
Div., Toledo, Ohio. Mr. Cor- 
nell will make his headquar- 
ters in Kankakee. 





Elect Finch Head 
Of Fan Assn. 


New president of the Pro- 
peller Fan Manufacturers’ 
Assn., is Parker T. Finch, 
sales manager of Hunter Fan 
and Ventiluating Co., Mem- 
phis, Tenn. Mr. Fin h was 
elected at the Association’s 
annual meeting recently held 
at Daytona Beach, Florida. 
Vice-president for the ensu- 
ing year is B. G. Krause, 
manager, Air Controls, Inc., 
Cleveland, Ohio. L. O. Mon- 
roe, Detroit, Mich., was re- 
elected secretary treasurer. 











Hardware Trade Association of New York Holds 6th Dinner 





About 120 members and guests attended the sixth annual dinner of the Hardware 


Trade Association, of New York, held at the Downtown Athletic Club, March 29. 


It was 


the largest ever held. Arrangements were in charge of Joseph Walker, Buffalo Bolt Co., 


president; Roy C. Schmidt, 


Stanley Tools, 


chairman of entertainment; 


and Arnold 


Martin, Fayette R. Plumb, Inc., secretary. The three golf outings of the association will 


be at The Knolls Country Club, Boonton, N. 


J., in June; Tamarack Country Club, West- 


chester County, in July, and the Plandome Country Club, Plandome, L. I., in September. 


252 


Popeil Names Jelinek 
General Sales Manager 


Edward Jelinek has _ re- 
cently been made_ general 
sales manager of Popei 





EDWARD JELINEK 


Bros., Inc., 14 N. Sangamon 
St., Chicago 7, Ill., manufac- 
turer of plastic housewares. 
Mr. Jelinek, who was form- 
erly associated with Butler 
3ros. for 22 years, has as- 
sumed full charge of national 
sales. 


Quarter Century Club 
Honored By Bird & Son 


More- than 400 members 
of the Bird & Son Quarter 


Century Club and _ guests 
were addressed by A. H. 
Anderson, president of the 


company, at a 1951 banquet 
held in the ballroom of the 
Copley Plaza Hotel, Boston, 
on February 28. The club 
was formed a year ago by 
Bird & Son, East Walpole, 
Mass., a 176 year old New 
England manufacturer of 
building materials, flooring 
and paper products. Guests 
came from the company’s 
East Walpole, Norwood and 
Phillipsdale, R. I., plants. 
Honored at the head table 
were seven men and one 
woman whose years of asso- 
ciation with the firm totaled 
464 years. 





Heater Service Center 


George T. Hall Co., 5625 
W. Washington Blvd., Los 
Angeles 18, has established a 
Service Center for hardware 
dealers in Los Angeles. The 
center will service fuel valves 
on oil burning space heaters. 
The company operates in 
California, Arizona, Utah, 
Nevada, Oregon, and New 
Mexico. 
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WwARWOOD — - 
e Buyers look to Warwood for 


tools of correct design, accurate 
forging, scientific heat treatment 
and finest finish. For nearly 100 
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High Quality years, the name WARWOOD 
2 has stood for the best in forged 
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© Ideal for Tailors and Dress- 
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- With This COMPLETE Line i 
; of Screwdrivers and Nut Drivers! ? ene for easy manipula- 
9625 You build up a steady trade of tool customers who keep “ e 
_ ee gy Me vn oe dae ae stoch CELIVE’ disploved Feature this number and the complete sales producing line 
Pa a that they can get the right tool for the job—and they know of UNITED products. You can count on satisfying every cus- 
vare these tools are QUALITY-BUILT! The ay plastic kit ges tomer's demands—and you can count on a dependable profit 
The © one 2 oe ee a me FACTS! set—one © margin—all year long. Headquarters for Domestic and Im- 
lves ported cutlery. 
ers. ually Write for our new attractive catalogue. 

“4 fem PARK METALWARE CO., INC 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Canadian Agent Names 
New Sales Director 
J. M. Gordon has recently 


been appointed sales director 
of EF. Pullan Limited, Cana- 





J. M. GORDON 


dian sales agent, 55 Parlia- 
ment St., Toronto. Mr. 
Gordon formerly held the 
position of sales manager, 
London, Ontario, branch of 
General Foods Limited, and 
his experience will contribute 
towards service for Ameri- 
can manufacturers now be- 
ing represented by this 
agency in Canada. 





Seeks Lines for Southern 
Territory 


Albert J. Prince is enter- 
ing business for himself as 
a manufacturers’ agent cov- 
ering Arkansas, Oklahoma, 
Texas, Mississippi, Louisi- 
ana, Mobile, Ala., and Mem- 
phis, Tenn. Mr. Prince has 
resigned as general sales 
manager of the Cipco Corp., 
St. Louis, Mo. builders’ 
hardware manufacturers, as 
of May 1, and will make his 
headquarters after that date 
at 6413 Oriole Drive, Dallas 
9, Tex. He had been affili- 
ated with Cipco since 1945, 
served with the U. S. Marine 
Corps as an officer during 
World War II and for many 
years, prior to the war, reps 
resented the former Francis 
Keil & Son, Ine., in the 
southwest. 





Buch Appoints Campbell 
Michigan Agent 


William W. Campbell, 1200 
Roslyn Rd., Grosse Pointe 
Woods 30, Mich., has been 
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appointed manufacturers’ 
representative for Buch Mfg. 
Co., 800 S. Market St., Eliza- 





WILLIAM W. CAMPBELL 


bethtown, Pa. 
handles the Buch line of 
wheelbarrows, lawn rollers 
and agricultural implements 
in Michigan and _ westerg 
Ohio. 


Mr. Campbell 


W. W. Carron & Associates, 
formerly located at 2636 S. 
Michigan Ave., Chicago 16, 
Ill., has taken larger offices 
at 70 W. Hubbard St., Chi- 
cago 10, Ill. The Industrial 
Div. of Carron is national 


sales outlet for Flex-co Con- 
veyor manufactured by Ber- 
lin Chapman Co., Berlin, 
Wis., and R-10-X, rust de- 
stroyer and paint primer 
made by Thompson-Long Co. 

Milt Rosenfield Co., manu- 
facturers’ agents of 902 S. 
Olive St., Los Angeles, Calif., 
has been appointed distribu- 
tors of Ka-bar products, 
made by Union Cutlery Co., 
Olean, N. Y., consisting of 
household cutlery, utensils, 
pocket knives, and_ sports- 
men’s knives. The company 
covers the territory of South- 
ern California. 

Hayden Crocker Co., for- 
merly of 33 W. 42 St., New 
York 18, N. Y., has moved 
to new offices. The mailing 
address is P. O. Box 405, 
Great Neck, L. I., N. Y. The 
company, in operation for 
over 30 years, covers New 
England, New York state 
and city, New Jersey, 
Pennsylvania, Delaware and 
Maryland. 





Don Morrill Co., sporting 
goods manufacturers’ repre- 
sentative, 203-207 N. Broad- 


way, Fresno, Calif., has been 
named to handle Noble guns, 
made by Noble Mfg. Co. 
Another line taken on by the 
company, recently, is the gun 
case line of Bradley E. 
Grimes Co. Both lines are 
covered by Morrill in the 
western states. 





Ben A. Goodwyn Co., 2224 
Arbor St., Houston 4, Tex., 
manufacturers’ representa- 
tive in Texas, Oklahoma, 
Louisiana and Arkansas, was 
started recently by Mr. 
Goodwyn, formerly associ- 
ated with J. V. Folsom Co., 
Dallas, Tex. The company 
will handle hardware, house- 
ware, and toy lines. 





Fastener Distributor 
Elects Officers 


Sanson & Rowland, Inc., 
505 Commerce St., Philadel- 
phia 6, Pa., distributor of 
fasteners, held its annual 
stockholders’ meeting recent- 
ly. The following officers 
were elected: Aaron I. San- 
son, III, president; Earl H. 
Goodby, vice-president and 
treasurer; Richard W. Good- 
by, secretary and sales man- 
ager; James G. Pepper, di- 
rector of purchases; and Paul 
E. Pappy, promotion sales 
manager. The company 
planned to open a new office 
at 26 North Fifth St., on 
April 16. 








Monroe Hardware Holds Open 


House 





The new showroom of Monroe Hardware Co., Inc., 90 Fannin St., Shreveport, La., 


was introduced recently at an open house for dealers. 


Factory representatives were 


present to demonstrate various lines to dealers, and several new products were intro- 
duced. Lunches, dinners and refreshments were served during the two-day open house. 
Warehouse space of the new location is twice that of the old one. 
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John Lind 


John Lind, 62, mid-west 
sales supervisor of National 
Brass Co., Grand Rapids, 





JOHN LIND 
Mich., passed away at his 
home in Milwaukee, Wis., 


April 2 after an illness of 
several months. 

Mr. Lind joined the Nation- 
al Brass sales staff 18 years 
ago. Prior to his association 
with this company, he repre- 
sented another hardware 
manufacturing concern in a 
similar capacity. For a num- 
ber of years he has managed 
sales in the territory cover- 
ing Wisconsin, Minnesota, 
North and South Dakota, and 
the upper Peninsula of Michi- 
gan. 

He leaves his widow, and 
two sons, Robert O. and 
Richard E. Lind, both of 
whom are associated with the 
National Brass Company in 
sales capacities. 


Henry B. Hall 


Henry B. Hall, former di- 
rector and manager of th 
Tool Department, Farwell, 
Ozman, Kirk Hardware Co., 
St. Paul, Minn., died recently. 
Mr. Hall was a pioneer of the 
company, having joined it in 
1892. He was a member of 
the Texas Hardware Boost- 
ers. His widow and several 
children survive. 


Gustav A. Stegmann 


Gustav A. Stegmann, 60, 
treasurer and member of the 
board of directors of Brown- 
Camp Hardware Co., 216 
Southwest First St., Des 
Moines, Iowa, died on April 
2, following a heart attack. 
His home was at 4327 North- 
west Drive. Mr. Stegmann 
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was associated with Brown- 
Camp for 29 years, and was 
a member of the Des Moines 
Chamber of Commerce. 

His widow and two daugh- 
ters survive. 


Owen T. J. Wing, Sr. 


Owen T. J. Wing, Sr., 74, 
for more than 30 years man- 
ager of the builders’ hard- 
ware department, McGowin- 
Lyons Hardware. & Supply 
Co., Mobile, Ala., died at his 
home in Mobile on March 24, 
after an illness of several 
weeks. 

At the time of his death, 
Mr. Wing had been with Mc- 
Gowin-Lyons nearly 37 years. 
He was identified with the 
builders hardware business 
during his entire career, and 
was in business with his 
brother prior to joining Mc- 
Gowin-Lyons as floor sales- 
man in 1914. He developed a 
complete builders hardware 
department for that com- 
pany, which department he 
managed until his death. 

He is survived by three 
sons, Owen, Jr., and John T.., 
both of whom are also with 


McGowin-Lyons, and Feagin 
A., sales representative for 


Ruberoid Co., Fort Worth, 
Tex. 

George Rosenthal 

George Rosenthal, assis- 
tant treasurer of United 


Brush Manufactories, 116 
and 118 Wooster St., New 
York 12, N. Y., died at his 
home, 110 Shore’ Blvd., 
Brooklyn, N. Y., on April 3. 
Mr. Rosenthal was associated 
with the paint and varnish 
brush industry for 25 years. 


Harvey Bronner 

Harvey Bronner, 86, sales 
representative in New York 
City, died at his home in 
Keyport, N. J., recently. Mr. 
Bronner began his career as 
a hardware salesman for The 
Sheiby Spring Hinge Co., 
Shelby, Ohio, in 1913 and 
was ative for 35 years. He 
was a member of the Boost- 
ers Club and the Keyport 
Kiwanis Club. His widow and 
a daughter survive him. 


A. J. Marshall 


A. J. Marshall, founder of 
A. J. Marshall & Co., Marion, 
Ala., died recently. He had 
been in the hardware busi- 
ness for over 59 years. 


Arthur F. Armstrong 
Arthur F, Armstrong, 73, 
hardware merchant in Low- 
ell, Mich., died on March 25. 
He founded the Price Rite 
Hardware & Supply, Lowell, 
in 1930, and prior to that 
time was associated with the 





ARTHUR F. ARMSTRONG 


Lowell Specialty Co. He was 
a member of the Michigan 
Hardware Association. 


William H. Stoneman 


William H. Stoneman, 82, 
former retail hardware dealer 
in Cleveland, Ohio, died 
March 24 at his Florida 
home. Mr. Stoneman was 
previously owner of Stone- 
man Co., 7710 Superior Ave., 
Cleveland. His widow and a 
son, P. J. Stoneman, survive. 








California Dealers Elect Association Officers 


* 


At the recent annual convention of 





i — 


a 
~ 
Fete. 


* 


the California Retail Hardware Association in 


San Francisco, the officers shown above were elected. Left to right, front row, are: first 


BE. E. 


vice-president, 


Ruggles, Guernerville; 


president, 


Modesto; 


Zimmerman, 


second vice-president, F. M. Hoopes, Delano, and secretary-manager, K. B. Jacobsen, San 
Francisco. Second row, left to right, are directors: W. H. Messick, Salinas; A. F. Kunkee, 
Atascadero; R. H. Tieman, Mill Valley; O. H. Elliott, Eureka; H. A. Van Noy, Oakland, 


and R. H. Cooper, Vallejo. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


billion in February, were about $2 


billion higher than in the previous 
month. This latest increase marked 
the 12th consecutive monthly gain. 
The February annual rate was $28 
billion higher than in the same 
month a year ago. 


Manufacturers Sales at 
Peak; Unfilled Orders up 


Shipments of manufactured 
goods in February were close to 
the January peak rates while un- 
filled orders and inventory book 
values continued to rise, the Office 
of Business Economics announced. 

For the durable goods industries 
there was no change from the Jan- 
uary record sales value. 

The rise in unfilled orders cen- 
tered in the durable goods group 
where practically all of the indus- 
tries’ reported continued sizeable 
upswings in backlogs. 

During February book values of 
durable - goods producers’ inven- 
tories advanced $400 million—mod- 
erately nnder the previous month’s 
increase: of $500 million. 








Wholesale Sales Only 
91/2°/, Below January Peak 


Estimated sales of whole- 
sale hardware distributors 
in February were 29 pct 
higher than they had ever 
been in that month of any 
year, according to the Bureau 
of the Census. 

The estimated total of $267 
million for February was only 
9.5 pet lower than sales in 
January, which was the sec- 
ond highest month on record. 
(See chart below.) 











Installment Buying Shows Drop for Two Months; 
Reflects Drastic Credit Curb of Last September 


There was a drop of $183 million 


in consumer debt for installment 
buying during February, the sec- 
ond month in a row to show a drop, 
the Federal Reserve Board re- 
ported. This reduced the volume 
of outstanding installment credit 
on retail purchases to $13,068,000,- 
000, as against a record high of 
$13,478,000,000 at the start of the 
year. It was the third drop in the 
five months immediately following 
the tightening of credit restric- 
tions last October. 


Board 


Total 


installment 
reported, has dropped to 
about the level existing shortly be- 
fore credit controls were first im- 


posed in September. 


Total consumer credit, which in- 
cludes charge accounts and other 
non-installment items, amounted to 
$19,529,000,000, a drop of $392,- 
000,000 from January 
pared with the peak of $20,093,- 
000,000, as of Dec. 31. 


credit, 


and com- 


However, 


the 


the total was still $3,370,000,000 
above a year ago. 

The largest drop in installment 
in February was $102 million, 
which represented credit extended 
in connection with the sale of tele- 
vision and radio sets, furniture, re- 
frigerators, washing machines and 
similar items. 

The board said that a $70 million 
drop in automobile sales credit took 
place “despite a _ relatively high 
level of sales of automobiles and 
other durable consumer goods dur- 
ing the month.” This indicated 
strong purchases for cash. The 
other principal item to show a drop 
was charge account balances, which 
were off $217 million. 


Chain, Mail Order Sales 
Down Only 4% in February 


After adjustment of seasonal 
factors and difference in the num- 
ber of trading days, February 





Estimated Sales of Wholesale Hardware Distributors 
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By Months 1939 to February 1951 

















1950 1949 1948 1947 1946 1945 1944 1943 1942 1941 1940 1939 
160 184 204 185 120 87 7 59 89 55 44 39 
173 178 207 191 126 85 82 64 83 52 41 37 
333 362 411 376 246 172 154 123 172 107 85 76 
219 222 246 219 14] 103 89 73 93 61 49 48 
207 204 256 227 154 97 85 74 93 74 55 47 
231 206 233 216 159 93 86 71 78 77 57 52 
243 198 237 202 157 92 89 76 80 77 56 51 
272 171 227 200 162 89 82 73 73 79 55 45 
324 192 248 204 174 96 91 75 74 82 59 50 
284 213 253 222 176 97 90 73 73 87 63 60 
288 212 262 254 214 113 94 76 74 91 7 60 
259 197 241 212 195 108 89 77 58 80 65 54 
253 175 212 211 185 103 82 75 58 82 67 19 

29138 2352 2826 26438 1963 1163 1081 866 926 897 682 92 
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hh cape cngnd LINGERWETT 


ship. Griffin hinges are f 5. — 
° : : For interiors and general stripping 
part of a wide variety of light 


WETT and WONDER-PASTE — America’s top- 
selling removers! Both are well known for their 
| extra power and sure action. Remember, too, that 

Lingerwett and Wonder-Paste are backed by wide- 
spread advertising to millions of professional and 
hinges have been known for their amateur painters. 








For more than 50 years Griffin 


Actually remains moist for hours—allowing a large area 


builder's hardware... to be covered in one operation. Quickly reduces paint, 
onal enamel, varnish, shellac or lacquer to a soft mass, easily 


quality produced by pared off with a putty knife. 
ah 
uh 


Orit WONDER-PASTE 


For exteriors and upright surfaces 


um- 
lary 






i 


iff 
LH] 
Ri Euery DOOR NEEDS THREE! 





Paste-like substance, this remover will not run on a vertical 


\ surface. Penetrates and softens different types of finishes 
G.3¢ . . "1 . 
eo — with equally fine results. The old finish comes off without 
37 hard scraping, leaving a smooth, thoroughly clean area. 
we 

















6 anufacturing Company Your jobber has Lingerwett and W onder-Paste 
| 4 
48 
47 ERIE » PENNSYLVANIA WILSON-IMPERIAL COMPANY, 120 Chestnut St., Newark 5, N. J. 
52 SALES OFFICES 
51 45 Warren Street, New York 7, New York MAIL COUPON FOR INFORMATION 
45 1639 Fargo Avenue, Chicago 26, Illinois 
= 9344 Woodward Avenue, Detroit, Michigan Ee ee ee ee eS ee ee ee eee 1 
‘ i 
a po hy hag ll Ag og th nongg — } WILSON-IMPERIAL CO., 120 Chestnut St., Newark 5, N. J. 1 
60 917 St. Charles Avenue, Atlanta, Georgia a We are interested in handling Lingerwett and Wonder-Paste. Please : 
. 308'2 North Harwood, Dallas, Texas § send us full information i 
o4 4524 East 60th Street, Seattle, Washington ' ; 
19 785 North President Street, Jackson 6, Mississippi ' 1 
4638 Nicholas Parkway, Kansas City, Missouri ' Name ' 
' FY 2611 Garrison Bivd., Baltimore i6, Maryland | 8 1 
92 = 1620 Garfield Street, Denver 6, Colorado - Street 1 
: City State ; 
— | mama eae eu eee e eee eee eaeees owe sees eaens - 
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sales of chain store and mail-order 
houses were down about 4 pct from 
January, but still exceeded all 
other previous months. 

The seasonally adjusted index 
of average daily sales for the 
hardware stores group, was 436 
for February; 452 for January, 
and 354 for February, 1950. The 
base of the index is the average of 
1935 to 1939 sales as 100 pct. 





eee 





e Excise Tax Collections 
REGULAR ANGLE Doubled on Appliances 
SOCKET SOCKET ‘PP . 
OARLOCK OARLOCK | February excise tax collections 
from makers of major electric ap- 
A COMPLETE LINE OF OARLOCKS...EACH MADE OF STRONG, pliances, phonographs, records and 


LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED components totaled $29,869,705, 
compared with $15,792,924 collected 
Also Ra OO eve from this source in the same 1950 
BOAT HOO a | month, the Bureau of Internal Rev- 
STRAPS — LIFTING HANDLES. | enue reported. From July, 1950, 


Profit with top-selling PEORIA Boat 
te dee — wae e of only es | to February, 1951, taxes collected 


grade malleable iron for year-after- | for goods sold by manufacturers in 
te uaa to rust, wear and these lines amounted to $217,165,- 

oe 061, as against $124,969,400 col- 
JOBBERS: SEND FOR CATALOG lected in the same period a year 
earlier. 

February collections on electric, 
gas and oil appliances totaled 
$8,979,686, compared with $5,264,- 
321 a year earlier. On electric 
light bulbs and tubes, February 
collections totaled $3,239,259, as 
compared with $2,043,321; on radio 


sets, phonographs and components, 

Here's the one that \ $11,349,880, compared with $3,373,- 

‘ 864; on phonograph records, $502,- 

wow'r SHRINK 679, compared with $581,778; on 
This modern plastic in 


slr tis eats mechanical refrigerators, air con- 
lasting repairs in tite : ditioners, etc., $5,800,199, as 
wood or plaster. Pays The longer Burning against $4,529,637. 
dealers a bigger profit. 
PIURTART LNT | SELLS BETTER because Safety Lantern 
a > 


a 





ANCHOR LIFT LEADER 
(Cutaway View) 





Projects over bow for raising, lower- 
ing anchor easily. 





Cader NOW FROM YOUR JOBBER SALESMAN! 


PEORIA MALLEABLE CASTINGS CO., PEORIA, ILLINOIS , 





















Fairbanks-Morse Stops 

NotoRh / Se Making Heating Equipment 
Traffic-Gard Fairbanks, Morse & Co. has dis- 
’ continued the manufacture and 
sale of stokers and other heating 
equipment, but will continue to 
manufacture parts to service the 
many thousands of heating units 
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Most dealers report: ROCK HARD ( 
“Our sales of Dur- ALL- apguno ¢% 
ham’s Rock - Hard ‘Ne 
Water Putty keep 
doubling, year after 

























rear.” What’s more, RR -... now installed. 
urham’s Rock- Psa se some The Worley Heating Service, 






Hard Water Putty 
— you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


lowa Chicago, has been appointed parts 


* agent for the United States. Wor- 
= = ley has a complete stock of all 


_.. 100 hours of dependable jie 
warning light on a pint of oil. 














Holtite Lists Prices; 
Discount Lists Issued 


Continental Screw Co., New Bed- 
ford, Mass., under its trade name 
“Holtite,” has issued list prices and 
discounts for stainless steel and 
aluminum fasteners, both with 
Phillips recessed and slotted heads. 






Wrte EMBURY MANUFACTURING CO 
WARSAW, NEW YORK US A 


EMBURY <= 
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LANTERNS & TORCHES 
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G.E. Will Build ‘Appliance Park’; Sets Up 
Separate Major and Traffic Appliance Divisions 


The establishment of an “‘Appli- 
ance Park,” somewhere near the 
geographical center of the United 
States, and the division of its ap- 
pliance business into major and 
small appliance departments, are 
two major developments announced 
by General Electric. 

Two separate departments to be 
responsible for the manufacture 
and sale of major and small appli- 
ances have been created out of the 
Appliance & Merchandise Depart- 
ment. 

The move was made, according to 
Roy W. Johnson, executive vice- 
president, “more effectively to meet 
the demands of the growing mar- 
ket for hoysehold electrical equip- 
ment.” 

GE announced, on April 2, that 
it will establish a multi-million dol- 
lar “Appliance Park” somewhere in 
the Middle West, predicated on the 
belief that the electrical appliance 
business will show even greater 
growth in the future than in the 
past. 

An equally important factor, the 
company said, is the urgent neces- 


GENERAL 


FUEL 
OIL 


sity to maintain a high-level output 
of both armaments and appliances. 

Existing manufacturing facili- 
ties will be used for maximum ap- 
pliance production and the new fa- 


, cilities, when built, will be used for 


the production of war goods, and 
later will be converted to appliance 
output. 

“We have absolutely no thought 
of abandoning our present manu- 
facturing facilities,’ stated Mr. 
Johnson. “Every plant we now oc- 
cupy is required in the total expan- 
sion program.” 

The new establishment will be 
similar to Nela Park, headquarters 
of GE’s Lamp Department at Cleve- 
land, and Electronics Park, at Syra- 
cuse. Louisville is reported to be 
one of the cities now under con- 
sideration for the location of the 
new plant. 

Each of the two new appliance 
divisions will have its own engi- 
neering, manufacturing, sales, ad- 
vertising and research staff to mar- 
ket each line more efficiently. 

The Major Appliance Depart- 
ment will be responsible for refrig- 


erators, food freezers, ranges, 
water heaters, washers, ironers, 
dryers, dishwashers, garbage dis- 
posers and cabinets. 

The Traffic Appliance depart- 
ment will handle irons, toasters, 
roasters, sandwich grills, waffle 
irons, mixers, fans, clocks, vacuum 
cleaners, automatic blankets, heat- 
ing pads and heat lamps. 

Clarence H. Linder, who has been 
named general manager of the Ma- 
jor Appliance Department, was for- 
merly manager of engineering and 
manufacturing for the General 
Electric’s Affiliated Manufacturing 
Companies Department at New 
York. 

Charles K. Rieger, who becomes 
general manager of the Traffic Ap- 
pliance Department, has been man- 
ager of the household refrigerator 
division at Bridgeport since June, 
1950. In 1947 he was named man- 
ager of the heating device and fan 
division. 


Outstanding Consumer 
Credit Debt Dropping 


Consumer credit outstanding has 
been dropping and at the end of 
February was $19,529 million, 


FILTERS—JHE BEST 


for your customers...and for you 





MASTER MODEL 2A-700 
Built for the average to 
large size heating system. 


STANDARD MODEL 1A-25 

More than adequate capac 
ity for small homes, space, 
and hot water heaters 





GENERAL FILTERS 
INCORPORATED 


APRIL 





HARDWARE AGE, 19, 1951 





DELUXE MODEL 2A-300 
Best for large systems or for 
dirty storage tanks. 







UNDERWRITERS’ LABORATORY. Re-exam- 
ination Service Listing means dependabil- 
ity—and customer confidence. 





THESE GENERAL FEATURES INSURE A cLos- FREE FUEL 
SYSTEM — FEWER SERVICING WORRIES FOR YOU — 


GREATER SATISFACTION FOR YOUR CUSTOMERS: 


your service costs. 


replacements. 


3, All-wool, large-surface cartridge used in 1A-25 and 2A-700, 
provides fine filtration and removes moisture due to condensa- 
tion. The wire-mesh strainer inside the wool felt gives double 
protection. No more customer dissatisfaction from, shut-downs 
due to clogged nozzles — no more costly “call-backs” to run up 


2. Easy-to-insert cartridges that insure clean oil. Every GEN- 
ERAL filter installed means regular repeat business on cartridge 


3. There’s a GENERAL model for every system, large or small, 


Gravity or Pressure burner. 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 3, ONTARIO 


4, Original unit cost is low, installation is easy, and sturdy metal 
construction guarantees LIFE-OF-BURNER service. 










12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 















DON’T FORGET 
TO PUT DOWN 







































L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 
IT’S THE BLADE YOUR 
CUSTOMER WANTS 
























Got your ‘‘Want Book” handy? Put down 
“Griffin Hack Saw Blades.’ Thousands of 
hardware retailers make it a point to write 
“Griffin Hack Saw Blades” because they 
know that Griffin means Long Lasting 
Sharpness. 


Long Lasting Sharpness is the one quality 


est quality saw blades since 1880. 
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Display-Packed At No Extra 
Charge, For More Sales. 


G. W. GRIFFIN CO. 
Franklin, New Hampshire 
General Sales Agent 


John H. Graham & Co., inc. 
105 Duane Street, New York 8, N. Y. 











{ which is a drop of $392 million 

from the previous month, and $579 
| million below what it had been at 
the end of December, according to 
the Federal Reserve Board. 


Volume of Manufacturers’ 
Sales Showed Little Drop 


had been rising at the rate of $1 
billion a month, rose $500 million 
in February, to a total of $35,800 
million. Of the February increases, 
durable goods accounted for $400 
million. In January, durables rose 
$500 million and soft goods $400 
million. 

The Commerce Dept., which an- 
nounced the figures, also reported 
that sales dropped $900 million in 
February, a shorter month than 
January. Of sales of $22,200,000,- 
000, durables represented $10,100,- 
000,000, a drop of $300 million 
from January. Despite the decline 
from January, sales were 38 pct 
above the February, 1950, total. 

The department said that adjust- 
ing for price movements, the sales 
volume probably declined about 2 
pet from January to February. For 
the durable goods industries there 
was no change from the January 
record volume. 

There was a continued rise in 
unfilled orders, the total running 
$3 700,000,000 ahead of sales in 
February, although smaller than in 





your customers look for in hack saw | 
blades. Griffin has been making the high- 








| the longer work month of January. 


The department stated that the 
rise in unfilled orders centered in 
the durable goods group where 
practically all of the industries re- 
ported continued sizable upswings 
in backlogs. 





Manufacturers’ inventories, which * 


Hard Surface Flooring 
Inventories Are Heavy 


Hard surface floor covering vol- 
ume at retail is reported to be 
“fairly good,” with greatest activ- 
ity said to be in medium priced 
grades. While inventories are 
heavy, this is not considered a 
cause of too great concern. 

Recent Commerce Department 
figures show that department store 
stocks of linoleum in January were 
20 pct above the same 1950 month. 
Sales in January were 27 pct over 
a year ago. However, there has 
been a recession in floor coverings 
at retail since January. 


Paper Shortage May Hit 
Building Materials 


Melvin H. Baker, president of 
National Gypsum Co., told stock- 
holders at the annual meeting that 
the company still had a large back- 
log of unshipped orders and that 
all plants are operating 24 hours 
a day, six days a week. 

“Despite this continuing demand 
for the building materials we pro- 
duce, there are indications that 
production may be somewhat cur- 
tailed later this year because of 
the shortage of paper and shipping 
containers,” he said. 


Simonds Saw Running 
At Capacity; Adding Plant 


Plants of the Simonds Saw & 
Steel Co., Fitchburg, Mass., are 
running two full shifts, six days 
a week, with a partial third shift, 





' Wholesale Hardware Sales' 


By Geographic Divisions, for February 1951 


SALES REPORTED 


| Percent Change 
| Feb. 1951 vs. 
| Number 


Geographic | of Feb. Jan. 

Division Firms* 1950 1951 

UNITED STATES TOTAL 344 + 62 - 9 
New England 18 + 66 —12 
Middle Atlantic 76 +74 -— § 
East North Central 50 + 57 —19 
West North Central 34 60 2 
South Atlantic 59 +61 — 6 
East South Central 22 + 45 —16 
West South Central 42 +41 —14 
Mountain 10 + 60 -9 
| Pacifie 33 +89 —15 


$98,076 $60,406 $107,373 


CUMULATIVE SALES 


Amount (Add 000) | January- January- 
| February February 
Feb Feb. Jan. 1951 1950 Percent 
195) 1950 1951 Add 000) (Add 000) Change 


$204,597 $118,140 


1,502 906 1,701 3,352 1,950 + 72 
13,507 7,746 14,224 28,669 15,852 + 81 
16,171 10,314 17,933 33.954 19,398 + 75 
15,698 9,806 15,351 31,358 19,021 + 65 
14,926 9,264 15,858 30,523 18,451 + 65 

6,485 4,481 7,702 13,817 8,610 + 60 
10,417 7,401 12,090 22,507 14,906 + 51 

2,327 1,454 2,568 4,894 3,009 + 63 
17,043 9,034 19,946 35,523 16,943 +110 





1 Includes 7 reports received too late to be incorporated in Census Bureau published 


releases. 


2 Includes reports received too late for inclusion in previous monthly totals. 
3 Number does not apply in all cases to the cumulative figures. 
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THIS UNEXCELLED 


SHALLOW WELL 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 


Exterior view of Peerless 
Model SW Shallow Well 
Jet Pump and Tank. 


The Self-Priming Jet 


FOR SHALLOW WELL-WATER SYSTEMS 


The Peerless self-priming jet system CAPACITIES: 
for shallow wells is unsurpassed for Up to 850 gals. 
economy, performance and simplicity. per hour 
Easiest of all water systems to under- 

stand, install and operate. Finest LIFTS: 


mechanical design; nothing in the Up to 20 feet 
well to get out of order. It is priced 
right, it is backed up by national 
advertising and merchandising and 
offers adequate profits. There’s a big 
market for water systems. Cash in on 
it with the Peerless shallow well jet 
and other pumps in the complete 
Peerless line. 
Write today for full details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


PRESSURES: 
To 50 Ibs. or more 


DRIVES: 
Y% to V2 h.p. 












WATER SYSTEMS 


THE COMPLETE LINE 
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© EASIER TO HANDLE 
© EASIER TO STORE 
® EASIER TO SELL 


McK-Paks make it easy to sell coil chain for 
these laminated plywood containers are easily 
rolled, quickly stacked and occupy a minimum 
space. Easy identification is assured by labeling 
every McK-Pak with the size, length, finish and 
working-load limit of the chain it contains. When 
you handle McK-Paks you give your customers 
their choice of Proof-Coil or BBB Coil-Chain in 
self-colored and hot-galvanized finishes; 3/16’, 
1/4” 5/16” and 3/8” trade sizes. 

Take a tip from dealers who are profiting by 
selling the McKay line. Stock up now on McK-Pak 
Coil-Chain and other McKay Chains you need 
to service your customers in the home, shop and 
farm fields. See your McKay jobber or write 
direct for complete information. 














Write for McK-Pak Data Sheet 


it lists the types of chain available, trade 
sizes, number of length per foot, weight 
per 100 foot and other information you 
need to know about coil chain. 




























THE McKAY COMPANY 


440 McKAY BUILDING * PITTSBURGH 22, PA. 








© Mild and Stainless 
Welding Electrodes 
© industrial and Commercial Chaie 


© McKay Metal Fil 
© McKay-Rod Electrodes 
© McKay Tire Chains 
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At the head 


of 
every class 


ect eo ' 
Pilg MOMS etek ells ss 


Corbin Hardware used at King Junior High 
School includes, among other items: 






Door Pulls 











King Junior High School, Portland, Maine is equipped throughout with 
Corbin "900" Series Locks and other fine-quality Corbin Hardware. 
Architects: John Howard and John Calvin Stevens; Contractor: 
C. Profenno Company; Hardware supplied by: King & Dexter Company. 


Schools are designed and built to serve for 
many years. So is Corbin Hardware. That's 
why so many fine new schools, like the King 
Junior High School in Portland, Maine, rely on 
Corbin for their hardware needs. 

You will find that Corbin Hardware meets 
all of the specialized needs for the efficient 
flow of school traffic. It makes an economical 
installation, too, because it provides year 
after year of quiet, trouble-free service. 





\ * fe 2 
\\ a ne dy 
. , a 


— 


Exit Fixtures 





Surface Bolts 





Cast Iron Butts: 
GOOD BUILDINGS DESERVE GOOD HARDWARE 


P.& F. CORBIN 


DIVISION 


THE AMERICAN HARDWARE CORPORATION 
New Britain, Connecticut, U.S.A. 
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stated G. K. Simonds, Jr., presi- 
dent, at the annual meeting. 

Mr. Simonds reported that sales 
in the current quarter will be ma- 
terially better than they were a 
year ago. 

The firm has a $4 million expan- 
sion plan under way, to be com- 
pleted in 1952. A new 35,000 sq ft 
building at Fitchburg, to produce 
saws and knives, is expected to be 
finished in two months. 


10-Millionth Hoover 
Cleaner Is Produced 


Hoover electric cleaner No. 
10,000,000 rolled off the assembly 
line at the main plant of The 
Hoover Co., March 28. 

Although the oldest electric 
cleaner manufacturer in the in- 
dustry, started in 1908, it was not 
until 1923 when the first millionth 
cleaner was built. Nine million 
more were made in the succeeding 
27 years. 

The new milestone in the com- 
pany’s long production record is 
the deluxe tank-type cleaner, but 
all the other “millionth” cleaners 
have been uprights. 


NPA Promises More Nickel 
For Receiving Tubes 


National Production Authority 
officials promised at a meeting with 
the receiving tube industry ‘ad- 
visory committee to set aside suffi- 
cient nickel to enable makers of 
electronic receiver tubes to main- 
tain production at a relatively high 
level in the second quarter. 





Purchasing Agents Warn of Possibility 
Of Inventory Recession; Orders Have Dropped 


A warning note concerning in- 
ventories was given by the business 
survey committee of the National 
Association of Purchasing Agents 
in a report. Factors making for 
caution included the filling of pipe- 
lines from producer to _ retailer 
with finished goods, the drop in 
consumer scare buying and the in- 
creasing public resentment of high 
prices, 

The possibility was suggested 
of another inventory recession 
throughout industry, similar to the 
inventory situation in 1949. 

A sharp decline in orders at the 


end of March was reported. A level- 
ing off of industrial material prices, 
despite the many required excep- 
tions to price ceilings, was noted. 
In March the smallest number of 
individual price advances. since 
last April was reported. 

Purchased materials inventories, 
it was stated, are generally badly 
out of balance. The report said 
that there has been a substantial 
cutback in the length of buying 
commitments. 

While employment remains high, 
layoffs or reductions in working 
time are anticipated. 


Government Files Brief With Supreme Court 
On Forthcoming Test of Louisiana Fair Trade Law 


A brief as a “friend of the court” 
has been filed by the Government 
with the U. S. Supreme Court, ask- 
ing that the decision of a lower 
court be reversed in the case of 
Schwegmann Bros., of Louisiana, 
vs. Seagrams and Calvert Distil- 
leries. 

Argument will start soon on this 
case before the highest court on the 
issue of whether the Miller-Tydings 
Act binds non-signers as well as 
signers to Fair Trade contracts 
made with manufacturers outside 
their states. The decision will prob- 
ably have an effect on the Fair 
Trade laws now in effect in 45 
states. 

The Government’s brief backs the 
position of Schwegmann Bros., a 


super-market in New Orleans, that 
it had not violated Louisiana legis- 
lation, the Sherman Anti-Trust Act 
and the Miller-Tydings Act. 

In two lower court decisions, the 
Louisiana retailers were enjoined 
from selling the products of Sea- 
grams and Calverts below the es- 
tablished Fair Trade prices. The 
super-market contends that since it 
was not a signer of Fair Trade con- 
tracts it was not required to main- 
tain the Fair Trade prices. 


Co-op Loses Fair Trade 
Appeal in Sunbeam Case 


The U. S. Court of Appeals for 
the Third Circuit has ruled that 
cooperatives must adhere to Fair 








Number 
Geographic of 
Division Firms 

UNITED STATES TOTAL......... weil 271 
New England.... ‘ 13 
Middle Atlantic... 55 
East North Central 45 
West North Central » | 30 
South Atlantic. | 55 
East South Central 18 
West South Central 26 
Mountain 6 
Pacific. | 23 


Wholesale Hardware Inventories' 








End-of-Month Inventories (Cost) 
Percent Change 
February 1951 vs. Amount (Add 000) 
February January February February January 

1950 1951 1951 1950 1951 

+29 6 $172,509 $134,112 $162,290 
+ 1 + 3 3,096 3,075 3,016 
+48 +20 21,294 14,421 17,718 
+40 + § 32, 257 23,009 30 , 827 
+19 + 5 29,878 25,097 28,480 
+36 + 2 27 692 20,344 27 , 234 
+35 + 5 12,611 9,343 11,971 
+19 — 3 14,829 12,432 15,364 
+ 6 + 4 1,821 1,721 1,748 
+18 +12 29,030 24,670 25 , 932 





1 Includes 6 reports received too late to be incorporated in Census Bureau published releases. 

2 Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the 
number of weeks in the month. Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost 
of sales from owned stocks. 








By Geographic Divisions, for February 1951 


| Weeks’ Supply 


Stock-Sales Ratios? of Inventory 
| on Hand* 
February February January February February 

1951 1950 1951 1951 1950 
210 267 2 | 2 14.2 

} 
246 421 222 13.1 22.5 
190 227 153 10.1 12.1 
215 239 185 11.5 12.7 
227 299 217 12.1 15.9 
192 228 179 10.2 12.2 
216 239 17% | 15 12.7 
215 253 184 11.5 13.5 
246 432 262 13.1 23.0 
217 350 167 11.6 18.7 
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HARDWAREMEN 


IN PLANNING FOR '51 
REMEMBER THE 


3 FACTS 
THAT COUNT MOST! 


ee eee 
VIGORO 5s now 


PREFERRED BY MORE 
PEOPLE THAN ALL OTHER 
BRANDS COMBINED! 





$ 





VIGORO tas srovst 
HARDWAREMEN MORE 
PROFITS AND GREATER 
VOLUME THAN ANY 


OTHER PLANT FOOD! 
VIGORO’S sri 


NEW ’S1 “SAND-TEST” 
ADVERTISING CAMPAIGN 
MAKES IT MORE 
PROFITABLE THAN EVER 
FOR YOU 10 

FEATURE 


VIGORO* now 


*Vigoro Is the trade-mark for Swift 
& Cc "s let 
plant food. 














A Product of Surft 


yIGORO | 


Let this name help 
you sell these 


2 OTHER GREAT 
GARDENING AIDS 


END-O-PEST 
the all purpose pest 
protection every gar- 
den needs! 


END-O-WEED 
destroys over 100 dif- 
ferent kinds of weeds. 
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Trade minimum prices, attrming 
the ruling of a lower U. 
Court in the case of Sunbeam 
Corp. vs. Civil Service Employees’ 
Cooperative Association. 

The issue in the case was 


S. District | 


whether a discount at the time of | 


the sale constituted a violation 
of the Fair Trade Act. 

The court pointed out that while 
certain sales, such as close-outs 
and sales to libraries, were spe- 
cifically excepted by the Pennsyl- 
vania Fair Trade Act, there is no 
mention of cooperatives 
statute. 


OPS May Amend Regs. for 
Fair Trade Minimums 


The American Fair Trade Coun- 
cil has been informed by Harold 
Leventhal, Acting Chief Counsel 
of the Office of Price Stabilization, 


in the | 


that OPS is considering appropri- | 


ate amendments in its regulations 
to relieve the plight of the retailer 
whose ceiling price, because of his 
temporary deviations or otherwise, 
is below Fair Trade minimum 
prices, it was announced by Coun- 
cil President John W. Anderson re- 
cently. 


In commenting upon Mr. Leven- | 


thal’s communication, Mr. Ander- 
son said, “There is every indica- 
tion that recognition of Fair 


| Trade pricing by the OPS will be 


extended to cover all industries 


| wherever applicable.” 


Thor to Concentrate 
On Washing Machines 


Continued production of home 
appliances by Thor Corp. will be 
governed chiefly by the defense 





program’s requirements for stra- | 


tegic materials, 


the company has adopted a two-fold 
plan for 1951 operations: 


To divert strategic metals from 


| dishwashers and ironers to clothes 
| washing machines “because of the 
| washer’s 


essentiality to public 
health”; and to fill the gaps in ci- 
vilian goods output with defense 
production. One large defense 


tf | order was received by the company 
in February and additional con- | 


tracts are under discussion, the re- 


| port said. 


“It now appears,” stated the re- 
port, “that our production of con- 
sumer goods will be cut to approxi- 


| mately 60 to 70 pct of 1950 levels.” 


Raymond J. Hur- | 
| ley, chairman, said in the annual | 
| report. In accord with this, he said, 





GENERAL 
CATALOG 








and Center-Hole ~ Hydraulic Pullers 


TEMPLETON, KENLY & CO. 
1056 $. Central Ave., Chicago 44, Hlinois 





JOBBERS 
MAKE MONEY 








BRANDING PAINT IN STIK FORM 


Used ” every farmer, stockman 
veterinerion, stock yards when 
Breeding, Calving or Lambing, Sorting, Vac- 
cinating, Shipping, Sales, etc., ete. 


It’s in demand! 

@ Easy to use. 
pencil.” 

@ Fadeproof. Withstands_ all 
weathers. Doesn't rub off. 

@ Marks Wet or Dry Pelts. 

@ Lasts until the hair grows out. 
Completely removed in the 
scouring process. 

Your dealers want All Weather 
PAINT-STIK because it sells rapidly 


from attractive, color, counter display 
box with constant repeat business. 


“Handy as a 


Good profit fer you and 
your dealers. 
Quick turn-over 
Some territories still open. Wire 


or write today for sample and com- 
plete details. 





LAKE CHEMICAL COMPANY 








3058 W. Carroll Avenue, Chicago 12, Illinois 
PE 
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This to Be Big Paint Year 


Despite Low Materials 


A 50 pct rise in paint sales to 
dealers by Pittsburgh Plate Glass 
Co. in the first two months of this 
year, compared to the same period 
a year ago, was disclosed by J. C. 
Thompson, assistant general sales 
manager, at a press conference in 
New York City marking introduc- 
tion of a new interior paint prod- 
uct, known as’ Wallhide Rubberized 


Satin Finish. 
Mr. Thompson said 


that this 


would be a “very big paint year” 


in spite of some material 
Dealers, generally, he 
are well stocked with 


shortages. 
continued, 
paint, but 


inventories are not excessive. Ma- 
terial shortages probably will not 
reduce the overall supply of paint 
unless there is a global war. 

He saw an increase in the de- 
mand for paint for new construc- 
tion over last year, although there 
may be a drop in home building. 

The new paint introduced by the 
company is claimed to have rubber- 
like characteristics with a sheen 
low enough to make it suitable for 


any room of a house. The 


paint does 


not require a special primer and it 
dries within an hour. It is avail- 
able in 12 standard colors. The 


paint sells for $1.59 a qt. 


and $4.98 


a gal., except for three darker 


shades which retail for 
$5.29, respectively. 


Industrial Production 
Continues to Rise 
The Federal Reserve 


$1.69 and 


Board re- 


ported that its seasonally adjusted 
index of industrial production in 
February was maintained at the 
advanced January level of 221 pct 
of 1935-39 average. March output 
was apparently at or slightly above 
this rate, which is about 20 pct 
above levels of a year ago and 11 


pet higher than in June 


1950. 


Durable goods output rose some- 
what further in February and 


early March. Output of 


household 


goods and building materials has 
continued in very large volume, the 


board noted. 


Retail sales of automobiles and 
most other goods have been at high 
levels in February and March, the 
Board reported. Sales of apparel 
and of house furnishings, however, 
have declined substantially from 
the record January levels, after 


allowing for seasonal 
The Board’s_ seasonally 
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Largest Manufacturer 
Highest Quality 
Aluminum and Wood Levels 


@ Most Complete Line in the @ The Finest in Construction, 
Entire Level Industry Precision and Eye-Appeal 


@ Competitively Priced @ Sold thru Leading Wholesalers 





SS OS Reo 


Administration Building and Part of Plant Operation 


EXACT LEVEL & TOOL MFG. CO., INC. 
HIGH BRIDGE ° NEW JERSEY 

















This Modern version of the famous 
Buch Lawn Swing is a real business 
and profit builder. It has every bit 
of the sturdiness and stability that 
made Buch Swings the favorite of 
your customer's grandparents, yet 
its styling is strictly in keeping with 
our streamlined 1950's. The Buch 
Lawn Swing is fashioned of sturdy 
angle iron and is easy to erect or 
dismantle. Floor is made of selected 
hardwood slats and the entire 
swing is finished in rich green. 
Erected, the Buch Lawn Swing is six feet, seven 
inches high and five feet four inches wide. The 
fact that hundreds of Buch Swings—built 
more than 50 years ago—are still in use today, 
is a testimonial to their quality. 
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woop 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 
Every 


x 10” carton display 
* printed in red and black 
or on cards for bin display 


Here's a wood joiner that really 
HOLDS . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 


Soule wood joints that show uses 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 


__GRIPS LIKE A VISE 




















FOLDING 
STEEL 
LEGS 


For tables 
and plat- 
forms of all 


types. Tested 

for 5,000 lbs. 

. per pair All- 
steel with patented alli- 


gator grip in sizes 24” 
and 30” high. 


FOLDING 
SCAFFOLD BRACKETS 


All-steel with slotted holes 
for quick and easy installa- 
tion and removal. Tested for 
4,000 lbs. per pair. 


LADDER BRACKETS 


All-steel, adjustable, with 
holes for safety rail and 
10” plank, Used on either 
side of ladder. 


ROOF BRACKETS 


All-steel, with extra long at- 
taching leg for wood or com- 
position roofs. Designed to 
prevent sliding, rubbing or 
gouging. 
Order today or write for prices 
and Bulletin B. H.—651 


WAGNER MANUFACTURING CO. 
Box HA-5i CEDAR FALLS, IOWA 
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ment stores decreased from 362 in 

January to 325 in February, and 

in March has declined further. 
At the end of February, value of 


| department store inventories was 


more than one-fourth larger than 
on the same date in 1950, with 
stocks of television sets and some 
other goods reported to be especi- 
ally ample. 





| Appliance Men Concur That Hard Selling 


Will Be Needed to Sell Year's Output 


The nation’s output of consumer 


| goods such as electric home appli- 
| ances and television sets, will about 
| equal the 1949 level, John M. Mc- 


Kibbin, vice-president of the West- 


| inghouse Electric Corp., and gen- 


eral manager of the company’s 
consumer products division, told 


| the sales conference of the Edison 
| Electric Institute in Chicago. Such 
| an output, he said, means that pro- 
| duction will be off only 20 to 25 pct 
| from the record 1950 year. 


He recalled that at the end of last 
year manufacturers of consumer 
goods were planning on the prob- 
ability of all-out conversion to war 
work. The picture has changed in 
a few months from production 
problems to marketing problems, 


Refrigerator Promotion 


| Started By Coolerator 


With the addition of five sup- 
plementary models to its current 
line of refrigerators, the Coolera- 
tor Co. will soon launch one of the 
most aggressive spring merchan- 
dising and promotional campaigns 
in the firm’s history, W. C. Con- 
ley, Jr., Coolerator vice president 
in charge of sales, told Coolerator 
district managers at the annual 
spring sales conference in Duluth. 

“With all the talk about short- 
ages, production cutbacks, and 
“sellers’ market,” it is easy to for- 
get about the basic fundamentals 
of sound merchandising. 

“While it is true that some ap- 
pliances are in short supply and 
that there will be further cutbacks 
in civilian production, we are not 
yet in the “sellers’ market.” 

“Coolerator, for instance, al- 
though back-ordered on freezers 
and several range models, can de- 
liver all but one model in the refrig- 
erator line,’ Conley stated. 

“The most realistic approach to 
the present uncertainties is for 
dealers, distributors and manu- 
facturers alike to keep the promo- 
tional and merchandising machin- 
ery in high gear to ‘sell what we’ve 
got’ to get their share of the con- 
sumer’s dollar.” 


pointing out that he had recently 
attended a sales conference to work 
out plans to move “what could 
easily become heavy television in- 
ventories at the dealer level.” 

Edward R. Taylor, general sales 
manager of Hotpoint, Inc., told the 
conference that scare buying had 
ended, that inventories were ac- 
cumulating and that there would be 
few shortages this year. The elec- 
trical appliance industry, he de- 
clared, must return to aggressive 
selling, adding: 

“With present taxes and credit 
and other restrictions, we have 
enough merchandise in most lines 
to require plenty of good hard sell- 
ing to keep it moving.” 


Servel to Introduce 
Electric Refrigerator 

Servel, Inc., announced that it 
will offer for sale soon in this 
country, the electric refrigerator 
which it has previously manufac- 
tured only for export. W. Paul 
Jones, president, said, however, 
that the company’s gas refrigera- 
tor, which has been its main prod- 
uct for the past 25 years, would 
continue to receive major empha- 
sis in Servel’s sales ‘program. 

The company’s line of electric 
refrigerators will include counter- 
parts for each of the eight models 
in the gas line. In size they will 
range from a compact apartment 
model with six cubic feet of stor- 
age space to a two-door refrigera- 
tor with 11% cubic feet of space 
and a separate freezer compart- 
ment. Shipments of the electric 
models for domestic use will start 
in the middle of May. 

The electric refrigerators are 
being introduced into the domes- 
tic market to strengthen and sup- 
port Servel’s position through 
larger volume and lower prices, 
Mr. Jones said. 


Oil Burner Shipments 

Residential oil burner shipments 
in January totaled 60,649 units, as 
against 56,018 in December, re- 
ported the Census Bureau. 
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ger tha 2 
50, with Norge Plants Working at 


nd some Capacity on Appliances | 
— The plants of Borg-Warner’s | 
Norge Division are operating at 
capacity in the production of a 
newly designed line of refrigera- 
tors, ranges, home freezers, wash- 
ing machines and other home ap- 


pliances, it was announced in the 





penned company’s annual report. 
a In their message to stockhold- 

it could : 
lis ten, ers, C. S. Davis, chairman of the 
1” board, and R. C. Ingersoll, presi- 
te dent, said, “A very dangerous in- 
ral sales flation continues to afflict the na- 

told the tion’s economy. If the Korean 

ing had crisis had not touched off a wave 
vere ac- of ‘scare buying’ it is probable 
vould be that inflationary purchases would Packed 1 la a box. 6 ln @ 
‘he elec- have ceased and that the perilous case. Weight 18 pounds. 

he de- wage-price spiral would have been Year after year this handy tool is demanded by 
— halted. For there were many in- | Carpenters, home craftsmen and manual training 
dications, earlier in 1950, that the students. 

: = cn oe ysl roa a Stock this vise. You will be pleased with the 
at: Sie II were nearly filled up again. resale and profit possibilities it carries for you. 


“There is now a possibility that : 
some industries may experience a The 
temporary lull in production activ- TRIAWIWLLAMIATIVIALRTLT aL 
ity and employment in 1951. This : GENEVA. OHIO 
lull may occur between the time | 
that the curtailment of materials 
compels a reduction in the manu- 


ard sell- 






































that it facture of civilian goods, and the 
in this time that plants will have had an 
igerator opportunity to start production of 
anufac- military items.” 
V. Paul 
east Seeger Cuts Refrigerator 
igera- 
is ove Output by 20 Pct 
, would Seeger Refrigerator Co. is re- 
empha- ducing refrigerator output about 
am. 20 pet, due to government restric- 
— tions on non-defense use of steel _=———= = There's model for every room 
unte and other materials, John S. Holl, ia ee “4n the home at a lower, easier 
models president, announced. Ra : ee to sell price. 
ey will eo sf e | 
wement Sears Expects Good Supply : : = 
of stor- A | = } =< 
‘rigera- Of Durables for Spring i ae REVERSIBLE 
f space Officials of Sears, Roebuck & Co. | | ery oueew Verruenen 
ympart- at a recent press conference stated rig 1 Cay heust and intake fan! —with 
electric that electric appliances and other wa i \ eee ‘mechanisms for, complete 
ll start durable goods will be plentiful ie A ro pate Ligh SL 
° ‘ ° ° Re § . ts t 
enough this spring to maintain com- Kg every window ‘width. 
rs are petitive selling conditions but that eee ECONOMY yt ony llega Li scoseck 
domes- there won’t be enough supply to S FLOOR CIRCULATOR | ton Gatch. “6 rele 
id sup- produce a serious inventory condi- y Anunbeatable value — builds a lice 
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— . | All steel constructionand 4 
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$2% billion, a new record, 18 pct ‘ Eas, outer door 
ahead of last year. ee a pees aad Closes. Outer 
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. ° ‘. ° P i ished chrome or gleam- 
1its, as appliances is holding up, said Theo- or . ing white enamel interior 
. . . : BMD TIVE LZ t 
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CASH, BOND 
and UTILITY 
oD @ 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


HEAVY GAUGE STEEL 


PREFERRED for beauty 
$< HAMMERED SILVER FINISH +< 


PREFERRED for styling 
SEAMLESS ONE PIECE 
CONSTRUCTION 
All corners rounded 


COMBINATION LOCK 


No. 10 Series (Shallow Box) 


SIZE: 11% x 6x 2%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 11% x 6 x 4%” 


Mode in 4 styles. Available with or without 

6 compartment steel tray. Choice of flat key 
lock or combination lock. 

All STYLES INDIVIDUALLY BOXED 
Sold by leading jobbers 
WRITE FOR CATALOG 


ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST. 





‘xport totives 
Frazar & Co., 50 Church Street, New York 7, N. ¥. 
Cable Address: °’F 











“tens of thousands of customers on 
the waiting lists for automatic 
washing machines.” 

Sears’ officials expect sales in the 
first half to be ahead of the first 
half of 1950. The period from Feb. 
1 to July 15 is expected to show a 
gain of 10 pet. 

Merchandise inventories on Jan. 
31 were 18 pct more than a year 
previous. Merchandise on order 
was 47 pct more than on Jan. 31, 
1950. 

A rise from $128 million to $517 
million in customers’ instalment ac- 
counts reflected an abnormally 
heavy demand for durable goods. 


New Device Claimed to 
Cut Oil Burner Troubles 


A low cost device which it is 
claimed will reduce oil heating 
costs by 5 to 20 pct a year, was 
shown by Socony-Vacuum Oil Co. 
The device is said to substantially 
eliminate the accumulation of soot 
in burner and chimney, a major 
cause of oil burner difficulties. 


Over 100 Million Radios 
And Video Sets in Use 


There were 101,818,000 radio 
and television receivers in public 
use as of Jan. 1, reported the Na- 
tional Association of Radio and 
Television Broadcasters. 

There were 72,147,000 radio re- 
ceivers in use, excluding automo- 
bile receivers. There were 19,307,- 
000 automobile receivers in opera- 
tion. Of the 7,463,000 television re- 
ceivers made in 1950, 6,600,000 had 
been delivered to the public by the 
end of the year. There were 3,764,- 
000 receivers in use before 1950, 
bringing the total up to 10,364,000. 


Receiving Tube Output 
Still at High Level 


February sales of receiving tubes 
totaled 38,821,794, compared with 
24,865,546 in the same month of 
1950, a 48 pct rise, reported the 
Radio - Television Manufacturers 
Association. 

February sales showed a slight 
drop from the 37,042,303 total for 
January. A breakdown of the re- 
port showed 24,578,991 tubes sold 
for new radio and TV sets; 2,355,- 
356 for new equipment other than 
radio or TV; 8,237,372 for replace- 
ments; 1,429,783 for export and 
220,292 sold to government agen- 
cies. 





Some TV Makers Buck at 
Cut Price Action of Others 


Resistance to price cutting as a 
means of stimulating television 
sales during the current retail lag 
was indicated by several manufac- 
turers. 

H. G. Baker, vice-president and 
general manager of the RCA Vic- 
tor home instrument department, 
said that there “must be a return 
to aggressive competitive retail op- 
eration.” The industry, he added, 
“by employing its established talent 
for sales promotion, can go a long 
way towards taking up the slack 
in the current sales decline, without 
falling back on pricing measures.” 

Hope was expressed in the indus- 
try that restrictions on materials 
would force large enough cutbacks 
in the second quarter to eliminate 
or reduce the large supply of sets in 
dealers’ hands. 

Philco Corp., General Electric 
and Westinghouse Electric Corp. 
indicated that they did not plan 
price reductions. 


On the other hand, the Majestic 
Radio and Television Division of 
Wilcox-Gay Corp., reduced the 
price of its lowest priced set, a 
17-inch table model, to $199.95 from 
$239.95. A 17-inch mahogany con- 
sole was cut to $269.95 from 
$299.95. 


Two TV Firms Cut Prices 
To Overcome Sales Lag 


Seeking to end a decline in re- 
tail sales of television sets, Ad- 
miral Corp. has reduced prices on 
three of its most popular table 
models, $30 to $40. One model was 
reduced to $199.95 from $239.95, 
marking the first time since the 
Korean war started that the com- 
pany has sold a 16-inch set for 
less than $200. 

Another manufacturer to take 
cognizance of slumping television 
sales was Hallicrafters Co. which 
announced a 14-inch table model 
at $199.95. The company had not 
made a 14-inch set before and its 
lowest priced model was a 17-inch 


table model at $249.95. The move | 


was designed to aid dealers in a 
slack period. 

He said that “it’s no secret that 
sales throughout the industry are 
slow right now but we are going 
to maintain our prices on present 
models and readjust in other 
ways.” 

Two other new models were an- 
nounced by Hallicrafters. 
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Lower Prices Shown in 
Spring Catalogs of Chains 

Many price reductions are listed 
in spring sales catalogs which have 
just been distributed by Sears, 
Roebuck and Montgomery Ward. 
It is stated on the cover of the 
Sears 306-page catalog that the 
book contains over 600 reduced 
prices and 400 “managers’ spe- 
cials.” The 128-page Ward book 
does not contain as many price 
reductions, but there are quite a 
number in the book, nevertheless. 
It also stresses that prices are un- 
changed on items on which the 
retail price has advanced. 

While some of the merchandise 
in the catalogs was also listed in 
the large spring and summer books 
distributed in January, Sears ad- 
vertises that there are 550 newly- 
listed items in its catalog. There 
is a new 16-inch table model tele- 
vision set listed at $239.95, as 
against a low of $269.95 for a set 
of similar size in the general cata- 
log. Sears has also reduced a power 
lawn mower to $59.50 from $69.50. 
Another was cut to $114.50 from 
$124.50. 


Wilson Sees Enough Goods 
By 1953 for War and Peace 


Defense Mobilizer Charles E. 
Wilson told the Senate Appropria- 
tions Committee that the United 
States would be able by 1953 to 
fight an all-out war from current 
production and still be able to 
furnish more goods for civilian 
economy than it is now getting. 
Mr. Wilson, while admitting the 
last January’s price freeze “has not 
caused prices to decline as much as 
we would like,” said that controls 
had “retarded the price trend that 
had existed prior to price control.” 
Prices, he added, have remained 
fairly steady at the wholesale level 
and he expressed the hope that “sta- 
bility” would soon be reached in 
other segments of the economy. 


Shellac Cans to Be Lined 
With New Inhibitor 


An inhibitor to protect shellac 
and other non-aqueous liquids 
from’metal contamination has been 
developed by the Merrimac Divi- 
sion of the Monsante Chemical Co. 
in Boston. The new product, In- 
hibitor 038, is especially valuable 
in view of NPA restrictions on 
shellac containers, according to 
H. J. Heffernan, Merrimac general 
sales manager. 

He said that the new inhibitor 
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CHISELS 
#2160 
Yours 
Fuller Metal 
Display Rack 
in Eye - Striking 
Blue and Orange. 
Worth $5! You 
Contains Pay only for the 
FULLER Screw Drivers and 
COMPLETE BASIC Wood Chisels. 
ASSORTMENT ae RETAIL LIST 
@ 4 Dozen Screw Drivers in Wood Chisels FF} $24.40 


complete range of wanted sizes in 3 sizes 
Priced for FAST TURNOVER. Plenty of room for your present open stock. Shipping weight 12 Ibs. 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your Jobber. 


FULLER TOOL CO., Inc. 905 FAILE ST., BRONX 59, W. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 


























HOW GOOD 


THAT IS OUR FIRST 
OBJECTIVE IN CREATING 
EACH "DAISY" PRODUCT 


Display Selis! 

Shelby 666 Air-Check Door Closer is 
the largest pneumatic aircheck made 
for storm and combination doors. It 
closes doors smoothly and surely. 


Display it for sales! 


“DAISY” on any household rubber product 
has meant first quality and honest value for 
over 42 years. It has always identified 
rubber products that deliver service for 
which they’re intended, to the users’ com- 
plete satisfaction. 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, INDIANA 


Spring Hinge 


Company 
Shelby, Ohio 





















What Makes Peerless SELL? 






Outstanding Features of the Peerless 


Features! 


Value! 
Quality! 


Peerless is a leader in sales. Such 
features as triple action freezing, 
fast easy operation, totally en- 
closed gears and quality construc- 
tion thruout, makes the Peerless 
Freezer a stand-out for sales and 


PROFITS. 


Household Sizes 2 to 10 Qts. 
Hotel Sizes 12 to 20 QOts. 











ASK YOUR JOBBER 
THE PEERLESS FREEZER Co., WINCHENDON, Mass. 
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HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotton 
fields, farms, warehouses 
or wherever a rugged, 

heavy duty balance of re- 

liable accuracy is required, 

Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 


CAPACITIES 
25 Ibs. by 1/2 lb. 
50 Ibs. by 1 Ib. 
100 Ibs. by 1 Ib. 
160 Ibs. by 1 Ib. 
200 Ibs. by 2 Ibs. 
300 Ibs, by 5 Ibs. 





FO SEE YOUR JOBBER | 
fF’ _ HANSON SCALE CO. | 
: | 
| 


; 525 N. Ada Street, 
Chicago 22, Ill. 


























Rust-proof zinc 
alloy, featuring 
GRC’s superior re- 
cessed-wing finger- 
grip. All finishes, 
all popular thread 
sizes. Order a gen- 
erous supply to sell 
every customer. 


GRC gives you 
better 


WING 
US 


bigger 
profit! 


HAVE YOU 
checked your stock 
of GRC one piece 
E-Z Cup Hooks? 
In bulk; nickel 
and brass finish. 
Carded; red, blue, 
green, white, 
nickel and 
brass, 6 to a 
card. 


JOBBERS: 


Write Today 
for Samples 
gw and Catalog 
Sheets. GRC 
informative 
catalog sheets 
‘show clear 
prices — clear 
discounts. 


GRIES REPRODUCER CORP. 


789 E. 132nd St., New York 54 © MOtt Haven 9-2476 


| and also by a moderate 


prevents iron pick-up by forming a 
thin coating of a complex iron 
phosphate on the inner wall of the 
container. The reaction prevents 
| the metal from becoming soluble in 
the shellac. 


Department Stores Had 
Better Net Profits in 1950 


Department store profits in 1950 
amounted to 6.3 pct of sales before 
taxes and 3.8 pct after taxes, com- 
pared with 4.7 pct and 2.9 pct re- 
spectively, in 1940, according to a 
| report of the National Retail Dry 

Goods Association Controllers Con- 

gress. Raymond F. Copes, general 
| manager of the congress, said that 
| the net profit results did not reflect 
the full impact of corporation tax 
rates and excess profits taxes which 
went into effect July 1, 1950. 

Gross margins were raised by 
department stores as a group from 
35.3 to 36.7 pct of sales. The cut- 
| back in markdown from 7.5 to 6.2 
| pet was the major factor in this. 

However, there was also a little 

better initial mark-on so that the 
average went from 38.8 to 39.4 pct 
of sales. 

Year-end inventories were up 20 
pet. This was accounted for partly 
by the increase in the price level 

rise in 
physical quantities on hand at the 
end of the year. The growth of in- 
ventories cut down turnover some- 
what, the number of stock turns 
dropping from 4.0 to 3.9. Of de- 
partment store stocks, 85 pct were 
reported as less than six months 
old as against 80 pct in 1949. 





33% More Vehicles Made 
Than in February 1950 





| buses produced for 


| 





February factory sales of motor 
vehicles, including cars, trucks and 
military use, 
amounted to 618,321 units, as 
against 606,833 in January, a 1.9 
pet increase. It was also a 33 pet 
rise over the 475,465 units turned 
out in February, 1950. Of the 
February total, 505,865 were pas- 
senger cars. 


New Valve Price List 


A new Jarecki valve price list, 
which contains information on 
sizes, materials of construction, 
and prices has been issued by the 
Jarecki Valves Division, H. K. 
Porter Co., Inc., Tulsa, Okla. The 
list is available to manufacturers, 
jobbers, contractors. 
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Goodyear Has Campaign 
To Promote Bike Tires 


A promotional campaign aimed 
at stimulating interest in bicycling, 
in an effort to increase sales of bikes 
and bike tires, is currently being 
staged by Goodyear Tire & Rubber 
Co. 

The program consists of a series 
of monthly mailings direct to deal- 
ers. These are planned to impress 
dealers with the importance of 
Goodyear’s national program of 
bike tire ads; to keep dealers in- 
formed of current market condi- 
tions, and to provide them with ef- 
fective point-of-sale identification. 

There are special display pack- 
ages offered for three outstanding 
sales periods: vacations, back-to- 
school, and the holiday season. 


Goodrich Distributes 
Tubeless Auto Tire 


B. F. Goodrich Co. has achieved 
national distribution of a blow-out 
protective, puncture-sealing tube- 
less tire, announced James J. New- 
man, vice president. The tire, 
according to the company, will not 
only run without an inner tube, 
but will retain air ten times better 
than conventional tires with pre- 
war inner tubes. It will also per- 
manently seal punctures. 


Vacuum Cleaner Output - 
Lower in Jan. and Feb. 


Giving first signs of a develop- 
ing downward trend in production 
caused by Washington - imposed 
limitations in the use of metals 
and materials, average factory 
sales of standard-size household 
vacuum cleaners in the first two 
months of 1951 showed a decrease 
of 3.5 pct from the average for the 
final quarter of 1950, amounting 
to 284,741 compared to 295,170 
units, according to industry-wide 
figures announced by the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. 

The leveling-off process was in- 
dicated in practically identical 
sales figures for the opening 
months of 1951, 287,177 units in 
February compared to 282,305 in 
the preceding month. 

The downward trend is revealed 
also in diminishing advances over 
comparison months last year, 
February being 9 pct ahead of 
263,515 units in the same month a 
year ago, compared to a 13.3 pct 
advance reported for January. 


(Resume reading on page 15) 
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No. 3034 


Over 
45 Years 
Stove Experience 





No. 360 


There is a correct size Martin 
Heater for every need. All AGA 
approved for natural, liquified 
and manufactured gases. Ask 
your jobber for complete cata- 
log orgprite direct. 


MARTIN STAMPING & STOVE CO., Huntsvitie, ata. 








BRAND 







Available in quarts, one-gallon 
and five-galion cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (ilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


Pp C- 
4InT company. ™ 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 








Putties. .. Roof Coatings... Industrial Paints and Finishes 
* & 








McGill BRAND 


mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 















lwhat WILLIAM GEO. ‘STELTZ 
President of the 
'SUPPLEE- BIDDLE-STELTZ co. 
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ParLaveLrats 5. 


pecesber 27, 1959 













very 
moderate cost 













variety of a. q 
n a compa : 
s aera — eee everyday aay 
Ow tion * gale and stea y red mer 
ary profit. is 
us Lane t for al 


present Line 


as you expand tye “oases on 
tnat the tradi nal 4 








euthustastically 
eudonsed by 
hardware 
dealers who 
have bought 
ONE 
MILLION 
REFILLS! 
ask your Jobber 
about Sharon 


er ee BOSTON 





MASS. 











PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout ... built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. | 
Used either as l-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool | 

steel properly heat treated. They | 
cut rapidly and easily, hold their 
Write tor keen edge. 


scarce metal. 


Save Metal— 
Use Wire Forms! 


Today’s production demands 
new methods that will save 


Brooks Wire Forms, famous for 
by-passing lengthy machining 
operations, cut the use of metal 
to a minimum. Glad to estimate 
on your requirements. 


ates - | M. S. Brooks & Sons, Inc., Chester, Conn. 


ARMSTRONG BROS. TOOL CO. | 


“The Tool Holder People” 
‘14 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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Since 1848 


BROOKS HOOKS’ 


Here Are New Items Under 
New Margin Price Order 
(Continued from Page 235) 


Squash equipment 

Surf boards 

Table tennis equipment 

Tennis rackets 

Toboggans, Bob-sleds and equipment 
Volley ball equipment 


Category 922—Golf and Tennis Balls 
This is a “specific” category. 


Category 923—Bicycles 
This is a “‘specific” category. 


Category 924—Bicycle Accessories 
Examples of articles included are: 
Horns 
Bells 
Lights, etc. 


Silverware, China and Glassware 
Category 940—Sterling Flatware 
Examples of articles included are: 
Cutlery (sets and separate pieces) 
Flatware (sets and individual pieces) 
Serving pieces 


Category 941—Plated Flatware 
Examples of articles included are: 
Flatware (individual pieces or sets) 
Serving pieces 
Cutlery with plated blades or handles (sets 
or separate pieces) 


Category 942—Sterling or Plated Hollowware 
This category includes articles of hollow- 
ware which are sterling silver, silver-plated, 

chromium plated, or plated with other ma- 

terials. 
Examples of articles included are: 
Butter dishes 
Vegetable dishes 
Water pitchers 
Cheese and cracker dishes 
Casseroles 
Ice buckets 
Cocktail shakers 
Salad sets 
Salt and pepper shakers 
Bowls 
Candle holders 
Candelabras 
Trays and platters 
Sugar and creamers 


Category 943—Silverware Accessory Items 
Examples of articles included are: 
Silverware chests 
Covered bags for silverware 
Silverware Polishing Cloths 


Category 944—Chinaware, Earthenware and 
Plastic Sets 
Examples of articles included are: 
China and earthenware and plastic sets for 
table use. 


Category 945—Chinaware, Earthenware and 
Plastic, Open Stock or Individual Pieces 
This category includes open stock and in- 
dividual pieces of china, earthenware and 

plastic for table use. 

Category 946—China and Earthenware Gift- 
ware 

This category includes individual decora- 

tive items made of china and earthenware. 


Examples of articles included are: 


Vases Ash trays 
Figurines Artificial fruit 
Cigarette sets Plaques 

Bowls 


Category 950—Machine-made Glassware Sets 
and Individual Glass Pieces 

This category does not include glass cook- 

ing ware which is covered by category 908. 

Examples of articles included are: 

Tumblers 

Drinkware sets or separate pieces 

Salt and pepper sets 

Dinner, bridge and luncheon sets 

Console sets and individual pieces of these 
sets. 


Category 951—Handmade Glassware Sets and 
Individual Glass Pieces 

This category includes hand-pressed, hand- 

blown and hand-molded glassware sets and 

individual glass pieces; and hand-cut, hand- 

etched, hand-painted and engraved stemware, 

drinkware items and individual pieces. 


Jewelry, Watches, and Clocks 


Note: Categories 970-985 do not include ar- 
ticles described here as “precious jewelry.” 





“Precious jewelry’ for this purpose means 
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(1) any jewelry a component part of which 
is a “precious stone”; or (2) a mounting into 
which -a “precious stone” is set when the 
value of such precious stone exceeds the value 
of the total of the other component parts of 
the finished article. 
A “precious stone” for this purpose means 
a natural or cultured pearl, diamond, ruby, 
sapphire, or emerald. Any other genuine 
stone, including semi-precious stones, shall 
be deemed a “precious stone” when the sell- 
ing price for the stone by the cutter, whole- 
sale dealer, or importer is $25.00 or more. 
Category 970—Precious Metal Jewelry (Gold, 
platinum, etc.) 

Category 971—Costume Jewelry 

Category 972—Ring Mountings and Mountings 
for Other Jewelry Items 

Category 973—Wedding Rings 

Category 974—Religious Jewelry 


Category 975—Watch attachments (Precious 
etal) 
Category 976—Watch Attachments (Other 


Than Precious Metal) 

This category includes gold-filled, gold- 
plated, silver-plated, base metal, leather, plas- 
tic and any other watch attachments. Not 
included are watch attachments made of 
— metals which are included in Category 
75. 


Examples of articles included are: 
Watch Fobs 
Watch Charms 
Watch Bands 
Category 977—Precious Metal Unfitted Com- 
pacts, Cigarette Cases and Miscellaneous 
Cases 


Category 978—Unfitted Compacts, 
Cases and Miscellaneous 
Than Precious Metal) 

Category 979—Dresser Sets and Military Sets 
(Precious Metal) 


Category 980—Dresser Sets and Military Sets 
(Other Than Precious Metal) 


Category 981—Watches 
This category includes all watches. 


Cigarette 
Cases (Other 


Category 982—Men’s Jewelry (Precious Metal) 
Category 983—Men’s Jewelry (Other Than 
Precious Metal) 


Category 984—Clocks (Electric) 
This category includes all electric clocks. 
Examples of articles included are: 
Desk and table clocks 
Kitchen clocks 
Alarm clocks 
Novelty clocks 
“Grandfather” clocks 


Category 985—Clocks (Non-Electric) 

This category includes all non-electric 
clocks. 

Examples of articles included are: 

Desk and table clocks 

Kitchen clocks 

Alarm clocks 

Novelty clocks 

“Grandfather” clocks 

9. Appendix E is amended by inserting after 


category 854 therein the following: 


Category Percentage Category Percentage 

you are markup you are markup 

pricing on cost pricing on cost 
_, BS eee 58 _ SRAees re 81 
ae ee 81 ee 63 
a 54 ee 66 
DNS C66004G086 56 srr 61 
TTS . 56 _ Saar 49 
oe Pee 58 ., eee 49 
a eS 51 RSE 61 
Serre 58 RT ee 63 
See 75 Sar e 76 
rer 58 PES 63 
i hedsescavne 39 ere re 12 
are 39 oo CET 78 
ee 39 , 92 
SS TS 42 Dibcskccueaeee 78 
er ee 58 ere 58 
Serer 25 | SE eee 81 
eer 49 Gy iaamearntels 76 
a 51 epee 75 
_, SEPT ert ce 81 ee 85 
Bebe ccccccccees 66 a SEES 78 
_ are 81 Se a 81 
., Perret ee 72 _, eee 81 
a 75 , aa 92 
Re 72 ae 72 
Dies weds ogues 66 Mes ianbeces 81 
PETE 47 ee 81 
RSE 50 ae 81 
88 ee 72 
eer 61 ee 72 
Per Te 22 ere 
A 22 SE ee 
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TOPS in QUALITY 
TOPS for PROFIT 
TOPS in TRADE POLICY 


You'll enjoy selling UNIVERSAL hand 
and compressed air sprayers. Exceptional 
quality produces quick sales and staunch 
repeat customers. Our method of pric- 
ing provides for the most generous 
mark-up in the trade and the same 
square deal for EVERY dealer. They are 
sold solely through the Jobbers’ sales- 
man. He can show you in a hurry why 
UNIVERSAL is by long odds the best 
line to handle. Ask him about it. 


UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 














room service. 


manufacture. 


be 





THE CHICA 


GO 


ASHIA 


N B 
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 ) 
@ You Should Stock 
CHICAGO “Safety Plus” Screw Products 
CAP AND SET SCREWS + SOCKET SCREWS 
TAPER PINS « NUTS « STUDS 
They’re Quality Made to Be Trouble Free 


@ They're better packaged for easier stock 


@ They're a greater profit line for you to 
feature for replacement in ALL fields of 


Remember to ask for CHICAGO “Safety Plus” 
products from your hardware distributor. 


REW COMPANY 


ULEVARTL 





r 








Colanbory 


DANDEE 
REELS 


For ALL BUILDING TRADES 


No. 41 Reel and Plumb 
Bob, as illustrated, for 
use as *a plumb line, 
mason or chalk line. 
Bracket holds bob when 
not in use. Anti-backlash, 
easy to add chalk. Nick- 
el plated steel case, ,con- 
tains 100 ft. of No. 18 yel- 
low mason line. Retails 
at $2.50. 


No. 44 Chalk Line Reel. 
50 ft. of line is always 
chalked when drawn 
from reel. Chalk lasts a 
year, can be reordered. 
$1 retail. Ask your jobber 
or write for circulars. 




























By the makers of Dandee 
plumbers’ and finners' 
furnaces . . . rator blade 


533 South Fourth St. © Minneapolis 15, Mina. 



























MINEOLA, NEW YORK 


ENGINEERED QUALITY TOOLS SINCE 1919— at popular prices 
Nationally Advertised Products 


GREAT NECK SAW MFRS., inc. 





© key 
pisels & for® " ‘se 
ood © lan 
k P 
rew oes * smooth planes \ seroper® * 
ee sow ytty © jive 
rote porns «for the stars in our line 





see your jobber 






















The Original 
TOWNSEND 










“Stretcher 


SHOW IT... 
and you'll SELL IT! 


Every fencing customer, farmer and estate owner 
should own a wire stretcher to properly install 
and maintain his fences. With the Townsend 
wire stretcher, one man can do the job quicker, 
easier, better. Many improved features make 
this favorite of 40 years even better. Write today 
for catalog page, information and prices. 


Manufactured and Guaranteed by 


SHELDON-WELLS CO. 














KINZUA, PA. 
Successors to 
B. W. Townsend 





































wioeted's Fastest Selling 
TOOL CASE 


* Heavy gauge steel construction. 

* Four cantilever trays. 

© Electrically welded continuous plane 
hinges. Pe : 

* Hammer baked enamel 
finish. 

* Two side bolts, one cen- 
ter locking hasp. 

© Size 18" x 10/2"' x 13". 

* Also in 20"' and 24" 
sizes. 


SIMONSEN INDUSTRIES INC. 
1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 








* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 


* MARSHALLTOWN, IOWA 











STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS! [f your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 











Manufactured by 


RUDOLPH POULTRY EQUIPMENT Co. 1 
Vineland, N. J. } 






















FINGER GRIP fit gigs Ma 
ADJUSTABLE CLIPS = nr 


Sell themselves! 
Insist on the all-purpose 
CLIP for ‘parking’ things 
anywhere. 

Display #210 means more 
profits— 

6 doz.—Small 3 for 10¢ 
4 doz.—Medium 8¢,2 for 15¢ , 
2 doz.—Large 10¢ each r 


Favorite with Home Work- 
shop Fans. Ask your jobber. 


ARTHUR |. PLATT CO. 


FAIRFIELD, CONN. 


















MA 


\\L 22 =AND ALUMINUM 


MAYES GUARANTEES 
AND DURABILITY: 


MAYES BROS.TOOL MANUFACTURING CO.,Inc. Port Austin, Micu. 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 


ORIGINATED 1896 





E| Lo Ee “ame MASON'S 
5 wooo" — 


AND ALUMINUM . 
ACCURACY SERVICE et 
‘en Ne elem Je) °) 


ASKING 








FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 










"Want Ad" 


Classified Opportunities Dept. 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y. 












274 





HARDWARE AGE, APRIL 19, 1951 











Ga 














Pm as rete 


LEAD| 


GENERA! 
BIG DEN 
SARY TC 
WE PLEL 
FEATURE 


Ask for 
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Write 
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| ACE HOMEMAKER GIFT SET 


—- Stainless Steel 
Ivory or Black 
Catalin Handles 

Lifetime Guarantee 





ee 


Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pieces beautifully 
packaged in Gift Box 


Order from your Whole- 


saler, $4 295 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 





| Manufacturers of the famous Ace Knife Sharpener and ServespooN 











ameR-g/z 


REPLACEABLE 
AIR FILTER 


An Engineered product of 


PRR 


American Air Filter 


2iscentratave. COMPANY, INC.  jouisvites, KY. 











Sell GARDNER'S Clean-Out Augers 


made in five lengths, eight to 
twenty-five feet . . . complete 
with adjustable, tubular han- 
dies. Series 1940, spring wire 
. . « Series 1950, music wire. 
The ideal tool for cleaning 
clogged drains and closets. 
For greater customer satisfac- 
tion—hand ‘em GARDNER'S 
when they ask for a Clean- 
Out Auger! 


Gardner Wire Co. “tncsco sen” 

















LEADER IN THE FIELD 
GENERAL KITCHEN SLICERS! 


GENERAL SLICING MACHINES ARE ON THE CRITICAL LIST. 
BIG DEMAND, SHORTAGE OF MATERIAL MAKE IT NECES- 
SARY TO FILL ALL ORDERS ON AN ALLOCATION BASIS. 
WE PLEDGE YOU A FAIR SHARE AS LONG AS AVAILABLE. 
FEATURE GENERAL NOW! MODEL 300 — Chip- 


resistant porcenamel .. . 
$17.95 retail 
DeLUXE ‘400°’ — plated 









Ask for in beautiful chrome. . . 

Free Mat $24.95 retail 

MODEL 3!9—comparable 

Seoviss to a $100 1 a 
29. reta 

Seon ate UTILABOARD — the 


portable ledge for all ap- 
pliances . . . $2.49 retail 


SLICING / MACHINE CO., INC. « WALDEN, N.Y. 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 








1873) 





OF THE SWING-A-WAY LINE 


THE WORLD-FAMOUS CAN OPENER 
WITH THE DEVELOPED SALES PUNCH 


} cHeck THESE EXCLUSIVE Features 


v SYNCRO-GEAR DRIVE 
V SHOCK-PROOF ASSEMBLY 
vY 5-POSITION BRACKET 


Pe 
yp "00 
J , 













THREE FAMOUS 
“SALES SEALS” 


. 


SUING AWAY 


— 
4, 
2Omy 10-108 


SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MO. 


ANADA + FOX AGENCIE Tl PORT CREDIT. ONT 
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re you supporting 
a lot of loafers? 


Are you giving shelfroom to unmarked, unbranded products that 
sit around, contribute little, and risk your reputation? 











e ‘CH 
That still happens these days, and brother—it’s doing business 7 
the hard way! e 
Granted “one-shots” may occasionally undercut the prices of the 4 
“brands”—but look at the chances you have to take. You'll have to * F 
spend more time explaining and selling “unknowns”— you'll have ¥ 4 
to push them against customer preference—and if they don’t make - 
good, you take the blame. e ADIRON 
The retailer who handles advertised brands profits from the label aiciadi 
prestige of famous makers and from a year in and year out 
advertising program reaching millions of readers. That’s why you 
make your business stronger when you keep the force of famous 
brand names behind your selling. Let your customers know they can 
get from you the brands they know and want. Why be content—or ats 
expect them to be content—with anything less? W, 
With an 8 to | preference for branded merchandise—can you 4 
afford to push anything else? are 
Give your customers what they ask for— pen 
it’s bad business to substitute vel 
tor 
de: 
fee 
‘ is 
aw Ahn i” are H 
INCORPORATED the 
A non-profit educational foundation jens 
37 WEST 57 STREET, NEW YORK 19,N. Y. 
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TRAFFIC 


Stores report heavier 


traffic—with 


increased sales and 

profits when they 
STOCK—FEATURE—DISPLAY 
NATIONAL CAN 


Housewares 


HOUSEWARES DIVISION 


NATIONAL CAN 


CORPORATION 


110 E. 42 ST., NEW YORK 17, N.Y. 


WW sects 


PAINT THINNER. 
@ CHEAPER THAN TURPENTINE 


FOR USE IN ALL PAINTS—INSIDE OR OUTSIDE 
Drums (55 Gal.) 65¢ Gal. | Quarts . 24¢ Qt. 
5 Gallon Cans.. 75¢Gal. | Pints 15¢ Pint 
1 Gallon Cans.. 80¢Gal. | 4 Oz. Bottles. .96¢ Doz. 
Prices Delivered East of Mississippi River Bottles 
USE TO THIN: 


1—Paints 6—Good fer 
2—V arnishes cleaning 














4—Anato-Brush- Cements 
ing Enamels 7—Dry-Cleaning 
5—Use as a Clethes 


grease remover 


*SPESCO 1744N. W. lst Ave., Miami 36, Fla. * 


e “WORLD'S LARGEST PAINT MANUFACTURER” e 

















W.L.W. 


233 N. California Ave., Chicago 12 


MANUFACTURING CO. 


SHEARS 



















A Washline Pulley That Satisfies 


This Patented Super Ball-Bear- 
ing Pulley is fully enclosed— 
clothes line cannot slip off or 
become snared or frayed. Ball- 
Bearings assure easy running 
and eliminate noise. Very 
strong —made of steel, zinc 
plated to resist rusting. Open- 
ings on either side make it easy 
to insert rope. Size: 4” x 27%”. 
Immediate delivery! Packed 2 
doz. to a box. Six boxes to car- 
ton. An _ outstanding seller. 
Send for literature and trade- 
prices. 


WM. H. ZIMBALIST, INC. 
262 Greene Ave., Brooklyn 5, N. Y. 
































‘CHAIRS Saver 


All types, wood and 
steel in stock. 
Also Folding Tables 


pe Churches, 
id Schools, ware 
Fe etc. PRICES 


1 an ie 


¢ ADIRONDACK CHAIR CO. wv. ax: 


Y. 








Ball 
Type 


























METAL FLOATS 


3" to 12" diameter 
ball floats of cop- 





Tightens loose furniture 
per or stainless WITHOUT taking it apart 


tank to I50# 
pressure ype ( H A R 
aa = 
“ne pa be -y 
made to order. iT <q WOOD JOINTS TIGHT 
ARTHUR HARRIS & CO. eS 
THE CHAIR-LOC COMPANY, Freeport, N.Y. 





212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 




















Bewildered ?? 


ell Oe 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 
out the nation. 





packed 12 to a box * ary wonneve VALVE ASSEM- 
. *# ANTI-FREEZE ACTION 
Write for catalog # CAM-LOCK HANDLE PREVENT 


PITTSBURGH NIPPLE WORKS, Inc This Is the lowest priced hydrant om the 
‘ . 4 
1455 Spring Garden Ave., Pittsburgh 12, Pa. Stee tion, Eetablished 1808. oe 





CHROME THE NEW Columbiana 


CAM-LOCK HYDRANT 


NIPPLES "Sold the Werld Over" 







ri . Here's a fast-selling new Cam-Loek H 
Vg" to 4" sizes Grant for use on pressure lines, Sturdily. 

ep hy- bei i fos vias cre, tt Soon 
Vg and l/, sizes its new feat jude: 


many features inelude: 
* ONE-PIECE BRONZE VALVE woDY 
DRIPPING AND WATER WASTAGE 


7h Columbiana PUMP CO., Columbiana: Obie, U.S.A 
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REG. US. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Olt TAN 








: MADE IN USA 
DOUBLE DUTY 










* EASIER TO USE | WHRAMC Re Sha] Tsim te ae] S 














*LASTS LONGER TRIPLE SAFETY PROTECTION — ONE YEAR GUARANTEE 
* CLEANS BETTER 
ASK YOUR JOBBER eons | moots J - » 
COMPACT— | 32 CAL $435° 32 Cat. $4495 
FOR OUR 25 CAL. $3995 _| 380 Cal. $4495 380 Cal. $4625 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE ORDER NOW THROUGH YOUR JOBBER «+> 
CONSUMER WRITE US FOR FREE FOLDER 
Western Arms-Serp, BLVD 10S ANGELES 15 Canons 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum, 50 words........ 
Each additional a 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
Pe eRe Oem 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close !5 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 














Help Wanted 


Representatives Wanted 


Representatives Wanted 








BUILDER'S HARDWARE MANAGER 
Long established hardware concern offers exceptional 
opportunity to qualified young man to take charge of 
going Builder’s Hardware Dept. Job involves selling 
and scheduling contract hardware on schools, industrial 
plants, residences. Excellent starting oalary. Car fur- 
nished. No traveling outside of Metropolitan New York 
=: yom full details of experience, references, edu- 
eation, ete., 


Box A-115, care of HARDWARE AGE, 
00 East 42nd Street, New York 17, N. Y. 





SIDELINE SALESMEN 


wire Ser AsL tence vetLowrne AMONG 





-™ 
COMMISSION. 
VISE TERRITORY DESIR 


MELAIRE DISTRIBUTING COMPANY 
420 Lexington Avenue New York 17, N. Y. 


AD- 


SALESMEN SELLING RETAIL DEALERS 


Opportunity to join sales staff of estab- 
lished Hardware Wholesaler now reor- 
ganizing sales organization; many ex- 
clusive territories with established 
accounts still open; should carry other 
non-competing lines. 
Address Box R-102, eare of a ig ae 
100 East 42nd St., hee York 17, 

















MANUFACTURERS DIRECT REPRE. 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete con dence. Address Box A-102, care of 
paneer AcE, 100 East 42nd Street, New York 








SALESMEN WANTED 


Experienced hardware Jobber salesman, acquainted 
with general trade practice. Uné, for the Eastern 
Pennsylvania and Northern New Jersey territory. 
Another, for Southern New Jersey and Eastern shore 
of Maryland. Excellent opportunity for the right man. 
Estabished accounts. Young, progressive jobber; will 
supply car if necessary. ore A Commission. wens 
in confidence to Box A-10 of RAgo ARE 
AGE, 100 East 42nd Strest., New ww York 17, N. Y. 














SALESMAN WANTED: NEW YORK 
HARDWARE and Housefurnishing jobber with 
nationally advertised lines desires experienced 
salesman to cover established Long Island ac- 
counts, Prefer man with following. State qualifi- 
cations and references, Replies confidential. Ad- 
dress Box A-103, care of Harpware AcF, 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN TO REPRESENT NATIONAL 
MANUFACTURER IN SOUTH, calling cn 
Hardware Wholesalers. Established territory, sal- 


ary plus bonus, all travel expenses paid, automo- | 


bile furnished, Considerable travelling required. 
Advise age, experience, send picture. Address Box 
A-105, care of Harpware Acz, 
Street, New York 17, N. Y. 








Representatives Wanted 





REPRESENTATIVES WANTED. MANU- 
FACTURER WITH NATIONAL DISTRIBU- 
TION of hardware and houseware items desires a 
live-wire representative calling on wholesale hard- 
ware and houseware as well as chain and depart- 
ment stores. Commission basis only and only one 
with good following should apply. Please state in 
your first letter your experience, lines you handle 
at present and manufacturers whom you represent 
and territory you cover as well as how many men 
you travel. Address Box A-98, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 


278 


100 East 42nd | 











MANUFACTURER’S REPRESENTATIVE 
—SOME PROTECTED TERRITORIES avail- 
able to representative capable of producing results 
on a nationally advertised garden specialty. Gener- 
ous commissions—fast seller—sells on sight—rapid 
turnover. New—Revolutionary! Write today to 
Box A-114, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


Must be established and top performer—calling 
on hardware, housewares, specialty jobbers. We 
have plastic housewares item, good earner as 
side line. Middlewest except Illinois, East and 
West Coasts open. State territory and lines 
now carried in reply. 
Address Box A-112, eare ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors, Choice (protected) territories open. 
Commission. Replies confidential, Address Box 
A-99, care of Harpware Acer, 100 East 42nd 
Street, New York 17, N. Y. 








PAINT SALESMEN 


Wanted by well rated Paint Manufacturer who has 
established following among a sage & Paint Stores, 
Lum Yards, Surplus Stores, etc., to earry our full 
line of popular priced Paints and Enamels. oe 
protected territories available for full or -tim 








men. Supply full details as to your qua’ ifieations 
when replying. 
TOBIAS PAINT MFG. CO. 
3550 E. 7ist., CLEVELAND, OHIO 











wih LINE COMMISSION SALESMAN 
ANTED by nationally advertised package lawn 
pa seed dealer. Address Box A-33, care of 
he AcE, 100 E. 42nd Street, New York 
17, N. 


SALESMEN SELLING RETAIL DEALERS 
who have established following among hardware 
and power tool dealers representing recognized 
saw manufacturer. Protected territory—advise 
territory desired. Western Saw Manufacturers, 
Inc., 1842 W. Washington Blvd., Los Angeles 7, 


California. 


SALESMAN, CHICAGO AREA, SIDELINE 
OF stove repair parts to hardware, ‘appliance and 
plumbing dealers. Non-competitive, lucrative, ter- 
ritory protected. 15% commission. Address Box 
A-116, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








OLD ESTABLISHED TOOL MANUFAC 
TURER DESIRES aggressive commission sales 
man with established clientele among hardware 
jobbers and retailers covering the state of Iowa. 
Address Box A-87, care of HARDWARE AGE, 100 
East 42nd Street, New York 17, N. Y 





PROFITABLE, EXCLUSIVE TERRITORIES 
OPEN on Septifeed—a new. patented product 
guaranteed to eliminate costly digging up and 
pumping out of Septic Tanks, Cesspools, Seepage 
Pools, Nothing like it on the market. Perfect for 
hardware trade. Write The Septifeed Corporation. 
Chambersburg, Penna. 





EXPERIENCED COMMISSION’ SALES.- 
MAN. AS EXCLUSIVE representative of several 
European manufacturers, we have available a 
number of items of interest to hardware and in- 
dustrial trade. Write stating experience, territory 
and references to SIMONS STEEL PRODUCTS, 
60 Jacobus Ave., So. Kearny, 








WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 
100 East 42nd St. New York 17, N. Y 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Positions Wanted 








ESTABLISHED NEW ENGLAND MANUFAC- 
TURERS' REPRESENTATIVE, SELLING INDUS- 
TRIAL PLANTS AND WHOLESALERS IN NEW 
ENGLAND AND CENTRAL NEW YORK, DE- 
SIRES ONE OR MORE ADDITIONAL PROD- 
UCTS ON EXCLUSIVE BASIS. WAREHOUSE 
FACILITIES. 

Address Box A-107, care HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 


EXECUTIVE—Top-level Management 
Experienced all phases wholesale hardware. Outstand- 
ing record in sales management. Have served as vice- 
president and sules manager large wholesale hardware 
concern, Capable of organizing a new wholesale hard- 
ware company or expanding a small one through 
aggressive sales management. Well acquainted with 
leading manufacturers serving the wholesale hardware 
industry. 


Address Box A-86, care of HARDWARE AGE 
100 East 42nd Street. New York 17, N. Y. 














ESTAB- 
Kentucky, 


MANUFACTURERS’ AGENT, 
LISHED IN OHIO, West Virginia, 











ACCOUNTS WANTED 


Manufacturers’ Representative and Stocking Dis- 
tributors. Complete Dominion of Canada coverage by 
experienced, competent representatives contacting the 
wholesale hardware smallwares and gift trades. Lead- 
ing department and chain store accounts. Suitable 
merchandise for these trades required as additional 
lines. Established 1937. Please write. 


GEORGE S. HALL & COMPANY 
9 Wellington Street, East. Toronto, Ontario, Canada 

















ADVERTISING-SALES PROMOTION 
MANAGER, He is a seasoned executive with an 
outstanding record of achievement in the Indus 


trial field with several national advertisers. Able 
to plan complete programs and handle production, 
Experience with all media—-sound writer. He is a 


specialist in marketing and merchandising, espe- 
cially with products distributed through Industrial 
and Hardware Jobber channels; a tireless worker, 





NEW LINES WANTED 


Importer selling all Hardware and Department Stores 
in Puerto Rico, and who handles the products of 
numerous, well-known American national manufac- 
turers, wants additional general hardware lines on a 
commission or wholesale basis. Puerto Rico is one of 
the best import markets for American products. 


Address Box A-79, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 






































Indiana & Michigan, with following of the 
Wholesale Hardware & Chain accounts, desires 
contact with reputable manufacturers wishing to 
LERS sell this trade & who use less critical materials 
f than aluminum. Address Box A-91, care of 
f estab- Harpware AcE, 100 East 42nd Street, New York 
Ww reor- 17, N , 
any ex- i 
ablished 7 os , 
'y other —— om 
E AGE 
Y. WANTED 
By Manufacturers Representatives covering 
Hardware jobbers, retail dealers and imple- 
ment dealers, general hardware lines for -tates 
of Florida and Alabama on exclusive territory 
rer basis. Commission only. 

hardware McQuivey & Thomas, Manufacturers’ Sales Agents 
8 Route #1, P.O. Box 80, East Palatko, Florida 
ITORIES MANUFACTURERS AGENT SELLING 
d product THROUGH JOBBERS in Arizona, New Mexico 
sy up and and West Texas. Desires lines. Well acquainted 
s, Seepage with jobbers throughout the territory and proper 
erfect for representation is assured, Address Box A-106, 
orporation, care of Harpware Ace, 100 East 42nd Street, 

New York 17, New York. 

SALES. HARD HITTING SALES ORGANIZATION 
of several DESIRES ADDITIONAL tool line in the fol- 
vailable a lowing areas; Eastern Pennsylvania, Southern 
re and in- Jersey, Maryland, Delaware and the District of 
DUCTS. Columbia. Best of references. For real results 
DUCTS, Address Box A-92, care of Harpware Ace, 100 

East 42nd Street, New York 17, N. Y 
FARD SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 
, McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue, Miami 38, Florida 
MANUFACTURER’S AGENT WITH ASSO- 
CIATE is desirous of obtaining additional factory 
lines for all or part of Indiana, Ohio, Kentucky and 
West Virginia. Have extensive following among 
the hardware, tool, paint and lumber dealers and 
jobbers. Can promise a top notch job for the right 
line. Address Box A-113, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y 
‘in ’ meen 
ies MISSOURI, KANSAS, IOWA AND NE 
BRASKA. Est: iblished representative with wide 
clientele among hardware and paint jobbers and 
retailers, chains, department stores. Can give ex- 
cellent coverage and large volume to one additional 
hardware, houseware, appliance or painting line. 
All offers carefully considered. References ex- 
N.Y changed. Address Box A-110, care of HARDWARE 
Acer, 100 East 42nd Street, New York 17, N. Y 
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LINES WANTED FOR EXPORT by 


manu 


facturers representative with excellent contacts 
with exporters here. Payment made ia 
usual terms and wholesale prices required. Com 
mission basis, 5th Avenue office and showroom. No 
conflict with domestic representation. Address Box 
A-104, care of HARDWARE _ Ace, 100 East 42nd 
Street, New York 17, 





Positions Wanted 





WANTED: POSITION AS STORE MAN- 





AGER or Department manager of large unit. 
Florida preferred. Veteran, single, age 43. Have 
fourteen successful years experience in South 
Florida. Can handle buying, window display, 
sales training. Enjoy all Hardware activities 
except bookkeeping. Immediate salary unim 
portant. Show me an opportunity tc progress. 
Address Box A-80, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 
HARDWARE MAN, 39 YEARS OLD, 20 
years experience in wholesale hardware on stock 


and orders. Ability to work well with others, 
adaptable to most any position as an inside man. 
Metropolitan New York area desired. Ad‘ress 
Rox A 111, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 





Can you use a man with twenty-six years of 
wholesale hardware experience? Have had a very 
high sales record as a salesman. Served as a 
director, officer and assistant to the president. 
Also interested in selling for a manufacturer on 
a commission basis, Age 45. Address Box A-90, 
care of Harpware AGe, 100 East 42nd Street, 
New York 17, N. Y 





SALES REPRESENTATIVE, WITH 5 
YEARS EXPERIENCE selling to hardware, 
electrical jobbers & mill supply, desires to repre- 
sent manufacturer. College graduate, age 30, and 
can handle all phases of a Chicago sales office. 
Address A. Tilkin, 5220 S. Kenwood Ave., Chi- 
cago 15, Til. 














affable and of excellent reputation. Full details on 
request—in confidence, of course. Address Box 
A-108, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. 

EXPERIENCE IN ALL BRANCHES OF 
HARDWARE business, retail and wholesale, 
window and interior display work, Hardware store 
remodeling and departmentizing, show card and 
sign work, capable_as store or Dept. manager. 
Prefer position in California. Address Box A-97, 
care of Harpware Acer, 100 East 42nd Street, 
New York 17, N. Y. 





Business Opportunities 








HOUSE PAINT SPECIALS—QUANTITY LIMITED 


Ranch House Red, Schoolhouse Red, 

Barn Red, Vermilion Red $3.00 gal. 

Decorators’ Deep Tone Flats 75¢ at. 

(Arlington Green, Colonial Blue, Wine Burgundy) 
Porch & Deck Enamels, Wood Sealers $2.00 gal 
Gray & Red Barn Paints $1.40 gal. 

Aluminum Paint $2.40 gal. 


PAINTMASTER PRODUCTS, Box 844, Holyoke, Mass. 











FOR SALE: HARDWARE 


STORE, WELL 





ESTABLISHED, in a thriving Jersey Shore 
town. Clean stock. Will sell at invoice. Will also 
sell building, if desired. Living quarters included. 
Approximately $40,000 cash needed. Must be seen 
to be appreciated. Shown by appointment only 
Owner desires to retire. No Brokers Address Box 
A-100, care of Harpwarr Acre, 190 East 42nd 
Street, New York 17, N. Y. 
Located southwestern Michigan farming area. County 


seat town of 5,000. Excellent factory payrolls in diver- 
sified industry. Current sales well ahead of $243,000 
annual budget. Nationally advertised appliance fran- 
chises and good bottled gas busi 100% d 

location. Owner has other interests demanding his 
time. Deal direct with owner. Address J. S. Farns- 
worth, 409 North Cedar St., Allegan, Michigan. 














LEADING HARDWARE STORE IN AN IN 
DIANA County seat of 7,000 for sale. Small ap- 
pliances, good auto accessory franchise, sporting 
goods Annual volume exceeds $100,000; building 
producing additional income. Harold Hobbs Co., 
Realtors, Muncie, Indiana. 

HARDWARE, PAINTS AND APPLIANCE 


STORE for sale; located south central Pennsyl- 


vania in town of 1800. Apartment < above store; 
will sell building. End of year inventory, $17,000. 
Will inventory at time of purchase, last year’s 
volume was $32,000. Address Box A-109, care of 
Harpware Ace, 100 East 42nd Street, New York 


17, N. ¥ 








ATTRACTS 


CUSTOMERS/ 


QUICKLY...| 
ALNICO* HANDY 


¢ 
(? \ This permanent ALNICO Mag- 
Es net picks up nails, paper clips, 

bobby pins, tacks, needles, 


etc. FREE Dealer's Display card 


for greater Impulse Sales! 








Price 295, 


AGNETO SALES CO. of New York 


261 West 


54th Street, 


New York 18, N. Y. 





Boxed & Carded 
¢ popular-priced> 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 

TOUCH-UP « 


Order From Your Jobber 
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Billings & Spencer Co. 
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Black & Decker Mfg. Co. 














ASK 
YOUR 
JOBBER 
TODAY! 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 








Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 











ASK FOR IT 


GET Te BEST! 


BY NAME 


ACID CORE 


SOLDER 


Why accept less than the Best—when GLASER costs no more? 


GLASER LEAD CO., INC. 


21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 


280 





Boss Mfg. 


Co. 196 
Boston Woven Hose & Rubber Co. 92 
M. S. 272 


Brooks & Sons, 

Buch Mfg. Co. 
Buffalo Bolt Co. 
Burns Mfg. Co. 
Burroughs Mfg. Corp. 


c 


Calbar Paint & Varnish 
Campbell-Hausfeld Co. 
Canfield Co., 
Carborundum Co. 
Cedarberg Mfg. Co., 
Central Can Co. 


Spring Hinge Co. 


ee vcs 


we H. OC. ... 


Century Drill & ‘Tools Works Div. 


Chair-Loc Company 


Champion DeArment Tool Co. 
Champion Hardware Co. .. 
Chattanooga Impl. & Mfg. Co.. 


Cheney Hammer Corp., 
Chesler & Sons, Inc., 
Chevrolet Motor Div, 


Henry... 
i 


Chicago Roller Skate Co. 


Chicago Screw Co. 


Chicago Spring Hinge Co. 


Choremaster Div., 
ley Co. 

Clark Co., Robert H. 

Clemson Brothers, Inc. 


I 
Lodge & Ship- . 


Cleveland Cap Screw Co. 
Cleveland Twist Drill Co. 
Coleman Co., Inc., The.. 


Colonial Brush Mfg. Co., 


“Inc. 


Colorado Fuel & Iron Corp. 


Columbia Steel Co. .... 
Columbian Vise & Mfg. 
Columbiana Pump Co. 


cue ~ 
Co.. 


Columbus McKinnon Chain Corp.. 


Columbus Plastic Prod., 
Congress Drives . 
Continental Can Co..... 


Inc. 


Continental Scale Corp. 


Cook & Dunn Paint Co. 
Corbin, P. & F 
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Dayton Pump & Mfg. Co. ........ » 
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Deming Co., The 
Dempster Mill Mfg. Co 
Diamond Iron Works, 
Dietz Co., The R. E. 
Disston & Sons, Inc., 
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Wm. .. 





Co ee 282 
Dominion Electric Corp. 

Durham Co., Donald 
Duro-Company, The 

Duro Metal Prod. Co. 


E 


Eclipse Lawn Mower Co. ....... 


121 
Exact Level & Tool Mfg. Co., Inc. 265 


F 


Fasco Industries Co. sapien 
Faucet-Queens, Inc., The 
Federated Metals Div. 
Ferry Cap & Set Screw Co. 
Fitler Co., Edwin H. ............. 225 
Fleischmann Handle Co. | 
Flint & Walling Mfg. Co., 

Flour City Brus’ 

Ford Motor Co. 

Fuller Tool Co., Inc. 


Gardner Wire Co. 

General Electric Co. ............. 
General Filters, Inc. 

General Slicing Machine Co., 
Gensco Tool Div. 

Getty & Co., Inc., H. eeae 
Geuder, Paeschke & Frey. Be... 
Gilmer Co., L. 

Gladding & ey 

Glaser Lead Co. 

Grabler Mfg. Co., The 

Graham Co., Inc., 

Grainger Co., 

Gray & ca Ag - 

Great Neck Saw Mfrs., 

Greenlee Tool Co. 

Gries Reproducer Corp. 

Griffin Mfg. Co. 

Griffin Co., G. W. 

Grumbacher Inc., 


Hager & Sons Hinge Mfg. Co., C. 
Hall-Wessel Co. 176 
Hanson Scale Co. 

Harris & Co., 

Heller Brothers Company 

Heller & Co., Cc. 

Hemp & Co. 

Higgins, Inc. ...... 

Hodell Chain Co. ... 

Hoover Co., The 

Hoppe, Inc., 

Horton Bristol Mfg. Co. 

Hoyt & Worthen Tanning Corp. .. 


Ideal Cabinet Corp. 

Illinois Bronze Powder Co., ; 
Imperial Bit & Snap Co. ......... 
Imperial Brass Mfg. Co., 
Independent Lock Co. 

Indestro Mfg. 

Ingersoll Steel Div. P ine 
Ingraham Company, E., The” 
Inland Steel Products Co. 
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Jackes-Evans Mfg. Co. 
Jacobs Mfg. Co. 
Jacobsen Mfg. Co. ... 
Jenkins Brothers 

Johnson, Inc., William 
Judsen Rubber Works, Inc. 


K 


KHP Milwaukee Steel Co. .. 
Kautzky Mfg. Co. 
Keil Lock Co., Inc. 
Kester 7 Co. 
Keuffel & Esser Co. 
Kilgore Mfg. Co. 
Kimble Glass Div., 
Glass Co. . 
Klein & Sons, 


5 
Owens-Illinois ; 


Mathias 
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... GET FISH! 
CUSTOMERS 
Landen Putty Works 


v Tey 
Landers, Frary & Clark ......... S b ) 


pote yo ay Oo. react wan 
avelle Rubber Co. .-» 4615 & W Moulding Co. ........... < RTMENT 
—_ 8 eee Samson Cordage Works B. LOCALIZED ASSO a 
eonard Co., The Sapolin Paints, Inc. ae “Best fish taker | ever used. 

a wan Oe 27 | Sargent & Co. There are sizes for fly casting 


Site Genel Gee, 2... 6cseceresss 2251 Savage Arms Corp. . 
Lowe Brothers Co. ° Co. é spinning, baitcasting, and trolling 


68 ce 
ee ee Schacht Rubber Mfg. Co. . for fresh and saltwater. 


Sensation Mower, Inc. ~ 
Sharon Bolt & Screw Co. Send for complete catalog of leaders, lures and hooks. 
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Tilden Tool Mfg. Co. i 
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Triplex Screw Co. 113-25 BERKLEY ST PHILADELPHIA 44, PA 
National Can Co. True Temper Corp. 
National Hdwe. Show . 207 | Tryon Co., Edw. K. 
National Hsewares. Mfrs. Assoc... 78 | Turnbuckles, Inc. 
National Lock Co. 175 
National Mfg. Co 
New Bedford Cord 
Nichols Wire & Al. Co. 
Nicholson File Co. 4] Union Fork & Hoe Co. 
North Bros. Mfg. . Union Hardware Co. 
Nott Mfg. Co. Union Steel Products Co. a 
United Cutlery & Hdwe. Prod. Co. 253 
U. S. Steel Corp. 91, 1 
Universal Mfg. Co. . 1 ) LA t-Y@ 5 A 
ini 0 ete rng tr Ce. ane tj”, Something different in 
‘Malley Valve Co., niversal Price Marking Systems . . Y4 1 
Oster Mfg. Co., John. ........... Upson Brothers, Inc. ........... 170 / ‘ AM a rake! —— — 
Oster Mfg. Co., The y (7 years), quality amboo 
<z ; ..with the tough, iron-like joint 
Vv Y/ I Zz sections cut to form the teeth 
P YY tips. Longer lasting, stronger, 
P&C Santon, See, Se. Y / does better work. 33 teeth, 18" 
PTI, Inc 6 / spread, copper wire bound, 
Paine Co. : necked with U metal clamp. 
a Gay NG. cv cescee Ww 48" handle. 1951 Best Seller. 
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to ee ae 58 | Warwood Tool Co. 
Peoria Malleable Casting Co. ... Washburn Co. 


Pequea Works, Inc. .............- 281 | Western Arms Corp. ae rete . ay . > 
Phoenix Table Mat Co. ........... It | Western Home Prod. Co. ..... bits Mi Wa il wG is 
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pare emt Oi mh] Wc ts ig  forevery \ “preferred by all 
purpose whe want the beat! 
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Remington Arms Co., Auger bits for /16 /16 
Rich, Inc., Howard B. Y electric drills 
arene 251 4hg” to 12/46” 
Riegel Textile Corp. ............. 22| Yale & Towne Mfg. Co. ... ig” SO 16 wid 4 
Robinson, Inc., Edward E Mirror Bright 


Root Mfg. Co. 169 @ 
Round Associate Chain Co. Z Thidway Sales Office and Factory 
Basel Bec. Co., INC. ..cccccccces 219 ipway TooL’co., INC Melvin, Ohio 


Rudolph Pitry. Equip. Co. ....... 274 | Zimbalist, Inc., THe 
HARDWARE AGE, APRIL 19, 1951 281 




















It’s a proven fact! Heller fixture 
equipped stores attract more trade. 
Heller store fixtures possess more 
selling features than any other 
line of fixtures on the market 
today. You will be amazed at the 
greater sales producing possibili- 
ties of Heller fixtures, and you get 
more value per dollar invested. 


Send size of store today for free 
plan. Ask for new manual No. 51A, 


W.C.RELLER « C8. 


THE GEST STORE EQUIPMENT im THE WORLD . 





SPRING II AT BARGAIN PRICES 


areTHE [i Se// More Tools—Faster 





BUTTON TIPS 1/2-HP WORKSHOP MOTOR 
Fastest-selling. Lists at only 

rca $39.95. V2 HP, 3450 RPM, 115 V. 
Capacitor type. Double shafts. -95. Out-sells any 

NO. 29. Totally enclosed. Ball bearings. | 1-HP, 3450 RPM, 115/230 V. 
Overload protected. Switch 60 Cy. double-shaft, ball- 
and cord. Handles 101 tool bearing workshop capacitor 
jobs efficiently and economi- motor, On-off switch. 14/2 
cally. No. 4K152. cord. No. 4K324. 


USE YOUR NEARBY GRAINGER STOCKS 
@ Lowest Net Motor Prices @ Motors for Every Need 
@ Strict Wholesale Policy @ Fast Shipping Service 








Write for Wholesale Motor Catalog 


W.W.GRAINGER, INC. 


43 WAREHOUSE STOCKS, COAST-TO-COAST 
General Offices: 740 W. ADAMS, CHICAGO 6 


SEU DOMES OF SILENCE 2: 


SELL ON SIGHT when these attention-compelling con- yay 1%" %’ 
tainers, box or card are displayed on counters. Genuine DOMES %” 5%” %” %” 
One set on « Card. OF SILENCE glide softly, silently, smoothly 
Sass ote. over all flooring; saves floors and furniture For 
Me 1 The? years the favorite with houseowners and furtdture 


wyr ih” manufacturers. 





Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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sells any 
5/230 V. 
ft, ball- 
apacitor 
h. 14/2 





